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PROFITS 


A Challenge You Must Answer! 


Read how these 4 
merchants met the 


Profit Challenge ! 


MultiKopy Carbon Paper, if properly sold, returns a larger net 
profit than any other line of merchandise or any other depart- 


ment in your entire store. 


Admittedly a bold statement. But a true statement. Consist- 
ently advertised to the consumer for 22 years, the complete 
Webster Line supplies every single need of your customers. 
Remember that sales and profits are not synonymous. You, as a 


good business merchant cannot afford to overlook this positive 


challenge to profits. 


F. 8S. WEBSTER CO., INC. 


( Est. in 1889) 


332-342 CONGRESS STREET, BOSTON, MASS. 


PHILADELPHIA MILAN , PARIS . LONDON 


SAN FRANCISCO . 


PITTSBURGH 


CHICAGO . NEW YORK . 








Case No.9: New Or. 
BEANS, Lac: “Webco's 
modern method of pre- 
senting carbon papers 
and typewriter ribbons 
has opened our eyes to 
this —- aside from profit- 
makers in themselves, 
they are wonderful sales 
feeders for increasing 
volume throughout our 
entire Stationery Depart- 
ment.” 


Case No. 10: [os Ax 
GELES, Car.: “It was 
a revelation to discover 
such a volume of profit- 
able carbon paper and 
ribbon business that we 
did not even = surmise 
existed in our territory. 
Your Webco sales pro- 
motional plan is a ‘profit 


digger. 


Case No. Il: TAMPA. 
FLa.: “Webco sales pro- 
motion plans quickly 
carry through into actual 
carbon paper and ribbon 
sales. Your modern 
method of presenting car- 
bon paper and ribbons is 
an eye-opener. 


Case No, 12: Puornix., 
Aniz.: “Webco coopera- 
tion is a clean-cut demon- 
stration that unknown 
potential business can he 
quickly turned into 
profits. It’s one thing to 
know products, and an- 
other thing to know how 
to sell them properly 

your plan covers both.” 











¢ OFFICE APPLIANCES 
is a news and technical trade 
journal, serving the entire 
industry of office equipment. 
It covers the manufacture 
and distribution of office ma- 
chinery, office devices, office 
furniture, office supplies and 
the entire range of commer- 
cial stationery. Itscompre- 
hensive news reports of the 
industry and its valuable 
special articles upon sub- 
jects germane to its field 
have given it unusual pres- 
tige. It serves a clientele 
composed of managers and 
agent efor the various office 
machines, devices and sup- 
plies, commercial stationery 
dealers and many of the 
largest corporations in the 
United States. It also 
reaches some dealers in 
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fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it 
asks its readers in all parts 
of the werld to aid it with 
inquiries and suggestions, to 
which it will give prompt 
and earnest consideration. 


§ CONTRIBUTIONS are 
invited upon any topics of 
interest to this trade. All 
accepted manuscripts will be 
paid for at space rates. Un- 
accepted manuscripts will 
not be returned unless post- 
ageis enclosed by the sender. 
Correspondents should give 
their names and addresses, 
which will be withheld from 
publication if requested. 


§{ ADVERTISING RATES 
upon application — only 
articles of office equipment 
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ADVERTISEMENTS 


These advertisements present the products of 
the leading manufacturers in each division of 
Because of the ground for honest 
differences of opinion the publishers obviously 


cannot undertake to guarantee transactions be- 


and 


however, offer their service in resolving any. 
between advertisers 
tomers, which result from relations established 


through the journal. 


customers. They do, 


and cus- 





Goldpre ss Co, 
Graff, Geo. B., Co 
Grand Rapids L. L. Badr. 
Ga ccecceeseses 
Graphic Duplicator Co... 
Guide System & Supp. Co 
Gunlocke, W. H., Chair Co 
Gunn Furniture Co 
zx 
H \. Ink Eradicator Co 
Hall-Welter Co 
Hanson Scale Co 
Hedman Mfg. Co 
Heyer Duplicator Co 
Higgins, C. M., & Ce 
High Point B. & Chair Co 
Hoge Mfg. Co., The 
Hoosier Desk Co 
Horn, W. C., Bro. & Co 
Hotchkiss Sales Co 
Hotel New Yorker 
Hunt, C. Howard, Pen Co 
I 
Ideal School Supply Co 
Imperial Desk Co 
Imperial Methods Co 
Imperial Steel Cabinet Co 
Impr. Boehner Binder Co 
Indiana Desk Co 
Ink Spe ilties Co.. The 
Int'l Printing Ink Cp 69, 
I ncil Metal Furn. Co 
J 
Jasper Chair Co 
Jasper Desk Co 
Jasper Seating Co 
n, A. D., Mfg. Co 
x 
Kay-Dee Co 
Kihn I s 
Kohll ( The 
K I Posture Chair ¢ 


192 


909° 


Meilicke Systems, Inc 206 
Meilink Steel Safe Co., 
The . seneceeceteas 93 
Mergott, The J. E., C 177 
Metal Office Furn. Co 96, 7 
Metropolitan Furn. Serv 215 
Meyer & Wenthe . -195 
Milwaukee Chair Co ..101 
Mimeograph, The 57 
Mimeo Service Bureau....214 
Mittag & Volger, Inc 161 
Mon Bureau 216 
Monroe Cale. Machine Co. 60 
Moore Push-Pin Co... 191 
Munson Supply Co........ 188 
Myrtle Desk Co........ 125 
N 
Natl. Brief Case Mfg. Co. .197 
Nat'l Business Show Co. .168 
Natl. FiberstoK Env. Co. .195 
Natl. Vule. Fibre Co. 207 
Neidich Process Co...... 184 
Neva-Clog Products, Inc. .194 
New Indiana Chair Co 109 
N. Y. Silicate Bk. Slate Co.213 
Oo 
Oakville Amer, Pin Div...211 
Office Appliance Co., The.188 
O. K. A. Co 215 
Old Town Rib. & Carb. Co.170 
Orpin Desk Co. es nbene 37 
Orthwine Mfg. Co. .. 213 
Oxford Filing Sup. Co 121 
P 
Pacific Cb. & Rib. Mfg. Co.181 


Paper Box & Specialty Co.210 
Parrot Speed Fastener Cp.208 


Peerless Key Co., Inc 205 
Peerless Wire Goods Co. ..188 
Pelouze Mfg. Co 195 
Pierce, S. K., & Son 141 
i, ge: Se eee 100 
Postindex Co , : 118 
Press Products Co., The 141 
Prym, William, of Amer- 
BO ccc cteccwscecéacace 183 





OFFICE APPLIANCES 


Q 
Quality Park Envelope Co.166 


R 
Rand McNally & Co...... 93 
Regal Typewriter Co..... 77 
Reliable Tw. & A. M. Corp.213 
Reliance Pencil Co 178 


Remington Rand Business 
Service 164, 65 
Roberts No. Mach, Co 199 
Roberts, Weldon, Rub. Co.180 
Rochester Rib. & Carb. Co.196 
Rockwell-Barnes Co 183 
Rotafix Duplicator Co 158 
Royal Typewriter Co 71 
s 
Sainberg & Co., In¢ 188 
Sanford Mfg. Co. 197 
Sano Typewriter Pad Co..185 
Sanymetal Products Co 36 
Searles Elec. Weld. Wks 134 
Seglin, M 140 
Sengbusch S-Cl. Inkst. Co.176 
Service Steel Products Cp.141 
Sheaffer, W. A., Pen Co. .66, 7 
Sheppard, C. E., Co 180 
Sherman-Manson Mfg. Co.139 
Shipman-Ward Mfg. Co 199 
Silverglo Lamps, Inc 215 
Smith, L. C., & Corona 
Typewriters, Inc 59 
Smith Noise & Sh.Elimntr.212 
Speedaumat ee 
Speed Key Mfg. Co .211 
Stationers’ Loose Leaf Co. 83 
Stationers Specialty Corp.215 
Steel Equipment Corp .135 
Steel Fixture Mfg. Co 139 
Steel Furniture Mfg. Co..136 
Stein Bros. Mfg. Co . 202 
Storms, H. M., Co .-187 
Sturgis Posture Chair Co.215 
Sundstrand Add. Machine.179 
Sun Rubber Co., The 74 
Superior Off. Spec. Co 207 
Swan Pencil Co., The 210 
 y 
Tell City Desk Co 94 
Terrell’'s Equipment Co.96, 7 
Tip Top Mfg. Co »o oad 
Toledo Metal Furniture 
GA cocccecees sesbat 
Triner Scale & Mfg. Co 210 
Turner & Harrison Pen Co.213 
Tybon Corp 212 
U 
Underwood-Elliott-Fisher 
Co. 179, Back Cover 
Underwood Tw Back Cover 
Union Ribbon & Carb. Co.213 
U. S. Envelope Co 75 
U. S. Lace Paper Wks 208 
U. S. Tw. Parts & Sup. Co. 61 
U. S. Tw. Ribbon Mfg. Co.210 
Vv 
Van Dorn Metal Furn 95 
Varityper Incorporated....174 
Ww 
Wabash Cabinet Co 119 
Wagemaker Co, 127 
Wahl Co., The sennee 
Warshaw Mfg. Co., Inc 200 
Weber Costello Co ee 
Webster, F. S., Co . - 2 
Weis Mfg. Co 103, 4, 5, 6 
Wholesale Typewriter Co.159 
Woodstock Typewriter Co. 80 
Worcester Wire Nov. Co..196 
Wrenn Paper Co. .ccccess 162 
Yy 
Yankee Paper & Spec. Co. .204 
Yawman and Erbe Mfg 
EM ececsvceevestowe 114, 15 


JUNE, 1931 5 














Adding Machines Card Cases, Pocket Dating Stamps 
Burroughs Adding Mach. Co.218 Gardner, P. A., Leather Wks.212 Amer. Number Mach. Co... 78 a Machines 
Elliott-Fisher ... ..179 Impr. Boehner Binder Co. . .211 Fulton Specialty Co....... 212 Di “tor weg CO... ee eee, 219 
General Office Equip. Corp.179 Card Index Boxes and Trays Meyer & Wenthe.......... 195 ore hie itenitenten dn *°*: 57 
Marchant Cale. Machine Co. 167 Art Metal Construc. Co.116, 17 Desk Calendars ne D 11. cator Co.....212 
Monroe Calculat. Mach. Co.. 60 yy 2 - gS “ape. eyes 140 Columbian Art Works. .....207 uplicator Co....... 81 
Sundstrand Adding Machine. 179 Automatic File & Index Co.111 Defiance Sales Corp....... 209 Mimeograph, The......... 57 

Adding Machines, Rebuilt Bentson Mfg. Co....... . 138 Stationers Specialty Corp. ..215 Duplicat. Machines, Used, Rebyilt 
pemane Se. & A. SS. S.-» 008 Cote Steel Rawip. Co: ------Fag Desk Fie Racks Mimeo Serv. Bureau... .... Q14 

> olumbia Steel Equip. Co. .1°4 atic Wile . 

Adding Machine Rolis snd Paper os Qyerter Mtg. C. ‘eg ttt 138 Mwy ks 4, Index Co.111 ee ow Supplies = 
U. 8. Lace Paper Works. . . .208 = as Se --4 oof. Co. ‘The 120 Boorum & Pease Co....... 187 Graphic Duplicator Go. .):/912 
Yankee Paper & Spec. Co. . . 204 Glob a Ri eC ee The... 123 Sainberg & Co............ 188 Heyer Duplicator Co. . . 81 

Adding Typewriters a a a > Co 138 Sun Rubber Co........... 74 Ink Specialties Co....._._ 9 
k hs Add Mach. Co.218 Guide System & Supply Co.138 = an Ink Specialties Co... ...... 191 
3urroughs Adding Mach. Co. Imperiai Methods Co......184 Superior Office Spec. Co... .207 otafix Duplicator Co..... 158 
Underwood, E. F. .. —ie ti... . 112 Desk Pads, Glass EI 

PRES YP 179, Back Cover ery Mo A itt Polar Mfg. Co 100 ectrie Motors — 

Addressing Machines ; a Pe Ady may spectei Sainberg & Co............ 188 - sae Electric Co........ 172 
Addressograph Co --..219 Sainberg & Co............ 188 Desk Pads, Linoleum “nvelopes 
Speedaumat .......... 219 Steel Furniture Mfg. Co... .136 POMP TEM DOs cccenceness 100 Bushnell, Alvah, Co....... 7 

Adhesives Wagemaker Co., The...... 127 Sabenete OG i> 050005054 188 Diemer, John F., Co....... 192 
(See Inks, Adhesives, etc.) Weis Mfg. Co.....103, 4, 5, 6 Stationers Specialty Corp. ..215 Globe- -Wernicke Co 26660420 123 

Arch and Clipboards Yawman and Erbe ‘Mig. Co Superior Office Spec. Co... .207 Nat'l FiberstoK Envelope Co.195 
Atlas Staty. Corp.... —_—. #8 8  eeanee 4,15 Wagemaker Co. .......... 127 gealy ——_ 1 ees Co. "166 
Free Hand Binder Co. .214 nvelope Co......... 75 
Globe-Wernicke Co . .123 Envelopes, Celluloid 
Rockwell-Barnes Co... . .183 “aaa ree 214 

Bankers’ Note Cases * ied 
Art Stee 1 es ...140 one Sales _ 
Cole Stee Equipment ‘Co 211 Glles Amatenes tn. Oi,” °° 
Currier Mfg. Co ie ; ee CLASSIFICAT Ions ce Appliance Co., The. . .188 
General Fire proofing Co....130 Eradicators, Ink, 

Globe-Wernicke Co.... 123 H. A. Ink E “4 215 
Metal Office Furn. Co... . .96, 7 aR p mama pag Co... .215 

Billing Machines : For the benefit of the subscribers the lines N. Y. Sil » 
Burroughs Add. Mach. Co. .218 Whus Gaah Book Slate Co.213 
mee pel RRS OL advertised are here classified. Many of the poaapgfiominy: = how TS SYS 184 
General Office Equip. Corp. .179 7 F y Erasers (Chemical) 

J - 7 7 “J 7 Cc 4 D4 ig « i 
U pepsi Type oe a x = i requirements of the modern business office are - H. A. Ink Eradicator Co. ..215 

Binders, Catalog ‘and Periodical . : rasers (Rubber) 

Laon teats to... ~ represented. Should subscribers be interested Americ an eo. ee A 160 
Aigner, G. J., Co... » - 214 ° ° ° . argus | i 196 
in any article of office equipment not listed Faber, A. W., Inc......... 82 

Blackboarde ciate Co 218 y ' —— : Roberts, Weldon. Rubber Go.180 

Weber Costello Co... ..184 here, they are cordially invited to communi- Exhibitions 
f Nat'l 

Blank Books . . ® Yat'l Business Show Co... .168 
Boorum & Pease.......... 187 cate with the service bureau, through which the Rensnen Gein 
Rockwell-Barnes Co. . 183 a 

P . : PG Ginn on ceséd been 210 

— Saas ant Stoc ks on information will be promptly and cheerfully Defiance Sales Corp........ 209 

Blotters furnished by letter, without obligation. File Boxes, Collapsible Corrug. 
Wrenn Paper Co.... 162 Pn Sr ane ob oe haa ane 62 

Btne Fring and Plan File Cabinets Kay-Dee Co........+ss06: 207 
All-Stee quip Co. . 126 > 
Art —. onstruc. Co.116. 17 “wt — 140 
Aurora et: — Cabinet Co EEE eee OR ere Tha ee ae ee 
Automatic File & Index Co.111 Automate bend « — Co. at 
Berger Mfg. Co........... 95 Currier Mtg weeqebesis | 
General Fireproofing Co... .139 Cash Boxes Desk Pending-Letters Holders Sar Ome Fama, Go... .88° 7 
Globe. Wernieke _ ‘793 Art Steel Co., Inc.........140 Acco Products, Inc........ 58 Press Products Co......... 141 
Metal Get Pan, G. oe ‘ Cole — — Co...211 Desk Trays ot ‘te vo Rockwell-Barnes Co....... 183 
Yawman and Erbe Mfg. Co. ' asters, Shoes, Etc. 7 Ft Steet Co.. ERC... .+ + . Fili Cabinets, Metal 

5 Maemees GO. onc cecccccss .127 Automatic File & Index Co. ui} ng mets, 
Be d Bo ao 114, 15 Sun Rubber Co..........- 74 Berger Mie. Go. ....-sceee Art Metal Construc. Co.116, 17 
“Aré Metal Construc. C 116. 17 +Chair Irons Cole Steel Equipment Co. ‘oil Art Steel Co,....... 2.04. 140 
weetpebedenen' Collier-Keyworth Co....... 122 General Fireproofing Co... .120 Aurora Metal Cabinet Co... 98 
Art Steel Co.... : 140 . Globe-Wernicke Co........ 123 ae ig te wh Index Co. 111 
Cole Steel Equipment Co 211 Chair Mats c Imperial Methods Co 184 Bentson M covcscaae 
Corry-J: amestown Mfg. Corp .137 Polar Mig. Co.........++.- 100 eum id ae 112 Doras? PEGE, Giae ooo +00s60 95 
General Fireproofing Co....120 Chair Pads and Cushions Metal Office Furn. Co... .96, 7 herwer Mig" Op. uip. Co. .129 
Globe-Wernicke Co........123 term d Mig. Co...++-+++++- 100 Paper Box & Specialty Co. .210 Corry-Jamestown Mfg. Corp. 137 
Metal Office Furn. Co... .96, 7 Sainberg & Co..........++> 188 Sainberg & Co *"T88 General Fireproofing Co... .12 
Steel Equipment Corp..... 135 Sun Rubber Co......... . Stationers Specialty Corp. . .215 Globe-Wernicke Co..... gs 

Book Cases Chairs Wagemaker Co............ 127 Imperial Steel Cabinet Co... 13: 
Art Metal Construc. Co.116, 17 Do/More Chair Co........ 131 Weis Mfg. Co..... 103, 4, 5, 6 Invincible Metal Furn. Co. 133 
Cochran Metal Products Co. 138 General Fireproofing Co... .120 Worcester Wire Novelty Co.196 Macey Co., The....... base 
General Fireproof. Co., The.120 Gunlocke, W. H., Chair Co. 139 Desk Work Distributors Metal Office Furn. Co. .96, 7 
Globe-Wernicke Co........123 High Point Bend. & Ch. Co.12 ° Automatic File & Index Co.111 Press Products Co........- 141 
Gunn Furniture Co... 99 Jasper Chair Co........-. 13 Bristow, Stanley R........2 °14 Service Steel Products Cue. 73h 
Macey Co., The... »+ +112 Jasper Seating Co......... 136 Currier Mfg. Co........... 138 Steel Equipment Corp. . 13 
Metal Office Furn. Co... .96, 7 Ko-Rect Posture Chair Co. .133 Globe-Wernicke Co........ 1°3 Steel Fixture Mfg. Co...... 130 
Weis Mfg. Co. 103, 4. 5, 6  cditcntuaeees den 140 Horn. W. C.. B ‘ Steel Furniture Mfg. Co... .136 
Yawman and Erbe Mfg. Co. Milwaukee Chair Co....... 101 Kohlhaas Co.. Yawman and Erbe — Co. : 

mmbesaeeeew sey 4s 114, 15 New yy 4 ab x : sees ‘oy Sainberg & Co............ 1B8 «tw eters cesecens -114, 15 
ookholders Pierce, S. Son Co.... Superior Office Spec. Co... . 207 Filing Cabinets, Wood 
Acco Products, Inc........ 58 a M. pecker pS a 27s Wagemaker Co....... eee 127 pm dey File & Index Co..... 111 
—_ mange E. W..M Toledo Metal Furniture Co. 118 —.. Desk C 124 Globe-Wernicke Co......- “33 
P »nte .. W.. Mfe. C 91° Y 8 Deseccccsereses 2 ori pthods Co....... 

Bookkeeping Machines © °'’ "|? Cheek Protectors and Writers, Mfrs. ‘Art Metal Construc. Go.116, 17 © Macey Co. The..--...... 12 
Burroughs Add. Mach. Co. .218 Hall-Welter Co......-+++-- aoa Automatic File & Index Co.111 Wagemaker Co.........-. 127 
Elliott-Fisher ............179 Hedman Mfg. Co........-- 2 Berger Mig. Co... .-... 95 Weis Mfg. Co..... 103, 4, 5, 6 
General Office Equip. Corp. .179 Check Protectors 7 ar Coes Columbia Steel uip. Co. .129 Yawman and Erbe Mfg. Co. 
Underwood Type ~~ r Co. Reliable Tw. & A. M.C....2 a Jamestown Mt fg. Corp. f os ate ee aeadesea eee ewe 114, 15 

...Back Cover Check Sorters anglewood Desk Co....... . Filing Suppli 
, . 205 Ev ville Desk Co........ 02 ng Supplies 

Box Files Kohlhaas Co., The........ 205 Evansville Desk Co, - 198 pet ~~ Sy 58 
Art Steel Co. ve eeees 140 Checks, Stamped Metal < General Fireproofing Co... .120 Aigner, G. J., Co........+: 214 
Globe-Wernicke Co wen Meyer & Wenthe.......... 195 Globe-Wernieke Co........ 123 All-Steel- Equip Co ae ae 126 
Rockwell-Barnes Co.......183 ips, Paper (See Paper Clips) Gunn Furniture Co..... .. 99 Automatic File & Index Co.111 
Were See. GO. ccas 103, 4, 5, 6 Coin B Trays and Wrappers Hoosier Desk Co.......... 128 Bindah Products, Inc...... 64 

Brief Cases - Art Stecl oo ten 140 Imperial Desk Co......... 110 Bushnell, Alvah. | Co Saat otek 173 
Nat'l Brief Case Mfg. Co 197 Downey. The C. L.. Co..... 214 Indiana Desk Co.......... 108 pee Ge. FRO. vcecscee 196 
Stein Bros. Mfg. Co er ce ute i ciate gs Invincible Metal Furn. Co. .132 Filing quipinent “Bureau. 130 

Bulletin Boards Copyholders ‘ Jasper Desk Co........... 134 General Fireproofing Co... .120 

Y. Silicate Bk. Slate Co. .213 Acco Products, Inc........ 58 EOGOOEE GO. Fees co vce e ves 92 Globe-Wernicke Co........ 23 
Weber Costello Co. is4 Copying Devices and Supplies Macey Co.. The. ....0cc00. 112 Guide System & Supply Co. 138 

Busi 8 : ; Yawman and Erbe Mfg. Co. __ Metal Office Furn. Co... .96, 7 Imperial Methods Co...... 184 

eS... Show Co.168 . .***crtettttttstttt? 114, 15 Myrtle Desk Co.......... 125 Invincible Metal Furn. Co. 7 

wen é siness Show Co 3 : Orpin Desk Co......... 137 acey The.......+-+.-- 2 

Calculating Devises Costumers _ , oe re Nat'l *FiberstoK Envelo Co. 195 

- enn Fk as Furniture Co...... 134 Steel Equipment Dorp ah aed 135 a 
Metlicke os somes Inc. .... 206 General Fireproof. Co. The.120 Steely ‘Fixture Mfg. Co..... 139 Oxford Filing Supply Co...121 
Reliable Tw. & A. M.C....213 Giobe-Werniaae Co........ 123 Steel Furniture Mfg. Co... .136 Rockwell-Barnes Co....... 183 

a ——— *y, 5 Sanymetal Products Corp. | .136 Tell City Desk Co....-. 128 Steel Bauipment Corp. . « -- iis 

rhs Add. Mach o..218 agemaker capa tS ih: 27 ~ 2#2#&=&=5°Wabash Cabinet Vo.......-- 
Marchant Cale. Machine Co. 167 Crayon ] 184 Weis Mfg. Co..... 103, 4, 5, 6 Wagemaker Co....-.....- 2s? 
Monroe Calculat. Mach. Co. 60 bao a lO CO... sss Yawman and Erbe Mfe. Co. Warehay ig. Co., =e. “.: 7 
Sundstrand Adding Mach. ..179 ae @2020t—“(i—i‘“‘“—t~C iC*«C‘<“‘“‘CSCON#CN#SOSS Ge Ee, Bee eee 114, 15 eis Bw. Gad aos 3, >. 

Caleulating Machines, Rebeilt Polar Mfg. Co.......-++-- 100 Display Fixtures Yawman and Erbe Mfg. is. 15 
Reliable Tw. & A .213 Cuspidors Adjustit Display Spec. Co..213 == + tee ee ess eescersess - 

Calendar Pads and a Art Steel Co..........+-. 140 merger TES. OS... .0.cecee 95 Finger Pads, Rubber 
Columbian Art Works... ..207 Cole Steel Equipment Co. ..211 Orthwine Mfg. Co......... 213 Sun Rubber Co.........-- 74 
Defiance Sales Corp........209 Detroit Metal Spec. Co..... 208 Drinking Cups, Paper ; 

Carbon Papers Cutters, Paper and Card Logan Drink. Cup Co. Div. .169 Fountain Pen Engraving ne 
(See Ribbons and Carbons) Ideal School Supply Co... .200 Orthwine Mfg. Co......... 213 Goldpress Co. ....-.+++46. 





6 
ICE APPLIAN 
-LANCES 


For 
—_ Pen 
‘ J 
Ft Co 
She s Ink C 
Ww affer. W Co 
meseaeie vA. P = “= 
*Sheaffe Pen- The Pen Co. . 66 163 mgehet Offi 
Pr iture B A Pe (Comb 75 Leo a Furt proofing C 
3 plar p Bumpers n Co ined) M pold C r1iture C 1g Co 
Wel Rubi &o 66. 67 Macey ie the o 120 dita 
* “4 “ . “ ‘ 
— - Mig A. v Wage — De +4 44 Int'l Xt, 
ure H oO 100 Yaw naker C Co o2 Manif rintin & C: 
my & 74 man and % 112 ies a he Carb. Co, 2 
enitare hes es Service $ 5.6 Memor: id Erbe Mf of Ni tag & Supplies Corp 208 
rit ' » n > a s y ‘ »-* ri cn ge ae Ge 
Globes, Fe» Sten o — ndum aos ~—_ — Old ich Process C * =e an General 7 
Rane Geogr: ke Co 215 Rockw 1 & Pe: »ks 114, 15 I acific Cs Rib & Cal 161 I obe-W Firepro 
w x] MeN aphical Meme ell-Ba ase Co : Roches arb & Car. C 18 tee Me rnicke —s Cc 
G amaw Gas ally 1°33 ~——— arnes C Rock ter R Rib Co S4 Macey etal Pr Co o P 
old Stam ostello «& Co ; Bristow om Devi o 187 Stor — & C: Co 170 MEEC Co a roduct 120 
ain —s “a 1933 pte M fs inley B 1833 Ty bon Cor ae Lard. Co.. sea Metal eiechevesse to 
r : Stamp J.. Co 1s4 wean ifs. Co ‘ Ww nion Corp. —_ 183 + na ee Fur +t 
ane so Presses ° Asees & b., Co., Tt ‘a We > Ty 4 & Cart 187 mavagemaker _ Mi Co 140 
Al Cloth 14 Sengb Mfe. C - ist Rul ywter. F r. Rib arbon C ~ tia Ro ‘o e Co 96. 7 
Gum gener. ¢ ’ Mot gbusch S o ‘ »ber Be s ¢ Mfe 0 913 ckwell 136 
amed ¢ yy ee a ors, E $-c I Fabe ands o g. Co... 21 Tele Bar +4 
loth Oo 204 Gene lectri nkst 1 R r, A 210 phon nes C 127 
Hot irshaw » Ri N eral E rie und C 96 ubber ‘ Ww o An e Ace o 
els M fe ngs ' umbe lectr 0.176 4 Sts Americ: essori 
l erir trie C 76 Amer amp Coly in E orice 18: 
I Hotel N eC In< ‘ Amer ion Machi Co Rubt erican A Mfg. O go T rlytt = oe ctr ie © ; 
nde New Y ‘ For un N rine 7 ver S pvaty utf 82 hu 0r: Co 
x ¢ Yor} , ce Nu id 172 M te ype C its mt ator 
Gr sae si orker 00 Robe Wm mber. M ~ s eyer - Co Gr: » Tacks ries 19% 
Macey Geor oan if Office te Ss, _& Co. h. Ce - — Wenth 191 ne Georgt 21 5 
, 5 ; 5 ‘ i . ‘ , . 4 . ne re > ~iv 
=. Be &, Co , on an gestions an Co oo aR, tal C 195 Oakeille Ae Ry Co 
x ih-P » r ‘ . - ge ons Oy ae ‘ a 
Sa Pin Ce 712 Cc — ~—- f maninge 199 oe ae a 4 Go truc Co.1 -« ~ Stan mer. Pin D pee 
Aut er. G. J , D otype chine ‘ rener ufe & 16.17 Josl amps & iv a1 
ag 19 efia Ce 12 Gl al Fir I March A Rec 2 
Guid File & Co l Re nee 5 ; 23 obe-W irepre ack C a Marchant D.. XN rorde 211 
w sf & Ind P: ekwell ales © Invin ernick ofing C o * 5 T rant C Mig c rs 
Ink urshaw em & x Co “1 ads, ¢ Bar orp ” M cible e Ce o 1:3 ransf ile. Mach 
. \ &s 1 : ol nes C 213 acey C Me ) 1° er ( Mac o 
s, A Mie t Boor umn: ( as Meili: Ce Metal F o. 20 All-S as ach. C 205 
Ey ay Co - pt y Co : 1} I nny a Pe “4 209 +> ilink rs The Furn. Co. 123 po Steel Bat Co ooF 
Dav id s Ink ¢ Ete me 138 a Et + ase C 183 St, tal Off teel Saf o..132 ns Metal Gore Cc ” 
G se T . o . 700 . tlun + EC ‘ 0 tee! . ice F e C oe. e 4 7 Ss _ ons — 
y ne ral Sern nes I aper 1, Eme —_ ~ Ete 187 Y cel Bauipme =e Co. . pe > 228 Sr coy Co i 1°26 
an C) ipse Co nk Co 163 3row! , T . ‘ ~ 1 and E Corp : 6. 4 Automat etal Ce : i6 i7 
= t Prit anes M ae 199 E ty icant 137 atety es irbe Mfg. C 135 Berger “The = shines a 140 
m t > ) 20 om 8 re ver C ° nv si * . e Ss 4 r C . 
fr San for Ink & — Cor - a1 Wr kwe i ene &P 0 Sal ivincible it Boxe 11: i Colt Steel E oO idex Co 98 
Fame oy Mie. ¢ imp Pe 6o. 7 I Pay enn P sJarnes rx 171 Wry Meta Fr #.15 ——— Stel Bou 111 
\ oO Wi Cc 70 ape ape - Xo » ’ ip 1 Fur . Tra | Stee . nt C e¢ 95 
Atlas Staty Co.203 por Cipmas Co... tt — ip Training n. Co..132 og a Go.: 211 
: Senat ul Eel Cor 197 » gece Svenee 162 Han Univ o~ Invincible Mets ne —" i2y 
abels, usch S-C Co ie aper ( rook Per Ine : Pelo on Seale C a: Metal Co. T tal F .120 
I Aign Law Be Inkst ++ Acct = ‘= 5 Triner { Mi Lo “ Re = off lap Ci 12:3 
, gner »ok stand aT) » Pro 58 Se er _— ge. Ce . ek we ce * . ) oo 
waite S.¢ Co and Nees r 76 ree +h ts. lh 189 craphooks ale & Mf : i 912 Steel iE 3 Ray Co et 
tl . ’ m rt W Cc ic ior 8 Mig. C ; oz Stee equip as Ce oa & 
Lee verge i ot Rind ire o Ss rm. W Co 195 Ww 1 Fi pme » 06. 7 
lo hing . ‘ . ‘ aus : ir nt C : i. 
@ for Lamps 214 — , 3 Som 58 creens C., Br 210 = woo, Loe 183 
ats ricar .—— 7 a Gec a ts ping Co 196 Pol a a ro. & Co awm —¥ Co Mfe. Co 3 135 
aber 1 Per al Pe ° dak ville rge n Ss Dial SIS " © ih a . ; aR 
Shea 1. W q ( : encils Lo = = ' Ame iL Co. = — be Co 215 Type see nd Erbe we 4 x 
’ er, W ip 7 |-Bar in ° AN ype, T Mig. C 5, 6 
Le ah! Co 4 . 16 Py op N arnes C Div 200 H ids. T ; Ar ba te : . oO 
mm Gc Phe Pen C 3 — a Co = 211 rey pecaons 100 _— Writing 114, 15 
> at'l ee. ». .66, 7 D imp ay M: : 183 Ss ither Ink 1as. M Ink C pe ing M: » 
Stein ief C ol efia uper F achin *] < anford 1K & S &c o..19 nes S wh. C 
Leather oe M fs Mf as Ever nce Sale ne n¢ “ . eals, N Mig. C “ amp P: - 2 +t Typewri upply C 1! 
Mfg g. Co ty udy s Co * Co » Not ud Co. ite y Lo 8° 
Gunloc Pholstered, o 197 Hoge =; he ate ‘ 204 ane me! gt r Co.203 Amer. cn Sonning 2, 192 
— giin. M W.H Furnit 202 N, chkiss - oO of Bost 209 f Box enthe orporat 197 c : riting Materi 68 
athers, U Chair _— P va-Clog ee c m2) 2. St “| = Clarotype ‘fn Mach og 
acka’ ph 0 ‘ arro ge Pro 0 2 eras eel Cx . “ K. e Co o 
1 “Lackawanna Leathe 30 TES yy gH Dicer 7 ae Pa! 19 
‘ a as c ; eT Lad r ‘ ~ ? ” 
ee er ( a P (See Inl tener Cc 194 Genet John F 1 Webster Mfg. C "913 
jlob St 0 en : ks. A rp. 20 T ul Fi F.C +0 T r.F.8s o “ 3 
Im e-Wert inley R 122 one Pene Adhesives — Gh ae reproofi = 95 ypewrit S., Co 215 
oe licke C a hae & s. Ete Shelvin Wer ng Co 192 ae Se ; - 197 
rh Me oO Def Mfc. C ps ) 1elvi rnie , 1col hic , : 
Letter — nas ( thods ( 214 Pen . ance S& Co ae licke Cc Munsc - Rubbe = Kere ° 
( ra : a 12: cil Shi ales C . 1l-Steel-E . 120 ¢ m St r Key C 
Letter! Desk , mt ise i, aff harpeners orp 196 — Met. Pa c 123 Sheed KK Kore Co. Co 1 
pomnente raye) "05 _— unt c oes B.C 209 Re . Steel Construc Typewr! ey Mf - 1 
Lettering un E ils, Coed: oward, Pe Cochra Mfc. c. Co 126 Ar oer Cushi Co 205 
in mt Ar ed: Pe 7 » hr e © 11 nes S ast 5 
Brid < and ibossir F nerica ir n Co »00 Ge iran M Co 7 6.17 Anon Suppl nion K 3] 
I foam port ae, Cs ( ‘ aber .. 8 neil C "O03 ( ior ral Fi etal Prod ..140 Peerle Rubbe Co nobs & F. 1 
° € : d , oO rlobe * r 4 om 4 -rles 4 er c ce< ee 
rer Equi en Co ard Pe oO R neral Pe Ink Inv e-Wer eproon ucts Cc 95 San a Key - Co ose et 
, {Globe al F — as eas - a Co 160 my ible M x Ca Co o 138 _ smith, Noi Co : oos 
in erm roof . Penci iP neil C x” MEF I etal F .120 ype Noise er P 5 
noleum D nicke - = Co encils, + neil Co Co 200 MEECO etal Pro - an tn 193 powemee MM, & as Co 205 
olar esk T ) 1” Ay lect = Steel E ducts o.. 135 py-Gr: anif OK k E _. 185 
s { fe o 0 itop hanie 178 Terr sat I .132 T raph C old i 5 
aint g. ( ps > S poir eal eo rrell’ juipr ne . yp i ¢ ing m. 21° 
' Wag ere & ( ( 1°3  — iffe Sy oO 10 y — a EF ae c 107 cr - orp.. Th Y Oy > 
ae gemaker o ih] nan .quipme orp +0 Amer. W arts : Bice 
ekers and ! Ce 100 Pens Co., T A., Pen C . Si - & bebe M Co 135 ~ Writ “ and T - 157 
All-St nd Stor: 8 ~ Letteri he . Ge. 6 o ign Mark Mfc. ¢ 8 > Ame ing Mact ools 
Ar eel-Eq age s sridg ng 6. 7 F arke g. Co... 7 es 8S Mach. C 
Me ‘ Samp A < abinete 1°7 . Ester sport Lane Stee 175 ome e 114.15 c U T upply Co. . 182° 
aware teel C mnstru ens, St ook Pen Co Card C ng Devi cialty C 15 aut Parts ‘% 82. 19° 
: yra ™ 0 Co 1°48 E eel 1 Co - Surri ices o A ers Si . ra 
Al Me 116 ‘ster er me . oe ip. C OS 
Automati tal Cai 16. 17 — ainate 2 14 ‘ Kohlh Mfc. C 01° er, = Pg - p. Co $i 
, ree eo Fi rine ‘ = int . x > » xo te aas C o vee os ing . , 
peewee en le & Index. 140 oom, en C amp P o tarr-Mor Mack 
y-J Co nd 3 a Pie rner owar ; Fi ads ‘ Ce r-Mors ach. C 
Ge eA eaehane x Col s ieture & Harr e Pen C LXO I ulton S 138 Corona e Corp 0.... 
| F 11 H i ‘ A pe I t 18° 
i obe-W irepro 1 Mig » a 0 P Moore — on Pen "as 203 —_—- Ink ‘ dalty c 205 eer 4 aha - ES 82, 192 
vin erni ofing orp — iet ust 6 21: Meyer & c &S o ming ice RRO - 
Lyo ible ke (Uc Co 137 sures hemes Pir . 215 Rock Ww tam °o igton Eqt ; 73 
M — Met Cn tal Fu mo 7 Blum (Framed) Co senntx te 1 pentne p Pad Co 212 ° mary Rand 1ip “Garp 58 
MEE 0 mT roduc -y M oO : ; > and am Oe, In 191 Searle nal Office /*. o ; +96 Smith 17s writ is. Serv. 9 
Steel E — 8. ine ° opper in ¢ ~ Sher ss Elec fac : Inderwoc Cc er Co. 164. 65 
T ~- Ea inen 107 Defi - & Br pomtainess 137 ee an M 4 Weld bine 183 erwood a. ae . 34 $s 
ls E ent ( ” Oal ce S s Resr : Toledo’ Pos sor Fork Tm liott-Fisl ws. . 
awman a : pme - ; p 140 Pry a ~ = Corp h. Assn.21 .. Metal F Pp 2 ene f 34 nderwood T oy Co. 59 
« *. it Co 1 L n , erk 217 7 on i >. air C ‘ . y . 7s Sack . 
— Leaf I mrte M1 a6. 7 ~~ oon im. of Pin Di 209 «6S Americn etal Furniture € 215 apesiyper I + riter Co. Cover 
ecou 7 g. Co ‘ , ype =~ % 4 v.2 . tati car " * “ ; tr oods neor , > P . 
Boo untin books an Ll mer, Wri evercer i a . ationery 1 Emboss , Engr: o..118 Ty istock orporat Back Cov 
r orum hy i. ion d Syster 4, 15 a ting M 83 . Imperis Racks ing aig ypewriters ypewrit ed over 
+ M — % ces Co ns nes Mach . tenci il M .. . 908 Ame .R er Cc a 
Gra a *ppang c U. s Sup Co neils Metho 203 1er, W ebuil 0 
th) Rapids cl 201 P Tw ply © 2° Mey ds C riting t . 80 
Ne yd eeoide LLB ix3 ostal Seal P yon dh 182/192 en &Ww en he Rezai T 1g Mach. C 
+ 1-Clog Co Rinder C 199 B snson es & Supp. C 68 nanan enthe t Reliabl 4 writ ' ‘i 
eppal rod t 0.193 rele Seal io. 6 loort so’ N Sh e Tw riter C . 2° 
s ir roduc ; Pelo ule C i hi ; N ‘ D ’ 
patna ~ . F c In 201 Pr Triner ‘Sea fg. co a... Reel Bar a Books 195 Ww pman- Want 2 Mt. oye 19° 
Ai Leaf Cov L.. Co rhe 194 ublicatic cale & M 212 = tarnes Co. Visibl ale Type Mfg. Co "213 
la gner, ‘ vers, 1S0 Bridg ons Mfg. C 195 MEEC 0 . 187 -¥ Ind write . ar 
ose a Emt ges 0 95 S oO , 7 Art ex 8 r Ce 199 
eee Sant E Co » and De SS Busines Fr. W 210 Tolate P 183 Aut Metal — De 159 
me... kilo puvctepes, -~. r Mon Ri. Ltd Ste oledo Mots ire C Globe atic a ae Cc $ 
c Leaf ¥ Cellul 14 unches ureau 217 rage Ca etal Ft hair Co 140 Me be-Wert ile & I o...116.17 
L. arpente fetals oid Ace 9] ‘ Art St uses irniture C 15 Pr rgott Th, ke Ce ndex C 6.17 
Mall Di Le: E. W 14 poco Sve te Bank teel Co 6118 Postindex he J E 0.111 
_- ~~ boaren Met Mfe. ( De + um & _ In« 16 Cole. Ste Box C 8 — a= oO B.. Co 1°3 
tris ibt sla Co o — an< eas 4 c ‘ Oo = eppar ucts . ° 177 
Map eat pment + oan 7 Wi = ales Fo a 58 M mS x! - juipme 140 Stationer , The a 118 
Gr ~ ey R ”) - Pins nicke _e 187 Rock’ oO ) The nt Co 8 : aa 4 ; one E Ci 141 
— Geor B > mm. - o 209 Btere — il-Barr 211 - te 1 and one Leas Co 180 
‘ ~ : > s ” i . 1es C 207 -_ » ¢ 
= ~ ish-P ‘ Co Trbo P senses Co “3 a aE Co 1 Ww) 5 ny ifg. Co 83 
0” > ai e . ), . x Vf . 4 ur na 
ind MeNall 200 Ribbons Corp ng Machin 191 es Omice ¥ juipment 183 ty Met ” 114,15 
Nally & 91 . an e — ice § ce F , ( ; 1 . ‘at 
& Co Alle dd ¢ Swingi Stee urn. C rene fe. C abt. C 
19 Ault : on — 212 og Type Produ as ai £0 Globe: oF Fire or . 98 
i: tu . y - . er M wri cts C . 7 i > 00 > 
‘ Cc ~ee ye he | : r. W tee Be ~~ ua 1 +1 ee Oo orniche as Co.. 95 
irter’s ib j 19 Globe-We g Mach. ds Steel Fur ° 124 
Ink on Carb C 69 ‘ Ww, ~ We as ach. Co Waste B urniture Mf 33 
, 0 ’ Ss ‘ > ~ - g we 
l i Mfg. C ke C 182 ask g.C 1 
so _— Co o 82. 19° Ame rie ag i . ‘$e 
; Automatic F , 103 Ww Cc A Steel ,” in Co 4 
rger M ile . 5, 6 Fur tee ~ : 
ifg. Co & Index C Metal 18 e} Equipm ». 128 
am Co. 31) —- ome Fur a oso omae 
vee D5 Pe Fules ur rs “ee 211 
4 eerless lleanized Fi oO. 134 
Sainberg ae Goc ibre C 96.7 
Co “is Co. 0... 207 
; eae ...188 
...188 


Web 
er C 
ystell 
io Co 
184 
Co 
umbia R 
_&Cc 
Mi 
g. Co. 7 
76 
Fur 
n _ 
as Furniture C 
0. 

aE eee 134 
Wor 
cester V 

Wire 

Nov 
elty C 
‘o.. 196 





JUNE, 1931 





> WANTS AND FOR SALE © 


The rate for Classified Advertisements is eight cents a word. Minimum charge, $1.60. 





SITUATIONS WANTED 


SALESMAN WITH EXPERIENCE selling direct to user in 
large city and later calling upon dealers in interest of manu- 
facturer, is open for new connection. Principal experience has 
been in office furniture and supplies. Out of field temporarily 
but prefers to return to it. As district manager covered middle 
west territory and Pacific coast. Will consider any location 
with reliable manufacturer or dealer. Address §S-110, care 
Office Appliances, Chicago. 


POSITION WANTED as manager retail commercial stationery 
department, office furniture department, or retail branch steel 
furniture manufacturer. Also qualified as manufacturer's rep- 
resentative to dealers or retail commercial stationery and office 
furniture sales both inside and outside. Fifteen years’ experi- 
ence this work. Age 36, single—go anywhere. teferences. 
Address Y-74, care Office Appliances, Chicago. 


STATIONER WITH EXCELLENT RECORD for results, now 
connected, is available to act as general manager of stationery 
business or as department manager Will also consider road 
proposition with manufacturer. Might invest in limited way 
if new connection offers right possibilities. Address C-75, care 
Office Appliances, Chicago. 


EXPORT DEPARTMENT CONNECTION WANTED by man 
well grounded in foreign procedure. American, but has spent 
years in European countries. Will consider proposition in 
home office of American manufacturer or as representative 
abroad. Well equipped to handle sales promotional work. Ad- 
dress D-76, care Office Appliances, Chicago. 


YOUNG MAN, age 29, desires permanent position with Sta- 
tionery and Office Equipment firm. Experienced salesman, 
window trimmer and decorator. Fountain pen selling and re- 
pairing. Ten years with largest firms in Los Angeles. For 
particulars write Leslie L. Atkinson, 762 Heliotrope Drive, 
Los Angeles, Calif. 


YOUNG MAN with ten years’ experience in the Office Equip- 
ment, Printing and Stationery business wants position with 
reliable concern; thirty years old and married. Address G-100, 
care Office Appliances, Chicago. 


WANTED—MANAGEMENT OF OFFICE FURNITURE DE- 
PARTMENT. Exceptional success developing salesmen and 
showing profit. Reasonable salary plus percentage of net 
profits. Prefer central or southwest. Address F-94, care Office 
Appliances, Chicago. 


MAN, 30, desires position with reliable concern in office sup- 
plies; has had eleven years’ experience as clerk and assistant 
manager. References. Address V-74, care Office Appliances, 
Chicago. 


SALESMEN WANTED 


SALESMEN WANTED in all territories to sell an exception- 
ally strong and diversified line of chairs, for the office furni- 
ture trade. We make the most complete line of chairs in the 
country. We sell our merchandise close and therefore priced 
very low. State age, experience, territory covered and lines 
now handling in first letter. Lincoln Chair & Novelty Co., 219 
East 44th St., New York City. 


OUR HIGH-GRADE TYPEWRITER specialty is being suc- 
cessfully and profitably sold by typewriter salesmen, repair- 
men, supply and specialty salesmen. This is a golden oppor- 
tunity for anyone calling on office trade. Territories are being 
allotted now. Write for details and selling plans. Address 
t-72, care Office Appliances, Chicago. 


TWO HIGH CLASS TYPEWRITER SALESMEN 
for important city territories in San Francisco with one of 
the leading typewriter companies. Give full information as 
to your sales ability and former connections when writing 
Address T-78, care Office Appliances, Chicago 


WANTED 


DISTRICT MANAGERS AND SALESMEN experienced in the 
visible index field to sell ““Visblex,” a visible loose leaf equip- 


ment. Exceptional opportunity for experienced men with an 
old established company. Henry Conolly Company, Rochester, 
a 


WANTED—SALES MANAGER by a large manufacturer of 
office equipment. Prefer but not absolutely necessary experi- 
ence in office equipment field, excellent opportunity. State 
age, experience, and salary expected. Address Box 11, Dore- 
mus & Co., Advertising, 44 Broad Street, New York 


WANTED—STATIONERY SALESMEN—With established 
trade, to carry new office specialty of reputable house as side 
line. Good commission Repeat business. Must furnish best 
references. Address E-218, care Office Appliances, Chicago. 


AMAZING PATENTED ENVELOPE SEALER. Seals 50 min- 
ute. tetails $4.50 only Offices buy on sight! Tremendous 
Market. Free Trial. Rede, 8020 Winthrop Bldg., Boston. 


RESEARCH AND ADVERTISING MAN WANTED 


OFFICE EQUIPMENT MANUFACTURER can use experi- 
enced research man to analyze trade requirements and to 
handle sales promotional work and advertising. Give com- 
plete account of past connections. All information will be held 
strictly confidential. Address A-73, care Office Appliances, 
Chicago. 


REPRESENTATIVES AVAILABLE 


LINES WANTED FOR WESTERN COAST TERRITORY by 
successful salesman who carries line of steel equipment, also 
wood desks on commission basis. Interested in any article 
of merit that can be sold in office furniture departments, in- 
cluding filing supplies and desk accessories. Address Z-112, 
care Office Appliances, Chicago, 





REPRESENTATIVES WANTED 


MANUFACTURERS of a complete line of steel office equip- 
ment desire to make connections with a financially responsible 
distributor or agent on the Atlantic Coast and in the Middle 
West. Steel Furniture Manufacturing Company, Baldwin 
Park, California. 


BUSINESS OPPORTUNITIES 


WANTED TO BUY, established office equipment manufactur- 
ing business. Interested only in established product which 
will stand complete investigation of patents and market- 
ability. Address B-164, care Office Appliances, Chicago. 
WANTED TO BUY, typewriter exchange or office equipment 
business. Prefer city over hundred thousand. In reply give 
full details about lines carried, sales, earnings, etc. Address 
E-220, care Office Appliances, Chicago. 


WAN TED—Partner to join established stationery business in 
Chicago office building. Small investment necessary. Must 
be experienced in selling and have a local following. X-163, 
care Office Appliances, Chicago. 


OFFICE MACHINE MAINTENANCE 


OLD ESTABLISHED OFFICE APPLIANCE HOUSE with 
complete repair facilities would consider servicing machines 
or assembling and distributing office devices. Care of F. C. 
Hyde, 392 Broadway, New York City, New York. 


PATENTS SERVICE 


ALL PATENT and TRADE MARK CAUSES—U. 8. and FOR- 
EIGN, including RUSSIA. Technical assistance in developing 
Inventions, Infringement Cases, Industrial Appraisals, Patents 
Commercialized, Patented Monopolies for sale. Prompt, con- 
fidential, expert service. I. & M. T. 8S. Co., 488 Prospect Ave- 
nue, Hartford, Conn. 





NEW YORE OFFICE SERVICE 


YOU MAY HAVE A NEW YORK OFFICE at nominal cost. 
We offer individual rooms or parts of rooms in an impressive 
floor suite, with stenographic service, reception service, tele- 
phone and all facilities. Ideal location. Model Office Service, 
Inc., 22d floor, 401 Broadway, New York City. 


FOR SALE AND WANTED TO BUY 


FILING SAFES full of document files (Diebold), 72” high, 

42” wide, 30” deep, in good condition, $145.00 each f. o. b. your 

town, Safe Cabinet, SE No. 53, perfect condition, $225.00 

f. o. b. your town. Subject to prior sale. Ask for our cat- 

alog on rebuilt safes and cabinets. Acme Safe Co., 216 Centre 
».& 


St., N. 





KARDEX VISIBLE EQUIPMENT bought, sold, and exchanged. 
We have for sale and will also buy all sizes of Kardex cabi- 
nets. If interested in selling, send sample of pocket, descrip- 
tion, quantity and price wanted. If want to buy, advise card 
size wanted, capacity, and present style of equipment, if any. 
Note: We need right now twelve 5x3 14-drawer Rand last 
type manufactured but don’t need pockets unless are 5x1% 
size, also ten 6422 late type Kardex Cabinets. F-97, care Office 
Appliances, Chicago. 

WILL SACRIFICE surplus stock. Several Burroughs Book- 
keeping Machines, Elliott Fishers, National and Underwood, 
also Multigraphs, Addressographs, Coin Audits, Comptometers, 
Monroes, Hand and Electric, Hooven Automatic. Hundreds 
of others. We invite your inquiries. Fort Pitt Typewriter 
Co., Inc., 642-44 Liberty Ave., Pittsburgh, Pa. 
ALL MODELS ELLIOTT-FISHER billing and bookkeeping 
machines bought and sold. Robt. Novak & Co., 537 8S. Dear- 
born St., Chicago. 
ADDRESSING MACHINES, Comptometers, Dictaphones, Edi- 
phones, Kardex cabinets, Mimeographs, Multigraphs, bought 
and sold. Hanover Office Equipment Co., 58 Greenwich SBt., 
New York City. 





ELLIOTT-FISHER billing and bookkeeping machines bought 
and sold. Maloney, Gilmore Co., 508 S. Dearborn, Chicago. 


ADD-INDEX ADDING MACHINES bought, sold and rebuilt. 
Want to buy Add-Index adding machines in the rough; quote 
model, serial number and price. Graze & Sadler, Inc., 396 
Broadway, New York. 





ELLIOTT-FISHER machines bought, sold and rebuilt. Teeter- 
Warsh Co., Plankinton Arcade, Milwaukee, Wis. 

FOR SALE—Burroughs Bookkeeping Machine Model 12-17-04 
Elliott Fisher Electric Bookkeeping Machine—Both machines 
like new. Office Machinery Co., 204 S. llth Street, Phila., Pa. 














BUSINESS OPPORTUNITIES 


The detailed inquiries which follow have been received direct from 
readers of Office Appliances. They are tangible business oppor- 
tunities which are well worth following. 


Wanted Here at Home 





New York, N. Y.-J. C. MeGuire has been appointed purchasing agent 
of the Port of New York Authority He will appreciate receiving cata 
logues from office equipment manufacturers so that he can bring his cata- 
logue file up to dat 


Mid-Eastern..-A gentleman with wide experience in selling steel office 
equipment, filing systems and supplies wishes to take on non-competing 
lines to sell to dealers He is operating in Virginia, West Virginia and 
Maryland. He is well known to the trade in that territory, and has also an 
acquaintance with banks and general business houses. Address: Sem-29, 
care of Office Appliances, 417 South Dearborn Street, Chicago, Ill 


Miami, Fia.—-The Commercial Office Service, 210 Exchange building, has 
added a rubber stamp and supplies department. J. C. Orthner, proprietor, 
wishes to receive catalogues and price lists from manufacturers of stamp 
pads, inks, daters, seals, mould materials, signature devices, etc 


South Bend, Ind.—-The Office Supply & Equipment Company 
receive catalogues and prices covering general office requisites 


wishes to 


Western.—Salesman well acquainted with retail stationers and jobbers in 
the territory from Denver west seeks connection with eastern manufacturer 
as Pacific coast representative. Expects to travel the entire territory, and 
to open a salesroom for permanent display. Able to offer profitable service 
to manufacturer of meritorious article which offers sales possibilities. Ad 
dress Sem-30, care of Office Appliances, 417 South Dearborn street, Chi- 


cago, lil 





OFFICE APPLIANCES 


Commerce Department Trade Opportunities 


Inquiries sent to the U. 8S. Commerce Department from represen- 
tatives abroad. Recognized business establishments can_secure 
names and addresses on application to the Bureau of Foreign 
and Domestic Commerce at Washington, or to the district and 
co-operative offices, mentioning the file number of the trade 
opportunities wanted. 
Badges, or pins, in colors, small, Quebec, Canada.—-No. 51,716 ; purchase 
contemplated 

Devices, labor saving, hand operated, Hamburg, Germany 
purchase or agency contemplated 

Equipment, office, Regina, Canada No 
contemplated 

Equipment, office, including desks and filing cabinets, Stuttgart, Ger- 
many No. 51,688; purchase contemplated 

Furniture, steel, for cffices and factories, 
51,717; purchase contemplated 

Inks, stamp pad, Berlin, Germany No 
templated 


No. 51,592; 


51,692; agency and purchase 


Sosnowiec, Poland No 


51,802 ; purchase or agency con- 


Machines, cash register, Helsingfors, Finland No. 51,586; purchase 
contemplated. 
Machines, cash register, Santiago, Cuba No. 51,587; purchase con- 


templated 

Machines, cash register, second hand, Zurich, Switzerland No 
purchase contemplated 

Machines, office, Milan, Italy No 

Paper, all kinds, Santo Domingo, 
igency desired 

Ribbons, typewriters, and carbon paper, Milan, Italy No 
chase and agency contemplated 

Stationery supplies, Toronto, Canada No 

Stationery and artists’ supplies, Cairo, Egypt No 
contemplated 

Supplies, office, Regina, Canada No 
templated 


51,517 > 


51,646; 
Dominican 


agency desired 
Republic.—-No. 51,752; 


51,593 ; pur- 


51,648: agency desired. 
51,704; purchase 


51,692 ; purchase and agency con- 











1,797,425. Fountain pen. Charles E. Klaus, No. 220,032, and in Great Britain September 21, 
Wilkinsburg, Penna Filed April 25, 1928, 1926. Granted March 24, 1931. 
Serial No. 272,817. Renewed June 19, 1930 Pp A T E N T S 1,798,014 Inkwell. Fred D. Conderman, 
Granted March 24, 1931 Titusville, Fla. Filed March 31, 1928. Granted 
1,797,447. Loose leaf binder. Louis A. Sav March 24, 1931. Serial No. 266,253 
1,798,029. Adjustable crayon holder. John P 


Filed November 


Kansas City, Mo 
Serial No 


idge, 
1928. Granted March 24, 1931 318,- 


1,797,465 Fountain pen Anthony L. De 


12, Copies of patents herein listed can be ob- 
: tained from the Commissioner of Patents, 
817 Washington, D. C., for ten cente each in ere 
cash, postofice money orders or certified *' 


Filed June 12, 
Serial No. 370,- 


Nicholas, Enumclaw, Wash 
1929. Granted March 24, 1931. 


1,798,046 Self filling sack pen George 


Biasi, Richmond, Va Filed March 26, 1929 thec Stamps and personal checks not . u 
Granted March 24, 1931. Serial No. 350,088 accepted. Sweetser, London, England | (assignor to The 
1,797,487 Cash register Edward J. Von Mentmore | Manufacturing Company, Limited, 
Pein, Dayton, Ohio (assignor by mesne assign- London, England, a company of Great Britain). 
ments to The National Cash Register Company, 1,797,900 Loose leaf hinge perforation Filed November 11, 1929, Serial No. 406,332, 
Dayton, Ohio, a corporation of Maryland). Filed Philip Cravitz, Los Angeles, Calif. Filed Sep- and in Great Britain December 10, 1928. 
November 16, 1923. Granted March 24, 1931. tember 25, 1929. Granted March 24, 1931. Granted March 24, 1931. 
Serial No. 675,158 Serial No. 394,997. _ 1,798,050. Automatic telephone dial operat- 
1,797,496. Furniture top construction. James 1,797,911. Chair. Leo Edward Goenen, James ing pencil attachment. Robert Van Sickler, 
R. Clark, Rochester, N. Y. (assignor to Yaw- A. Garrow, and Andrew E. Fritz, St. Paul, Washington, D. C. (assignor to American Lead 
man and Erbe Manufacturing Company, Roch Minn. (assignors to The Fritz-Cross Company, Pencil Company, a corporation of New Jersey) 
ester, N. Y., a corporation of New York). Filed St. Paul, Minn., a corporation of Minnesota). Filed August 12, 1930. Granted March 24, 1931 
November 7, 1928. Granted March 24, 1931 Filed December 20, 1926. Granted March 24, Serial No. 474,794 
1931. Serial No. 156,024 1,798,067. Inkbottle Carl D. Comstock, 


Serial No. 317,865. 


Santa Fe, N. Mex. Filed April 6, 1929. Granted 


1,797,536. Cash register. Edward J. Von 1,797,973. Machine for applying characters to ; 1 d 

Pein, Dayton, Ohio (assignor to The National sheets. Raymond E. Bohrer, Rochester, N. Y. March 24, 1931. Serial No. 353,069 
Cash Register Company, Dayton, Ohio, a cor- (assignor to The Todd Company, Incorporated, _ 1,798,119. Wallet. Mott Abram Garlock, New 
poration of Maryland) Original application Rochester, N. Y., a corporation of New York) York, N. Y. (assignor to Bankers Trust Com- 
filed November 16, 1923, Serial No. 675,158 Filed October 15, 1927. Granted March 24, pany, New York, N. Y., a corporation of New 
Divided and this application filed June 14 1931. Serial No. 226,406 York). Filed February 19, 1930. Granted 

1926. Serial No. 115,903. Granted March 24, 1,797,995. Calculating machine. Laurits M March 24, 1931. Serial No. 429,478. 
1931 Nielsen, Fitchburg, Mass. (assignor to Wizard _ 1,798,135. Temporary binder. James Barker, 
Kalamazoo, Mich. Filed May 28, 1930. Granted 


1,797,658 Typewriting machine Henry J 
Hart, Hartford, Conn. (assignor to Royal Type 


Adding Machine Company, 
corporation of Massachusetts) 


Fitchburg, Mass., a 


Filed August 14 March 31, 1931. Serial No. 456,358. 


1,798,150. Typewriting machine Alonzo B 


writer Company, Inc., New York, , a cor 1924, Serial No. 732,036. Renewed November . “ 

poration of New York). Filed November 23, 22, 1928. Granted March 24, 1931 Ely and Edwin L. Harmon, Groton, N. ¥. (as- 

1928. Granted March 24, 1931. Serial No. 321, 1,798,003. Pencil. Lewis Ernest Sitzler, Link- “!8nors to L. C. Smith & Corona Typewriters 

329 wood, England. Filed September 16, 1927, Serial Inc., Syracuse, N. Y., a corporation of New 
4 York) Filed May 20, 1929 Granted March 


1,797,699. Step-toothed drum calculating ma 


31, 1931. Serial No. 364,448 








chine. Hermann Schmidt, Sommerda, Germany me ve ed ; : 
(assignor to Rheinische Metallwaaren und Ma . 1,798,176. Printer’s numbering machine. 
schinenfabrik Sommerda Aktiengesellschaft, ee ee Hill, “: ¥. —_ 
Sommerda, Germany, . ti er. 1 ) . A. Force ompany, Inc., New 
mane) "Filed we ely os teat Boul .* The SERVICE BUREAU of Fined . Y., a corporation of New York). 
Twi , —, ™ 1 26 % ss ‘iled November 27, 1928 jranted March : 
ote Office Appliances is for the ma mh =. 
1,797,716. Clip. Edward J. Casper, New . , 1:198,177. Numbering machine. Charles 
York, N.Y. Filed February 6, 1930. Granted Exclusive Use of Subscrib- ag gy og 8B ow & 
March 24, 1931. Serial N 426,215 . .< aFCe ompany, inc., New ork, 
eria J 5,21 ers and Advertisers N. Y., a corporation of New York) Filed No- 


1,797,723. Pencil with lead shiftable and fix- 


able by a sliding sleeve Friedrich Wilhelm 
Haack, Berlin, Germany Filed May 26, 1930 In the execution of its various 
Granted March 24, 1931 Serial No. 455,937 

1,797,771 Check punching and issuing ma answers by personal 


missions this bureau calls upon prac- 
tically every member of the staff. It 


vember 27, 1928 Granted March 31, 1931. 
Serial No. 322,230. 

1,798,179 Stenciling machine Linden A. 
Thatcher, Belleville, N. J. (assignor to Under- 


wood Elliott Fisher Company, New York, N. Y., 


com- 


letters all in- 


chine Reuben H. Helsel, Long Island City, uiries upon matters germane to the : 

N. Y. (assignor by mesne assignments to Gen eld. it furnishes special reports upon a corporation of Delaware). Filed February 19, 

eral Register Corporation, Brooklyn, N. Y., a articles of office equipment, supplies 1929. Granted March 31, 1931. Serial No 

corporation of Pennsylvania). Filed May 4, names of manufacturers of any article 341,234. 

1926 Granted March 24, 1931 Serial No wanted, puts man and job together, 1,798,321 Filing device. Guy J. Evans, Buf- 
furnishes Filed "1929. Granted 


106,632 


1,797,775 


Multiple wound roll stationery and 





prepares advertising copy, 
lists of desirable agents and dealers 
in nearly every country, 


falo, N. Y¥ 
March 31, 


March 8, 


aids foreign 1931 Serial No. 345,482 














ae oe same. Alphonse E. Imbus dealers in securing U. S. A. lines, and 1,798,329. Totalizer for calculating machines 

acinne i, =e asmgner by mesne assign in many other ways performs useful Ernst Kuhrt, Leipzig, Germany (assignor by 
ments to United Autographic Register Company, service, all without charge. Subscrib- mesne assignments t he F B i 
Chicago, Ill., a corporation of Illinois). Filed ers in every land have made, and are Maschi - or y le 7 a 
September 30, 1924. Granted March 24, 1931 making, good use of this bureau; manu- Maschinenwerke Grimme, Natalis & Company, 
Serial No. 740,869 facturers in every section of the field A.-G., Brunswick, Germany). Filed January 

1,797,888. Mechanical pencil. John C. Wahl, have had evidence of the service. Sub- 27, 1923, Serial No. 615,333, and in Germany 
Chicago, Ill. (assignor to The Wahl Company. — requests for catalogues to March 17, 1922. Granted March 31, 1931. 
Chicago, Ill., a corporation of Delaware). Filed 4 } gt ay - up to Gate. or to re- 1,798,371 Stencil duplicating machine 
June 14, 1924. Granted March 24, 1931. Serial ae of dalaon noe bese tee George Ernest Creed, London, England (as- 
No 719,479 bulletin which is mailed frequently to signor to D. Gestetner Limited, London, Eng- 
1.797.889 Bookrest. Albert W Wiberg, leading manufacturers. land) Filed March 27, 1930, Serial No. 439,- 
Providence, R I Filed March 18, 1930 451, and in Great Britain May 4, 1929. Granted 
Granted March 24, 1931. Serial No. 435,701 March 31. 1931 : 








sUNE, 1931 


1,798,417. Card finding device. Erma Huff 
Hayden, San Diego, Calif Filed March 28, 
1927 Granted March 31, 1931. Serial No. 


1,798,455. Check writing machine. John W 
Carlson, Chicago, Ill. (assignor to Hedman 
Manufacturing Company, Chicago, Ill., a corpo- 
ration of Illinois) Filed December 24, 1927. 
Granted March 31, 1931. Serial No. 242,468 

1,798,583 Time stamp Leon C. Bishop, 
Lynbrook, and Alfred L. Sprecker, Freeport, 
N. Y. (assignors to International Time Record- 
York, New York, N. Y 


New ° 
York) Filed May 20, 


New 


ing Company of 
a corporation of 


1930 Granted March 31, 1931. Serial No 
453,982 

1,798,586 Calendar Joseph E. Burgess, 
New York, N. Y. (assignor to American Litho- 
graphic Company, Inc., New York, N. Y., a 
corporation of New York) Filed March 16, 
1929 Granted March 31, 1931 Serial No 
347,498 


new omeee 


{303336 


(Zo4yors 





cw u 5 = 


1,799,037 Mechanism for adjusting decimal 
signs in calculating machines. Fritz Bley, 
Zella-Mehlis, Germany (assignor by mesne as- 
signments to Mercedes Buro-Maschinen-Werke 
Aktiengesellschaft, Zella-Mehlis, Thuringia, Ger- 
many, a joint-stock company of Germany). 
Filed November 12, 1924, Serial No. 749,530, 


and in Germany November 15, 1923. Granted 
March 31, 1931. 

1,799,040. Loose leaf binder. Frank H. 
Crump, Los Angeles, Calif. Filed March 5, 
1930 Granted March 31, 1931 Serial No. 
433,355 


1,799,049. Fountain pen holder. Albert J 
Krueger, North Branch, Minn. Filed December 
26, 1929. Granted March 31, 1931. Serial No. 
416,668. 

1,799,067. 
strips of recording machines 
Essen, Germany (assignor to 
Aktiengesellschaft, 
many). Filed December 20, 


Cutting mechanism for the paper 
Friedrich Schleth, 
Fried. Krupp 
Ger- 
Serial No 


Essen-on-the-Ruhr, 
1928, 








(Bog ay4 


No. 1(,801,905. Separable fastener; patented 
April 21, (931, by Joseph W. Dews, Waterbury, 
Conn. (assignor to Scovill Manufacturing Com- 
pany, Waterbury, Conn., a corporation of Con- 
necticut). Serial No. 434,366. 

No. 1,801,943. Box inserts; patented April 
21, 1931, by Walter N. Vance, Chicago Heights, 
ill. (assignor by mesne assignments to Lyon 
Metal Products, Incorporated, Aurora, Ill., a 
corporation of Illinois). Serial No. 191,585. 

No. 1,802,293. Visible index card; patented 
April 21, 1931, by Alwin von Auw, Brooklyn, 
N. Y. (assignor to Boorum & Pease Company, 
Brooklyn, N. Y., a corporation of New York). 
Serial No. 359,675. 

No. 1,802,651. Machine for writing a plu- 
rality of signatures; patented April 28, 1931, by 
Daniel W. Hemming, Woodcliff, N. J. (as- 
signor to The Signature Company, New York, 
N. Y., a corporation of New York). Serial No. 
274,847. 

No. 1,803,836. Decalcomania and method of 
making the same; patented May 5, 1931, by 
Alphonse Bihr, New York, N. Y. Serial No. 
401,064. 


1,798,610. Back space and column normal- 
izing mechanism for card perforating machines. 
William W. Lasker, Brooklyn, N. Y. (assignor 
by mesne assignments to Remington Rand Inc., 
New York, N. Y., a corporation of Delaware). 
Filed April 26, 1927. Serial No. 186,718. 

1,798,656 Combined calendar and memo- 
randum. Robert A. Chapman, Brooklyn, N. Y. 
Filed August 16, 1930. Granted March 31, 1931. 
Serial No. 475,800. 

1,798,707. Typewriter word counter. Jesse 
A. B. Smith, Stamford, Conn. (assignor to Un- 
derwood Elliott Fisher Company, New York, 
N. Y., a corporation of Delaware). Filed April 
30, 1927. Granted March 31, 1931. Serial No 
187,790. 

1,798,790. Speed control for electrical type- 
writers. William C. Gould, Los Angeles, Calif 
Filed May 14, 1930. Granted March 31, 1931. 
Serial No. 452,305. 

1,798,809. Copyholding attachment for desks 
and the like. Arthur F. Randall, Boston, Mass. 
Filed May 22, 1930. Granted March 31, 1931. 
Serial No. 454,630. 

1,798,893. Slide-on desk and adjustable table. 
Lewis E. Myers and Noah S. Amstutz, Val- 
paraiso, Ind. (assignors by mesne assignments 
to The Northern Trust Company and Harold H 
Rockwell as trustees) Filed April 24, 1926. 
Granted March 31, 1931. Serial No. 104,252 

1,798,961. Copyholder William Stott, De- 


troit, Mich. Filed February 23, 1928. Granted 

March 31, 1931. Serial No. 256,313. 
1,798,989. Clinch staple Fred W. Siegel, 

Newark, N. J Filed November 27, 1929. 


Granted March 31, 1931. Serial No. 410,164. 


($02,299 


I eer 


No. 1,803,919. File cabinet and shipping 
case; patented May 5, 1931, by Thomas Hardie 
Seay, Washington, D. C. Serial No. 325,074. 


No. 1,804,390. Furniture rest or shoe; pat- 
ented May 1{2, 1931, by Walter F. Herold, 
Upper Montclair, N. J. (assignor to The Bas- 
sick Company, Bridgeport, Conn., a corpora- 
tion of Connecticut). Serial No. 333,581. 


No. 1,804,626. Loose leaf binder; patented 
May 12, 1931, by Adolph G. Lotter, Milwaukee, 
Wis. (assignor by mesne assignments to Sta- 
tioners Loose Leaf Company, Milwaukee, Wis., 
a corporation of Wisconsin). Serial No. 282,- 
725. 


No. 1,804,642. Apparatus for cutting index 
elements; patented May 12, 1931, by Frank D. 
Powell, Chicago, Wl. (assignor to Acme Card 
System Company. Chicago. Ill., a corporation 
of Ilinois). Serial No. 276,518. 


No. 1,805,244. Indicating means; patented 
May 12, 1931, by Ross Hawkins, Chicago, Ill. 
(assignor to Harold E. Hawkins, Chicago, IHil.). 
Serial No. 221,872. 


327.385, and in Germany March 22, 1928. 
Granted March 31, 1931. 
1,799,182 Typewriting machine. Gilbert M. 


Scherer, New York, N. Y. 
Typewriter Company, Inc., New York, N. Y., 
a corporation of New York). Filed October 
11, 1927. Granted April 7, 1931. Serial No. 
225,480. 

1,799,186. Apparatus for sorting punched 
cards with the help of feeler pins. Cornelis 
Hendricus Stuivenberg. Amsterdam, Netherlands 
(assignor to Naamlooze Vennootschap ‘‘Kama- 
tec,’’ Amsterdam, Netherlands). Filed July 24, 
1928, Serial No. 295,005, and in the Nether- 
lands August 10, 1927. Granted April 7, 1931. 

1,799,213. Fountain pen. Russell 8. Carter, 
Hewlett, N. Y. Filed December 19, 1929. 
Granted April 7, 1931. Serial No. 415,184. 

1,799,240. Pencil. John P. Lynn, Chicago, 
Ill. (assignor to Dur-O-Lite Pencil Company, 
Chicago, Ill., a corporation of Illinois). Filed 
August 24, 1928. Granted April 7, 1931. Serial 


No. 301,718. 

1,799,328. Cash register. Bernis M. Shipley, 
Dayton, Ohio (assignor by mesne assignments 
to The National Cash Register Company, Day- 
ton, Ohio, a corporation of Maryland). Origi- 
nal application filed March 11, 1921, Serial No. 


(assignor to Royal 


451,508. Divided and this application filed 
July 9, 1923. Serial No. 650,388. Granted 
April 7, 1931. 


1,799,329. Cash register. Bernis M. Shipley, 
Dayton, Ohio (assignor to The National Cash 
Register Company, Dayton, Ohio, a corporation 
of Maryland). Original application filed March 
17, 1924, Serial No. 699,919. Divided and this 
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application filed January 10, 1927. Serial No. 
160,097. Granted April 7, 1931. 

1,799,330. Cash register. Bernis M. Shipley, 
Dayton, Ohio (assignor by mesne assignments 
to The National Cash Register Company, Day- 
ton, Ohio, a corporation of Maryland). Origi- 
nal application filed January 19, 1924, Serial 
No. 687,305. Divided and this application filed 
March 29, 1927. Serial No. 179,303. Granted 
April 7, 1931. 

1,799,333. Numbering and dating attachment 
for adding machines and sale and cash regis- 
ters. Charles H. Towers, Haddonfield, N. J. 
(assignor to The National Cash Register Com- 
pany, Dayton, Ohio, a corporation of Mary- 
land). Filed December 6, 1922. Granted April 
7, 1931. Serial No. 605,144. 

1,799,367. Sheet holding attachment for card 
index trays. Wilhelm Heisinger, Berlin-Zehlen- 
dorf, Germany (assignor to Remington Rand 
Inc., Buffalo, N. Y.). Filed October 13, 1930, 
Serial No. 488,491, and in Germany May 25, 
1929. Granted April 7, 1931. 

1,799,383. Pocket case 7 pee currency. 
Leon Mayer. Chicago, Ill. Filed September 10, 


1928. Granted April 7, 1931. Serial No. 
305,109. 

1,799,389. Typewriting machine. Joseph 
Phelps, North Caldwell, N. J. (assignor to Rem- 
ington Typewriter Company, Ilion, N. Y., a 
corporation of New York). Filed March 26, 
1927. Granted April 7, 1931. Serial No. 
178,689. 

1,799,408. Listing, counting and printing ma- 
chine. William C. Bull, Santa Monica, Calif. 


Filed September 24, 1928. 

1931. Serial No. 307,906. 
1,799,417. Printing device. Walter T. Goll- 

witzer, Chicago, Ill. (assignor to Addressograph 


Granted April 7, 


Company, Wilmington, Del., a corporation of 
Delaware). Filed May 3, 1928. Granted April 
7, 1931. Serial No. 274,733. 


1,799,418. Printing device. Walter T. Goll- 
witzer, Chicago, Ill. (assignor to Addressograph 
Company, Wilmington, Del., a corporation of 
Delaware). Filed May 3, 1928. Granted April 
7, 1931. Serial No. 274,734. 

1,799,499. Safety paper. Raymond E. Boh- 
rer, Rochester, N. Y. (assignor to The Todd 
Company, Inc., Rochester, N. Y., a corporation 
of New York). Filed February 29, 1928. 
Granted April 7, 1931. Serial No. 258,044. 

1,799,682. Cash register. Frederick L. Fuller, 
Ilion, N. Y¥. (assignor to Remington Arms Com- 
pany, Inc., a corporation of Delaware). Filed 
September 29, 1922. Granted April 7, 1931. 
Serial No. 591,317. 

1,799,687. Cash register. Fred 8S. Haas, Her- 
kimer, N. Y. (assignor to Remington Arms Com- 
pany, Ine., a corporation of Delaware). Filed 
March 10, 1922, Serial No. 542,671. Renewed 
March 11, 1927. Granted April 7, 1931. 

1,799,746. Typewriting machine. George F. 
Handley, Glendale, N. Y. (assignor to Royal 
Typewriter Company, Inc., New York, N. Y., 
a corporation of New York). Filed April 17, 


1928. Granted April 7, 1931. Serial No. 
270,701. 
1,799,752. Card carrier for recorders. Clin- 


ton E. Larrabee, Binghamton, N. Y. (assignor 
to International Time Recording Company of 
New York, Endicott, N. Y., a corporation of 
New York). Filed December 16, 1925. Granted 
April 7, 1931. Serial No. 75,673. 

1,799,754. Transfer and method of using the 
same. Winthrop Stanley Lawrence, Brooklyn, 
N. Y. (assignor to Kaumagraph Company, New 
York, N. Y., a corporation of New York). 
Filed December 4, 1926. Granted April 7, 1931. 
Serial No. 152,731. 

1,799,776. Package for pins. George Boden, 
Waterbury, Conn. (assignor to Scovill Manu- 
facturing Company, Waterbury, Conn., a cor- 
poration of Connecticut). Filed May 20, 1927. 
Granted April 7, 1931. Serial No. 192,971. 

1,799,785. Coin handling machine. Edward P. 
Donnellan, Brooklyn, N. Y. (assignor to Stand- 
ard-Johnson Company, Inc:, Brooklyn, N. Y., a 
corporation of New York). Filed July 5, 1928. 
Granted April 7, 1931. Serial No. 290,633. 

1,799,786. Coin separating and counting 
mechanism. Edward P. Donnellan, Brooklyn, 
N. Y. (assignor to Standard-Johnson Company, 
Inc., Brooklyn, N. Y., a corporation of New 


York.). Filed May 11, 1928. Granted April 7, 
1931. Serial No. 276,853. 
1,799,793. Stencil sheet. Shinjiro Horii, 


Filed April 30, 1929. Granted 
April 7, 1981. Serial No. 359,429. 

1,799,797. Adhesive. Ferdinand W. Huempf- 
ner, Chicago, Ill. (assignor to Mid-States 
Gummed Paper Company, Chicago, Ill., a cor- 
poration of Illinois). Filed March 5, 1928. 
Granted April 7, 1931. Serial No. 259,381. 

1,799,820. Envelope sealing machine. Arthur 
J. Keiser, Rochester, N. Y. (assignor to The 
Bircher Company, Inc., Rochester, N. Y.). 
Filed May 8, 1926. Granted April 7, 1931. 
Serial No. 107,759. 

1,799,836. Card 


Tokyo, Japan. 


index. Clark Applegarth, 
Palo Alto, Calif. Filed August 13, 1928. 
Granted April 7, 1931. Serial No. 299,430. 
1,799,865. Method for producing window en- 
velopes. William H. Rife, Chicago, Ill. Filed 
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April 29, 1930. Granted April 7, 1931. Serial 
No. 448,380 

1,799,900. Typewriting machine 
Helmond, West Hartford, Conn. (assignor to 
Underwood Elliott Fisher Company, New York, 
N. Y¥., a corporation of Delaware) Filed May 
10, 1928 Granted April 7, 1931 Serial No 
276,600 

1,799,926. Desk holder for watch movements 
Rufus Melvin Overlander, Jr., and Evarts Web 
ster Overlander, New York, N. Y Filed May 
10, 1928. Granted April 7, 1931 Serial No 
276,655 

1,799,973 Drafting case and board Alfred 
G. Clark, Kansas City, Mo. Filed January 24 
1930 Granted April 7, 1931 Serial No 
$23,038 

1,800,029 
Sadayoshi 


William F 


Clip for fountain pens or the like 
Nakahara, New York, N. Y¥ Filed 


September 29, 1930 Granted April 7, 1931 
Serial No. 485,149 
1,800,10f. Machine for perforating sheets of 


paper and fastening the same together Alex 
ander Parker Hamilton, New Zealand (as 
signor to Folders Limited, Auckland, New Zea 
land) Filed November 17, 1928, Serial No 
120,122, and in New Zealand November 29, 
1927. Granted April 7, 1931 


1,800,118 Pencil sharpener Gerald Dean 
Tussing, Jeannette Penna Filed April 21, 
1930 Granted April 7 1931 Serial No 
146,072 

1,800,125. Check writing or printing machine 
Alex Adam Wawrzyniak Berlin, Wis Filed 
October 18 1927 Granted April 7 1931 
Serial No. 226,945 

1,800,132 Furniture leg attaching device 
Ora H. Brubaker, Richmond, Ind. (assignor to 
McCormick Brothers Company, Albany, Ind., a 
corporation of Indiana) Filed May 16, 1930 
Granted April 7, 1931. Serial No, 452,997 

1.800.143 Sealing medium James & 


Filed October 
Serial No 


Hughes, New York City N. y 
29, 1928 Granted April 7, 1931 
315,753 

1.800.197 Combined typewriting and con 
Harrison O. Blaisdell, Brook 


puting machine 


lyn, N. Y. (assignor by mesne assignments to 
Elliott-Fisher Company New York N y ' 
corporation of Delaware Filed July 3, 1926 


Granted April 14, 1931 Serial No. 120.383 








1,800,199 Typewriter frame Max Garbell 
Chicago, Ul (ass or to Victor Adding Ma 
chine Company, Chicago, Ill., a corporation of 
Illinois) Filed December 12, 1927 Granted 
April 14, 1931 Serial No. 239,335 


1,800,207. Manifolding book. Edward Kirby 


Bottle, Elmira, N. ¥ (assignor to American 
Sales Book Company, Limited, Toronto, Prov 
ince of Ontario, Canada, a corporation of On 
tario, Canada) Filed June 26, 1924, Serial 
No. 722,436 Renewed March 6, 1930 Granted 
April 14, 1931 

1,800,268 Loose leaf binder Clarence D 


Trussell, Poughkeepsie, N. ¥ 
sell Manufacturing Company, 
N. Y., a corporation of New York) 
16, 1927 Granted April 14, 1931 
199.199 
1.800, 288 


(assignor to Trus 
Poughkeepsie, 
Filed June 
Serial No 


Apparatus for use in hand print 


ing on fabric or paper Claudius Givaudan 
Lyon, France Filed August 21, 1928, Serial 
No. 301,031, and in France August 22, 1927 


Granted April 14, 1931 

1,800,312. Tracing and copying or manifold 
ing apparatus. Prospero Mecucci, Rome, Italy 
Filed September 20, 1929, Serial No. 394,038 
and in Italy January 28, 1929 Granted April 
14, 1931 


1.800.330 Fountain pen filling device John 
C. Wahl and Albert H. Stenersen, Chicago, Il 
(assignors to The Wahl Company, Chicago, Il 
a corporation of Delaware) Filed October 24 
1925 Granted April 14, 1931 Serial No 
64.485 

1.800.374 Tabulating card and sales slip 
holder. Fred M. Carroll, Yonkers, N. Y. (as 
signor to The Tabulating Machine Company 


Endicott, N. ¥ a corporation of New Jersey) 


Filed July 6, 1927 Granted April 14, 1931 
Serial No. 203,745 
1.800.375 Cash register punch Fred M 


Yonkers, N. ¥ 
Machine Company 


(assignor to The Tabu 


Endicott. N. ¥ ' 


Carroll 
lating 


corporation of New Jersey) Filed November 
19, 1927 Granted April 14, 1931 Serial No 
234,316 

1,800,392 Control device for tabulating ma 
chines. Clair D. Lake, Binghamton, N. Y. (as 
signor to The Tabulating Machine Company 


Endicott, N. ¥ a corporation of New Jersey) 


Filed July 31, 1925. Granted April 14, 1931 
Serial No. 47,298 
1,800,399. Ribbon shifting mechanism. Ralph 


E. Page, Binghamton, N. Y. (assignor to The 
Tabulating Machine Company, Endicott, N. Y 
a corporation of New Jersey) Original appli 
cation filed October 1, 1927, Serial No. 223,314 
Divided and tl application filed October 5 
1928, Serial N 10,493 Granted April 14 
1931 

1.800.402 Perforating machine Gustav Her 
mann Adolph Perl, Berlir Germany (assignor 
to The Tat iting Machine Company, Endicott 
N. ¥ " ration of New Jersey) Filed July 


18, 1928, Serial No. 293,753, and in Germany 
March 6, 1928. Granted April 14, 1931 

1,800,414 Time recorder Elmer G. Streck 
fuss, Cincinnati, Ohio (assignor to The Cincin- 
nati Time Recorder Company, Cincinnati, Ohio, 
a corporation of Ohio). Filed October 5, 1929 
Granted April 14, 1931. Serial No. 397,708 

1,800,420 Loose leaf binder Robert R 
Webb, Los Angeles, Calif. (assignor to Charlies 
R. Hadley Company, Los Angeles, Calif., a cor- 
poration of California) Filed May 17, 1930 
Granted April 14, 1931. Serial No. 453,204 

1,800,425 Pen Leon Hehl Ashmore, Col- 
lingswood, N. J. (assignor to The Esterbrook 
Steel Pen Manufacturing Company, Camden, 
N. J., a corporation of New Jersey) Filed 
October 26, 1927 Granted April 14, 1931 
Serial No. 228,943 

1,800,516. Chair seat and back arrangement 
William 8S. Ferris, Elkhart, Ind Filed June 
16, 1928. Granted April 14, 1931 Serial No 
285,929 

1.800.534 Drinking cup or container Ste 
phen P. Jannings, St. Louis, Mo. (assignor of 
one-half to James A. Mosley, Jennings, Mo.) 
Filed April 21, 1927. Granted April 14, 1931 
Serial No. 185,591 

1.800.543 Typewriting machine Alfred G 
F. Kurowski, Brooklyn, N r. (assignor to 
Underwood Elliott Fisher Company, New York, 
N a corporation of Delaware) Filed De 
cember 18, 1926 Granted April 14, 1931 
Serial No. 155,609 

1,800,544 Totalizer for printing machines 
George H. Lang, Boston, Mass. Filed Novem 
ber 22, 1928 Granted April 14, 1931 Serial 
No. 321,084 


1,800,596 Printing and perforating machine 


James W. Bryce, Bloomfield, N. J. (assignor to 
The Tabulating Machine Company, Endicott, 
N. Y., a corporation of New Jersey) Filed 


April 8&8, 1927 Serial 
No. 181,960 

1,800,699 Combination inkstand and pen- 
wiper Katharine Ohler, Los Angeles, Calif 
Filed June 29, 1927. Granted April 14, 1931 
Serial No. 202,378 

1,800,742 Registering device William R 
Mittendorf, Cincinnati, Ohio (assignor by mesne 
assignments to International Business Machines 
Corporation, New York, N. Y., a corporation 
of New York) Filed December 5, 1923 
Granted April 14, 1931. Serial No. 678,616 

1,800,752. Calculator. Jorge Quijano, Mexico 
City, Mexico. Filed August 28, 1926, Serial No 


Granted April 14, 1931 


132.287, and in Mexico September 1, 1925 
Granted April 14, 1931 

1,800,854. Typewriter and the like. John H 
Barr, Ithaca, N (assignor to Barr-Morse 
Corporation, a corporation of New York). Filed 
April 6, 1927. Granted April 14, 1931 Serial 


No. 181,542 

1,800,865. Combined cash register and add 
ing machine Harry Landsiedel Cincinn ti 
Ohio (assignor by mesne assignments to Reming 
ton Rand Inc., New York, N. Y., a corporation 
of Delaware). Filed February 2, 1923. Granted 
April 14, 1931. Serial No. 616,472 

1,801,003. Eraser. William Hines, Washing- 
ton, D. C. Filed May 8, 1929. Granted April 
14, 1931. Serial No. 361,428 

1,801,078. Printing device. Earl Robert Grif- 
fin, Lombard, Ill. (assignor to Addressograph 
Company, Wilmington, Del., a corporation of 
Delaware) Filed April , 1928 Granted 
April 14, 1931 Serial No. 272.993 





1,801,188. Combined inkwell and penholder 
Helen Barnes, Butte, Mont Filed May 21, 
1929 Granted April 14, 1931 Serial No 


364,842 
1,801,290. Typewriting machine. Jesse A. B 
Smith, Stamford, Conn. (assignor to Underwood 


Elliott Fisher Company, New York, N. Y., a 
corporation of Delaware) Filed November 4, 
1924 Granted April 21 1931 Serial No 
747,726 

1,801,310 Desk set pencil holder Walter 
Heagney, Janesville, Wis. (assignor by mesne 


assignments to Pen Desk Set Company, a cor 
poration of Illinois) Filed November 12, 1927 
Granted April 21, 1931. Serial No. 232,728 

1,801,354. Typewriting machine. Joseph Lind 
burg, Brooklyn, N. Y. (assignor to Underwood 
Elliott Fisher Company, New York, N. Y., a 
corporation of Delaware). Filed March 5, 1925 
Granted April 21, 1931. Serial No. 13,220 

1,801,393 Addressing machine Albert E 
Strippel, Ridgefield Park, N. J Filed October 
15, 1927. Granted April 21, 1931 Serial No 
226 390 

1,801,396. Typewriting Linden A 
Thatcher, Belleville, N. J. (assignor to Under- 
wood Elliott Fisher Company, New York, N. ¥ 
a corporation of Delaware) Filed September 
24, 1926. Granted April 21, 1931 Serial No 
137,406 

1,801,401 Index strip Ralph F. Taber, 
North Tonawanda, N. Y. (assignor by mesne 
assignments to Remington Rand Inc., New York, 
N. Y., a corporation of Delaware) Filed No- 
vember 6, 1926. Granted April 21, 1931. Serial 
No. 146,764 

1.801.470 Writing computing machine Ed 
ward C. Walter, Orange, N. J (assignor to 
Elliott-Fisher Company, a corporation of Dela- 








machine 
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ware) Filed September 13, 1926. Granted 
April 21, 1931. Serial No. 135,171 

1,801,484 Keyboard for calculating ma- 
chines. John Bricken, Orange, N. J. (assignor 


to Monroe Calculating Machine Company, Inc., 
Orange, N. J., a corporation of Delaware) 
Filed February 26, 1930. Granted April 21, 
1931 Serial No. 431,549 

1,801,491. Manifolding device John Stuart 
Fleming, Toronto, Ontario, Canada (assignor by 
mesne assignments to Niagara Fold, Inc., Niag- 
ara Falls, N. Y., a corporation of New York) 
Filed May 18, 1927. Granted April 21, 1931. 
Serial No. 192,246 

1,801,492. Record supply packet 
Fleming, Niagara Falls, N (assignor by 
mesne assignments to Niagara Fold, Inc., Niag 
ara Falls, N. Y., a corporation of New York) 
Filed May 18, 1927. Serial No. 192,247. Re- 
newed March 9, 1931. Granted April 21, 1931 

1,801,493 Manifolding device for writing 
machines. John Stuart Fleming, Toronto, On- 
tario, Canada (assignor by mesne assignments 
to Niagara Fold, Inc., Niagera Falls, N. Y t 
corporation of New York). Filed September 23, 


John Stuart 


1927 Granted April 21, 1931 Serial No 
221,431 
1,801,494 Transfer sheet carrier John 


Stuart Fleming. Toronto, Ontario, Canada (as- 
signor by mesne assignments to Niagara Fold, 
Inc., Niagara Falls, N. Y., a corporation of 


New York). Filed September 23, 1927. Granted 
April 21, 1931. Serial No. 221,432 
1,801,495 Manifolding writing machine 


John Stuart Fleming, Toronto, Ontario, Canada 
(assignor by mesne assignments to Niagara 
Fold, Inc., Niagara Falls, N. Y., a corporation 
of New York) Filed October 6, 1927. Granted 
April 21, 1931. Serial No. 224,352 

1,801,496. Carbon pack. John Stuart Flem- 
ing, Toronto, Ontario, Canada (assignor by 
mesne assignments to Niagara Fold, Inc., Niag- 
ara Falls, N. Y., a corporation of New York) 
Filed March 29, 1928. Granted April 21, 1931 
Serial No. 265,570 

1,801,499. Auditing machine. Maximilian M 
Goldberg, Dayton, Ohio (assignor to The Na- 
tional Cash Register Company, Dayton, Ohio, 
a corporation of Maryland) Original applica- 
tion filed July 20, 1921 Serial No. 486,007 
Divided and this application filed July 26, 1926 
Serial No. 124,989. Granted April 21, 1931 

1,801,523. Bookholder. Lewis Morris, Wash- 
ington, D. C. Filed August 27, 1928. Granted 
April 21, 1931. Serial No. 302,409 

1,801,544. Typewriting machine. William A 
Dobson, Bridgeport, Conn. (assignor to Under- 
wood Elliott Fisher Company, New York, N. Y., 
a corporation of Delaware) Original applica- 
tion filed December 5, 1922, Serial No. 605,006 
Divided and this application filed November 10, 


1926. Serial No. 147,594. Granted April 21, 
1931 

1,801,623. Card index. Roy Campbell, Mont- 
real, Quebec, Canada (assignor to Sun Invest- 
ment Corporation, Montreal, Canada) Filed 


November 7, 1928. Granted April 21, 1931 
Serial No. 317,712 
1,801,626 Combined scribe, 


pocket compass, 
pencil clip, and pencil Nils F. A 


Halvorsen, 


Detroit, Mich Filed May 28, 1928 Granted 
April 21, 1931. Serial No. 281,260 
1,801,635 Fountain pen William Edgar 


(assignor to The Parker 
Pen Company, Janesville, Wis., a corporation of 
Wisconsin) Filed March 15, 1929 Granted 
April 21, 1931. Serial No. 347,205 
1,801,669 Typist’s hand rest 


Moore, Janesville, Wis 


Edward C 





Hintz. Joliet. and Thomas W. Klipfel, Chicago, 
Til Filed April 4, 1929. Granted April 21, 
1931 Serial No. 352,355 

1,801,671 Mechanical pencil Charlies R 


(assignor to Robert N 
Burton, Chicago, Ill.). Filed February 25, 1929 
Granted April 21, 1931 Serial No. 342,381 

1,801,755 Dictating machine. Thornton W 
Price, New Brunswick, N. J. Filed September 
28, 1925. Granted April 21, 1931 Serial No 
59,020 

1.801.760 Sorting machine 
Whiteman, Richmond Hill, N. Y 


Keeran, Evanston, Ill 


Charles E 
(assignor by 


mesne assignments to Langford Sales Audit 
Machine Company, Boston, Mass., a corpora- 
tion of Massachusetts) Filed March 28, 1928 


265,490 
Dawson, 


Serial No 
George H 


Granted April 21, 1931 
1,801,804. Visible index 


Cambridge, Mass. (assignor by mesne assign- 
ments to Remington Rand Inc., New York, 
N. Y., a corporation of Delaware). Filed Sep- 
tember 24, 1924 Granted April 21, 1931. 


Serial No. 739,462 

1,801,832. Stamping device 
der, San Francisco, and Charles 8S 
George H. Derrick, Oakland, Calif Victory A 
Derrick executrix of said George H. Derrick, 
deceased (assignors by mesne assignments to 
Instograph, Ltd., a corporation of California) 


Egbert Alexan- 
Dutton and 


Filed August 17, 1926. Granted April 21, 1931. 
Serial No. 129,670. 
1,801,902 Calculating machine Edwin F 


Britten, Jr., Maplewood, N. J. (assignor to Mon- 
roe Calculating Machine Company, Inc., Orange, 
N. J., a corporation of Delaware) Filed De- 
cember 23, 1929 Granted April 21, 1931 
Serial No. 415,976. 
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MINTINGS 


A Page Dedicated to Progress 


Principle is defined in the dictionary as the fundamental truth of all things. 


Man's 


true progress comes through establishing these truths in his consciousness and direct- 
ing his thoughts, words and acts in accordance with principle. 


“We must learn to live in the present mo- 
ment. When we live in the unpleasant mem- 
ories of the past or look to the future for our 
happiness we but live in a visionary world. 
We can readily see that the present time is 
the only time in reality. 

“You can bring happiness into your life 
today as well as any other time. If you con- 
tinue to reach forward for the blessings in 
life they will always seem to be just ahead 
of you, just a little bit beyond your grasp. 

“Think of yourself not only as enjoying 
life today but as enjoying life’s richest bless- 
ings right at the present time. There is no 
time like that of the present moment, since 
all other time is relative or speculative. 

“To live life to the fullest you must so dis- 
cipline your thinking that every thought con- 
trary to the enjoyment of blessings right 
here and now is cast from your mind.”— 
Unity. 

— 

“Sanctity is in character, and not in moods; 
Divinity in our own plain, calm humanity, and 
in no mystic rapture of the soul.”—Henry 
Drummond. 

* * * 

“It is a general habit of mind for people to 
think they see what they have expected to see 
and what they have been trained to see and 
what is the fashion to see.”—Booth Tarking- 
ton. 

x * * 

“Joy and happiness are considered a great sin 
among the righteous. They will have that in 
heaven, they say, but I have always hated to 
wait that long.”—Clarence Darrow. 

x * * 

“No country can stay free which allows its 
Government to be controlled, not for the good 
of the people, but for the purpose of making 
money.” —Gifford Pinchet. 

* * * 

“The wise legislator believes in depending 
upon education and moral forces to change 
habits that are inconsistent with the public 
good.”’- Clarence Darrow. 

* * * 

“IT have never yet found satisfaction in de- 
voting any time to doing nothing.”—Mayjor 
George H. Putnam. 

* * * 

“Most men believe in heredity, until the son 

makes a fool of himself.”—Lord Dewar. 








=== 








“Biography is a very definite region bounded 
on the north by history, on the south by fiction, 
on the east by obituary and on the west by 
tedium.”—Philip Guedalla. 

6.3 


“There is no foundation for the theory that, 
if a man can write good English, his domestic 
affairs must, therefore, be of importance to the 
public.” —Lord Hewart. 

* * * 

“Prosperity is necessary for a country and so 
is patriotism, but neither is sufficient to make 
a country really great unless it also has a heart 
and soul.”—Lady Astor. 

* * * 


“What makes frontier lands precious is that 
they lie in disputable zones, and therefore pro- 
vide apt circumstances for quarreling.”—Sal- 
vator de Madariaga. 

i 

“There is only one thing which will really 
train the human mind, and that is the voluntary 
use of the mind by the man himself.” —A. Law- 
rence Lowell. 

* * x 

“Woe to that nation which turns its back on 
spirituality and shuts out religion, for on these 
depend the vital impetus of a nation.”—Benito 
Mussolini, 

-_ s 

“There is so much nastiness in modern liter- 
ature that I like to write stories which contain 
nothing worse than a little murdering.” —Edgar 
Wallace. 

* * * 

“The main cause of social and economic de- 
cay is that it has become no longer worth while 
for any one to do anything very well.”—Dean 
Inge. 

* * * 

“As any psychologist will tell you, the worst 
thing you can possibly do to a woman is to 
deprive her of a grievance.” —Beverley Nichols. 

* * * 

“It will not be brotherly love nor pacifism, 
but sound economy that will accomplish the 
reduction of armaments.”—Pierre de Lanux. 

x * * 

“Everything is in the lap of the gods, or per- 
haps we should more properly say in the lap 
of the goddesses.”—Winston Churchill. 

* ok * 


“The essayists have become the only ethical 
philosophers.” —G. K. Chesterton. 
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Photo by Hornby & Freiberg, Chicago 


TRUSTEES’ ROOM, CHICAGO CENTURY OF 
PROGRESS, 1933 


The room above pictured is in the build- 

ing of the Administration Unit. The 

room is entered on the short side and 

presents a long vista dominated by a 

high window commanding a view of the 

lagoon, Exposition Island and Lake Mich- 

igan. The central feature of the room 

consists of a wedge-shaped table sur- 

rounded by half round upholstered chairs 

in purple leather. . The lighting is unique. 

All the forms are of modernistic design, 

and the whole effect is most attractive. 

The wall decorations on either side of 

—_ the room suggest the great industrial and 
i commercial interests of the city, such as 

™ steel mills, grain elevators, etc., and the 

great stores, the Michigan boulevard 
bridge and like civic enterprises which 
make Chicago each year more and more 


“The City Beautiful.” 


lt is, incidentally, curious to observe 
that the table seems to be a regular ob- 
long. This is an effect of perspective, 


the photograph having been taken from 
| the narrow end. 
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i 
EDITORIAL 


The Present Issue 

Office Appliances is certain that readers will find much to interest them 
in the present issue, and that some, at least, will come away from its perusal 
with a new and practical idea for application in business. We particularly 
commend to readers’ attention the Office Furniture Section with its articles, 
advertisements and illustrations. The section begins on page 84 with a table 
of contents, roster of advertisers, and a panel-shaped illustration of a beau- 
tiful installation of “Mount Vernon” type desks supplied by the Art Metal 
Construction Company and installed by the Farnham Printing & Stationery 
Company in the private office of the president of the Strong-Scott Company, 
Minneapolis. 

Readers will find outside the office furniture section the usual features of 
the journal. “Other Lands” in the present issue seems of perhaps more than 
usual interest. The cover design shows an office fitted with a “Lino 
Moderne” office suite—one of the attractive sample offices fitted up by the 
Gunn Furniture Company at a Grand Rapids exhibition a number of months 
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Just Before the Dawn 

We don’t want to be Pollyanna-ish, but we believe we do discern the faint 
gray hue on the horizon that heralds the coming of the purples and the reds 
which in turn presage the effulgence of a new day. Perhaps some clouds along 
the eastern rim of the world are obscuring the light. Such phenomena are to 
be expected. 

Prehistoric men, according to folk-lore, believed that when they saw the 
sun going into eclipse some gigantic sky demon was swallowing the source of 
life and light, so they howled and beat upon hollow logs and believed, the 
eclipse being soon over, that they had frightened the demon away. 

Fundamentally, there is about as much sense in fearing the demon that 
swallowed the sun as there is in believing that business is going to grow worse 
before it grows better. We are in the throes of a natural phenomenon, none 
the less natural because it is psychological. We learned in our school philoso- 
phies that action and reaction are always equal. 

Much to his surprise, the writer was informed by a gentleman who has con- 
tact with a large number of business concerns that there are many salesmen 
who are talking pessimistically and who are thereby cutting themselves out 
of orders that they might get if they avoided discussing business conditions, 
which brings us to the conclusion that business would be better for many if 
they would let it be better. There are many signs to indicate that the pendu- 
lum has already reached the bottom of its swing and is beginning to climb 
upward. The climb may be slow, but it will be certain. Young men are prone 
to think that present conditions are bad, but we who are older can assure 
them that we have seen times almost incomparably worse, times when thou- 
sands of men tramped the streets with no resources for a meal except the 
soup kitchens supported by charity. We remember a time when there was no 
money in circulation and the banks issued scrip which we could sometimes use 
for buying things at face value, but more often at a discount. Those were the 
times when a dollar certainly looked large and would buy the maximum of 
goods. Today, our dollar is bigger than it was two years ago and it is prob- 
ably more valuable now in terms of merchandise than it will be a year hence. 
We have gone almost through a difficult period, but there has been no panic 
and there is no likelihood of any. 
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THE OFFICE 


MACHINE AND THE 


WORLD OF BUSINESS 


tik. typewriter and in lesser degree all other 

office machines, forms the basis for modern of 
hee practice and brings into being a host of acces 
sories which are among the principal factors in the 
business of the office equipment house. 

In recent articles, Dr. Klein of the United States 
Department of Commerce has given expression to 
the growing importance of office machines in the 
minds of people abroad. The United States had the 
honor of pioneering the typewriter which is the head 

front of the office machinery industry. Other 
nations, therefore, have come to an appreciation of 
its importance rather later than this country. Since 
the war, which left finances abroad in such state 
that it was necessary to adopt every possible econ- 
omy while at the same time striving to advance busi- 
ness in every line, the office machine has become a 
prominent factor. Now the more progressive na- 
tions abroad are not greatly behind the United States 
in their appreciation of the necessity for office ma- 
operators in the daily conduct of com- 
mercial affairs. This is emphasized by the illumi 
nating address of \\ Desborough, (), B. E.. of the 
British Treasury Department before the Office Ay 
pliance Trades Association of London. This ad 
dress was published in a recent issue of Office Ap 


and 


chines and 


pliances 

The theory that modern office machinery throws 
people out of work is not valid. The tre- 
volume of international 
has changed office 


many 
increase in the 
commerce in the last century 
practice materially, making it necessary to handle a 
very much greater volume of records, which in them- 
are classified and reclassihed under modern 
methods in order that the may show the 
data which today’s accounting systems demand. 
While the office machine does do the work of sev 
eral individuals working by hand, it maintains one 
or more expert operators who can do a volume of 
work with economy. Without the machine, armies 
of clerks and secretaries would be required to handle 


mendous 


selves 


records 


the volume of business now being done, and the re 
sult would be that many businesses would be im 
possible owing to the great cost of carrying on the 
detail work. Banks today handling millions on mil 
lions of dollars and hundreds of thousands of ac- 
counts could hardly find space for the necessary 
number of clerks were they compelled to keep their 
records by hand, nor could many other institutions 
sustain the cost involved in keeping records by the 
old systems. In the days of Scrooge, the poor book- 
keeper could take care of all the records of Scro« ge’s 
counting house, although he had to work far into the 
night under dim candles to complete his labors. 
Were the business of Scrooge suddenly to be mul 
tiplied by a hundred times its former volume, we 
fancy Bob Cratchit, even with all his conscientious 
industry and back-breaking toil, would find it im- 
possible to move the work. 

National and international commerce have grown 
so prodigiously in the last century that the calcula 
tions of all the old have been put to 
rout. But little over a century ago it was supposed 
that the world would be on the edge of starvation 
from lack of food to feed the teeming millions. We 


statisticians 


Importance of Clear Under- 

standing of the True Posi- 

tion of Machines in Com- 

merce, the Arts and Pro- 
fessions 


find on the contrary that we are confronted with 
over-production and everywhere men are indus- 
triously seeking markets for the products of their 
hands and machines. Vast areas thought to be 
sterile have been brought under cultivation and have 
poured their wealth into the granaries of the world, 
multiplying transactions to such an extent that with- 
out machinery there would be a practical blockade 
of commerce. Had we been dependent on the labor 
of hands during the last hundred years or so, it is 
quite possible that there would have been a shortage 
of food and certainly the hand loom would still be a 
familiar sight in every household. 

In our day, distribution is the problem. We have 
volume of production, but require greater outlets 
day by day. Such want as exists in the world is due 
not to the lack of means to meet it, but to absence of 
coordination between production and distribution. 

Salesman Must Know His Line 

Office Appliances believes that ev ery man charged 
with the production and sale of the typewriter, add- 
ing machine, duplicating machine or what not, 
should have a thorough understanding of the rela- 
tion of his machine to the general welfare of the 
world, and, having such an understanding, he will 
hardly fall short in enthusiasm for his product. It 
is the enthusiastic man who puts the final touch of 
quality and elegance in the product that his hand 
finishes, and it is only the enthusiastic salesman who 
can so demonstrate and describe his products as to 
make his prospects see with him, eye to eye. 

It was the pleasure of the writer not long ago to 
listen to a sales talk and demonstration of a well 
known typewriter by the sales manager of the type- 
writer company which makes it. We have seldom 
or never observed a better example of what a man 
can do when he knows his business. In the first 
place, he disarmed all opposition. He frankly ad- 
mitted that other typewriters were good typewriters. 
He admitted that the salesmen of other typewriters 
were as enthusiastic and as sincere in their belief as 
he. At the same time he believed that he could show 
his machine had certain refinements which should 
commend it to the careful attention of the prospec- 
tive purchaser. He then went on item by item to 
show in a positive way the features of his machine, 
avoiding insidious comparisons with any other make 
of typewriter. So smooth and perfect was his dem- 
onstration, so interesting his talk, so evident his en- 
thusiasm, that the listener was carried along uncon- 
sciously and never for a moment felt the need of 
comparing the article demonstrated with any other. 

The sales manager to whom we refer, and who has 
not given us permission to use his name, was of 
course, first and foremost a gentleman in bearing, 
dress, speech and behavior. There was nothing 
about him that focused attention on him rather than 
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upon the machine he was demonstrating. He had 
no habit of untidiness or looseness of speech to dis- 
tract attention from the business in hand. He was 
simply a well dressed, courteous, fine appearing man 
giving a talk about a machine in which he thor- 
oughly believed. He was ready instantly to answer 
any question asked, then to resume the thread of his 
discourse, because he had learned it from the inside 
out until his talk and demonstration were a part of 
his very being. 

We know of no business which demands of its 
votaries a higher degree of sincerity, understanding 
and enthusiasm than the office equipment business. 
Particularly is such spirit demanded in the selling of 
office machines, for as each machine has its purpose, 
so each must be demonstrated so as to bring out the 
desirable thing or things that it will do, and the 
salesman must be so thoroughly equipped and 
groomed for his work that he can hold his custom- 
er’s thought upon the machine without interference 
by annoying habits or avoidable personal peculiari- 
ties. However, if a man has some peculiarity of per- 
son it need not handicap him in sales work, for un- 
avoidable physical peculiarities are noticed at the 
first moment of conversation and then usually for 
gotten. 

As to typewriters in general, we believe that we 
can do no better here than to repeat the substance 
of a short address recently made by James Hackney, 
sales manager of the Woodstock Typewriter Com- 
pany of Chicago. This was an inspirational talk be- 
fore the Chicago Typewriter Dealers Association. 
Mr. Hackney emphasized the sheer bigness of the 
typewriter business. He expressed the belief that 
the older men who have created the typewriter busi- 
ness realize its importance, and it is these men who 
have placed the typewriter in its present enviable 
position in the world of business. He questioned, 
however, whether sales managers and managers of 
typewriter concerns are passing on their enthusiasm 
and knowledge to the younger generation of men so 
as to form a personnel that is typewriter conscious. 
He urged better and faster training, so that the men 
who must eventually step aside will be replaced by 
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others competently equipped to carry on the work. 
“The typewriter,” said Mr. Hackney, “is the most 
important appliance that goes into the business of- 
fice. The business letter is the personal representa- 
tive of the business house or of the professional 
man ; which being so, the typewriter certainly plays 
an important part in every organization. If at any 
time a typewriter man overlooks the importance of 
his business, he helps to get that business into a 
class where it falls short of the respect which is due 
it from the buying public.” 

Every typewriter salesman should have some of 
the spirit of the Cleveland typewriter man who was 
brought before a magistrate for parking his car too 
long in one place. The salesman pleaded that he 
called on a customer to sell him a portable type- 
writer. His statement made such a good impression 
on the judge that the fine was not only remitted, but 
His Honor bought a typewriter. 

James Ward, in one of his weekly sales bulletins, 
relates an incident of a salesman who got on a 
Broadway car on his way to call on a prospect, and 
before he arrived, sold a portable typewriter to the 
motorman. 

It is such spirit that the office equipment machin- 
ery world needs to achieve its full measure of 
growth. It needs men who live their parts and who 
see and understand that there are prospects prac- 
tically everywhere. 

Mr. Ward relates the story of a salesman for the 
Burroughs Adding Machine Company, who com- 
plained that there were no more prospects in his ter- 
ritory. A new man was put on the territory and the 
old man was transferred. The new man went across 
the street from the office and entered a large office 
building where he worked from floor to floor, plac- 
ing a total of eighteen adding machines on trial and 
making five sales in less than a month in a building 
where the older salesman was certain there was not 
a prospect to be had. 

The advice is finally given to look over your store, 
your machines and yourself and to be sure that there 
is nothing that interferes with sales, neither dust 
nor rust nor confusion, nor poor arrangement. 


THE OTHER FELLOW 


We develop strong feelings of antagonism toward competitors. 


We are independents and 


hate the chain stores, or we are steam railways and hate the motor busses, or we are M.D.’s and 
hate the chiropractors, or movie actors and hate the talkies. 
Our club has its rival club. Our town has its rival town. Our country gets into a disagree- 


ment with a foreign nation and we become jingoes. 


for our enemies. 


We go to war and develop fierce hatred 


These things are all common to human nature and, perhaps, in general cannot be avoided, 


but it is worth while to think that none of these hatreds endure. 


and forget them eventually, why not now? 


Since we are to get over them 


It was the son of a Union soldier, a member of Congress from Michigan, who introduced 
into the House of Representatives the resolution to restore the home of the Confederate com- 
mander-in-chief at Arlington, and every member, Northern as well as Southern, voted for it. 

The time to win a war is before hostilities are declared. Either side can win then by mak- 
ing such sacrifices as will keep peace. And when a country avoids war without the loss of honor, 
it has won that war, no matter what the other country thinks. 

The time to win a controversy with a competitor is before that controversy becomes so 


acrid that neither party can bring himself to the point of giving up or withdrawing. Merchants 
have hated fellow merchants for years, refusing to speak to them, walking across the street to 
avoid them, lying about them, cursing them, and all because one man or the other would not 
yield an inch until it was too late. 

If I can keep in mind the fact that the other fellow is just as good as I am, instead of 
thinking so much about the idea that I am just as good as he is, I can save myself—and him— 
a lot of trouble, unpleasantness, and money. 


(Frank Farrington’s Business Talks) 


(All rights reserved) 
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BASIC PRINCIPLES OF WINDOW 
DISPLAYS AND LIGHTING 


Note-—We have not seen anywhere a better short presenta- 
tion of the principles of good window display than is to be 
found i the pages of the brochure from which we here freely 
qu lt nivertising, to be sure, but it is the sort of adver 
tising that goes deeper than its superficial subject and gets into 
thé re h s. One n uy Westinghouse lamps after 
reading the pamphlet—they are good lamps—but he will be 
preti sure, wf | is a merchant. t take a second look at his 

” vu ‘ ermine how near they come to correct 
arra? cement and rd juate lightin ) 

The following ‘ ns are quoted almost directly) 

EW if any ther features of merchandising activities 


offer opportunities for such large and rapid returns as 














the window, w directly influences the thousands of 
people passing ick and forth before the store each day. 
And in these da throngs lie the greatest potential mar- 
ket! 

Careful research has found that it takes the average 
pedestrian or even seconds to pass a store window. In 
this brief interval, the window must influence him to stop 
and spend seven minutes window shopping, and convert 
him int 1 < mi 

How effectively the store window can accomplish these 
important tasks is best illustrated by the experience of 
operators of many stores in widely varied lines. Their 
estimate f the value of a properly used window range 
from fifty per cent to seventy-five per cent of the total 
store rental cost! The window is the most valuable raw 
material that goes into the building of displays! 

In view of this importance of the window, it is wise al 
ways to remember four simple basic facts about the win 
dow which, if overlooked, will seriously detract from the 
effectiveness of any display: 

Clean glass and spotless window interiors are essential 

The attention center is the one place in the window on 
which the attention of the majority of window shoppers 

rst focuses. In the average window, it is in the middl 

f the bacl und and approximately two feet above the 
window hould place it one foot below tl e eve- 
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level of the average shopper on the sidewalk outside. Thi 
importance of establishing this height is that it forms an 
imaginary dividing line above which merchandise may be 
ove rk ( ke d 

A background is necessary in every window, according 
to leading window display experts today. It may be either 
permanently built, or made from cloth, cardboard or crepe 


paper. The purpose of it is two-fold: it centers the win 


Selected from ‘‘Merchandis- 
ing Steps Out of the Twilight 
Zone,”’ an Illustrated Bro- 
chure Written by J. F. 
O’Brien, for the Westing- 
house Lamp Company, New 
York, of Which He Is Adver- 


tising and Sales Promotion 
Manager 


dow shopper's attention within the window by hiding the 


activity within the store; and lends tone to the window and 
provides a foundation on which to build mass displays in 
color. 

The floor of the 
Its covering should be inconspicuous, but neatly and care- 
fully laid. 


window also deserves consideration, 
For this purpose, crepe paper or cloth is satis- 
factory and economical 

The first step is to make a small sketch of the display 
Even the crudest 
should 


indicate the type and design of background that he thinks 


before placing anything in the window. 
diagram will help one to visualize his idea. One 
will be effective, and the color scheme should be planned 
with the utmost care 

Color Selection 
person is affected by colors in accordance 
old. 


The average 


with traditions and associations thousands of 


The “cool” 


universally associated with coolness, whereas red, yellow, 


years 


so-called colors—white, green and blue—are 


orange, brown and purple carry the significance of warmth. 
For this reason, it is well to adopt the rule of using the 


cool colors or very light shades of the warmer ones in all 


summer displays. Crisp, fresh coolness in the summer 


window is refreshing to the passer-by, and immediately 


creates a favorable attitude toward the store. Bright reds 
in the summer display can actually keep people out of a 
store 


In winter displays, the reverse is true. Warmth is most 
of the warm 


and 


attractive to people on the chilly streets. Use 


colors in a window gives the store a comfortable 
cheery appearance that will bring customers inside. 

For spring and fall, shades which are intimately asso- 
ciated with these times of year can be used to good advan- 
tage. For example: in the fall, rich browns, orange and 
deep red, as found in autumn leaves; and in the spring, the 
brighter greens, yellows and reds of new grass and spring 
flowers 

Seasonal holidays offer special opportunities for interest- 
Each has an appropriate color scheme, 
Patrick’s Day; red, white and blue 


Hallowe’en, 


ing color displays. 
such as green for St. 
for Lincoln’s birthday; orange and black for 
and red and green for Christmas. 
Color Harmony 

After the basic color for the display has been selected, 
color harmony becomes an important consideration. For, 
nothing can be more unattractive to the average person’s 
inborn artistic sense than a window in which colors clash, 
or lack tasteful harmony. 

Mr. O’Brien here describes a color wheel which is illus- 
book, 


trated in the wherein a circle is divided into twelve 
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segments, each with the name of some color on it. It lists 
the three primary colors, red, yellow and blue, and the 
secondary and tertiary colors made by intermixing them. 
To determine which colors harmonize with the basic prime 
color, select the two colors immediately adjacent to it on 
the color wheel. Suppose that one has selected blue as the 
mass color for the background. 
can then quickly determine blue violet and blue green as 
This process is 


From the color wheel he 


the adjacent colors which will harmonize. 
known as the analogous method of selecting colors. 
Additional harmonious colors which will give greater 
contrast may be selected by the process known as the com- 
In this case, colors diametrically op- 
Assume, 


plementary method. 
posite each other on the color wheel are chosen. 
more, that the desired basic color is blue and that 
Reference 
color 


once 
you wish a brighter combination than before. 
to the color that 
diametrically opposite blue, and one’s own experience will 
readily confirm blue and orange as a bright and pleasing 
If blue-green is added to the color scheme, 


wheel will show orange is the 


combination. 
red-orange also may be included as the fourth color. 
be added for the selection of color 


One caution must 


harmonies by either of these methods. Regardless of the 
basic color used, the most pleasing effects are obtained 
when the predominance of color is on the cool side of the 
scale. 
Window Arrangement 

The suggestions regarding use of color which have been 
presented in the preceding paragraphs will apply equally 
well to window displays of all types. The physical ar- 
rangement of the objects in the window, however, is gov- 
erned by rules that differ for the two different classifica- 
tions of window displays. 


General Displays 


When the interest of a window depends primarily upon 


the appearance of the merchandise itself—without rela- 
tionship to its use or to other objects—the display is 
known as a general display. 

In displays of this type, orderliness and neatness are of 
great importance. Many windows of the general type are 
confusing and ineffective because the arrangement of the 


merchandise lacks an interesting pattern or design. 








UNBALANCED 























OBVIOUS BALANCE 











HIDDEN BALANCE 


The basis of every interesting design, as artists will tell 
In windows, balance takes 


The for- 


one, is balance, or symmetry. 


two forms: obvious balance and hidden balance. 


mer, as its name implies, is noticeably precise and pre- 
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arranged. Hidden balance, on the other hand, is pleasing, 
but does not call attention to its careful planning. 

As an illustration, the accompanying diagrams show four 
objects in an unbalanced arrangement and in patterns pos- 
sessing obvious and hidden balance. For display purposes, 
hidden balance is usually preferable because it tends to 
build up toward the middle and bring the merchandise 
nearer to the attention center. 

In window dressing, of course, the number of objects to 
be displayed often exceeds four. The problem then be- 
comes one of group balance. The merchandise must first 
be arranged in related groups which can be balanced like 
the single objects in the diagrams. 

In addition to balance, one other consideration of gen- 
eral display arrangement materially influences the win- 
dow’s interest. Display of the various merchandise items 
in the window at varying heights from the floor prevents 
monotony. It not only increases the interest of the win- 
dow but also features each item or group of items indi- 
vidually and more effectively than arrangements that show 
all items at an even height. Adherence to these few simple 
rules when planning general displays will help one to avoid 
many errors commonly made in this type of window trim. 

Specific Displays 

In contrast to the general display, the specific display 
depends for its interest upon the uses of the merchandise 
or its relation to other objects. Here, the display must 
tell the story of the merchandise through its use. Me- 
chanical devices are thus best exhibited. The story of the 
merchandise can be summed up in a few simple words on 
signs which will materially strengthen the display. 

Light Is the Life of the Window 

Since the average pedestrian passes a window in only 
seven seconds, the display must catch and hold his atten- 
tion within that time. It must then show him the mer- 
chandise in a true and attractive form in order to create 
definite sales. 

Only correctly lighted windows can accomplish these 
results! For, it is a generally recognized fact that eighty- 
seven per cent of all merchandise is sold through the me- 
dium of sight. And one’s window offers greater opportu- 
unities for sight-selling than any other part or department 
in the store. 

Practical evidence of the importance of adequate window 
lighting is given in a statement which was made by the 
president of a nation-wide chain of stores: “Our experi- 
ence has proved that people buy where the lights are 
bright. We know positively that light not only attracts 
buyers, but actually sells the goods. We value our win- 
dows for advertising purposes at millions of dollars a year 
in sales. Without proper light, our windows would be 
worth only a fraction of their present sales value.” 

In an experiment made in a Chicago clothing store, one 
of five poorly-lighted windows was re-equipped . . . with 
lighting intensity substantially increased. Checkers sta- 
tioned at strategic points discovered that during the same 
hours of the same day, 478 people stopped to look at the 
display in the well-lighted window, but only 70 were at- 
tracted by all four of the poorly-lighted displays. 

The experience of a jewelry store on the West Coast 
also is of interest. Systematic study showed that only 175 
people out of every 1000 passers-by stopped to look into 
the window. The lighting intensity in the window was in- 
creased, and another count showed that 468 out of every 
1000 now stopped to window-shop. 

These and countless other actual demonstrations of the 
salesmanship of light can leave no doubt as to its unique 
effectiveness in window displays. 

The lighting industry has standardized recommendations 
for good window lighting. A table was made up according 
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to population of city or town, giving different spacing of 


reflectors in inches on main streets and side streets and 


This in- 
formation can be obtained from the Westinghouse Lamp 


the size or wattage of Mazda lamps to be used. 


Company or doubtless from one’s local electric light com- 


pany. 

Essentially, show window lighting must provide high 
enough intensity to make the display attractive—to make 
it powerful enough so that it will catch the eyes of every 


pedestrian. Foot-candle intensities of 50 and upwards will 


accomplish thi At the same time, the lighting units must 
be shielded so that no direct glare can reach the eyes ol 
the observer. If the reflectors are attached close to the 
ceiling in a row along the front, a valance will hide them 
irom view. Modern practice recommends that wherever 
possible, the reflectors should be recessed in the ceiling 
Even so, valances are still necessary, if for nothing more 
than te ide the urce of light and to permit no chance 


for distracting attention from the display. Instead of the 
many smart shops today 
the their 
ow decorative designs 


sold there o1 


customary woven cloth valances, 


are using beautiful etched glass around tops of 


indows. Sometimes these sl 


relating to the product blending with the 
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to window shoppers. High intensity lighting corrects this 
condition, making the window display a self-contained area 
of light. 

Merchants using maximum available lighting intensity 
during the day find that less light is required at night to 
maintain maximum pulling power in the window. There- 
window lighting installations should be 


fore, all show 


wired on multiple circuits. If on two circuits, only every 


ther unit need be burned at night, with three circuits 
every third unit. Generally, three circuits are provided, 


two for general illumination in the window and a third for 
special lighting, such as spot lights. Provision should also 
be made for sufficient floor outlets to take care of electrical 
applications in modern display methods. 

In introducing his subject, Mr. O’Brien said: “There is 
a twilight zone in store lighting that escapes the notice of 
Unsuspected, it constantly presents 


It is that de- 


many keen merchants. 
serious obstacles to effective merchandising. 


half-light which is neither obvious darkness nor 


completely adequate illumination. 


ceptive 
“It affords apparent visibility, but lacks the important 
power of compelling the human eye to turn toward objects 


within its borders. It denies customers the opportunity of 


architectural scheme of the store front : ce : 
Although the public generally thinks of light as a night seeing good merchandise in its true form and color. 
time illuminant, the merchant knows that more light is “In your window, ‘twilight zone lighting means fewer 
actually required during the day. Window-pane reflections window shoppers, fewer people drawn within your doors. 
of parked automobiles, all kinds of traffic, and of buildings In your aisles and displays it means fewer purchasers, 
across the street hide window displays during the day. Sm™aller sales per customer.” 
Especially on bright, sunny days this condition lowers the The conclusion of the book is devoted to merchandising 
attraction power of show windows, and in addition, during through correct interior layout which, it will be admitted, 
the period when potential sales from pedestrian traffic are is quite as much affected by lighting as the window dis- 
most likely to become actual sales—when the store is open play itself. 
By F. F. 

w HEN one goes to consult a prominent oculist or chances are that he won’t. Once outside the store, what- 

physician and finds the doctor’s outer office full of | ever impression is made so far as the desirability of the 
waiting patients, one is tempted to surmise that that con goods is concerned, is likely to be dimmed by the fact that 


One 
can almost imagine him hurrying through each successive 
order to get to the And 

turn the 
office the doctor is found to be cool, pleasant and unhurried 
all the to talk and ask 


dition must get upon the nerves of the medical man. 


consultation in next one then, 


when one’s own comes to be shown into inner 


He seems to have time necessary 


questions, and soon the patient finds himself disclosing 
symptoms of which he was himself hardly aware. Every 
patient responds in some measure to the deliberate, cool 
and unhurried atmosphere of the physician’s consulting 
room 

Behind this there is a reason not far to seek. The doctor 
must know everything he can discover regarding the pa 


condition. Such information 
So the doctor must be cool, 
for the patient’s very life frequently 


Others 


tient’s physical and mental 


cannot be obtained in a hurry 


unhurried, thorough 
depends upon what his physician knows about him. 
will they grow worse in an 


eir turn—hardly 


even a day 


must wait tl 
The doctor’s job is the one before him. 


office 


hour or 


The salesman in the appliances store cannot quite 
duplicate the pl 
should take pains to 


him, feel that he 


ysician’s deliberate methods, but he can and 


make ( 
all the time 


ach customer, as he waits on 


in take necessary. 


The customer who feels hurried is less likely not only to 
buy what he came to see, but to buy anything at all. If 
the purchas« portant, he does not want to make up his 


without understanding every consideration 


He does not want to be crowded or rushed or to feel that 
gets what 


The 


the time of the salesman. He 


an and sa I'll be in again in a few days.” 


the salesman was in a hurry and he feels free to go else- 
where and present his case before somebody who has time 
for him. Worth while sales are put over only by those who 
take the time to present all the points carefully, giving the 
prospect time to consider each one in turn. 

One time I was putting up some typewriter ribbons for a 
customer. On a table nearby was a portable typewriter. 
[hese machines were just then coming into use and the 
“What's this?” asked 


public was not familiar with them. 
I told him what it 


the customer, inspecting the machine. 
was, and walked around to the end of the counter to dem- 
onstrate it for him. There were other customers waiting in 
the store and, unluckily, I glanced toward them, just won- 
dering how long before I might get to them. The customer 
at the portable caught the glance, turned, and saw that 
others were awaiting my services. Instantly he showed an 


anxiety to be gone. I was unable, of course, to present a 
new machine and could only 


I have always believed that I 


further explanation of the 
give him a few high lights 
missed a sale right there, for the traveling representative of 
another typewriter house soon afterward sold that man a 
portable. Remember that I was not unwilling to give that 
man all the time he wanted, but he caught the slight sug- 
gestion of haste in my glance at the other customers and 
the deal was off. This incident is one of those slight oc- 
currences which show that the salesman must always be on 


his guard and master of himself. So perfectly should he be 
in control of the situation that a customer himself is put at 
receive a full explanation of the 


ease and in the mood to 


lines being discussed. 
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| » jé THE SALESMAN IN THE STA- 


MR. PLUMMER 





HE time has come when the stationery industry faces 
T. very serious situation. There have been reductions 
been pared to the 
May first 


could be opti- 


in salaries and all appropriations have 


Employers hoped that by things 


upturn that they 


minimum. 
would be so far on the 
mistic but virtually no improvement has been shown since 
the first of the year and the summer is almost upon us with 
its usual lack of business. 

Every branch of the industry is affected and it is natural 
for those in charge to turn to the sales force for help. If 
the sales force is of real value there is good reason to 
depend on it now. It is fairly simple to go out and get 
orders when everyone wants to buy but salesmen must 
bear in mind that right now many jobs depend on their 
If there is to 
executives nor department heads anymore than there need 


efforts. be no business there need be no 


be order clerks, bill clerks and other help. Everyone is 
turning to the sales force wondering if they can save the 
day. 

Pessimism has no place in the order of things today. It 
“Oh, 
when things pick up it will come 


is too easy to say there is no business; there is 
no use looking for it; 
Business is poor but there are certain things 
the list of bank- 


Some stationery is being sold on a cut price 


our way.” 
sold 
ruptcies. 

basis but there is still a lot of it being sold on sheer per- 


being and stationers do not head 


sonality and pure salesmanship. Large new buildings are 
opening constantly and are being furnished in some cases 
thought of The live stationer is doing 


a business and, surprising to relate, making a profit. 


without expense. 

Of course, unnecessary expense must be eliminated and 
salesmen must be willing to show their value. Remember 
that salesmanship is mostly hard work. The number of 
sales is in direct proportion to the number of calls made 
Instead of assuming the attitude that there is no business 
to get let the salesmen try to believe that there is enough 
business for at least some of them and the man who feels 
that he has as much intelligence as any other salesman in 
his industry will get his share. The salesman must work 
twice as hard as usual, make twice as many calls and be 
twice as persistent. The matter of price is probably the 
last thing to be considered. 

This question of price is handled by different salesmen 
in so many different ways that it is difficult to lay down 
a hard and fast rule to meet all circumstances. A sales- 
man’s success depends upon the right conception of his 


work. If his idea is merely to get a job from a customer 


TIONERY BUSINESS 


By H. duBois Plummer, 
Vice-President, H. K. 
Brewer & Company, Inc. 


at a price below his competitors’ the prospect will sense 
his intention and will begin to figure closer than ever. On 
the other hand, and this is most important, if the sales- 
man is convinced of the value of his product, is satisfied 
that his house does not overcharge the customer but is 
rendering a real service at a fair price, he begins to talk 
the customer’s language. Timidity will never win for a 
where enthusiasm may. If the salesman is 
fearful of price while angling for an order, he shows it but 
if he is sincerely convinced of his own usefulness to his 
customer he radiates confidence. An important essential 
in meeting low price competition is the right mental atti- 
tude. If the salesman can’t be certain, without a doubt, 
that what he sells is the best to buy despite the high cost 
there is litthe he can do about it. He must analyze his 
product and know why it is worth what he asks. If in 
his heart he believes the price is high his mental attitude 
will make the job hopeless. 

The successful salesman of high price merchandise is 
nonchalant about the price, for after all, his financial posi- 
tion in life may be so different from that of his prospect 
that he cannot judge what the prospect will call expen- 
sive. If he can convince his customer that what he has 
to sell is the best, very often the money means little. Re- 
member this though, that sometimes the inflection of the 
salesman’s voice gives him away. He can say $50.00 as 
though it were next to nothing or he can say $50.00 in a 
voice full of awe that will scare his customer immediately. 

The salesman should show his samples to advantage. He 
should see that they are clean and arranged in some at- 
tractive way. He should have experience and knowledge 
of his work thus making his customer willing to pay for 
technical advice and for the assurance that he will get 
proper service, the best quality and full quantity. 

There is satisfaction in selling quality and the salesman 
can be proud of his job. Quality work brings repeat 
orders. Don’t forget that low prices mean cuts in manu- 
facturing costs, including poor wages for everyone. The 
salesman today must get after every possible prospect. He 
must do some cold canvassing in his spare time and he 
might try a certain sales plan that has proved effective in 
Let him get a letter or even a 


salesman 


more than one instance. 
card of introduction from some of his customers to their 
friends and keep that going like an endless chain. 

Perhaps returns will not be great during the present 
depression even for the hard working man with the most 
brilliant ideas but such work will result in a harvest as 


business gets better. 


“As it was in the beginning, is now and—probably—ever 

shall be’’—Present problems are, generally speaking, 

old foes in new garb. And in the solution of current 
problems there is usually the germ of another one 
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PILING OR FILING?—The window display illustrated at the left was 
recently installed at the Grimes-Stassforth Stationery Company store, 737 
South Spring street, Los Angeles, Calif It clearly establishes the fact 


that the filing situation may be summed up in a few words, ‘‘A Pile or a 
File."” E. Wallace, manager of the filing equipment department, devised 


the clever presentation of this fact in this display Featuring the Globe- 

Wernicke “‘Tri-Guard’’ filing system, the display shows that “Tri-Guard’’ 

files do not slump or sag The window created exceptional interest and 
caused an increase in the sales of ‘““Tri-Guard’’ equipment 

















LIVING MODEL ADDS REALISM TO MOTHERS’ DAY WINDOW DISPLAY BY NEW YORK CITY STA- 

rIiONER Attractive Mothers’ Day window by the J. Meyers Stationery & Printing Company, 301 Broadway, 

New York City, where thousands of people paused to admire the kindly-faced lady knitting in the rocking 

chair, in costume and surroundings approximating those of the middle years of the last century. Thomas R 

Batiste, assisted by Mr. Goldberg, both of the Meyers organization, were responsible for the arrangement of 

the window. The sentiment expressed in the framed card on the table was written by Mr. Batiste, and during 
the week many people bought reproductions of the card 


CELEBRATED AVIATRIX TAKES UNDERWOOD PORTABLE ON 
WORLD-GIRDLING TRIP Mr Charlies Healey Day is shown in the 


nccompanying illustra ! n the cockpit of the plane she and her 
husband will use to encircle the globe Mrs. Day will write the story 
of the tour while in the air An Underwood portable typewriter is 
affixed to a spe typewriter table that permits the machine to be 
swung up for use r pushed back clear of the controls so that Mrs 


Day will relieve her husband in piloting the plane when necessary 
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Mr. Wolcott Reminisces 


George Wolcott of the Irving-Pitt 
Division of the Wilson Jones Com- 
pany in a recent letter to the Editor 


of Office Appliances encloses a list of 
the names of 60 old-timers whom he 
last 
years and who have passed through 
the Valley of the 
their reward. 
George tells us that near Redlands, 


has known in the twenty-six 


Shadow and on to 


California, on a tract of 164 acres, the 
Old Stationers Home is about to open, 
that 


cants ready to move in 


and there are about fifty appli- 
We aren’t in- 
formed as to the requirements for en- 
trance, but some days we wish we 


The 


Redlands with nothing much to do ex- 


could qualify idea of living in 


cept absorb California sunshine, eat 
three meals a day, sleep eight hours a 
night and swap stories with other an- 
cient guys hath its attractive features. 

George, by the way, isn’t old enough 
select colony 


Probably he 


ever be old enough, 


for membership in the 


just mentioned. won't 
even if he lives to 
just learn that 


be a hundred, for we 


he has added six more states to his 
territory and now oversees the work 
of seventy-five men. There’s nothing 
like 
keep one young! 
Se ee 
Diehl Elected Columbus Rotary 
Club President 

At a meeting of the board of direc- 
tors of the Rotary Club held the first 
of last William R. Diehl of 


The Diehl Office Equipment Company, 


going places and doing things to 


month, 


was made president of the organiza- 
tion. 
Mr. Diehl is a leading office equip- 


— $$$ 








WILLIAM R. DIEHL 


ment dealer of Columbus, is promi- 
National Association affairs, 
and is regarded as one of the soundest 
business men in that city. His official 
associates in the Rotary Club include 
the following: Vice-president, W. W 
Wheaton, secretary of the Columbus 
Real Estate Board; secretary, E. J. 
Crane, editor of Chemical Abstracts, 
published at Ohio State university; 
assistant secretary, Ed. Todd. 


nent in 


OUT OF 
THE RECORD 


Notes Concerning 
Activities in Our 


Field Not Within 
the Usual Routine 


Credit Manager Makes Poetry 
Pay 
Jerry Wilcox, credit man of The 
Weis Manufacturing Company, Mon- 
roe, Michigan, is Irish, with the usual 
His pleas to bring 
often made 
The “come-backs” he gets 


flow of blarney. 
accounts up to date are 
in rhyme. 
Following is 
outburst: 


are many and varied. 


his most recent 
Day by day, 
Night after night, 
With faith I pray 
The letters I 
May touch your heart, 
And pocket book too, 
So you will part 
With the Dough that’s Due. 
Not an alibi 
At any time, 
Just a prompt reply 
To this pleading rhyme. 
And one of his 


write 


“come-backs” was 

sent in by a Florida dealer who assem- 

bled the following verse: 
Hey, there! Jerry, what a lot of 
hookum, 

You’ve got more boloney than old 
man “Cook-um.” 

We work for you both day and 
night, 

Send you checks and “cheat” you 
right. 

There is no alibi—none is needed 

For here’s a check to 


heeded 


show we 


more trash 
and longer terms, 
eee ee Company 


Yours for 


——.g——_—_ 

Miss Kiplinger in Forensic 

Contest 

Miss Mary Emma Kiplinger, daugh- 
ter of Mr. and Mrs. J. W. Kiplinger, 
is a contestant for honors in the pres- 
ent contest of the National 
Mr. Kiplinger is a member 


Forensic 
League. 
of the home office sales organization 
of the A 
His daughter made an excellent rec- 


B. Dick Company, Chicago. 


ord in the Illinois contests, and her 
many friends hope that she will con- 
tinue to be successful in the national 
contest. Her presentation was, “What 
Specific Means Shall Be Adopted to 
Make the Paris Peace Pact Effective?” 
The winner in the national contest 
will be awarded a trip to Europe. 


2) 


He Is Now Editor Messimore 

On and after June 1, John W. Messi- 
more will reside at Camp Point, 
Adams County, IIL, where he has 
purchased the plant and building of 
the Camp Point Journal, the largest 
weekly newspaper in Adams County. 
The paper is a rock-ribbed Republican 
organ, absolutely dry. 

Col. Messimore has _ represented 
office furniture concerns in and about 
Chicago for many years and is one 
of the well known figures in the office 
equipment business. 





MESSIMORE 


JOHN W. 


Before going into the office equip- 
ment field, he was a newspaper man 
and has never gotten the insidious 
virus of the print shop out of his sys- 
tem. The Colonel swings a trenchant 
pen and we are sure that he will be a 
valuable addition to the Republican 
cohorts of Adams County. 

If ever we happen to be near Camp 
Point, we shall certainly drop in on 
Col. Messimore. 

The Camp Point Journal is housed 
in a brick building of substantial con- 
struction in which is installed a six 
column Babcock press that prints four 
pages at atime. There is a new lino- 
type machine, a folder and two job- 
bers, all electrically operated, besides 
a large quantity of good type. 

To get back a little in history, it is 
recalled that years ago Col. Messi- 
more served a regular four-year ap- 
prenticeship at the printing trade on 
the Ligonier Leader of Ligonier, Ind. 
Later he was proprietor of the Syra- 
cuse Register of Syracuse, Ind. for 
four years and has at intervals been 
associate editor of and a regular con- 
tributor to several papers. 

We regret to lose Col. Messimore 
from the office equipment field, but 
rejoice that he has selected the pub- 
lishing business with which he is so 
familiar and that his prospects are so 
bright for a successful career in his 
chosen field. We shall look for some 
snappy editorials when the Colonel 
gets into action. 
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The New KASC Monroe 


The new KASC model of the Monroe adding-calculator 
features keyboard control, which makes it a one-hand oper- 
ated machine 

All the controls are located on the keyboard within an 





MONROE ADDING CALCULATOR MODEL KASC 


Arca Ca ly ‘ vered Ds one hand Below the plus and 
minus bars are tw shift bars for moving the carriage 
either t the night or left | e dials are cleared aut 
matically by depressing controls located just above thx 
plus at nus bars; there are three, for clearing the upper, 

w ¢ i ets I dials 

The advantage of this compact and convenient arrange- 
ment that inv 1 tions are eliminated. The user pet 
forms a the required gurir entirely with one hand, 
while thi ‘ is free to write answers and follow the 
work 

Che KASC model is manufactured in capacities of twenty 
and sixteen places The Monroe with only the automat 
dials clearance feature is designated as Model KAE and is 
also available with twenty and sixteen capacities 

———_ i -——-— 
Parker Announces New $5.00 Pen and Pencil Set 


An important step recently announced by The Parker 


’ 
Pen Company is the addition to their line of a new $5.00 


pen and pencil set, supplied in a choice of seven colors 


While 


Parker sets vet 


these new numbers provide the lowest priced 


offered, they are being introduced for a 


11 


purpose which will in reality raise the unit price of pens 


and pencils in general 


These pens at $3.00 and pencils at $2.00 have a very 


definite place in pen department merchandising, according 


to W. L. Clark, sales manager of The Parker Pen Com 


pany. “Thousands of people who buy cheaper pens and 


pencils can be sold a better set, and $5.00 is the right pric: 


o the extensive investigations we 


made in plan 


ning these new numbers,” he said “There is now and 


always has been a great number of people who simply 
haven’t the money to pay $11.00 to $15.00 for a set, and 
it is far better to sell them a satisfactory pair of writing 


at $5.00 than to keep them in the $1.00 class 


“Dealers are giving these new sets a favorable recep- 
tion The first dealers who received them found at once 
that they do not cut into the field of our Guaranteed-f 
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Device Which Keeps Out Noise 
F. E. Berry, Jr., & Company, Inc., Little building, Bos- 
ton, are the Window 
Muffler, a clever patented system of sound control, which 


around a window 


manufacturers of what is called the 


is declared to create a sound shadow 
opening while at the same time providing an ample supply 
a sash gap seal which 


reflector 


The device consists of 
prevents noise leakage 
hich focuses indirect sounds back into the street, and an 


f fresh air. 


between sash and inner 


outer reflector which protects the window opening from 


This device is declared to be the solution 


direct sounds. 
f the street noise problem for offices, homes, hospitals, 


mpany has developed several new types of win- 


The ec 


dow muffler, a sound absorb- 


one of which is all metal with 


ing medium in the inner reflector This new type will go 


into production in the very near future. It is the company’s 


desire to develop window mufflers for all 


and every 


types of windows 


kit d of nose 
oe 


“Y and E” Fireproof Construction Safes 


ec Yawman and Erbe Manufacturing Company, 


N. Y., has added a new line of safes of fireproof 


Kochester, 


nstruction, with reasonable burglary protection, at a low 





SAFE 


NO. 518 “Y AND E” 


much like 
safes are 


new line is very 
that the 
The jam construc- 


cost. The construction of the 


the company’s “B” label line, except 
not equipped with stretcher angles 
thickness and the insulation are identical. 


Vertical and hori- 


tion, the door 
The label carries a two-hour guarantee. 

ntal round locking bolts are provided, which are checked 
This lock entitles these 


by a high class combination lock. 


safes to the re-locking label, giving the user a ten per cent 


discount on burglary insurance rates. 

\n attractive wrinkle finish is applied to the new line. 
[his is comparable to the finish now used on high grade 
adding and bookkeeping machines; standard olive green, 
mahogany or walnut finishes are available. Bakelite han- 
dies are fitted to safes with walnut finish. The line includes 
six safes, the No. 516 being the company’s “Personal” safe. 
the dimensions of single door safes: No. 
(high), 20 (deep); No. 517—12 


(deep); No. 518 (wide), 20 


Following are 
516 165% (wide . 42 


(high), 12 


; 


(wide), 16 165% 
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(high), 15 (deep); No. 519—165% (wide), 359/16 (high), 
21 1/16 (deep). 

Double door safe dimensions: No. 520—33% (wide), 
359/16 (high), 211/16 (deep); No. 521—33% (wide), 60% 


(high), 20 (deep) 

Nos. 517 and 518 are small models with built-in interiors. 
Nos. 519 and 520 can be used as counter height safes when 
the wheels and base are removed. A continuous linoleum 
top can be arranged, an extra top plate being furnished at 
a small extra charges 

——_———— 


New Type of Steel Chest Attracts Attention 

The Meilink Steel Safe Company of Toledo, Ohio, are 
just now introducing a new fire-proof chest for home and 
office use. This chest has been tested in a furnace by the 
Meilink Steel Safe Company for thirty minutes, the fur- 
nace temperature reaching 1,400° while the inside tempera- 
ture of the chest was only 298°, 

This new chest is made of two steel shells and solidly 
insulated just the same as the Meilink line of fire-proof 
It has a tongue and grooved door con- 


6"x13"x334" 


safes for offices. 


struction, dimensions are 9 inside, and weighs 
35 pounds. 

This chest is regularly equipped with a spring bolt para- 
centric key lock with two keys and strong rigid carrying 
handles. 

The Meilink Company believes that there is a big mar- 
ket for this article, as heretofore there has never been any- 
thing that exactly answered the requirement for thousands 
of homes whose needs are for a fire-proof container of low 
price. It is large enough to protect the many important 
papers which are frequently found in every home and small 
enough to be conveniently placed on a closet shelf or in a 
dresser drawer 

They also think that this new fire-proof chest will be 
widely used in business offices for fire protection in a desk 
drawer. It is attractively finished in a rich brown, crinkle 
baked enamel. 

as 


Ribbon-print Addressograph of Wide Use 
The Addressograph-Multigraph 
Ill., has developed its Class 2700 Addressograph to supply 


Corporation, Chicago, 
a record writing machine versatile in application and ca- 
pable of rapid operation, with automatic selection and foot 
control for consecutive, repeat and skipping operations. 
The field of this device includes keeping and writing rec- 
ords of customers, prospects, employees, stockholders, in- 
sales statistics, 


ventories, factory operations, materials, 


taxpayers’ lists, etc. It can write names, descriptions and 


other data on statements, bills, ledger pages, checks, pay- 





CLASS 2700 ADDRESSOGRAPH 


roll sheets, sheets, premium notices, production 


forms, shipping tags, orders for scheduling, sales promo- 
tional literature, cards and processed letters. It selects 


route 
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records automatically, and performs a variety of other 
functions. 

Included in its development are such engineering fea- 
tures as a wide, flat working table top, quiet And easy 
operation, powered by an electric motor, visible printing, 
option of roller or flat platen, consecutive, repeat, dupli- 
cate and quadruplicate mechanism, plate movement espe- 
cially designed for carbon work, flexible quick-change at- 
tachment for printing dates and auxiliary data. 

With this mechanism can be combined many 
ments which broaden the scope of Class 2700 for an even- 
These include high 


attach- 


wider variety of record writing uses. 
speed automatic envelope and card feed with automatic 
stop, versatile sheet, check and form listing attachments, 
equipment for consecutively printing numbers on forms 
simultaneously with other data, counting device, matrix 
type 24 or 48 position selector, special form gauges, ribbon 
re-inker, etc. 
—_—~<e—__- 
A New Picture and Mirror Hanger 

T. L. Knight, vice-president and treasurer of the C. W. 
Yates Company, stationery, office equipment and book 
dealers of Wilmington, N. C., recently received a patent on 
one of his inventions, consisting of a picture hanger for 
fastening pictures, mirrors, etc., on the walls of homes 
and offices, and also useful as a displayor for stores and 
art galleries. The purpose of the invention is to keep pic- 
tures and mirrors on the wall at all times as they are 
originally hung, so that they will not be affected by drafts 
or house vibration. These hangers take all of the strain 
off of the lower joint of the frame and place the entire 
weight on the hanger preventing the possibility of the cord 
breaking or the wire rusting and letting the picture fall. 
These hangers are entirely concealed by picture or mirror 
frame and permit such objects to be hung at any angle 
desired. 

Mr. Knight declares that he has had some of these de- 
vices in service for more than a year with entirely satis- 
factory results. He will be happy to give further informa- 
tion concerning his hanger to anyone who may be inter- 
ested. The device is novel and practical. The inventor 
claims: 

“A picture hanger comprising a plate-like member pro- 
vided with a ledge to engage a marginal portion of a 
picture frame or the like, and cord engaging means carried 
by the plate-like member on the opposite marginal edge 
portions thereof above the ledge, the outer portions of the 
ledge being provided with upstanding members, said cord 
engaging means being mounted on the edges of the plate 
in outstanding relation thereto.” 

Several other claims are made which it is not necessary 
to go into here. 

—————— 
Eaton, Crane & Pike Company Add Announcement 
Line 

The Eaton, Crane & Pike Company of Pittsfield, Mass., 
through its subsidiary, the Eaton Paper Company, is now 
producing a series of announcement, advertising and wed- 
ding papers to be distributed through paper merchants. 

The new line is to be promoted entirely by the Eaton 
Paper Company of Adams, Mass., which makes all paper 
for Eaton, Crane & Pike, outside of the paper made at the 
Crane mills in Dalton. Although the announcement papers 
will be converted in the factories of Eaton, Crane & Pike, 
the new line is actually a mill brand line, as the papers will 
be made at the Adams mill. 

Unlike the regular social and commercial stationery lines 
of Eaton, Crane & Pike Company, which are sold direct 
to retail outlets, including fine jewelers, department stores 
and stationery stores, the announcement line will be dis- 
tributed directly by the Eaton paper mill through flat paper 
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merchants located in strategic trade centers throughout the 
These as their outlets the printer, 
the engraver and the lithographer. 

While the new line is still in a preliminary stage, the re- 
rded so far has been very 


country agents have 


ception which it has been acc: 
favorable and indications are for the development of a sub- 
business 

i - 
New Types of Cases and Portfolios 


stantial volume of 


The “Zippo brief case” and “Zippo portfolio” are among 
the latest and most convenient types of business carriers. 
The case is only one of several original designs made by 





BRIEF CASE 


THE “ZIPPO 


Stein Brothers Manufacturing Company, Inc., 705 West 
Washington boulevard, Chicago, IIl. 


They are made in a large assortment of fine leathers, 
colors, sizes and pockets, and are reasonably priced. They 
are made with a strong handle that will not pull out nor 
break off; are equipped with the famous Talon hookless 


illowing quick opening and closing securely. 
illustrated in a 


slide fastener, « 
Their complete line is beautifully new 

had on request. 

Eee 

Melind Stock Signs and Identifiers 


The Louis Melind Company, 362-64 West Chicago ave- 
nue, Chicago, Ill; produces “Cellugraph” stock signs which 


catalogue which may be 


are used for identification purposes, advertising, indicating 
location of exits, etc., providing nearly 400 stock designa 
tions; special signs are made to order. Each “Cellugraph” 
is mounted on a panel of wood, dark mahogany finish, 
showing black letters on a white background. The sign is 
protected by a piece of moulded celluloid, which locks it 
self in position without the use of tacks or other fasteners. 
The average size of the individual signs is 9 x 2 inches. 
Easel backs are provided on order, without extra charge, 
permitting the “Cellugraph” to stand on a desk or counter. 

This new feature is an excellent merchandising proposi- 
An assortment of signs can be secured, 


After the customer has 


tion for dealers 
together with a quantity of backs 


NEORMATION 


“CELLUGRAPH” STOCK DESIGN—Showing how the moulded celluloid 
face covers the sign, keeping it clean 

















selected the signs he desires, the dealer assembles them in 


an instant, mounting on the back and snapping the protec- 


tive celluloid cover in place. In this manner the dealer has 
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a complete range of signs, and need carry a minimum num- 
ber of backs to mount them on. Dealers who operate 
their own printing plants can print the signs, securing the 
necessary backs and celluloid covers from the Louis Melind 
Company. 
ei 
Carter Pen and Pencil Sets in the Lower Priced 
Field 

The reputation of the Carter pen for smooth writing 
qualities is based on the osmiridium tip. The nib used on 
the new line of pens is of the same basic design and of 
the same high quality as that used in the most expensive 
Carter pen. The low prices of these lines have been at- 
tained not by any sacrifice in quality, but by thoroughly 
studying design and construction and by the adoption of 
up-to-date and economical mass production methods. 

The leading numbers in the new line are a $5 pen and 
pencil set and a $3.50 pen and pencil set, both of which 
are available in special silver and black gift boxes. Three 
and unusual color combinations are available in the 
These are black and black and silver, 
blue and bronze combinations in mottled and vein patterns. 
In the four available. 
These are black and white tracery design, black and green 
mottled, green and orange mottled and plain black. These 
unusual simplicity 


new 
$5 set. bronze, 


$3.50 sets color combinations are 


pens and pencils are distinguished by 
of design and strike a modern note that gives the unmis- 
takable impression of quality beyond actual retail prices 

Although the line is and 


pencils, it is recommended that it can be most effectively 


available as individual pens 


merchandised as complete pen and pencil sets in attrac- 
tive gift boxes. 
a ae 
New Binder-Fastener Offers Useful Features 
Bindah Products, P. O. Box 1258, Chicago, has brought 
binder-fastener which they have named the 
interesting features of 


out a new 
for which certain 


In this new device the compressor lips 


and 


‘Bindah,” 
utility are claimed. 





THE NEW “BINDAH"”’ FASTENER, showing construction which causes 
prongs to bend into proper position to be held firmly locked by lips on the 
compressor 


are flared up to fit the natural bend of the prongs, the 
occasional kinking of which is thus reduced, it is claimed. 
However, it is the protuberances on the compressor that 
are primarily responsible for eliminating the kinking. The 
flare coacts to this end with the protuberances. Angular 
slots at either end semi-automatically urge the prongs over 
the tops of the lips, ready to be sprung under them. The 
ribs terminate a short distance from the ends, increasing 
the binding qualities of the prongs. A slight protuberance 
at the stiffness of the 


ends and acts as a convenient means of disengaging the 


end of either prong increases the 
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prongs with the fingers. The prongs are of standard 
lengths to provide for the binding of a considerable quan- 
tity of material. 

Bindah Products, Inc., is located at 3645 Montrose ave- 
nue, Chicago. 

—— 
“Deskaid” Work Distributor Announced 

The National Fiberstok Company, 429-47 

Moyer street, Philadelphia, Pa., has placed on the market 


a new desk accessory called “Deskaid.” 


Envelope 


The new product 
is a desk work systematizer which is sturdily constructed 
of materials that resist wear. The partitions are of durable 
black Fiberstok material. On the cover is a space pro- 


The labels 


are of erasable Pyralin, making changes of titles easy and 


vided for gold lettered title or user’s name 


convenient one imita- 
tion leather in handsome duo-tone finish of brown, blue, 
green or modernesque combination of black and silver and 
the other Fiberstok in 
“Deskaid” distributors are made in two sizes 
and ten pockets. 


Two types of covers are available 


embossed S¢ rviceable colors. 


SIX pockets 


—_—__<—_—_—_ 
Sealing Tape for Cellophane Wraps 

The Minnesota Mining & Manufacturing Company, St 

Paul, Minn., has placed “Scotch. Cellulose 

market. 


Tape” on the 
from Cellophane, and adheres in- 
stantly without moisture to any clean, dry surface. The 
tape will not transmit tastes or odors to food products. 
Because of its 


This is made 


transparency the new 
attractive seal for the package. It forms a tight and uni- 
“Scotch Cellulose available in 
colors for decorative effects on lamp shades, novelties, art 


product makes an 


form closure. 


Tape” is 
goods, window trimmings, gift packages and other decora- 
tive uses. The type may be used to 
repair torn blue prints, book pages, sheet music, etc. The 
new sealing 


transparent, clear 


tape is sold in seventy-two yard rolls, in 


widths varying from one-quarter inch to two inches. 
—_—_g——___ 


C. E. Sheppard Company Announces New Line 

The C. E. Sheppard Company, Long Island City, N. Y., 
has just gotten out a new binder known as the Service 
sectional post binder which in every way has been designed 
for what its name implies. It is stated that in the me- 
chanical design, in the selection of binding material and in 
the method of assembly, these binders represent the latest 
word. All of the items of the series are equipped with full 
length piano type metal hinge with the hinge plates se- 
curely machine riveted to the covers with full length rivets. 
Exposed metal parts are treated with Duco, a finish which 
will last indefinitely and will not scratch or mar the desk. 
Polished aluminum end plugs provide still greater dura- 
bility and strength. 


In this new Service series there are four grades, both in 


A MEMBER OF THE NEW “CESCO”’ 
LINE OF SECTIONAL POST SERV- 
ICE BINDERS 
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the top and end lock construction as follows: Grade A, 
black vulcanized fibre covers, metal hinges with Ducoed 
metal Grade B, heavy Fabrikoid covers, 
metal hinges with Ducoed metal parts; Grade C, heavy 
weight army duck, metal with 
Ducoed metal parts; Grade D, heavy weight army duck, 


parts; weight 


leather corners, hinges 
plain corners, metal hinges with Ducoed metal parts. 
—————>—__—- 
Handsome New Pen and Pencil Set 

The Wahl Company of Chicago makes strong claims for 
the beauty and utility of its new Doric line of Eversharp 
writing instruments just announced. The new line is de- 
clared to be a departure from anything now on the market, 


the pens being twelve-sided and the slenderer pencils ten- 





NEW DORIC SET INCLUD- 
ING EVERSHARP PEN AND 
PENCIL 


sided. Both the shape and the name of the new line are 
derived from the classic Doric column, the simplest and 
most beautiful of the three styles of columns used by the 
ancient Greeks. 

A. A. Herschler, vice-president and general sales man- 
ager of The Wahl Company, believes that by adapting the 
principle of the Doric column to pens and pencils his com- 
pany has produced a new style of writing instrument of 
rare symmetry—an instrument which sparkles brilliantly 
as the light is reflected from its many slender faces. 

“Beside their gem-like cutting,” Mr. Herschler, 
“these new Eversharps are distinguished by four new 
One 


is ‘Cathay,’ a silvery-green, said to be the exact shade of 


says 


colors duplicating certain rare oriental art treasures. 
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a mandarin’s priceless porcelain. Another is 


ruby red and black, taken from a famous Moorish mosaic. 
‘Kashmir’ is a dark seagreen and black and comes from 
Persia. ‘Burma’ is a dark smoke gray like the color of a 


In addition to the four colors men- 


I black.” 


celebrated black pearl 
tioned, there is jet, a flashing ebony 


includes a new banding of 


The 


it is planned to have dealers engrave 


The line type f inlaid filigree 


classic design in both yellow and white platinic gold. 


modern clip is plain as 


} 


upon the clip in 


mer’s initials 


abet 


the cust 
D ric alpl 


to dealers f 


an especially de- 


signed Special allowance will be made 


wr this engraving. 


The pens have the ex lusive Evers! arp inte rchangeable 


point feature and both pens and pencils carry the Ever- 
sharp gold seal of unconditional guarantee for life Phe 
first advertising to the public will appear in a two-page 


Addi- 


tional color spreads and newspapers will be used regularly 


spread in the Saturday Evening Post for June 13. 


during the balance of the year. 


—_—_——~ 
Well Known Typewriter Pad Improved 


The Sano Typewriter Pad Company at Wilkes-Barre, 
Penna., have put on the market the improved Sano type- 
writer pad which is highly effective in reducing the vibra- 
tion incident to typewriter operation. The new pad is 
recommended for use in connection with noiseless type 
writers, the shift keys and spacing mechanisms of which 
still have a certain amount of what is called “desk bump.” 
Che new Sano pad is said to be the best device yet avail- 
able to obviate this, giving additional quietness to an 
already extremely quiet machine 

Che new Sano pad has a highly finished metal top which 
adds greatly to the appearance of the machine on which 
it rests. This top distributes the weight of the typewriter 


surface of the felt, using 175 square inches 





IMPROVED SANO PAD 


yr 87 cubic inches [The clamps or fastening to hold 
the noiseless typewriter are made in one piece and two of 
these pieces are securely fastened upon the metal top ot 


each pad without the use of screws, bolts or pins 
The Sano Typewriter Pad Company will be happy to 
give further par ] 
—_—»- 


A New Truck for Vaults, Etc. 


Company, 336 Garfield avenue, Jersey 


; 


The Revolvator 


City, N. J., have brought out the new Red Giant Liftruck 
This is known as Model H Che truck features a center 
latch, rollin cam release, central suspension, balanced 
handle, heat treated steel links; double (intermediate) 
latch; no shafts turning in side bars; welded rear link unit. 

The company will be happy to give further information 


on request 


‘Morocco,’ 
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New Training Courses for Office Appliance Sales- 
men 

lo help office appliance salesmen meet present day sell- 

LaSalle Extension 4101 

Chicago, Ill, has prepared sev- 


These courses were developed 


ing conditions, the University, 
South Michigan 


training courses. 


avenue, 
eral new 
particularly for the benefit of those hard-hitting salesmen 


with years of experience who are now saying, “Selling is 


getting tougher every year “ 
New conditions require a new selling technique. This 
is the basic thought in all the new courses. They teach 


new methods, new interpretations, new applications of the 
established principles of selling. Because competition is 
keener, business methods more complex and buying is 
done more carefully, the new LaSalle courses were formu- 
lated on the premise that a prospect not only expects, but 
demands that the prospects’ 
problems intelligently and sell him a product as an answer 


salesman understand the 


to his problems. Today’s salesman is under necessity to 
study his prospect's field thoroughly so that he may dis 
cuss it with him as an equal and as an authority. 
Among the 


aids the salesman of accounting and bookkeeping equip- 


new courses is one on Accounting, which 
ment to analyze his prospect’s needs and present his ma- 
chines as an answer to these needs. The new Salesmanship 
course, general in its nature and application, points to ways 
in which any salesman may improve his sales methods. 
———— 
Improvement in Typewriter Ribbon Boxes 

The Carter’s Ink Company of Cambridge, Mass., 
the pioneer and foremost manufacturers of carbon papers 
and inked ribbons in the country, has just put forward an 
well 


one of 


important improvement in the boxes used for its 


known line of Ideal ribbons. 

The new box, although similar in appearance and size 
to that now in use, provides complete protection to the 
ribbon it contains by a refinement in die design, and a 
foilseal. Notwithstanding the tight 
easily opened. 

The box is remarkably rigid, thus protecting the ribbon 
A new double bead pro- 


makes the 


seal, the boxes are 


and spool from possible damage. 


vides a convenient hand grip that cover espe- 


cially easy to remove 


————<+>__— 
Autopoint Pencil with Black Bakelite Cap 
Che Autopoint Company, 1801-31 Foster avenue, Chicago, 
i model No. 48, in which the 


eraser has been superseded by a 


Ill., has brought out its new 
bell 
Bakelite 
keeping pace 


metal cap for the 
black 
both with the general prefe rence for 
this design in of black 


Bakelite also, a feature introduced previously on the over- 


cap. This presents a symmetrical taper at 
ends, 
writing instruments. The tip is 
The popular taste is also evident in the 
model—the 


size Autopoint. 
decreased amount of metal in the new new 
No. 48 barrel is nearly all Bakelite. 

The new pencil has an unusually rich and dignified ap- 
pearance when the solid black 
the black tip and cap. 

The No. 48 is also supplied in solid green, red 


blue 


barrel is combined with 


maroon, 


and vellow: also mottled orange, green and maroon. 


Like other Autopoint models the No. 48 is very light in 
weight. and balanced to secure the utmost in writing 
comfort It retails at $1.00, in line with the “Pencil of 


No. 42, and the No. 46, introduced recently, 


Big Business,” 
with black tip. 











MODEL 48 “BLACK TOP” 


AUTOPOINT 


PENCIL 
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Force Numbering Machine for Fast Presses 

William A. Force & Company, Inc., 105 Worth street, 
New York, N. Y., has announced improvements in the 
“Super-Force” typographic which 
eliminates any trace of heavy impression under the plunger. 
In effecting this improvement 
whereby the machine functions so that it is virtually im- 
possible to make the numbers skip or jump, even under 
a sharp and severe impact, like the blow of a hammer on 
These the “Typograph,” 


numbering machine, 


a means was developed 


improvements to 


the plunger 





SUPER-FORCE TYPOGRAPH” FOR HIGH SPEED PRESSES 
while making the machine much more satisfactory in use, 
do not change its style or general appearance. The manu- 
states that 
old model machines, 


facturer these improvements can be made in 
converting them to the new type, at 
virtually no expense to the stationer-printer 

Typographs” are designed to meet every 


The broad plunger with 


“Super-Force 
numbering need of the printer. 
its piston-smooth bearing in the frame, and its shaped, low 
head, is designed to work accurately on presses of either 
high or low speeds. The cupped ratchet and shaped re- 
taining pawl align the numerals quicker than any press can 
strike. The under 
lockup pressure; oversize parts, particularly the extra wide 


rigid case protects the mechanism 


ratchets and the broad seated drop cipher impart long 
life to all vital parts 

All standard Force type high models can be furnished to 
number forward or backward, and can be provided with 
skip wheels. They may be locked up in the chase with the 
form just like an engraving, or be imposed specially and 


locked up separately when figures must be printed close to 


type, or printed in a second color. 
cvtiaieamiamails 
Additions to Sheaffer Line 
Che W. A. Sheaffer Pen Company, Fort Madison, Iowa, 


has added several new items to its lines, none of which 
duplicates anything produced thus far by the company. 

fountain pen has taken place in the “Life- 
“Petite” 
model, and smaller than the usual lady’s size. It is made 
and offered in black, black-and 
In combination with the “Petite” 


With 


a medium size pencil the new pen makes an effective outfit 


\ new size 


time” and 5-30 lines; larger than the vest pocket 


in the “Balance” design, 
pearl and marine green. 
pencil it forms a beautiful assembly for women’s use. 
for men. Equipped with clip only it falls in price con- 
siderably below that of the lady pen. 

The “Executive” pencil is a new item for the business 
man. It is made to carry the oversize lead, an item popu- 
lar in commercial and professional circles, and has the 


propel-repel-expel mechanism. 


nsrenmandiitiennnal 
Piqua Concern to Make Printing Recorder 
Machines 
is contemplating the manufacture of the “Printing 
Hydeman, presi- 


Che Hydeman Business Company, Piqua, 


Ohio, 
Comptroller,” a device invented by J. E 


dent of The Hydeman Printing Corporation. This device 


prints sales and service checks, working from unprinted 
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stock, indicating the transaction, price, etc., numbering 
each check as it is made out. Forms may be as large as 


434x12 inches (long). 


—————~<_- — 

Welty Pens and Pencils with Long Guarantee 

The Welty Pen Company, 36 South State street, Chicago, 
Ill., has brought out a line of fountain pens and mechanical 
pencils, guaranteed for life. 

The small size pens are: No. 23, long with clip; No. 
23S, short with clip; No. 23SR, short with ring; retailing 
at $3.50. 

The medium size pens are: No. 44, long with clip; No 
44S, short with clip; retailing at $4.50. 

Other sizes are available at $5.00, $5.50, $6.00 and $7.00 

The following colors are offered: Blue-and-gold, black- 
and-gold, black-and-purl, black-and-purl veined, onyx, ma- 
rine-green-and-black, jade green. 

Pencils to match are $1.50. Boxes are free to dealers for 
sets, which can be retailed at $5.00 and $6.00. 


ee 

Six-Key Decimal Tabulator for Royal Typewriter 
The Royal Typewriter Company, Inc., has announced a 
six-key decimal tabulator machine at a price of only $2.50 
more than that of regular models. This new model is prac- 
tically the same in appearance as the standard machine, 
the only difference being a row of six decimal tabulator 
keys indented into the front plate directly above the nu- 
meral keys. Tabulator keys are within easy reach of the 
fingers, but their operation in no way interferes with that 
of the other keys. There is one tabulator key each for 
decimal points, units, tens, hundreds, thousands and tens 
The touch is practically as light as that of 
The new typewriter is op- 


of thousands. 
the letter and numeral keys. 
tional on all widths of carriage in the Royal line. 


Ee 
Royal Announces New Case for Portable Machines 
The Royal Typewriter Company, Inc., announces the 
Royal Duocase for the Royal portable typewriter. This is 


a smart, up-to-date creation. The cover swings on hinges 





CLOSED AND OPEN 
VIEWS OF NEW DUO- 
Cc 


ASE FOR ROYAL 
PORTABLE 
so the machine can be operated in the case if desired. The 
clip in the lid can be used as a copyholder or for carrying 
A release key permits the cover to be 
detached from the base. The machine can be instantly 
taken from the base for operation on desk or table. The 
case alone (of brown alligator grain leather with brass fin- 
ished fixtures) forms an acceptable traveling bag. 


paper and carbons. 











THREE INTERIOR VIEWS OF HORDERS’ NEWEST STORE IN THE B 
‘ t tationery store it is hardly possible to present a satisfactory 

f the le ty rr left-hand illustration pictures a section devoted t 

! ! ect looking toward the wide and inviting stairway en¢ 
t} we enter present » partial view of the office furniture de 

Fr th landir the tairway looking down upon th 
completeness of the offi 

Horder’s New Adams Street Store Open 
What is assuredly one of the finest stationery stores in 


he world is that which was opened to the public early in 
May by Horder’s Inc. in the Bankers’ building at 111 West 
\dams street between LaSalle and Clark streets in the 
heart of the banking district of Chicago. The opening of 
this store was officially announced in an advertisement 
published in the morning papers of May 5, where it was 
stated that the store contained 14,000 items and depart 
ments covering all subjects relating to social or business 
activitie including commercial stationery, business and 
social engraving, office furniture in period and standard 
styles, single pieces or en suite; interior decorating service, 
office systems, consultation and advertising, commercial 
map department, greeting cards, legal blanks and steel 
equipment, leather goods, fountain pens, gifts, etc 

On the lower level are 6500 square feet devoted prin 
cipally to the office furniture department, where a remark 
ible exhibit i t display 

In March, Office Appliances announced the intended 
openit f this establishment. In that announcement we 
gave a description of the general layout of the store and 
also gave a brief history of the Horder organization from 
1901 down to the present time The growth of the busi 
ness from a little one-man organization thirty years ago 
to its present size and scope with hundreds of enthusiastic 
employees, is one of the romances of business in Chicago 


Not only is it a romance of business, but it is an achieve 
ment in which not only Mr. Horder but members of his 
family and associates have all participated. The organiza- 
tion possesses the capacity to create enthusiasm in its em 
ployees and to make them loyal to the last degree. Know 
ing the founder of the concert ne understands this atti 
tude of mind on the part those associated with him 
On the opening of the new store Horder’s other Adams 
street store further west on the opposite side of the street 


ued and the stock was incorporated into that 


re, which has approximately a forty-foot 
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ANKERS’ BUILDING, CHICAGO On account of the multiplicity of 
picture of any department. Small items are so reduced as to lose most 
» gift lines, leather goods, scales, etc. On the right is a general view of 
losed in stainless steel leading to the lower-level departments. The pic 


partment, showing entrances to model offices along the sides of the 
department one receives a most effective impression of the beauty and 
furniture on display 

frontage on Adams street and is about eighty-five feet 


deep, with several L-shaped sections connecting. The en- 


trance is in the shape of a V around a center column which 
is surrounded with outdoor display cases. The front is 


entirely of bronze and all lettering is in two-tone gold 
and black. The flooring is of asphalt tile in a two-tone 
checker board design All shelving, fixtures and show 
cases are of specially constructed steel made to order to 


fit the space they are intended to occupy. The large central 


display contains a complete showing of standard 


In the 
is devoted to a modern engraving department 
left of the 


Cast 
a large section 
To the 


a large personal 


fountain pen lines rear of the store 


front entrance door there 


1s 


greeting card display section, which section is also devoted 


to gift lines, to the Horder book, “Pictorial Chicago,” and 
illustrated postcards. The equipment in this section is also 
entirely of steel 

There are two large display windows on the Adams 


street front and two display windows in the lobby of the 


building, while two others look out from the court side of 
the store and are devoted to office furniture displays. The 
store has five entrances, the principal one being from 
Adams street, two from the lobby and two more from the 
rear 

The space on the lower level is equipped with steel fix- 


tures for various specialty lines and the ceiling is treated 
completely 
Here 


of all kinds of commercial maps. 


with a paneled design of an acoustical mate- 


rial will be found a wonderful stock and display 


Che ré 


tems department with several specialty men to serve cus- 


is also the sys- 


tomers in all kinds of office, factory and banking systems 
The 


over t 


largest part, however, of the lower level floor is given 
o a beautiful display of modern office furniture, both 
Her be 
special rooms with model set-ups as well as floor displays 
wood de sks, 


sories to match. 


in single pieces and en suite will found several 


of high-grade with chairs and other acces- 


These office ensembles include examples 
of wall treatment, carpets, drapes, chandeliers, pictures, 


etc. A notable feature of one part of the room is a show- 
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ing of veneers prepared by The Leopold Company. This 
is illustrated on another page of the present issue 

The lines in this department are those of the following 
manufacturers: desks by The Leopold Company; chairs by 
Johnson Chair Company; steel furniture by the Columbia 
Steel Equipment Company, and another line of desks by 
the Hoosier Desk Company. 

The steel fixtures, drawers, stock containers, etc., used 
in this store throughout were made by the Service Steel 
Products Corporation of Chicago. This equipment is a 
part of every post, bay and corner. It includes self-con- 
tained greeting caid department; compact and complete 
legal blank department; ten units of drawers for miscel- 
laneous items; equipment for stocking engraving samples; 
equipment for housing a loose leaf department; map drawer 
units, etc. There are many other features in this store 
which are worthy of consideration, but it must be seen to 
be fully appreciated. 

axpaquamntipmeen 


Y and E Man Retires After 36 Years 
After thirty-six years as manager of the Boston branch 
of the Yawman and Erbe Manufacturing Company, J. W. 
Newton has retired and will enjoy with Mrs. Newton much 
more of the real New England scenery than they have been 
able to behold heretofore. 
Mr. Newton was the dean of the Yawman and Erbe sales- 


men. He began his career as a systems service salesman 











J. W. NEWTON 


soon after graduating from Dartmouth college. It was on 
September 1, 1891, when he obtained a position as sales- 
man with the George H. Richter Company, New England 
representatives for Yawman and Erbe at that time. When 
the Yawman and Erbe Manufacturing Company decided 
to open a branch in Boston in 1895, Mr. Newton’s fine 
record proved him to be qualified as manager of the new 
branch. 

Mr. Newton has followed the policy of keeping with him 


many of his early salesmen. His first salesman was Henry 
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A. Cobb, who has been with the Boston branch thirty-five 
years. C. F. Sanborn, who is now Boston branch manager, 
succeeding Mr. Newton, has a successful sales record cov- 
Louis A. Wilde also 
Likewise Frank 


ering a period of twenty-two years. 
has a record of twenty-two years’ service. 
Hendrick, office manager. 

The loyalty and affection of Mr. Newton's associates 
were fittingly expressed by a banquet tendered him at the 
Boston Chamber of Commerce on March 21. Hugh L. 
Smith, sales manager of the Yawman and Erbe Manufac- 
turing Company, felicitated Mr. Newton on his many years 
of service, and H. A. Cobb presented him with gifts ex- 
pressing the best wishes of the Boston organization. 

ee 
F. S. Webster Company Completes New Building 

The new building of the F. S. Webster Company, one 
hundred yards from Kendall Square station of the Rapid 
Transit subway, was completed on April 15. Construction 
started in September, 1930, the cornerstone having been laid 
in December of that year. The building overlooks Charles 
river basin and the Uptown district of Boston. It consists 
of four floors and semi-basement with a total area of 110,- 
000 square feet. The basement contains machine shop, 
steam and power plant and general storage space, while 
the first floor houses all offices and the shipping depart- 
ment. The three top floors are devoted entirely to the 
manufacture of the company’s products. 

The plant is said to be the largest of its kind in the 
world, 

The business of the F. S. Webster Company is in its 
forty-second year. Its vice-president and general manager 
is George F. Malcolm, who has headed the company’s ac- 
tivities for many years. It is stated that in 1892, the entire 
output of the company was consumed in New England, but 
a few years later the company was distributing its products 
through its own offices and agents in practically every 
county in the United States. Now the F..S. Webster goods 
find favor in every market in the world. 

Mr. Malcolm was one of those who encouraged George 
H. Patterson, founder of Office Appliances, to proceed with 
the idea of producing the journal. This occurred nearly 
thirty years ago and it was largely at his suggestion that 
the journal was kept free from all financial obligations that 
would hamper its liberty of action and thought, so that the 
policy was presently established that “no person, firm or 
corporation directly or indirectly related to the industry 
should have any financial interest in the journal nor any 
voice in shaping its policy, which has in view at all times 
the best interests of the field it serves.” 

The address of the new Webster building is 1-23 Amherst 
street, Cambridge, Mass. 

The company’s products are manufactured under the 
name MultiKopy carbon papers and Star brand typewriter 


ribbons. 





RECENTLY COMPLETED F. 8 
WEBSTER COMPANY FACTORY 
BUILDING, CAMBRIDGE, MASS 

The inset shows an interior view of 
one of the floors in the new factory 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices of 
this journal their headquarters. The staff at the main office, 417 South Dearborn Street, Chicago, and the staff 
at the branch in charge of C. H. Everly at 1601 Pershing Square Bldg., Pershing Square, 42nd St. and Park 
Ave., New York, will be happy to be of any possible service. While the facilities at New York 
are not so many as at Chicago, there will be found the same desire to serve. United States 
manufacturers or their representatives traveling abroad are cordially invited to call 
upon Office Appliances’ London Correspondent, Mr. W. Teignmouth Shore, 

18 Templars Avenue, Golders Green, London, N. W. 11, England. 

Mr. Shore’s knowledge of the office equipment business 
and its possibilities in Great Britain makes his 
counsel valuable to those desiring to 
cultivate the British Market. 


LONDON NOTES AND NEWS 


By W. T. Shore, 18 Templars Avenue, Golders Green, London, N. W. 11, England 


Nors.—Mr. W. T. Shore, whose address is given above, is the authorized subscription representative of OFFICE APPLIANCES 
in the British Isles. New subscriptions should be sent to Mr. Shore. Renewal orders should be sent to Orrick APPLIANCES’ 
home address, 417 South Dearborn street, Chicago, Illinois. 





You and We the industry they represent is not only very fascinating to 

London, May 4 me, but is one of great importance in these days to all 

: commercial organizations. The subject of my talk this 

RST, a few words as to business prospects, at the morning is ‘Office Mechanisation in this country as com- 
time of writing, for your office appliance men here. pared with American Practice.’ I should like to supple- 


Frankly, they are not excitingly good. We are working 


our way through rough weather, whether it will become 
worse, or whether there will soon be a turn for the better— 
nobody knows. There are some optimists; there are more 
pessimists. I am one of the really-don't-knowers. Here 


and there a glimpse of blue sky, but it is mostly cloudy 


It may be summed up thus: it takes three times as much 


effort, planning and work to make a sale today as it did 
in the near past Office managers are loath to indulge in 
any expenditure that can possibly be avoided or postponed 
They will wait and see. This caution is driven to a 
dangerous extreme in some cases, where the attitude of 
mind is the foolish one of sitting tight and waiting to see 


prosperity come along, when good use will be made of it 


Chis lethargy is only too likely to spell ruin and to shove 
prosperity hopelessly into the background, or—and worse— 
to leave it for those who have more foresight and more 
pluck \s for sheer fact, wherever I go and ask, I find 
that business is not so good this month of April as it was 
last vear, not by a long way 

So, astute office appliance men and office managers ar¢ 
searching for light, and to the members of the Office Ap- 
pliance Trades Association quite a big bit of illumination 


was accorded at their luncheon on the 13th of April, where 
Mr. J. Adams Keene, the Chairman of the Association, pre- 
sided, and Mr. C. P. Holland, of the 
Limited, who has been taking a look round the 


Imperial Chemical 


Industries, 


U. S. A., delivered a most interesting address, which will 
be read with «| appetite by you, therefore, I give it in 
full: 


“When I was asked to be the guest of the Office Appliance 
Trades Association, I accepted with great pleasure because 


ment this by saying that my remarks refer only to com- 
mercial organizations and will be in the nature of personal 
impressions formed after visiting the U. S. A. and Canada 
last year. I have been asked on several occasions if 
America is far ahead of us in office mechanisation and 
equipment; my reply is: There are many commercial con- 
cerns in this country whose office organizations from every 
point of view is as good as, and if not better than, anything 
I saw in America. Having said this I must add there are 
also large numbers of business concerns in this country 
who are only now beginning to see the value of scientific 
office management and have still a long way to go before 
they can catch up to present day American practice. 
“Scientific office organization in this country is of com- 
paratively recent growth, and I think it is quite true to say 
that it has been based, to a large extent, on American 
practice. That country has had a considerable start over 
us in its experience of large business organizations; huge 
corporations with head offices in, say, New York, and 
factories and business houses extending westward to the 
Pacific Coast. If the executives in New York were to 
function effectively, vital statistics relating to their busi- 
ness had to be in their hands at the earliest opportunity. 
Pen and ink methods were no use; they were too slow. 
Systems had to be devised and mechanical means em- 
ployed to speed up the work. It says much for the inven- 


tive genius of the designers and manufacturers of office 
machinery and equipment that by co-operating with office 
managers and accountants, they were able to cope with 


the situation and deliver the goods. This position was not 
reached in a day, but was the result of intense thought 
and labour. 

“The corporation I am associated with, as you know, is 
a merger of many companies, with factories, large and 
small, scattered throughout the country We have an 
executive and head office in London and group offices in the 
country, dealing with particular commercial activities, also 
offices at all the factories. It is obvious that we can make 
economic use of the full range of mechanical appliances. 
We have gone a long way in this direction, our object 


JUNE, 1931 


always being to simplify our systems; to put in mechanical 
devices to speed up the work and reduce our overhead 
charges. We do not buy machines and build our systems 
round them; on the contrary we think out our systems 
and then call in your expert advisers, who are always of 
the greatest possible assistance. By co-operating in this 
manner we have been able to have machines set up to suit 
our special requirements 

“In this connection you may be interested to hear that 
in one of our group country offices we have department 
dealing with some 90,000 customer accounts, covering 
16 different companies, each company’s accounts being 


some 
kept 


separate. The procedure is that supplying companies issue 
their own invoices and send copies daily to the central 
ledger department. This department posts debits and 
credits to ledger a/cs daily, throwing out the new balances 
and at the same time posting the information to a state- 


ment which is forwarded to the customer monthly. These 


daily postings are necessary because the department has 
continually to answer ‘phone enquiries as to the position 
of certain customer accounts. When I tell you that these 


90,000 accounts were balanced for 1930 within one ofhce 


working-day after the receipt of the last copies of invoices 


from the supplying companies, and that the statements 
wert tually mailed to the customers on the sixth of 
January, 1931, you will agree with me that the system, the 


personnel, are efficient, par- 
iliday and a week- 


and the 
January was a h¢ 


mechanical equipment, 
ticularly as the first of 
end intervened. 

‘Although the principal machines in this 
f American extraction, it is gratifying to note that they 
were modified and set up to suit our work by British rep- 
resentatives, and I had great pleasure in telling the chief 
of the American organization that in my opinion his British 
agents had gone one better than the parent company in this 
sphere of office work 

“When I was instructed by my executive to visit America 
last year, I was very pleased to have the opportunity. My 
instructions were to see all I could and find out if America 
had anything to teach us in the way of office systems and 
mechanical appliances. Not only did I visit the central 
offices of some of the largest corporations America, but 
I had the great pleasure of meeting and being entertained 
by a number of leading manufacturers of office appliances 
who very kindly took me through their factories and show 
rooms, showing me their latest developments in mechanical 


department ars 


office equipment. I should like to pay a tribute to manu- 
facturers of office appliances both in this country and 
America. I have been impressed by the high standard of 
work carried out in the factories and the great care exer- 


cised to ensure that only the finest material is incorporated 


in their machines. It was very gratifying to me to find 
that with regard to some of the main problems of office 
work, such as customers’ accounts, stores control, sales 


business concerns in this country are 
both with regard to systems 


statistics, etc., many 
well up to American practice, 
and equipment. Much of the latter is very similar in both 
countries. The outstanding feature in American offices, 
however, is the large proportion of smaller machines such 
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as calculators, listing and duplicating machines used per 
head of staff. This proportion is far in excess of what is 
considered necessary in this country. My impression was 
that too much capital was lying idle for long periods. 
On putting this point of view to the head of a costing 
department, he informed me that he did not expect his 
machines to work 100% of the office hours. They were 
there to help the staff to get on with their job. 

“One has to remember that in America, labour is dear 
and machines comparatively cheap. Moreover their sys- 
tem of currency lends itself more readily to machine work 
than is the case over here. 

“In this connection I would mention their billing ma- 
chines, where the typing and calculating are done in one 
operation. I know there are machines in this country 
doing this class of work, but I think you will agree that 
our complicated system of currency must of necessity slow 
down the work. 

“Generally speaking the lay-out of American offices is 
very good. Standardization of furniture and equipment 
has been carried out effectively and there is ample space to 
walk about freely, all of which is to the good and tends 
toefficiency. The leading business concerns in this country 
have not overlooked the value of good office accommoda- 
tion, but in far too many concerns do we find staffs housed 
in buildings which, from their appearance, must have 
been in existence prior to the discovery of America. The 
managers of some of these concerns have a deep-seated 
prejudice against all forms of office work which they 
describe as ‘unproductive labour.’ There are signs, however, 
that these ‘die-hards’ are now beginning to put their houses 
in order. The long trade depression has caused them to 
look into the details of their businesses. They are now 
taking an interest in their office organisation and are pre- 
pared to spend money on time-saving devices. They are 
beginning to see that a badly organized office leads to loss 
of money. There is plenty of scope here for your industry, 
not only with regard to mechanical devices, but all kinds 
of office equipment and furniture, but more than anything 
else these backward concerns are in need of your help in 
devising systems which will enable them to get rid of in- 
numerable bound ledgers and replace with loose-leaf and 
card systems, so making way for mechanisation. I know 
there is a difficulty here due to the reluctance of the 
sritisher to discuss his affairs with other people. Here 
he differs from the American who is prepared to discuss 
his problems with anyone who is interested. 

“The American loves conventions. When in Chicago I 
had the pleasure of attending a convention of purchasing 
agents. There were present 1,500 representatives from all 
parts of America and Canada. Some of these had travelled 
3,000 miles to attend. They discussed in session all kinds 
of problems relative to their profession and in the inter- 
wall they attended an exhibition run in connection with the 
convention to which some 300 manufacturers had sent 
exhibits and representatives. In this way the purchasing 
agents were able to see the latest inventions and discuss 
matters of mutual interest. 


“Can we look forward to the time when office managers 











MEETING OF EUROPEAN AGENTS OF THE ELLIOTT ADDRESSING MACHINE COMPANY HELD IN LON- 


DON ON MARCH 18 
Sartorius, Amsterdam, 
should make 
an interesting event, were the Hayward Company, 
torius, Amsterdam; W. Van Schaardenburg, 
Adrien Buchter, Paris. Following are the 


ture: Standing, left to right: J. Stielow, 

B. Spoerndli, Zurich; A. E. de Flines, Amsterdam. 
Gardner, London; R. P. Elliott, Cambridge, Mass. ; W 
Flines is a son of Jan de 


This meeting was held on the initiative of Jan de Flines, 
at the suggestion of several agents who thought it necessary that the European agents 
each other’s acquaintance with a view to better cooperation. 
London ; 
Richard Spoerndli, 
names of those whose likenesses appear in the accompanying pic- 
Hamburg; Mr. Casveto, 
Seated, 


Brussels ; 


Flines.—It was not the purpose of the meeting to arrive at decisions, 


Director, N. V. Blikman & 
Assisting at the meeting, which was 
London ; Blikman & Sar- 


Hans Stielow, Hamburg; 


the Addressall Company, 
Zurich ; 


W. Van Schaardenburg, Brussels ; 
Amsterdam ; Mr 
, Paris. A. E. de 
but to draw 


Brussels ; 
left to right: Jan de Fiines, 
Hayward, London, and A. Buchter 


attention to some matters on which in the future better cooperation might be achieved.—Photo by Vandyk, Lon- 
don, Court Photographer. 
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and accountants in this country 
run concurrently with your busi 
If this were 


will hold conventions t 
ethciency exhibitions 


uld lead to 


ness 


pt ssible, | believe it w greater eth 


ciency in office organisation and would undoubtedly in 
crease the sales of your pri ducts 

“If time is money, then no business concern can afford 
to ignore modern office methods which make the fullest us« 
of mechanical devices. If statistics are to be of any use. 
they must be accurate and up-to-date. They can be pr: 
duced today automatically, economically, and without 


drudgery Che rapid improvements in your machines pre 
sent a difhculty to some office managers; no sooner have 
machines been installed than improvements and new in 
ventions are put on the market Chis is simply a question 


rks manager tl 
machinery valued at thousands 


of economics; a w inks nothing of scrapping 


f pounds if by so doing 


' 


he can replace with more efficient plant and so reduce his 
cost of productior The same argument applies to office 
machinery, | vided the system is not altered t 
radically 

a im up I would say that we owe a lot to America 
is the pioneers of office mechanisation on a large scale, but 
is | ive ilready stated, many of our laree commercial 
concerns have reached a state t ethciency at least equal t 
anything I saw in America, and by the elimination of du 
plication and the scientific use of mechanical devices, they 
ire now able to keep their accounts up-to-date, present th« 
management with accurate statistics promptly, and, what is 
very nportant in this competitive age, they have reduced 
< nsiderably their overhead charges. We have made a 
f | start on the road to office mechanisation, but we hav« 
still a long way to go. All business concerns must fac 
this problem ner or later; the sooner they do so the 
better it will be for them. here is a great future for your 
ndustry in t country and a great responsibility rests on 

u alk el Many of the manufacturers of office ap 
pliances, both here and in America, have had the foresight 
to take on to th staffs experts who can visualize prol 
ems which arise in most ofhces. These men render very 
effective s¢ e and will, I feel sure, play a prominent part 
in the development of your industry. In this development, 
the attitude of your salesmen is of considerable importance. 
In the 1 days the salesman’s one object was to sell his 
particular product without regard to its suitability for the 
work required to be done Chis, I venture to suggest, was 
a short-sighted policy Now he is out to render service 
by suggesting to prospective purchasers the most efhcient 
ind economical method of tackling their particular prob 


due t 


lems I feel sure this change is in some measure 
the goodwill built up by The Office Appliance Trades As 
sociation and the close co-operation of its members. | 
will conclude by wishing you every success in the track 
revival w [I feel sure is imminent.” 

Surely, wise and helpful sayings, which should be laid 
to heart by all those who desire to do or to increase their 
business here f selling office appliances and systems 





ROYAL TYPEWRITER FOLK IN FLORENCE, ITALY.—-Left to right 
Tr. T. Malleson. foreign sales director: C. W. Marquardt, secretary of th 
Italiana Royal ¢ pany in Milar Miss Spinelli and Ugo Bertiere of 


Florence, and T. Orlandi of Rome 
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Wales Gives Sound Advice to Fellow Britons 


Following a Recent Visit to South America His Royal 
Highness Gives Observations Before Manchester 
Commerce Chamber, Suggesting That Britons 
Emulate the Americans in Publicity 


An Associated Press dispatch to the Chicago Evening 
Post from Manchester, England, quotes the Prince of 
Wales in an address on May 12 before the Chamber of 
Commerce in Free Trade Hall in the second “trade clinic” 
he has conducted since his return from his good will tour 
in Latin America. The Prince said that foreign tariff walls 
threatened the export trade of many of Great Britain’s 


manufactured articles. The dispatch quotes His Royal 


Highness as follows: 
‘lI am sure have come to the point where 
said, “the 
tariff 


materials.” 


you think we 


we have to consider most carefully,” he advisa- 


manufacturing inside walls 


flow of British 


bility in many cases of 


and thus at least insure the raw 


Behind in Advertising 
be- 


Chat is one 


ry to say that, as a nation, we are very far 


ind as regards advertising,” the prince said. 


1 


of our national characteristics We do great things and 
invent great things which are of great value to the world, 
but we never let the world know what we have done. 

“Our foreign competitors advertise a great deal, and 
foremost among them are our friends in North America. 


I have heard a great many Englishmen say that the Ameri- 


can way of boosting their goods and the American form 
of publicity is very vulgar. 
“That is entirely a matter of opinion, but the fact re- 


mains that our friends in the United States get away with 


| 


it. To use one of their phrases, they ‘can put their goods 
across.’ 

‘If we wish to push our goods better we will have to 
take a leaf out of their book. Gentlemen, those of you 
who have been there realize that. And to those who have 
not I will tell you you have to go to South America in or- 
der to realize the extent to which the influence of the 


north has penetrated into the industrial and commercial 


life of the south. 
One Day’s Experience 


“Let me tell you briefly what are the daily experiences 


if the business man in South America. When he wakes 
up in the morning he telephones, and his service and im- 


plement are of North American make. 


“He gets into his motor car and drives to his office, and 


nine times out of a hundred that motor car is of 


\merican make 


during 


ninety 
His office and equipment and everything 


he uses 


the day are up-to-date, efficient articles 
from the United States. 

“When he has finished his day’s work his mind will tend 
toward relaxation. His radio and gramophone come from 
Nortl So do the films he 
ter. And not only do they foreshadow life and culture in 
the United States, 


in his own language. 


America. sees in the movie thea- 
but to make it even easier for him, the 
captions are 


“And 


h he lives, he'll find every type of manufactured goods 


finally if at night he moves around the city in 


whic 


attractively advertised and illuminated in every available 


prominent position in that city 


British manufacturers sometimes adhere too ciosely to 
pre-war types “that used to sell,” the prince said he be- 
lieved 

“We forget that a change of taste has come over the 
world since the war,” he said. “It is a world-wide change. 
In the past an article sold mainly on account of quality and 


1 


that was becaus¢ uld afford it. 


goods that will not 


people c 


durability 
“Today the majority appear to desir¢« 


ast so long. They want cheaper goods and they are al- 


ls 


le 
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ways looking forward to some improvement. We have got 
into the habit of wanting change for the sake of change 

in fact, the taste of the world is becoming as fickle as 
women’s fashions.” 

The prince advised his countrymen to combine in order 
to capture the market which road construction is creating 
in South America and said there was a great field for avia- 
tion interest on the Atlantic coast. 

“Believe me when I say that in the struggle that lies 
ahead,” he said, “you can always count on me; that I shall 
always be only too happy if the opportunity arises to pull 


my weight.” 


———<—p_—_ 
Officers of Monroe Legion 
J. B. Buisson, of Paris, France, has the distinction of 
being elected President of the Monroe Legion, a world- 
wide sales organization to which distributors and repre- 
sentatives of the Monroe Calculating Machine Company in 
countries outside of the United States are eligible. Mr. 





J. B. BUISSON 


Buisson, who is a member of the personnel of the firm of 
M. L. Demarest, Monroe distributors in France, won this 
honor because he secured the greatest number of sales 
points of any Monroe representative during the year 1930 

C. Marrone of the sales force of Cia La Comona, dis- 
tributors for the Monroe Company in Buenos Aires, Argen- 


tina, ranked second in number of sales points secured for 





C. MARRONE E. ROUX 


the year, and has the honor of being first vice-president of 
the Monroe Legion. 

E. Roux, representative of the firm of M. L. Demarest in 
Lyons, France, ranked third and he therefore has the dis- 
tinction of serving in the Legion during 1931 as its second 
vice-president. 

The seven honor men, who with these three officers, form 
the Legion Council, were also selected on the basis of their 
sales record for the year, and the men who attained this 
high rank represent distributors located in various coun- 
tries throughout the world. These honor men, listed in the 
order of their standing, include the following. 

W. F. Mercer of Cia La Comona, Buenos Aires; A. M. 
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Smyth and S. L. Glanfield of Merkham Trading Company, 
Ltd., London; M. Holub of Vilim & Cie, Brno, Czecho- 
slovakia; W. Steinhart of Leopold Steinhart, Vienna; F. 
Jirovec of Vilim & Cie, Prague; and L. Zukmann, dis- 
tributor, Berlin. 

The officers and the honor men of the Legion Council 
are elected to serve for one year. All are eligible to re- 
election based on their yearly sales records, with the ex- 
ception of the president, who at the end of his term be- 
comes a member of The Order of Past Presidents, the 
highest honor conferred upon a legionnaire. 


a 
Switzerland Pencil Exports Growing 

British Stationer] Swiss pencil production and exports 
have been steadily increasing throughout the last three 
years. The following figures are based upon reliable esti- 
mates from semi-official sources. In 1928 production was 
910 quintals, whilst exports were 590 quintals, valued at 
681,000 francs. In 1929 production had increased to 1,080 
quintals and exports to 670 quintals, valued at 732,000 
Swiss francs. In 1930 production approached 1,300 quintals 
and exports 850 quintals. The ratio of inland sales by 
the home industry has, it will be noticed, fallen after 
1929, which is explained by the fact that Switzerland be- 
came a better import market as well, buying about 800 
quintals from foreign suppliers. The majority of these 
were screwing pencils of German, British and American 
origin. 


—_———_<g—— 
Seventh International Office Equipment Exposition 
in Berlin 

There is every indication that a very large number of 
visitors may be expected at the Seventh International 
Office Equipment Exposition to be held this year in Berlin. 

Considerable effort has been put forth by the exhibitors 
and great enthusiasm has been shown, 

The management of the exposition is supplying stickers 
to be attached to mail matter and is also furnishing pla- 
cards for advertising this outstanding office equipment 
event of the year. 

American concerns which may be interested in this 
exposition may obtain further information by addressing 
Austellungs-, Messe-Und Fremdenverkehrs-Amt der Stadt 
Berlin, Berlin, Stadtbank, Girokasse 1 (6250), Berlin. 


anette 

Cesare Verona of Turin Named General Agent 

for Bull A.-G 

The Bull A.-G (stock company for the sale of Bull sys- 
tem statistical machines) Zurich, Switzerland, has named 
Cesare Verona of Turin as general agent for Italy and its 
colonies. Mr. Verona has represented the whole Reming- 
ton line of machines in his country since 1893 and his suc- 
cess is widely known. Other important agencies complete 
his organization, which includes branches or dealers in 
all the centers of Italy. 


-—-- —=>—_—_—-- 
Sheaffer Export Man in Europe 

G. F. Olson, assistant export manager for the W. A. 
Sheaffer Pen Company, sailed the latter part of May on a 
trip to Europe. He expects to be gone several months, 
and during his travels will visit the company’s distributors 
in all of the most important centers of Europe. Some time 
will be spent in the British Isles, visiting some of the deal- 
ers in provincial England, and meeting with Sheaffer rep- 
resentatives for Great Britain. 


— 
Hortors Limited Move Office Equipment 
Department to Capetown 
The head office of the office equipment department of 
Hortors Limited has been moved to Capetown, South 
Africa, where they will be located in Hortors building, 130- 
134 St. George’s street. Their post office box is No. 393. 








Fairs and Expositions in Europe 


Special Correspondence to Office Appliances 


Brussels, April 17, 31 
[The famous Leipzig Sample Fair, centuries old, suffered 
this spring from the general commercial depression and 
from the unnecessary and even mischievous but general 
multiplication tf small ta and similar shows Largely 
visited by the ct us, the organizers would have preferred 
a smaller numb: f more s« us patrons of the type that 
places large orders with exhibitors. 
Phe 1 Utrecht Fair, that has flourished for centuri 
il that brings visitors from all over the world to th 
incient Dut city, also suffered from the world depression 
[To counteract t same depression, it decided to work in 
with the Brussels Fair, a postwar creation, for future 
vear buy being sent on from one fair to the other 
It is very bable that fairs and similar shows that sur 
vive the w 1 depression will collaborate in this way, 
there being provision made at one fair to take visitors on to 
the next, and so fortl It is believed by some, however, 
that the ving unwieldiness of general fairs, their tend 
ency towards becoming mere advertising ramps, will lead 
t their gradual elimination Strictly technical shows 
trad eX t ns, will take their place 
* * 7 
| Annual Brussels Fa the XIII, consists of booths 
im the pen air, torming Streets, in the vast Cinquintit aire 
Pari The office appliance show is in one of the gailcries 
fa vast ll The well known American machines are 
n There is a tendency to group machines of 
va kes into one lot, which does not make for busi 
ne Eu ean firms usually buy machines of one typs 
If they are satished, they keep to this particular make of 
machine and do not stray from the narrow path of faitl 
fulne Having once judged that this particular machine 
is the ! ind only good one, they will fiercely defend 
thre judg ent 
Praises of other machines, even if sung in the most 
iulcet tone f the agent of the competition, have no effect 
But the sight of their machine shown with a number of 
others, 1 t to teach them that all machines have many 
points of merit Even if the firms have amalgamated, it 
is 1 use forcing a knowledge of the fact on the general 
public 
Buye f machines, in bulk, should be encouraged t 
keep to one machine Any other course brings confusion 
in its trair [ypists can be sent from one room to an 
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other, without shifting machines; the best mechanic in 
the house can do small repairs, untangle unruly ribbons 
n one type of machine, but she can hardly be expected 
to apply her skill to half a dozen different makes. Then 
the use of the same machine, in the same office, makes for 
standardized work. Excepting in the matter of fancy 
enamelling, there was little new to be seen in the type- 
writer section, but American dictation machines are push- 
ing their way into the limelight. 

There were American calculating machines, addressing 
machines and new cheque writing machines 


\s regards office printing machines of all sorts, calculat- 


ing machines and bureau articles, such as pencils, binders, 
etc., as well as in typewriters, the German article is very 
well represented Large stands have been taken, the 


articles are well displayed and shown by Germans, able to 


speak French or Flemish as required, without accent. 
[here is no kind of doubt that the German machine is 
making great progress in western Europe 

It would almost seem as if Germany is regaining her 
| 


id ascendency in everything connected with printing. 


\ handsome piece of office furniture, a desk, with shelves 


+ +) 


at the side, holding a typewriter, rendered silent by a glass 
case, was a German novelty. 

Switzerland and Sweden both had shows large out of 
ill proportion to their geographical size Both countries 
ire gaining ground in the office appliance line, and that 
very rapidly Switzerland may even rival Germany in 
some lines, such as calculating machines and oddments, 
whi ire cottage industries for the most part, whether 
coming from the Swiss mountains or the Black Forest. 

While the various lands have been fighting for this 
territory, very fiercely, Belgium has herself made con- 
siderable progress in the manufacture of typewriters, cal- 
culating machines and printing machines. Belgium turns 


ut excellent office furniture, in cheap lines. In pitch pine, 
in hardwoods, in steel, she is most successful in adapting 
\merican models to home needs. 

Germany, Switzerland, Belgium and Great Britain com- 
peted in the small office accessory business. It was very 
dificult to judge which country turned out the best as- 
sorted collection of pencils, steel pens, india rubbers, with 
elaborate blotters coming into fashion again and other 
more or less decorative desk furnishings, some in bronze. 
Art inkstands in copper, in marble and other decorative 
stones were seen, with penracks to match, with perhaps 
a small desk clock. All these things indicate increasing 
leisure with increasing cash for things not absolutely 
necessary re 4 


























AGENTS OF ADREMA LIMITED, LONDON, ENGLAND, GATHERED IN CONVENTION AT BERLIN, GERMANY, MARCH 26 
17 AND 28, 1931 Over one hundred agents from various parts of the world attended this sales conference Pictured above they 
“ hing demonstratior f the company’s new addressing machine models and attachments Among the new things shown 
hand machine wit! iny improved features, a roll printing attachment and a cutting device for electrically operated machines, 
1 attachment, a tr printir head, and many others. During the sessions of the convention many interesting lectures were 

wed by general discuss s. The convention was concluded by a banquet 
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Scotland’s Bid for New Industries 





By William Watson, a Well Known Scottish Typewriter 
Man, Organizer of the Scottish Trades 
Development Association, Glasgow. 


Note.—Mr. Watson is at the head of Watson’s Typewriters, 
Lid., oy Glasgow, Scotland, and took up the work of the Scot- 
tish Trades Development Association some time ago. We have 
had occasion to mention this work in previous issues recently, 
and to compliment Mr. Watson upon the loyalty and enthusiasm 
with which he serves the people and industries of his native 
land. He ts convincing and eloquent, both as a writer and 
speaker. The present article starts with an historical back- 
ground and presents many facts heretofore not widely known 
on this side of the Atlantic. 

MERICAN manufacturers contemplating the instal- 
lation of branch plants may be interested to learn 
that, in response to a national appeal, the Convention of 
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Royal Scottish Burghs has inaugurated a Scottish National 
Development Council, comprising the leading municipal 
authorities, industrialists, professional and business men of 
Scotland, which will function as a Scottish Industrial 
“Parliament.” 

The Convention of Royal Scottish Burghs is an ancient 
Scottish institution, representative of all municipal and 
town authorities of Scotland, and obtained official recogni- 
tion by the charter granted to it by King David I, in the 
Twelfth Century. It has existed more or less actively ever 
since, and though one of the most ancient institutions, yet 
it is also one of the most adaptable to the ultra-modern 
conditions of life. 

Under the Treaty of Union, of 1707, which united the 
Scottish and English Parliaments, each country retained 
the Burgh Rights and privileges which it had previously 
enjoyed under existing laws and institutions. 

One of the main objects of the Scottish National Devel- 
opment Council is to revive legislation which will empower 
them to offer special concessions which will attract Amer- 
ican manufacturers to install branch plants in Scotland for 
European production. 

Scotland and Potential European Manufacturing Centre 

In Scotland we have the industrial belt, stretching from 
Glasgow to Edinburgh—a distance of forty-four miles and 
beyond, connected by the two main railways, the London, 
Midland & Scottish Railway, and the London and North 
Eastern Railway, and new trunk boulevard roads, with a 
constant flow of motor transport service. Then again, we 
have the connecting link between the River Clyde and the 
River Forth—the Forth and Clyde canal. 

In that region there are many coal, iron, steel, brass, 
copper, tin, aluminum, oil, chemical, rubber and tanning 
industries. 

The Clyde is famous throughout the world for its ship- 
building, and in this centre we have some of the world’s 
leading makers of marine engines, scientific and nautical 
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instruments and electrical appliances. Owing to the de- 
cline in the shipbuilding and general engineering industries, 
since the war, there is a great amount of unemployment, 
both among the highly skilled and unskilled workers, male 
and female, in the Clyde area, and throughout the indus- 
trial regions of Scotland. 

In consequence of the rationalisation schemes of Great 
Britain, there is also a large number of redundant ship- 
yards and engineering establishments which are being 
dispensed with. Many of these establishments, which are 
being offered for disposal, are situated on the banks of the 
Clyde, and on the edge of the seaboard—a satisfactory 
situation for serving the home, European and overseas 
markets. Indeed, there are many modern factories, equally 
excellent for location, in both the east and west of Scot- 
land, now being offered for disposal at prices, in some 
cases, representing less than one-tenth of the original cost. 

The craftsmanship and conscientiousness of the Scottish 
skilled worker, and the administrative ability of the busi- 
ness executives, is generally acknowledged. 

As a European and British Dominion distributing cen- 
tre, the Clyde and industrial Scotland is unequalled. There 
is a daily goods train service from Scotland to London, 
and to other important centres of England, by the two 
main railways—the London Midland & Scottish Railway, 
and the London and North Eastern Railway. Under the 
facilities of the East Coast Ferry system, merchandise can 
be loaded in self-contained railway trucks, and despatched 
to its destination on the Continent, either from the Clyde, 
or any other industrial centre of Scotland. 

Light, Heat and Power 

Under the new national Scottish grid scheme, electrical 
power can be offered to large consumers at contract rates, 
at less than one-fifth of a penny per unit. Gas can also be 
supplied for power at equally economic rates. 

Scotland offers unlimited water supplies of the finest 
quality for manufacturing purposes. Land and factory 
sites are plentiful and very cheap. 

Wages 

Average wages paid to male workers are as follows: 
Tool makers, fifty-eight shillings per week of forty-seven 
hours; machine hands the same, and laborers forty-two 
shillings per week. Female labor is paid at approximately 
half these rates. 

Local rates vary in the industrial regions from eight 
shillings sixpence to thirteen shillings sixpence in the 
pound, less seventy-five per cent rebate to manufacturers 
under the Derating Act. 

Housing 

There are extensive new housing schemes and model 
housing accommodation for all classes of workers, at eco- 
nomic rates. Under the progressive action of the municipal 
and county authorities, further housing schemes would, if 
necessary, be provided, to meet the requirements of new 
industries. 

The standard of education in Scotland is reputed to be 
the highest in Great Britain; the cost of living is very 
favourable, food and clothing being very cheap, and wages 
are said to be lower for general and highly specialized 
trades than in England. 

The accommodation of parks and recreation grounds is 
a boon few countries offer to the extent Scotland does. 

The majestic scenery; the bracing climate; the glorious 
pleasure sailings and motor tours to the Highlands; the 
large number of excellent golf courses, make Scotland an 
ideal playground for the workers and others in their leisure 
hours. 

The east of Scotland, with its printing, woolen, tweed, 
hosiery and dyeing industries; the coalfields and linoleum 
industries of Fifeshire; the jute industry of Dundee; the 
granite and fishing industries of Aberdeen, and its prox- 
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imity to the Northern European Countries, offer excellent 
location for the lighter industries, such as labor-saving 
devices, household commodities, agricultural implements 
and highly specialized food products for European distri- 
bution 

While the high administrative ability, sound banking and 
shipping and abundance of skilled workers, 
are, in themselves, important factors in the attraction of 


experience, 


New Industries, in the opinion of many well-known Amer- 
icans, who may claim some measure of authority, Scot- 
land’s greatest asset of all is the Character of her people! 
The success achieved by those well-known world-wide 
organizers, Messrs. Singer Sewing Machine, Limited, 
Messrs. Babcock & Wilcox, Limited, both situated on the 
Clyde are, in themselves, confirmation of the advantages 
of Scotland as a European centre. Another instance of 
rapid development in the home, European and British 
dominion markets, is the phenomenal success achieved by 
the India Tyre & Rubber Company of Great Britain, lo- 
cated on the Clyde. This latter company, originally Amer- 
ican, in spite of the world-wide depression, had an out- 
standingly dividend or 
their deferred shares, and 10% on preference shares. 
subsidiary manufacturing 
manufacturers, 


prosperous year, paying 574% 


plants or 
companies of the various American tire 
now installed in Britain, all showed a successful year’s 
trading, and have considerably increased their European 


American branch 


trading connections since manufacturing in Britain 

Overseas manufacturers installing branch plants in Scot- 
land are guaranteed by law the same facilities and privileges 
as home manufacturers. In fact, new industries are offered 
distinct advantages and concessions during initial periods 
under the powers of the Scottish National Delevopment 
Council 

American manufacturers looking for locations where 
American enterprise will be cordially welcomed and be as- 
sured of genuine support, could not choose a more ad- 
vantageous location for their activities than industrial Scot- 
land as a manufacturing and distributing centre for the 
British Dominion and European markets. 

Ge 
Scotsmen Offer to Join Americans in Establishment 
of Metal Sheeting Plant 

Office Appliances learns that two established Scottish 
industrialists are prepared to install a model metal sheeting 
plant and invest forty-nine per cent of the capital with 
some prominent American steel furniture manufacturer for 
European and British dominion distribution. 

The Scottish National Development Council offers free 
land and factory sites to office appliance manufacturers in- 
stalling branch plants in Scotland. 

The foregoing information comes from William Watson 
of the Scottish Trades Development Association, 128 St. 
Vincent street, Glasgow, Scotland. 

_— 
The Romantic Story of the Rand 

The editor of Office Appliances is indebted to Friend 
Arthur Tunley of Johannesburg, South Africa, for a 
volume entitled Out of the Crucible, by Hedley A. Chilvers, 
with sixteen full page drawings by William N. Timlin. 
The book is published by Cassell & Company, Ltd., Lon- 
don, Toronto, Melbourne and Sydney. The frontispiece is 
an excellent sketch of the late president, Paul Kruger, of 
the South African Republic in the Transvaal. The book 
presents the story of the Witwatersrand gold fields and of 
the great city of Johannesburg, which arose in their midst. 

The theme of the book concerns the discovery in 1884-86 
of a two-thousand million pound gold field by hardy pros- 
pectors in a remote African plateau. We can do no better 
in describing the book’s contents than to outline its admir- 


ably written preface. 
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In a few years the field referred to had commenced to 
influence world politics through the Jameson raid and the 
The Witwatersrand presents a homily 
from real life on the power of gold. In this book it is 
pictured influencing the rise and fall of historic figures 
The author states that he has striven 


Anglo-Boer war. 


and even of empires. 
to describe storms and contentions objectively and to dis- 
cover the essential human sides of these conflicts both in 
the men and in the movements involved. He who would 
look for drastic criticism in the pages of the book will 
not find it, but the author expresses the hope that the 
reader will come a little closer to the many outstanding 
personalities associated with the gold fields—men such as 
Kruger, Rhodes, Struben, Chamberlain, Lords Roberts and 
Kitchener and Generals Botha and Smuts, and this by way 
of much personal unpublished anecdote which he believes 
may not infrequently incorporate the very essence of 
history. 

The book opens with a sketch of the reef before gold 
was found. It then notes the coming of Fred Struben 
and George Walker, the real discoverers, who were per- 
sonally known to the author, and deals with the Barberton 
and Kimberly rushes to the fields. It discusses the settle- 
ment of the Uitlander population, the growing cleavage 
between the Uitlanders and Paul Kruger, leading to the 
Jameson raid and the Anglo-Boer war, events which, it is 
claimed, had a bearing upon the promotion of the Euro- 
pean Entente and thus on the great war. 

The author mentions the Chinese labor experiment, the 
onset of difficulties between capital and labor, the formula- 
tion of the historical act of 1924 to prevent and settle in- 
dustrial disputes, and concludes with a dissertation on the 
future of the Gold Reef, now in its day of peace. 

We may add that this review of the preface is all too 
inadequate to picture the intense and dramatic interest to 
be found in almost every page of this book. Writing con- 
temporary history is a difficult thing to do. The book refers 
to a large number of events and incidents which have been 
wholly unknown to the general public and which shed 
much needed light upon the deeper political aspects of the 
events in and about the Rand, which is probably the scene 
of the greatest gold discovery known. It is also a vivid 
picture of the lengths to which men will go for the sake 
of gold and of the almost insane excitement which is pro- 
duced by the proximity of large deposits of the metal. One 
can not read this book without obtaining a different and a 
more satisfactory picture of the events which led up to the 
Boer war and subsequent occurrences. 

a 
Bull Company Gets Big Order from 
Paris Insurance Company 

The exclusive agency for France and its colonies of the 
sull, S. A. Association Technique d’Etudes Industrielles & 
Comptables (“Ateic’”) Paris, obtained on April 14 the sig- 
nature to an order totaling 1,234,800 francs for furnishing 
Bull statistical machines and accessories to the manage- 
ment of the Assurances Sociales (Social Insurance Com- 
pany) actuarial department, Paris. 

This is certainly an important 
organization is to be congratulated. 

a 
W. Dziambor with Montblanc Twenty Years 

Service out on the road, salesmanagership, advertising 
promotion—these are but a small part of the large sphere 
of activities which Mr. Dziambor set as his goal when he 
began his work with Montblanc about twenty years ago. 

The eminence of the Montblanc factory (Simplo Full- 
feder Gesellschaft Voss, Lausen & Dziambor) in point of 
volume and quality of its fountain pens, known in sixty 
countries, is traceable largely to the intelligence, energy, 
ability and enthusiasm of Mr. Dziambor. 


order and the entire 
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A New Typewriter Company in Washington, D. C. 
On March 16, a new company called the Typewriter 
Sales and Service Company, opened its doors to the public 
at 1714 H street, N. W., Washington, D. C. 
The new organization is operating in close association 
wih the Walcott-Taylor Company, although it is sepa- 
rately owned and conducted. The illustration here given 
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TYPEWRITER SALES AND SERVICE COMPANY, WASHINGTON, D. C. 
(Photo by Harris & Ewing) 


pictures one floor of the premises occupied by the Walcott- 
Taylor Company and the Typewriter Sales and Service 
Company. 

H. S. Walcott, who came to Washington some twenty- 
five years ago with the Library Bureau, organized The 
Walcott-Taylor Company early in 1927, and at that time 
they became distributors for the Do/More Chair Company 
and Filing Equipment Bureau, Inc. Their Do/More chair 
business has grown very rapidly and last year they closed 
what was perhaps the largest single order ever placed for 
posture chairs. It was for four thousand chairs and the 
same customer bought sixteen hundred more within six 
months. 

Other lines have been added as fast as men could be 
trained to properly represent them, and among those con- 
cerns now represented are the National Blank Book Com- 
pany, McMillan Book Company, Clarin Manufacturing 
Company, Thayer Telkee Corporation, etc. 

Last year they entered the typewriter field, bringing to 
Washington, C. D. Bills, who had been with the Under- 
wood Typewriter Company for fifteen years and later with 
Barr-Morse Corporation, to take charge of the new de- 
partment. 

This department grew so rapidly that it seemed advis- 
able to form an associate company, so in March the Type- 
writer Sales & Service Company was organized, headed by 
Mr. Bills. They are handling all makes of typewriters and 
are distributors for the Calculator Equipment Corporation 
and Phillips Ribbon & Carbon Company. 

They are especially proud of their service department, 
which is managed by George Thatcher, who for fourteen 
years was in charge of the service department of the Un- 
derwood Typewriter Company in Washington. The adding 
and calculating machine repairs are under the supervision 
of Robert Evans, whose twenty-one years’ experience with 
factory and dealer establishments well qualifies him for 
these duties. 

Due to Mr. Walcott’s many years of contact with the 
government, the major part of their volume comes from 
that source, yet they are constantly building an ever-in- 
creasing list of customers in the commercial field. 
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The Typewriter Sales & Service Company states that it 
has just taken over the business including stock, equip- 
ment, good will, etc., of the Typewriter Shop and the 
Rebuilt Typewriter Company of Washington, both of 
which were formerly operated by Charles E. Yetman, a 
typewriter man of many years’ standing. Something over 
a year ago, Mr. Yetman, then operating The Typewriter 
Shop, bought the business of the Rebuilt Typewriter Com- 
pany, merging it with his own. Early in May, negotia- 
tions were concluded whereby the Typewriter Sales and 
Service Company immediately took over the business of 
both concerns. Mr, Yetman’s establishment will be closed 
and everything will be handled henceforth from the head- 
quarters and under the name of the Typewriter Sales and 
Service Company. 

—— 
Cardinell Again on European Trip 

John D. Cardinell left late in April via the SS. Leviathan 
for Europe to learn the manufacturing processes of certain 
new British products on which he controls worldwide dis- 
tribution. He says that regardless of rumors about poor 
business, the sales of the Cardinell Company of Montclair, 
N. J., on all products combined are thirty-three and a 
third per cent greater for the first three months this year 
than they were in 1930, and last year the company held its 
own in point of sales volume. New items and increased 
effort seem to have shown favorable results. 

Mr. Cardinell, while crossing on the Leviathan, found 
an interesting new item, a few details of which are de- 
scribed below. 

Commodore A. B. Randall of the United States Lines re- 
cently entered into an arrangement with John D. Cardinell 
whereby he granted to Mr. Cardinell exclusive world rights 
to manufacture and distribute a new device which the 
Commodore recently invented and patented. For this 
device there are many uses, in the home, the office, the 
drafting room, the school, the bank, the hospital, the ship, 
etc. These new devices will be manufactured and sold by 
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BRIDGE OF THE SS. LEVIATHAN 


Mr. Cardinell under the trade name Tab-Klip. Mr. Car- 
dinell is president of the Cardinell-Vellum Manufacturing 
Company, Inc.; The Ink-Out Manufacturing Company and 
the Cardinell Sales Company, the latter dealing in exclu- 
sive specialties made by other concerns who depend upon 
the Cardinell Company for distribution, 

Mr. Cardinell’s trip to England had to do with learning 
the intricate processes of manufacturing graphite phono- 
graph needles which it is claimed will play a thousand 
times without being changed. This is a patented British 
product now being sold successfully in Europe. He will 
also investigate the manufacturing processes of other new 
British products on which he controls exclusive rights. 
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Eberhard Faber Discusses Business Conditions 
Under date of May 12, just prior to his sailing for 
Europe, Eberhard Faber, head of the Eberhard Faber Pen- 





EBERHARD FABER 


cil Company, sent out to the salesmen of his organization 
a survey of current business conditions, 
Mr. Faber 
“There is no doubt that for more than a year industry 


said: 


over the entire world has suffered to a greater extent than 
any time in 
tries that | 
world, 


many years. This was apparent in all coun- 


visited last year while on a cruise around the 


“I believe one reason the present economic depression 
seems worse than those which preceded it is that so many 
talking about it. 
mendous increase in population in this country 
panic years of 1886, 1893, 1907 and even 1914, and every 


more people are There has been a tre- 


since the 


tongue upon 
this 


additional person means one more wagging 


the subject of what is wrong with business. I say 
half-jestingly, but it is something not to be dismissed too 
lightly. 

“It has been my good fortune to watch the fluctuations 
The Eberhard Faber 
pencil business was established by my father in 1849, in 
New York City I then, but I came along 
only a few years later and was old enough to start in busi- 


I took full charge of the 


of general business for many years, 


wasn’t born 
ness with my father in July, 1876. 
business upon his death in March, 1879. 

“It was in the following decade that I went through the 
first general economic breakdown and was initiated into 
the ways of business cycles. That depression, which oc- 
curred in 1886, was caused largely by a too-rapid expan- 
Then again in 1893 we had a setback, 


sion of railroads 


resulting from silver legislation and withdrawal of foreign 


capital. And in the decade from 1901 to 1910, we had the 
money panic of 1907. I am sure some of you have at least 
some memory of the closing of the Stock Exchange in 


1914, and what happened later in 1921. 

“These upheavals in business must be taken quite se- 
They 
suffers more or 
present one is that, based on all precedent, which is the 


are very real while they last and everybody 
But the interesting point about the 


riously. 
less 
reached its end. 


fairest of guides, it has nearly 


“Of course nobody knows exactly how long we shall con- 
tinue to scrape bottom, but it is agreed generally that con 
ditions won’t become worse and soon must turn for the 
better. That doesn’t mean that everybody will be pros- 
perous. There will always be those who fail even in good 


times and those who succeed whether times are good or 
bad. The general business curve 
mal, whereas it was 20% above normal prior to 1921. In 


Who supposes that 


is now 30% below nor- 


a word, there has been a drop of 50%. 
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such a condition can long last in a country having the vast 
resources and buying power of the United States? 

“Even though our industry has suffered along with all 
others during the period of this depression, we have no 
reason to feel worried or dissatisfied, as I am quite sure 
that we are in better shape than many other business firms. 

“It is not fair to ignore real distress, still I think we all 
ought to do our best to clear the atmosphere of needless 
gloom. I want all our representatives to be apostles of 


good cheer.” 
—— 
Brief Sketch of New Executive in Typewriter World 
\ new figure has appeared in the typewriter industry in 
Frederick T. Hepburn, president of Vari- 
New York, N. Y., manufacturers of 
“the typewriter with changeable type.” He has gradually 


the person of 
typer Incorporated, 


but steadily emerged from the background of a new idea 
in machine correspondence and has assumed aggressive 
leadership in his organization, taking his place among the 
recognized powers in the typewriter field, 

While a comparative newcomer in the typewriter in- 
dustry, Mr. Hepburn’s reputation and standing in financial 
As president of H. D. 


circles have been long established. 





FREDERICK T. HEPBURN 


(Photo by Kaiden-Keystone 
Studios, New York) 


Walbridge & Company, New York, he took 


charge of all electric power and gas companies which that 


personal 


organization controlled throughout the states of Pennsyl- 
vania, Louisiana and Texas. In that capacity he achieved 
such marked success as to stamp him among the leaders 
in the development of public utilities. 

One of Mr. Hepburn’s “hobbies,” and one on which his 
reputation is particularly based, is his peculiar delight in 
rehabilitating business structures, termed doubtful ventures 
by critics, into brilliant successes. 

Probably one of the important factors in Mr. Hepburn’s 
successful career was his determination from the beginning 
to learn the fundamentals of his various businesses from 
the ground up. After being graduated from Rensselaer 
Polytechnic Institute with the degree of civil engineer, he 
spent thirteen years with the Pennsylvania Railroad Com- 
pany serving all the way from rodman up to the post of 
division engineer. The next five years found him in Ohio 
engaged in building and operating electric railroads, thus 
making him unusually well fitted for the responsibilities 
which he was to assume with the H. D. Walbridge 
companies. 

It was in 1927 that Mr. Hepburn acquired the assets, 
property and basic patents of the old Hammond Type- 
writer Company, and with these as a basis organized the 
firm now known as Varityper Incorporated. 

Firm and enthusiastic in the belief that the changeable 
type feature of the Varityper is destined to play an increas- 
ingly important Mr. Hepburn has 
been content to move slowly, preferring to take ample time 


role in typewriting, 
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to perfect his product and his organization. And now, 
with the aid of his able associates—W. J. Hausman, J. E. 
Neahr and W. E. Rautenstrauch—Mr. Hepburn feels that 
he is prepared to start the drive for Varityper’s “place in 
the sun.” 


— 
More About the Cargill Anniversary 

Not long ago the Houston Post Despatch and the Chron- 
icle printed news stories concerning the store and plant 
of The Cargill Company which in February last commemo- 
rated its thirtieth anniversary. 

The Cargill Company grew from a modest beginning in 
the city of Houston into one of the largest stores in Texas 
doing an annual business of over $500,000. The business of 
The Cargill Company was started in 1901. The start was 
made in small quarters and larger and still larger premises 
have been taken from time to time to accommodate in- 
creased business and the addition of new lines including 
one of the finest office furniture departments to be found 
in the south. The company has liberal display space for 
its office furniture and is equipped to be absolutely the 
business man’s department store. The company was the 
first stationer in its part of the country to recognize the 
value of newspaper advertising, especially in the sale of 
social stationery and it was a pioneer in Houston in recog- 
nizing the need for parking space. Thus, in erecting their 
building in 1925, they provided parking space on their own 
property for approximately forty automobiles. 

The Cargill Company’s business covers practically the 
entire office equipment field including general office sup- 
plies, business furniture and filing equipment, safes, steel 
lockers, steel shelving, machine bookkeeping equipment, 
printing, lithographing, steel and copper plate engraving, 
blank book manufacturing, etc. The company represents 
a number of nationally known lines including those of 
the Yawman and Erbe Manufacturing Company; Art 
Metal Construction Company; The Macey Company; Irv- 











MAIN AISLE OF THE CARGILL CO. STORE AT HOUSTON, TEX., AND 
A PORTION OF THE OFFICE FURNITURE DEPARTMENT 


ing-Pitt Division of the Wilson-Jones Company; National 
Blank Book Company; Doten-Dunton Company and Hor- 
rock-Taylor Company. 

The officers of the company with their respective periods 
of service are as follows: Major Frank C. Clemens, presi- 
dent, thirty years; H. C. Malsch, vice-president and super- 
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intendent, twenty-nine years; P. T. Pearce, vice-president 
and sales manager, twenty-six years; J. B. Cadwell, sec- 
retary-treasurer, twenty-five years; M. G. Berkley, traffic 
manager, twenty-one years, 

In addition, two of the company’s salesmen have been 
with the organization twenty-nine years and there are 
twelve people, including the foregoing, who have been with 
the company more than twenty years. 


ee 
A Personal Plea for Attendance at National 
Typewriter Convention 

Mrs. Jessie I. Taylor, president of the Globe Typewriter 
Exchange, and regional director for the eastern district 
of the National Association of Typewriter Dealers, has 
issued to the typewriter dealers in her district a personal 
plea for their attendance at the coming meeting of the 
National Association to be held August 17, 18 and 19 at 
the Hotel New Yorker, New York City. She appeals to 
all such dealers to join the National Association and to 
make it their personal convention. She points out that 
the cost of membership is only $10 per year, a very small 
sum considering the benefits already derived and the good 
will created among dealers. She said: 

“We used to be classed as second hand dealers and the 
second hand title gave us all, more or less, an inferiority 
complex. When we started selling new portable type- 
writers and other new equipment, we dropped the ‘second- 
hand’ and became dealers. This unconsciously decreased 
some of our inferiority complex, but the national and local 
typewriter dealers’ association have wiped out all infe- 
riority and made us realize, by contact with others in our 
line, what splendid opportunities we have to build high 
class businesses. 

“There are many ways we dealers can help each other. 
When we ship machines from one city to another our cus- 
tomers would have greater confidence if we could assure 
them the machines would be serviced by a reputable dealer 
upon arrival, if they needed further adjustment. A Na- 
tional dealer should be recommended. Our company fol- 
lows this policy. 

“We need each other—to help us—help ourselves. We 
are just scattered links until we join The National Asso- 
ciation of Typewriter Dealers and complete the chain that 
will bind us all together. 

“Send in your application and check for $10, payable 
to The National Association of Typewriter Dealers, to 
Mrs. J. I. Taylor, 253 Broadway, New York, N.. Y., if 
you are not already a member. A receipt will be sent from 
the national secretary and treasurer, also window trans- 
fers, membership card, etc., and your name will be placed 
on the list to receive ‘The Official Bulletin’ regularly.” 

—_——g—— 
Some Valuable Weekly Sales Letters 

James P. Ward of Chicago, president and general man- 
ager of the Shipman-Ward Manufacturing Company and 
president of the National Association of Typewriter Deal- 
ers, is writing a series of weekly letters which he is send- 
ing to the typewriter trade. These letters are addressed 
to Shipman-Ward dealers and are inspirational in character 
for the dealers’ salesmen, giving suggestions for increas- 
ing sales. Mr. Ward relates that his company has been 
able to increase its sales during these times, not because 
business as a whole has been improving, but because sales- 
men have gone after business harder than ever before 
and obtained orders that might not have been obtained 
at all or might have gone elsewhere. This series of weekly 
letters is gotten out with no intention of selling type- 
writers per se, but merely as one more influence tending to 
better salesmanship. The letters are well done and care- 
fully considered, and their message should be of value 
to all specialty salesmen. 
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American Lead Pencil Co. Organizes 
Canadian Company 

The American Lead Pencil Company, one of the 

world’s largest manufacturers of pencils and allied prod- 


ucts, has recently established a Canadian subsidiary called 





JOHN KING RECKFORD 


the Venus Pencil Company, Ltd., for the production of 
pencils for Canadian and British Empire markets. 

The factory of the new company is located at 163-187 
The Board of Directors of the 
Arlow, a well 


Dufferin street, Toronto. 
Canadian company will include George J. 
known resident of Toronto, as well as representatives of 
the Reckford family. John King Reckford, vice-president 
of the American Lead Pencil Company, is president of the 
Venus Pencil Company of Canada, and Mr. Arlow is vice- 
president. 

The reason for the establishment of the subsidiary was 
outlined by Mr. Reckford as follows: 

“For many years the American Lead Pencil Company 
has enjoyed large Canadian business, but the Directors felt 
that with the growing market, and the preference of Cana- 
dians for ‘Made in Canada’ products, a factory in Canada 
should be established. 

“We are transferring to the Venus Pencil Company of 
Canada the sales rights for Canada of all our important 
trademarked brands, such as the well known Venus 
drawing pencils, and the popular five-cent Velvet pencil. 
It has been arranged to license to the Canadian company 
all the patents of the American company. While origi- 
nally the American Lead Pencil Company was known as 
the largest manufacturers of cheap pencils, during the last 
twenty-five years they have been successful in marketing 


the Venus pencil, which for many years has been among 
the foremost pencils in the field of quality and volume of 
sales.” 

The American Lead 
more than seventy years ago, and has been under the un- 
interrupted control of the Reckford family almost since 
An English branch was established in 1893, 
The American Lead 


Pencil Company was established 


its foundation. 
and the London factory built in 1911. 
Pencil Company also maintains offices in leading cities 
throughout the world. 

John King Reckford, president of the new company, is 
one of the leading figures in the pencil industry in the 
United States. He has been associated with the American 
Lead Pencil Company for many years in various capacities, 
and is also secretary of the Pencil Makers’ Association. 
He served in the World War as a Lieutenant, Senior Grade, 
in the United States Naval Aviation Service. 

ww 
Roderick Made Vice-President of Lanston Monotype 

Frank J. Roderick, manager of the Barrett Division of 
the Lanston Monotype Machine Company, has been elected 
a vice-president of the company, in charge of the Barrett 
Division. Mr. Roderick’s elevation is an acknowledgment 
of his ten-year period of service and bears witness to the 





FRANK J. 


RODERICK 
satisfactory growth and development of the Barrett desk 
adding and listing machine under his management. 

The annual report made by President Harvey D. Best 
to Monotype stockholders at the annual meeting, shows 
that the business of the company was very satisfactory 
for the fiscal year closing February 28, and its financial 
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condition exceptionally sound. Of interest to Barrett 
dealers and users is the following, quoted from Mr. Best's 
“Our Engineering Department has finished the 
subtraction to the Barrett adding 


report: 
application of direct 
machine. Tools, dies, jigs and 
and it is expected the new subtraction models will be in 


fixtures are in process 


quantity manufacture within the next three months.” 


= eH — 
H. C. Grubbs Returns to Office Appliance Field 


Edward L. Forstner, for fourteen years associated with 
David Lupton’s Sons Company, of Philadelphia, has been 


elected president of the company. Mr. Forstner succeeds 


$ 
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David D. Lupton, who becomes chairman of the board of 
the company. 

At the same time, H. C. Grubbs, formerly vice-president 
in charge of sales of R.C.A.-Victor, Inc., was elected ex- 
ecutive vice-president, according to the company’s an- 
nouncement. 

Prior to Mr. connection with 
Company, he was a railroad contractor who handled a 
number of large projects, among them being contracts on 
the construction of the Carolina, Clinchfield and Ohio 
Railroad, and the Erie Barge Canal. After two years with 
the Lupton organization, he became treasurer, in 1919. 
In 1925 he was made a vice-president of the company, in 
addition to his duties as treasurer, and he held the two 
offices until his elevation to the presidency. 

Mr. Grubbs has a long record of successful salesman- 
ship and merchandising. He became associated with the 
Dalton Adding Machine Company when it was organized 
in 1905, later becoming vice-president and director of sales, 
in which capacity he served until his company became a 
part of Remington-Rand, Inc., in 1926. He resigned his 
position as sales manager of the latter company in 1928 
to become commercial vice-president of the Victor Talk- 
ing Machine Company. When the Victor Talking Ma- 
chine Company merged with the Radio Corporation of 
America he became vice-president in charge of sales of the 
R.C.A.-Victor Company. 

The Lupton Company is one of the best known manu- 
facturers of steel specialties in the United States. Among 
their leading products are steel windows and doors, steel 
shelving, metal store equipment and rain spouting. 

a 
National Business Show Company Takes 
Attractive Offices 

The National Business Show Company has moved from 
its former location at 50 Church street, New York City, 
to the twentieth floor of the same building, where light and 
airy offices are available with a beautiful view over the busy 


Forstner’s the Lupton 


North river. 
President Tupper and his staff extend a cordial invita- 
tion to members of the industry to visit them at their new 


offices. 
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Addressograph-Multigraph Plans Factory 

Concentration of manufacturing operations producing 
the Addressograph and the Multigraph lines has been ar- 
ranged through plans announced from Cleveland last 
month. The Addressograph-Multigraph Corporation has 
purchased one of the prime industrial sites of the country 
—a tract of thirty acres in Euclid village, at Babbitt road, 
lying between the main lines of the New York Central 
and the Nickel Plate railroads. 

Company engineers have been at work for months on 
plans for a new plant to be erected on the property that 
will be one of the most beautiful factories in the Cleveland 
district and one of the most modern and up-to-date of all 
the manufacturing plants in the country, devoted to office 
machinery. This development will also include a modern 
office building that will house both the executive and sales 
organization and general offices of the Addressograph- 
Multigraph Corporation. 

The new plant will cost approximately one million dol- 
lars. The site bought provides for future expansion. The 
plant will be used for the manufacture of all present prod- 
ucts as well as many new and important products soon to 
be placed on the market. 

The company uses at present the Multigraph plant at 
Cleveland and the Addressograph plant at Chicago. 
Neither one, however, is adequate for the future. 

Officers of the Addressograph-Multigraph Corporation 
are: Joseph E. Rogers, president and general manager; 
Perley Morse, vice-president; Charles R. Battim, secretary 
and treasurer. 

The board of directors is composed of—Frank H. Woods, 
chairman; Charles K. Arter; Charles R. Battin; William 
R. Dawes; Joseph S. Duncan; Ernest J. Ferris; Edward B. 
Greene; Samuel M. Hastings; Perley Morse; Henry C. 
Osborn; Edwin H. Parkhurst; Grant Pelton; Joseph E. 
Rogers; John B. Russell, Jr. 

Executive committee—Henry C. Osborn, chairman; 
Charles R. Battin; Samuel M. Hastings; Joseph E. Rogers 
and Frank H. Woods. 

ee 
Steel Equipment Corp. Takes New N. Y. Quarters 

Announcement has been received of the removal on May 
1 of the New York office and show rooms of the Steel 
Equipment Corporation to new and larger quarters at 58 
West Forty-fifth street. Here the company hopes to meet 
its friends from time to time from New York and other 
points. 
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We Credit the Wrong Firm for a Window Display 

On page 27 of the May issue of Office Appliances, an 
item appeared concerning the prize winners in a recent 
window display contest by the Shaw-Walker Company. 
The second prize was credited to Barker Bros., of Los 
Angeles. Credit should have been given, however, to the 
Rucker-Fuller Company of San Francisco. If the reader 
will turn to the previous issue, he will see first, second 
and third prize windows and two of the windows re- 
ceiving honorable mention. 

We regret that credit was given to the wrong concern 
for the second prize window. 

—_——p————. 
Right State, But Wrong City 

In Office Appliances last month was an item of news 
regarding the election of Henry I, Coleman as president 
of Nathan Coleman & Son, Inc. The item located this 
firm in Atlanta, which is entirely wrong, as the com- 
pany is a resident of Savannah, 

Our apologies. 
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Burroughs Adding Machine Re-elects Directors and 
Officers 

At annual meeting of stockholders of Burroughs Adding 
Machine Company all directors were reelected. 

Changes were made in the by-laws, reducing the number 
of directors to eight from nine and eliminating the office 
of chairman of the board. This action was taken as the 
result of the death of Joseph Boyer, director chairman of 
the board. 

At a subsequent meeting of the board officers were re- 
elected 

oh — 
Underwood Elliott Fisher Re-Elect Officers 

At the annual meeting of the Underwood Elliott Fisher 
Company held recently, the former board of directors 
were re-elected and former officers were reappointed. 

It is stated that the floating supply of Underwood 
Elliott Fisher common stock registered in brokers’ names 
now is seventeen per cent of the total outstanding, having 
decreased one-third during the past year. 

jeadeaditittbisiimate 
Monroe Calculating Machine Company Reports 
Increased Orders 

The sales department of the Monroe Calculating Machine 
Company of Orange, N. J. reports that in April sales 
were considerably in excess of those for March. The de- 
partment reports a steady gain in each month during 1931. 
March business exceeded that of February, which in turn 
showed an increase over January. 


—_—_ ~-—— 


More About Mr. Faloon’s New Work 

An item on page 127 of the May issue stated that 
“Jimmie” Faloon, formerly in sales promotional work for 
The Marble & Shattuck Chair Company of Cleveland, had 
joined the selling staff of the Clemetsen Company of Chi- 
cago, for whom he would cover an extensive territory. 
including New York State (except New York City) on the 
north to Virginia on the south. More specific information 
now at hand is to the effect that Mr. Faloon’s territory 
will include Western New York, Pennsylvania (except the 
Pittsburgh territory), Southern New Jersey, Delaware, 
Maryland, Virginia, Washington, D. C., North and South 
Carolina, and Augusta and Savannah, Georgia. 

Mr. Faloon was with The Marble & Shattuck Chair 
Company for five years. 

Office Appliances extends its cordial good wishes for 
Mr. Faloon’s success in the new work. 

— + — 

Urmston Makes Record Speed Trip to Germany 

What is apparently a stationery trade record for fast 
travel between New York City and Germany was recently 
established by R. J. Urmston, general manager of J. S 
Staedtler Inc. The entire trip took only three weeks and 
included a week’s stay at the Staedtler Nurnberg factory 
and stops in France and England for conferences with 
Staedtler representatives in those countries 

While in Nurnberg, Mr. Urmston completed arrange- 
ments for the shipment of a number of attractive displays 
to America, and also for the manufacture and shipment 
of a number of original new items for the American market. 


_ 
Payne Takes Sainberg Line for Thirteen States 


Arthur Payne has been appointed to represent the sta- 
tioners specialty lines of Sainberg & Co., Inc., of New York 
City in thirteen states of the Middle West. His territory 
will include Chicago. The complete line will be ware- 
housed in Chicago in conjunction with the lines carried by 
Smith & Marshall, 8 South Dearborn street, where Mr. 


Payne will have his headquarters. 
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Change in Maine Stationery Organization 

Loring, Short & Harmon, Portland, Maine, has passed 
into new hands, a business established in 1868. This whole- 
sale and retail stationery and book establishment has been 
acquired by Edgar M. Berry, Walter U. Gutmann and 
Frank S. Gutmann. Mr. Berry is head of the Berry Paper 
Company, wholesaler, Lewiston; the Messrs. Gutmann are 
in the paper making trade. 

Loring, Short & Harmon was established by George B. 
Loring and Leonard O. Short, who operated a bookstore 
at Portland. Charles G. Harmon, who was manager of the 
Bailey & Noyes store, was invited to join the new ven- 
ture. The business was opened in the Falmouth Hotel 
building, on Middle street. In the beginning the firm de- 
voted itself to the wholesale business, George B. Loring 
spending his time on the road. In 1872 Frederick W. 
Robinson joined the firm; he was vice-president of the 
company when the business was sold. A bindery depart- 
ment was added in 1875. Upon the completion of the Lan- 
caster Block, Loring, Short & Harmon took space, and ulti- 
mately occupied the entire building. W. E. Plumer joined 
the business in 1881 as assistant in the wholesale depart- 
ment. Subsequently he became buyer. M. M. Duroy, who 
had been treasurer, passed away in 1904. He was succeeded 
by Edward A. Shaw. In 1908 a fire destroyed the com- 
pany’s stocks, and necessitated the reconstruction of the 
building. Two stories were then added, giving Loring, 
Short & Harmon tenancy on six floors and a basement. 
In 1919 space was leased in another building to house the 
wholesale wall paper department. 

The Loring, Short & Harmon business was incorporated 
in 1919. At the time the business was sold, the following 
officers conducted the business: Edward A. Shaw, presi- 
dent; F. W. Robinson, vice-president; Millard E. Plumer, 
treasurer. 


——— 
Columbia Calls George B. Samuel for Special Sales 
Work 

George B. Samuel, well known figure in the typewriter 

field in New York State, has recently become identified 

with the Columbia Ribbon & Carbon Manufacturing Com- 
pany, Inc., in a special cooperative sales capacity. 

Mr. Samuel’s experience as sales representative of the 

Corona Typewriter Company and his organization and 

operation for twelve years of his own company, the Corona 





G. B. SAMUEL 


Sales Company, covering Albany, Troy, Schenectady and 
New York State, singularly fits him to cooperate with Co- 
lumbia dealers and to appreciate their sales problems. 
For the last two years Mr. Samuel has served as general 
sales manager of the Snyder Multiform Corporation and 
in this connection became even more cognizant of the 
scope of Columbia products and of his opportunity to dem- 
onstrate their function and sales possibilities to dealers. 


we 


rr —_ — 
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Jarrett Joins Advertising Agency 

Roy H. Jarrett has joined the Jewell F. Stevens Com- 
pany, advertising agents, 19 South LaSalle street, Chicago, 
in the capacity of special merchandising counsellor and ac- 
count executive. 

Mr. Jarrett’s many years’ association with The American 
Multigraph Sales Company, an internationally known 
manufacturer of efficiency equipment, has acquainted him 
with the intricacies of the sales and advertising problems 


— — ] 











ROY H. JARRETT 
of many firms in almost every kind of business in all parts 
of the country. This experience eminently fits him for the 
important duties he assumes in his new association. 

During the last twelve years Mr, Jarrett has visited 
every distributing center of importance in the United 
States at least once a year. He knows prevailing condi- 
tions intimately and is recognized as an authority in effec- 
tive merchandising. In every state of the union at one 
time or another Mr. Jarrett has dealt successfully with the 
many distribution problems that arise in the operation of a 
large corporation: sales personnel, merchandising meth- 
ods, advertising, market potential, competition, etc. 

Mr. Jarrett is the author of two widely read books, “It 
Works” and “The Meaning of the Mark.” These books 
expounding a philosophy of optimism and accomplishment 
are published by the Larger Life Library, Chicago. 

On May 15 Mr. Jarrett officially entered upon the duties 
of his new connection with the Jewell F. Stevens Company. 





——_> 
Rich Gifts for Present Times 

Retailers in luxury lines, such as watches and jewelry, 
works of art, etc., find that periods of slack business cause 
the moneyed class to retrench in gift expenditures for an- 
niversaries, graduation and other important family events. 
The stationer can meet this situation from his pen and 
pencil department. 

The W. A. Sheaffer Pen Company believes that its “Life- 
time Autograph” pens and pencils fill this need, affording 
a gift of obvious value, without extravagance. It says 
that the public should not be permitted to think of this 
exquisite writing instrument, with its gold mountings and 
engraved facsimile of the owner’s signature, as merely an- 
other luxurious article. Dealers can profit by offering the 
“Autograph” from their stocks as a useful substitute for 
articles of the luxury class which cost more money and yet 
do not afford the frequent use of the fountain pen. When 
the dealer places emphasis on the facsimile engraved sig- 
nature, not only as a mark of ownership, but also a con- 
venient means of identification, he gains sales. 


a 
William Prym Closes New York Office 
William Prym of America, a firm of German origin 
which recently established an American factory in Long 
Island City, New York, has discontinued its office in New 
York City. The executive offices are now located at the 
factory, 34-12 Washington Ave., Long Island City. 
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Atlanta Addressograph and Multigraph Offices 
Joined 

On May 1 the Atlanta offices of the Addressograph Sales 
Agency and Multigraph Sales Agency were consolidated. 

The Multigraph Company had been occupying about 
1200 square feet of space in the Rhodes building and, in 
order to make room for the Addressograph organization, 
these offices were enlarged to approximately 2500 square 
feet. 

The new offices of the combined agencies are wonderfully 
arranged and they are equipped to render the maximum 
of service to users and for the general operating of the 
business. 

Tuesday, May 12, was set aside as reception day and a 
very attractive announcement was sent out to all users 
of both the Addressograph and the Multigraph, advising 
them of this change and an invitation was extended to 
them, as well as to prospects and friends, to visit the new 
offices on that day. A great number of visitors called and 
passed favorable comment on the general set-up of the 
office. Also, much interest was manifested in the various 
models of Addressographs, Multigraphs and folding ma- 
chines which were on display. 

The two organizations, while occupying joint space, are 
still operating separately as far as sales are concerned. 
The Addressograph Agency is in charge of H. C, Avery 
and the Multigraph Agency is in charge of E, L. Elliott. 
It is hoped by both Mr. Avery and Mr. Elliott that this 
close co-operation will result in increased business for 
each, 

——_<g———_ 

Woodstock Offices Expand in Pace with Sales 

May 1 the executive and general sales offices of the 
Woodstock Typewriter Company were moved into new 
and larger quarters on the fourteenth floor of the Tower 
building, 6 North Michigan avenue. The former offices in 
the Pure Oil building have seen a tremendous growth of 
the company. In order to accommodate the different de- 
partments more efficiently, it was necessary to secure in- 
creased space. 

A long lease has been made for the company head of- 
fices. The new location permits arrangement which will 
promote efficiency and dispatch in handling increased 
business. 

The following Woodstock branch offices have moved to 
larger quarters, properly to take care of growing business; 
Boston, Chicago, Cleveland, Detroit, Milwaukee, Philadel- 
phia and Pittsburgh. 

——_~»———_——_ 
Bogart Takes Large Southern Territory for 
Hotchkiss 

Edward V. Bogart, 805 Bell building, Montgomery, Ala., 
has been appointed to represent the Hotchkiss Sales Com- 
pany of Norwalk, Conn., in North and South Carolina, 
Georgia, Florida, Tennessee, Arkansas, Mississippi, Ala- 
bama, Louisiana, Texas and Oklahoma. He began his 
duties on May 1, 

Mr. Bogart is well equipped to take over the. representa- 
tion of the Hotchkiss line and stationers will welcome him 
and will appreciate the closer contact which his appoint- 
ment makes possible. Mr. Bogart will have full informa- 
tion and samples in order to take up with dealers any 
problems or requirements they may have. 

—————_—— 
C. Fred Hoffman Takes Larger Offices 

C, Fred Hoffman, dealer in complete equipment and sup- 
plies for banks, offices, libraries, etc., at Albamy, N. Y., has 
moved from 36: State street, that city, to larger quarters 
in the National Savings Bank building, which -is said to 
be the largest and most modern office building in the city 
of Albany. 
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Addressograph-Multigraph Heads in United States 
American headquarters of the Addressograph and the 
Multigraph organizations were visited a short time ago 


by A. R 


ternational 


Porter, managing director of Addressograph In- 


and W. H. Hartley, general manager of the 


Multigraph business for the British Isles 
On Mr. Porter’s return to England he found a “Wel- 
come Home” greeting in the form of a sales contest be 











A. R. PORTER 


Wes a 


HARTLEY 


tween the various units of the British and continental sales 
organizations. Two loving cups were offered by P. V. 
Ward, foreign sales manager, to be won by outstanding 
contestants. One cup will be awarded to the European 
agent making the best contest record. The other will go 
to the highest contest producer of the three organizations 

Addressograph Limited, London, led by Mr. A. R. Car- 
ruthers; Addressograph G. m. b. h., Berlin, led by Mr. 
and Addressograph S. A., 


Grogg: Paris, directed by Mr. 


Paul Gagneau 

Mr. Hartley spent most of his time in the United States 
at the Multigraph plant at Cleveland. There he worked 
out plans for a close co-operation between the Multigraph 
and the Addressograph organizations throughout the Brit- 
ish Isles 

—— 

Fiske Joins Postograph, Inc., of Wilkes-Barre 

Edwin S. Fiske, who is well known in the Wilkes-Barre, 
Penna., territory, recently with the 


made a connection 


Postograph, Inc., a duplicating machine which is 


Wilkes-Barre. He 


considerable territory in the east and perhaps some west- 


rotary 


being manufactured in will cover a 
Mr. Fiske will call on the trade and establish 
He plans 


to offer the dealership to one dealer in each town he visits. 


ern territory. 


dealerships for the duplicators he represents. 


A semi-automatic feeding device has been perfected, mak- 
ing the operation of the Postograph machine quicker, with 
positive and perfect registration. The Postograph with 
Other 
features and improvements are being worked out and in- 


the above attachment and counter will retail at $75. 


corporated in the machines from time to time. 
dnciichlliidamanh 
W. Farr Visits Trade in West 
W. Farr, manager of the Western territory for Wm. 
A. Force & Inc., 
western points, returning to his office at Chicago May 9 


Company, made an extended trip to 


He found conditions quite satisfactory at the various 
points visited, and the Dakotas especially encouraging 
While on the coast he attended a zone meeting of the 
Ititernational Stamp Manufacturers’ Association. At San 
Francisco a friend invited him to the latter’s home at Oak- 
land, after which a prolonged auto trip was made. This 
skirted the bay and brought Mr. Farr to Golden Gate 
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Park at San Francisco, just about the time he expected 
to find himself back in Oakland again. The 
air reminded Mr 


trip was very 


interesting, and the ocean Farr of his 


former home at Brooklyn. 


a 
Birmingham House Takes New Lines 

three Alex Patterson 
State manager for the Royal Typewriter Co. in Alabama 


Some years ago, who had been 
severed his connections with that company and opened an 
office in the Lincoln Life Bldg., Birmingham, for the pur- 
of dealing in several lines of the highest class office 
This 
has developed rapidly and about oné year ago, Mr. Patter- 
took in S. S. Godbee, fifteen 
had secretary-treasurer of one 
milling and feed concerns in Birmingham, and since that 
time both “Patt” and “Sid” have built up 


requires several salesmen in addition to their own work. 


p* SE 


appliances. business from a very small beginning 


son as a partner, who for 


years been of the largest 


a business that 
The firm name is now Alex Patterson Company. Each 
salesman specializes on one particular line handled by the 
firm, thereby becoming efficient with that line or appliance. 
One of the first accounts secured and one which has proven 
very popular, is the Standard Mailing Machines Company 
and since the addition of the Standard Duplicator to this 
firm’s line quite a volume of business has been secured. 
The latest addition to the Alex Patterson Company is the 
state agency for the Star Paper Fastener Company. 


camaiapeliiiameiiiae 
Rotafix Duplicator Takes U. S. Agency for 
Pelican Works 
The Duplicator Company, 401 Broadway, New 
York City, have been appointed exclusive United States 
general agents for the Pelican Works of Gunther Wagner 
of Hanover, Germany, for their entire line of duplicating 


Rotafix 


supplies, including stencils, inks, etc. This line enjoys an 
European and overseas markets. 


the American 


reputation in 
After investigation of the requirements of 
market, this a complete line of 
supplies to be distributed in the United States. Stencils 


excellent 


company now pre sents 
and duplicating supplies are now available from stocks in 
New York 
are available to distributors. 

The Rotafix 
agents for United States and Canada for the Rotafix ma- 
Armin 


Some exclusive territories in the United States 


Duplicator Company are also exclusive 


chines invented and manufactured by Breuer of 
Berlin W. 30, trading under the 
Breuer’s Rotafix, A. G.; Multor, G. m. b. H., and Belloprint, 
G. m. b. H. 


The Rotafix duplicating machine is based on a two-drum 


Germany, names of 


principle using paste ink while the Multor is based on the 
sieve drum principle with some fluid ink. Both of these 
machines are made in a full range of models f the 
cheapest to the electrically operated machines with various 


irom 


automatic devices. 

Distributors in United States and Canada as well as in 
the Latin American countries who are interested can obtain 
additional information from the New York office. 

a 
New Trussell Catalogue 

The Trussell Manufacturing Company of Poughkeepsie, 
N. Y., has brought out catalogues No. 20 and 20A. 

Students catalogue No. 20A presents a description and 
several illustrations of the mechanism of the student ring 
book 
covers are shown in a variety of different substances, in- 
leathers. A 
Students 


covers with Press-to single trigger metals. These 


cluding genuine leathers and imitation line 


of low priced channel binders is also presented 
covers university and college seals, 


school The 


and attractive and should be pleasing to all students who 


may have on their 


monograms, etc. lines shown are handsome 


have occasion to use them. 
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Pacific Northwest News Notes 

J. K. Gill Company, of Portland, Ore., is expanding with 
the addition of a new department, following completion 
of negotiations whereby this stationery concern takes over 
the sheet music department of Sherman, Clay & Co., pio- 
neer business house of the Pacific Northwest. Eventually 
this department of the music business of Portland is to be 
removed to the Gill store, located at Fifth and Stark 
streets, Portland, and made a part of the enlarged radio, 
phonograph and music department. 

* * * 

The Nemco News is a bright and snappy house organ 
of the Northwest Envelope Company of Seattle, Wash., 
which has recently been established. Volume one, number 
one, contained much interesting editorial material and data 
on envelopes, and was sent to selected lists of business 
people. 

Ss a 

One of the attractive exhibits at the Spokane Sports- 
men’s Show, opening in Spokane on May 11 to May 16, 
inclusive, was that of the John W. Graham & Company. 
This commercial exhibit was arranged to fit into the pres- 
entation of the outdoors which is attracting thousands of 
visitors from many parts of the Inland Empire.—C. M. L. 


———— 


Catalogue of Newspaper Advertising Contest 
and Exhibit 

Office Appliances is in receipt of the catalogue of the 
First Annual Newspaper Advertising Contest and Exhibit, 
sponsored by the Advertising Council of the Chicago As- 
sociation of Commerce. 

The advertising council committee in charge was headed 
by Frederick P. Seymour, Horder’s, Inc., chairman, sup- 
ported by a number of other leaders in the publishing 
world of Chicago. 

On Thursday, May 21, at the Merchandise Mart, a lunch- 
eon was held, where Dr. Walter Dill Scott of Northwestern 
University presented the awards. There was also an in- 
teresting address by D. F. Kelly. 

The list of awards is as follows: Best local campaign, 
A. G. Becker & Company; best national campaign, Central 
Public Service Corporation; best single advertisement, 
Baskin; best illustration, A. G. Becker & Company; best 
copy, Household Finance Corporation; best layout and 
typography, Marshall Field & Company. 

Honorable mention in the foregoing classes was given 
to a number of prominent business concerns in various 
fields. 

The entries on display were most interesting. Among 
them were entires by Horder’s, Inc., Illinois Bell Telephone 
Company and one or two others associated or allied with 
this industry. 

Acknowledgments in the catalogue were made to sev- 
eral individuals and organizations for donations. 


———— 


Dallman Takes West for Spencerian Pens 
Herbert I. Dallman has been appointed western repre- 
sentative of the Spencerian. Pen Company, his territory 
comprising the entire section from Denver to the Pacific 
Coast. He has started on a three months’ trip during 
which he expects to call at nearly all the important cen- 
ters in his area. 
—— on 
C. F. Losch Organizes His Own Business 
C. F. Losch, who has been representing the Underwood 
Typewriter Company in Muncie, Indiana, for some time, 
recently organized his own business handling second hand 
and rebuilt typewriters and supplies. 


45 


The Guest Book 

Irving M. Levy, Art Steel Company, Inc., New York, 
N. Y., was a visitor on May 11. Mr. Levy visited several 
cities in the Middle West on business for his company. 

Ben A. DuPre, United Stencil Corporation, Jacksonville, 
Fla., was a visitor on May 13, as was also J. C. Tracy of 
the same company, and B. M. Turner of Dallas, Tex., like- 
wise with the United Stencil Corporation. They are an 
interesting trio, all good observers of men and events. 

Jefferson T. Conner of New Albany, Ind., inscribed his 
name in The Guest Book on May 20. Mr. Conner is a 
manufacturer and is bringing out a new desk for portable 
typewriters. 

R. V. Potteiger, A. P. Little, Inc., Rochester, N. Y., 
spent a short time in this office on May 22. Mr. Potteiger 
made Chicago as a part of a trip which included a number 
of cities in this section. 


Qe 
C. W. Straubel Makes Successful Trip 


Business may be slow, but one can’t tell that to C. W. 
Straubel, vice-president of the Automatic File & Index 
Company. 

On a recent “circle” trip through the South, the Pacific 
coast and Northwest, Mr. Straubel succeeded in opening 
many dealer accounts. 

Among the large accounts opened by him were the firms 
of Maverick-Clarke of San Antonio and Schwabacher-Frey 
of Los Angeles. Maverick-Clarke is one of the pioneers 
of Texas in office equipment, and Schwabacher-Frey is one 
of the largest dealers in the country. 


——— 


Marchant Executive Spends May “On the Road” 

John M. Lund, sales manager of Marchant Calculating 
Machine Company, was a visitor in Chicago during the first 
week in May. He came east from the offices in Oakland, 
through Los Angeles, El Paso and other cities on the 
southern route, and then north to Chicago. From there 
he went on to New York, stopping at important centers 
on the way, and expected to return to Oakland early in 
June. 

Mr. Lund has had a long and successful office appliance 
experience. For about twenty years he was with the 
Remington Typewriter Company as salesman, branch 





JOHN M. LUND 


manager and district manager. During the last five or six 
years he has been with Marchant, the last four years as 
manager of sales, Mr. Lund has a great capacity for work 
and the happy faculty of accomplishing definite results. . 

Mr. Lund was accompanied by Mr, Freiden, consulting 
engineer of the Marchant company, who has-been active 
for years in developing improvements in the Marchant line, 
including the recently acquired Instograph. a9 








Meetings--Conventions--Dinners 


Illinois Stationers and Booksellers to Meet at Peoria 
Next Year 
Officers Elected 

President, Frank Garland, Urbana; vice president, book di 
vision, Will Jolnson, Bloomington; office equipment division, 
Otto Wagner, Freeport; manufacturers division, D. H. Sparks, 
Chicago; member of executive committee, R. H. Lewis: sec 
retary-treasurer, EF. A. Nichols, Urbana. 

Resolutions Adopted 

The following ts a digest of the resolutions passed at th 
Danville convention May 5 and 6, urging all booksellers and 
stationers to cooperate and support the Illinois Booksellers and 
Stationers Association; thanking the officers and committees of 
the association including the Danville convention committee, 
and especially Jess Sutton; all manufacturers presenting gifts 
and prises; convention exhibitors, and those expressing special 
courtesies, including the Dennison Manufacturing Company 
for decorations; Gibson Art Company for orchestra for dinne? 
and entertainment ; Hall Brothers for banquet and dance music 
Danville Chamber of Commerce for convention badges; Rust 
craft Company for banquet program covers; P. F. Volland 
Company for coupon registration tickets; Busca Company for 
ladies’ bridge sets 

Thanks were also extended to 


ufgomad o fh ers and commit 


The secretary was directed to send a letter to George O 
Wirts, first president of the association expressing regret at his 


tliness, and the hope that he will be able to mect with the ass: 


ciation nert vear 

Thanks were extended to the traveling men who provided 
extra music for dancing Tuesday evening The committe: 
recommended that all Illmois booksellers cooperate with the 


National Booksellers Association in its research movement and 


that they watch thetr prices and mark-ups in order to promot 


better financial standing and cooperation in the several cities 
and communities The committee recommended round tabli 
discussions by booksellers, stationers and travelers Several 


suggestions made to be sent to the National Publishers 
lssoctation 

{ resolution was included putting the convention 
as opposed to Senate Bill 563 companion bill 963, and 
recommended that a telegram expressing thts opposition be sent 
I pivicrson. 

Greetings were ordered sent to the office 
of the National Stationers Association at thei 
waukee early in June. 

1 note of thanks was ordered written and sent to all conven 
tion speakers and also to Mrs. Cora ( Danville and Mr. 
Frank Goff, manager of the Wolford hotel 

Ways and Means Committee 


were 


on record 


and tt 
to Governor 


rs of the sixth district 
meeting in Mil 


rive 


The ways and means committee, headed by Frank Simmons 
of Springfield, made the following recommendations which 
were adopted That the secretary be paid a salary of $350 a 
year plus seven cents per mile and $5 per day when traveling 


shall make personal visits to the store of every 
least once a year and try to enroll new members 
throughout the state. That the officers of the association be 
elected as follows: The president to serve one year; three 
vice-presidents to be elected for one, two and three years; secre- 
tary to be elected for three years; manufacturers’ representa- 
tive to serve on executive committce to be elected for one year; 
the immediate past president to serve on the executive commit- 
tee each year following his term of office. The committee rec 
»mmended that merchandise and hook displays he continued, 


and that he 
member at 


but there shall be no further adoption of standard I. B. S. A. 
merchandise for the present. It was suggested that a com- 
mittee be appointed to work with the secretary toward building 
1 stronoer mie mbership m and around ( hicago The secretary 
was ordered made editor and business manager of the Bulletin, 


to relieve those who have published it in the past from 
this responsibility. The cooperation of chambers 
} 


suggested to solve 


in order 
the burden 


i mintsterita tations was 





commere ” ISSO¢ 
the local greeting card problem, plus the enforcement of local 
wdinances prohibiting house to house canvassing ut li 


j 


pursued this year of securing speakers was 


cense. The policy 
wpproved and the board of directors was empowered to make 
any necessary changes in the personnel of the executive com 


ciate members and $15 fry 


Dues were set at $10 for as 
dealer members 


mittee. 
The sixteenth annual convention of the 
ind Booksellers 
beginning May 5 at the 


Illinois Stationers 
two-day session 
Danville, Il 


put in a 


Wolford, 


Association 


Hotel 


There were good speakers, excellent entertainment and 


Everything was propitious ex- 
the conventionites a literal 


some useful discussions. 


cept the weather which gave 


downpour on the second day. Including ladies, dealers, 


manufacturers’ representatives, manufacturers and repre- 
sentatives of papers, the total registration amounted to 
about one hundred thirty-one. 

The convention opened with a merchandise display in 
the hotel the more than 
fifty manufacturers were shown, including the following: 

Sanford Mfg. Co., Geyer Publica- 
Stationers Loose Leaf Co., General 
Pencil Co., Norcross Co., Southworth Co., Reilly & Lee 
Co., Pick Pen Co., L. E. Waterman Co., The Wahl Co., 
Parker Pen Co., Oxford University Press, James Pott & 


the ballroom of where lines of 


Bromfield Publishers, 
tions, Giebel Mfg. Co., 


Co., Laidlaw Bros., Favor, Ruhl & Co., Henry T. Adams 
Mfg. Co., Albert Whitman & Co., Esterbrook Steel Pen 
Mfg. Co., American Crayon Co., Chicago Paper Co., Smith 


Pencil Sharpener Co., A. C. 
McClurg Co., Macmillan Co., Dennison Mfg. Co., Ideal 
Book Builders, Buzza Co., P. F. Volland Co., Rustcraft 
Publishers Inc., Master Craft Publishers, Rytex Co., Ox- 
ford Filing Supply Co., Chicago Central Tablet Mfg. Co., 
Western News Co., Blackwell-Wielandy Co., Wilson-Jones 
Mfg. Co., National Blank Book Co., Grosset & Dunlap, 
Hunt Pen Co., Boorum & Pease Co., Rand McNally Co., 
Baker & Taylor Co., National Fiberstock Co., J. B. Lippin- 
cott & Co., Little, Brown & Co., A. L. Burt & Co., Bobbs- 
Merrill Co., Conklin Pen Co., John C. Winston Co., Platt & 
Munk, Coward McCann. 

The business session convened at 9:30 A. M. The Rev 


Ralph B. Hindman, pastor of the First Presbyterian Church 


& Marshall Co., Automatic 


in Danville, gave the invocation. C. C. Simpson, secre- 
tary of the Chamber of Commerce, delivered an appropriate 
address of welcome, responded to by Fred Greenwood of 


Chicago. 

During the morning, committee and other officers’ reports 
were heard. These included the report of W. C. Jacquin 
of Peoria, president; Frank O’Neil, Danville, text book 
and school matters committee; Fred Temple, Galesburg, 
Pryor, manufac- 
Bloomington, 


merchandise adoption committee; J. D 
turers travelers committee; Will Johnson, 
membership committee. 

A luncheon served on the floor of the 
hotel for the representatives of manufacturers, and the 
dealers’ luncheon was held in the Blue room at the same 
time. The a luncheon and card 
party at the Hotel Grier-Lincoln 

The luncheon for the manufacturers’ representatives was 
sponsored by the Northwest Travelers Club. The dealers’ 


interest were 


was mezzanine 


ladies were entertained at 


luncheon was informal and talks of general 
discussed. The speakers of the Travelers Club luncheon 
included W. E. Smith of Chicago; Goodhand of 
the Oxford Filing Supply Company; Harry Jennison, Weis 
Manufacturing Company, and Paul Buckwalter, National 
Blank Book Company. 

On Tuesday afternoon, Miss Ruth Leigh of New York 
City gave a discussion of Merchandising Books, very ably 
conducted both as to the original remarks and her answers 
to queries which followed. Miss Leigh’s remarks applied 
not only to books, but to other features of the stationers’ 
stock and were listened to with close attention 

\. T. Luther, associated with the Modern Stationer at 
Chicago, was also scheduled to speak. His subject was 
Merchandising Display and Budget. 

Dinner in the Evening 

\ novelty dinner was given under the auspices of the 
Northwest Travelers on Tuesday evening. Several star 
entertainers engaged, including Frank Salerno, a 
marvel on the accordion, and Miss Eleanor Sherry, who 
broadcasts Station WBBM. Mr. Salerno is well 
known as a broadcaster over WGN. Oscar Kauffman’s 


Larry 


were 


over 
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A row of smiles: Left to right, top—E. A. Nichols, Urbana ; 
Mrs. Frank Simmons and Frank Simmons, Springfield; Mrs. W. 
R. Essick and W. R. Essick, Decatur; Frank Garland, Urbana, 
new president; J. Fred Temple, Galesburg; Mrs. H. D. McFar- 
land and H. D. McFarland, Rockford, and Mrs. J. Glenn McFar- 
land, Springfield. Right: Frank Garland, new president; W. C 
Jacquin, former president ; J.W.Gorby, director, Chicago World’s 
Fair; W. E. Smith, toastmaster, behind the life-size crayon por- 
trait of himself as an infant; ‘“‘Father’’ J. H. Hildreth, and Mrs 
W. C. Jacquin (seated). 

Second row from top: A luncheon party at the Wolford: Left 
to right—W. E. (‘Bill’) Smith, Mrs. Jacquin, W. C. Jacquin, 
R. L. Romo, with Blackwell-Wielandy, St. Louis; Mr. Delmetch, 
Indianapolis; L. F. Childs, Chicago, and J. H. Hildreth, Ester- 
brook Steel Pen Manufacturing Company. Man sitting alone: 
E. O. Erickson, Western representative, C. Howard Hunt Pen 
Company; right hand group—Mrs. Greenwood, Fred Greenwood, 
Mr. Sutton and Mrs. Sutton. 


orchestra supplied accompaniments and gave selections 
during the dinner. Two pretty and clever children, Bar- 
bara Miller, aged nine, and Jack Miller, six years old, 
proved popular entertainers. The former did classic and 
toe dancing, as well as singing, and the little boy, arrayed 
in almost the smallest possible evening suit, sang popular 
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Third row, left to right: A. C. Atkins, Lyon Metal Products, 
Inc., Aurora; Mr. and Mrs. Henry Linden, Chicago; Geo. F. 
Hanson and James T. Lacey, Wilson-Jones Company; J. F. Car- 
roll, Mrs. Carroll, Mrs. Temple and J. Fred Temple, Temple & 
Carroll, Galesburg. 

Fourth row: F. E. Hannon, Aluminum Company of America, 
and L. M. Wingert, General Pencil Company; Arthur R. Frey 
and Mrs. Frey, The Globe-Wernicke Company; Mr. and Mrs. 
Otto Wagner, Freeport (somewhat in the shadow of the canopy) ; 
Mrs. Hatfield and John R. Hatfield, A. L. Burt Company. 

Bottom row: Mr. and Mrs. B. D. Carmin, Chicago Central 
Tablet Company; Harry H. Chumley, former president of the 
association, Chicago: Miss Webber and Mrs. Moody, University 
of Chicago Bookstore; Mrs. Nichols and E. A. Nichols; Mrs. 
Alderman and R. R. Alderman, Bromfield Publishers—Greeting 
Cards, Brownsburg, Ind., photographed during a rainstorm. 


ditties effectively. An orchestra composed of colored men 
produced rag-time melodies for the dancing after dinner. 
Wednesday Morning Session 
On Wednesday morning, the meeting assembled at 9:30 
and listened to a practical and deeply considered address 
on The American Economic Book Survey by O. H. Cheney, 
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vice-president of the Irving Trust Company of New York 
City. He answered the question to the satisfaction of 
everyone, are all booksellers alike? In what are they alike 
and in what are they different? He then discussed net 
profits on and gave some pertinent thoughts on 
various phases of the book business. Mr. Cheney has been 
of the book selling industry since last 


sales 


survey 


making a 
September 

His address was followed by discussion, after which H 
R. Viot, purchasing agent for the Caterpillar Tractor Com- 
pany, Peoria, discussed How the Purchasing Agent Looks 
He gave considerable good advice to sales- 
He empha- 


at the Dealer. 
men intending to call on purchasing agents. 
sized the simple and obvious virtues. 

Following Mr. Viot’s remarks, Mr. Sutton introduced 
Mrs. N. M. Shedd of Danville, who talked about Our Cus- 
tomer. Mrs. Shedd declared herself to be a conscientious 
objector to chain stores. She paid a high compliment to 
Woodbury’s Bookstore at Danville. In general, with re- 
gard to bookstores, Mrs. Shedd thought that more art, 
neatness and efficiency are needed. Stores have person- 
ality, like people. Clerks in smaller stores not infrequently 
show a better knowledge of goods than in larger stores 
Che important things in selling are knowledge, price, ea- 
gerness of the salesman to get the most out of his oppor- 
tunity. 

Wednesday Afternoon 

At this the final session of the convention, James T. 
Lacey of the Wilson-Jones Company, gave a few remarks 
on What the Northwest Travelers Can Do. He declared 
he was pinch-hitting for the president of the association, 
who was unavoidably prevented from coming. Then he 
went on to give a fine address on the scope and purposes 
of the Travelers Association. Then followed the report 
of the ways and means committee, Frank Simmons, chair- 
man. The report of the resolutions committee, J. Glenn 
MacFarland, chairman; the election of officers and the 
selection of the city for the 1932 convention. The conven- 
tion committee reported in favor of Decatur, but after 
discussing invitations from Chicago and Peoria as well as 
from Decatur, it was decided to hold the 1932 meeting at 
Peoria 

The substance of the report of the ways and means 
committee, and resolutions committee, is given above in 
the introductory resume. Also the names of the officers 
for 1932 

The Annual Banquet 

This event took place on Wednesday evening in the 
ballroom of the hotel. There was good music and enter- 
tainment and some oratory. W. C. Jacquin, president for 
1930-31, introduced the toastmaster, W. E. Smith of Chi- 
cago, referring to Mr. Smith’s illustrious past and even 
going back as far as the infancy of the toastmaster and 
producing a crayon sketch made from an actual photograph 
taken we will not say many years ago when the 
toastmaster was about a year and a half old. This sketch 
was presented with appropriate ceremony to the toast 
Mr. Smith feelingly acknowledged the remarks 


how 


master 
of the former president and during the course of his ob 
servations, he referred to “Father,” whereupon the victim 
of the remark, Joe Hildreth, appeared beside him in wig 
and whiskers. 

Che president, Frank Garland, Former President W. C 
Smith, and the two speak 
ers of the evening, T. Wilson and J. W 
with Father Hildreth all lined up, the flashlight boomed 
and the speaking was on. T. Drennan Wilson gave a de- 
lightful, ironical sketch entitled Our Industry or Just Be 
Yourself, while J. W. Gorby, Chicago, a director of the 
World’s Fair of 1933, spoke eloquently on the Independent 
Retailer, our Future for Progress 


Jacquin, the toastmaster, W. E 


Drennan Gorby 


OFFICE APPLIANCES 


This ended the convention proper, followed by dancing 
until a late hour. 
_———— 


Office Equipment Manufacturers’ Institute’s 
Quarterly Meeting 


The regular quarterly meeting of the Office Equipment 
Manufacturers’ Institute was held last month in New York 
City at the Advertising Club. This meeting followed out 
certain suggestions brought up at the meeting in Wash- 
ington three months ago, where the Institute consulted 
with government agencies. The New York meeting con- 
sidered as its principal theme organization sales presenta- 
tions. The outstanding address of the meeting was made 
by John A. Stevenson, a recognized authority on educa- 
tional methods for training life insurance salesmen. 

Vincent Coffin, educational director of the Penn Mutual 
Life Insurance Company, spoke in place of Hugh D. Hart, 
who happened to be on an extended vacation. 

David R. Osborne of the Studebaker Corporation, made 
an interesting address in which he presented a phono- 
graphic record of a sales talk made by Knute Rockne a 
short time before the fatal aeroplane mishap. 

A representative of Col. J. Franklin Bell 
Prospectus of a Century of Progress, Chicago World’s 
Fair in 1933. 

The final address of the first day’s session was made by 
G. H. Armstrong, sales manager of the Tabulating Machine 
Company Division of I. B. M. and proved very interesting. 

At the dinner in the evening, Charles E. Murphy, presi- 
dent of the Advertising Club of New York, made a witty 
and eloquent speech. At 8:30 the assembly adjourned to 
Channin’s West Forty-sixth street theatre to enjoy an en- 
tertaining comedy farce entitled “You Said It.” 

On Friday morning, J. N. Cheney, vice-president of 
Ditto, Inc., presented most interestingly the method of 
dramatization in Ditto sales work. 

Tim Thrift spoke for W. M. Cooper, general sales man- 
ager of the American Sales Book Company, making a fine 
address. 

The next quarterly meeting of the association will be 
held at Rochester, N. Y., and will be known as “The Mys- 
tery Meeting.” The program committee is composed of 
F. H. Bloom, Todd Protectograph Company, chairman; 
F. J. Yawman, Yawman and Erbe Manufacturing Com- 
pany, and G. W. Lee of The Todd Company. 

The meeting throughout was remarkable for its real and 


spoke on 


tangible interest. 
———— 


San Francisco Dealers Get Back Strays 


The president of the San Francisco Typewriter Asso- 
ciation, H. J. Hastings, reports a meeting with excellent 
attendance May 14. Interest was lively. The members 
agreed on changing the terms of their mutual understand- 
ing as to the advisability of window displays eliminating 
cheap merchandise, as the location of some members per- 
The meeting for 
Mr. Hastings 
reports that the association during the past year has been 
The operations in check- 


mits of practically little other business. 
re-election of officers will occur June 10 


functioning very satisfactorily. 
ing up and returning stolen machines have been very effi- 
cient. Pawn brokers co-operate gladly, appreciating the 
protection to themselves; and not infrequently if they feel 
suspicious, call up the office to locate any machine offered 
for sale before concluding the purchase. Only the other 
day a preacher in San Jose had his typewriter back after 
the “visitor” a couple of days previously had borrowed it 
without notice. He made the mistake of trying to sell it 
to a San Francisco broker. 


ts 
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Wood Furniture Associates Continue Meetings 

Frank T. Hess, general manager, and John Dornette, 
Jr., counsellor of the Wood Office Furniture Associates, 
Inc., continued their series of dealer-salesmen meetings 
throughout March and April. Meetings were held at 
Cincinnati, March 23; Dayton and Springfield, Ohio, March 
24; Columbus, Ohio, March 25; Minneapolis, Minn., April 
23; Jackson, Mich., April 27, and Buffalo, N. Y., April 28. 
The Cincinnati meeting was attended by eight of the 
leading concerns in that city, all of whom sent repre- 
sentatives to the meeting, the total attendance being 
twenty-seven, including Messrs. Hess and Dornette. After 
the usual preliminaries, Mr. Hess outlined the purposes of 
the meeting, giving the main facts which had induced 
the Wood Office Furniture Associates to organize and 
presenting the purpose of the series of meetings. He 
said that there are 2300 first-class dealers in office furni- 
ture in the United States, employing about 11,000 sales- 
men who do not average over $1800 per year per man. 
This would indicate that there is something wrong some- 
where in the handling of the office furniture business. 
He recommended that salesmen be given a quota and 
pointed out that sixty-five per cent of the present office 
furniture is obsolete. An interesting discussion ensued, 
participated in by Nathan Thul, L. W. Voorheis, John 
Howison, R. C. Kelsall, N. Wolfe, Jr., Mr. Ringering, W. 
B. Hale, Wright Sampson, and others. 

The following suggestions were among those put forth 
at the meeting: Salesmen are not born salesmen. They 
are made. Local classes should be able to teach the method 
of selling particular grades of office furniture. Weekly 
sales meetings were recommended. Trade-ins can be 
handled as a local condition. Local wood office furniture 
associations can make satisfactory arrangements, eliminat- 
ing trade-in troubles. One gentleman wanted to know 
why the factories were not making wood files. He said 
the popular priced wood files to fit in the work shops or 
administrative offices will sell. The answer was that some- 
thing of the kind may materialize. 

The W. O. F. A. was highly complimented on what was 
being done. It was agreed that a very necessary message 
had been brought to dealers and salesmen of Cincinnati. 
A committee consisting of Leo R. Loth, L. W. Voorheis 
and J. P. Sandifer was appointed to form a local associa- 
tion of wood office furniture dealers. 

At Dayton, Ohio, six concerns were represented and 
from Springfield three attended the meeting, which was 
held in the Biltmore hotel at Dayton, on March 24. 

At the Dayton meeting representatives were present 
from the Roth Office Equipment Company, Everybody’s 
Office Outfitters, Inc., Miller Stationery Company, Archie 
Sherer Company, the Springfield branch of the Roth Office 
Equipment Company and Messrs. Hess and Dornette. A 
total of eighteen persons were present. 

After the usual remarks by the chairman and Mr. 
Dornette, discussions ensued participated in by H. F. 
Miller, Charles W. Bieser, Charles W. Roth, G. W. Logan 
and Archie Sherer. Conditions in and about Dayton were 
said to be rather unsatisfactory in the office furniture 
business, owing to lack of cooperation. It was decided 
to organize a local association in Dayton, and Charles R. 
Roth, Charles W. Bieser and H. F. Miller were selected as 
a committee, and G. L. Logan was named a committee of 
one to represent the Springfield dealers. A vote of thanks 
was then extended to the W. O. F. A. and the meeting ad- 
journed. 

At Columbus, eight concerns were represented, a total 
of twenty-one persons being present at the meeting and 
dinner. After preliminary announcements and roll call, Mr. 
Hess dwelt upon prosperity, repeat and creative business. 

E. H. Sell spoke interestingly of conditions in the office 
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furniture business and in response to Mr. Sell’s remarks, 
Messrs. Hess and Dornette suggested the formation of a 
wood office furniture dealers’ association in Columbus. 
The fact that the Columbus dealers already have a very 
active stationers association constitutes an admirable set- 
ting for a wood office furniture association. This sugges- 
tion was agreed upon and John H. Duncan of The Diehl 
Office Equipment Company was named as contact man 
between the Columbus Stationers Association and the W. 
O. F. A. at New York. 

Brief talks were made by O. W. Litner, T. W. Ruff, Lee 
Raether, E. H. Sell, and R. L. Nelson, 

A vote of thanks was tendered to W. O. F. A., after 
which the meeting adjourned. 

The meeting at Minneapolis on April 23 covered also St. 
Paul, and eleven concerns were represented, six from 
Minneapolis and five from St. Paul. The meeting was held 
at the Radisson hotel on April 23. There were twenty- 
seven persons present at the meeting and twenty-six at 
the dinner. 

Interesting remarks were made by Mr. Neumaster, also 
by Messrs. Valleau, Fisher, Carpenter, Greenberg and 
others. . 

It was decided to form a wood office furniture associa- 
tion in each of the cities represented at the meeting. 
Claude Valleau was named to represent Minneapolis and 
Mr. Carpenter to represent St. Paul. These two gentlemen 
were requested to confer as to further action in the forma- 
tion of a local organization. 

A number of interesting points were brought up in the 
discussion. 

The meeting adjourned at 10:30 after a vote of thanks to 
the Wood Office Furniture Associates. 

After the Minneapolis meeting, Messrs. Hess and Dor- 
nette left for Milwaukee, where they remained a short time 
and on Saturday responded to a personal request for a 
meeting at Jackson, Mich., received from A. E. Johnson 
of the Johnson Office Equipment Company. Saturday and 
Sunday were spent at Grand Rapids, Mich., visiting with 
prominent furniture concerns in that city. 

The meeting at Jackson was held April 27 at noon on 
Monday. Four concerns at Jackson were represented: 
three from Lansing; one from Kalamazoo; one from Ann 
Arbor and one from Battle Creek. The meeting was held 
in the Hayes hotel. There was a total attendance of sev- 
enteen persons, 

After roll call, Mr. Hess stated the purpose of the series 
of meetings by the W. O. F. A. and was followed by an 
interesting series of remarks by those present. Com- 
plimentary observations were made by Messrs. Cobb, Pratt, 
Wolf, Tripp, Reynolds, Martin and Baker. These remarks 
were followed by general discussion on sales and policies 
of the wood office furniture manufacturers, after which 
a key man was named to represent each city to contact 
with the New York office and, in such cities where a local 
organization can be formed, that such action be taken. 
A. E. Johnson was appointed for Jackson; H. C, Pratt for 
Lansing; C. A. Wolf for Ann Arbor, and George S. Cobb 
for Battle Creek. 

A rising vote of thanks was then extended to the W. O. 
F. A. and an invitation was tendered to come again. 

The meeting at Buffalo was held on April 28 at the Stat- 
ler hotel. Ten concerns were represented and a total of 
twenty-four persons attended the dinner and twenty-six 
attended the meeting which followed. After the usual an- 
nouncement and remarks by Messrs. Hess and Dornette, 
there were some interesting discussions participated in by 
Messrs. Page, Keller, Merlau, Williams, Fidinger, Ryan, 
Knaier and Elsworth. Recommendations were made that 
more effort be put into the selling of wood office furniture. 
It was advised that non-members be urged to join and that 
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the W. O. F. A. could promise more in accomplishments as 
funds are added to those already available. 

After discussion and comparison of the merits of the 
different types of office furniture and remarks on condi- 
office furniture trade, a local 


tions and problems in the 
association was considered, 


wood office furniture dealers’ 
in a vote which promised that support 
The meeting 
represented every Buffalo. <A 
committe then Neil 
Harry Williams and Vernon M. Page, who will organize a 


resulting finally 
would be given by every member present. 
dealer of consequence in 


was named consisting of Keller, 


wood office furniture dealers association in Buffalo. 
vote of thanks was offered the W. O. F. A 
was expressed that similar meetings would 


A rising 
and the hope 
be called on later dates. 


——— 

Chicago Typewriter Dealers Close Season 
Che season’s final meeting of the Chicago Typewriter 
Dealers Association took place at the Lake Shore Athletic 
Club, where organization were guests of 
the Woodstock Typewriter Company with Mr. Hackney, 
host. The 


were handsome floral dec 


members of the 


manager, as dinner 


Chere 


table which was set in the form 


vice-president and sales 


was entirely enjoyable. 

orations spaced about the 
ofa U [The music was excellent, consisting of the leader, 
who was a competent and tuneful baritone; 
loist from the professional ranks, and a team of 


a young lady 
soprano so 
string instrument players drawn from the employees otf 
the Woodstock service department. The piano 
young acquitted himself with much 


accom- 


panist, a man, also 


credit, playing a few of his own compositions along with 
the usual run of melodies 

Dinner and entertainment features being over, President 
Kline called the meeting to order. He expressed the thanks 
of the association to the Woodstock Typewriter Company, 
Mr. Hackney and his co-workers for the fine cooperation 
and hospitality extended by them in making this meeting 
one of the outstanding events of the year. The president 
then introduced W. A. Mooers, Woodstock Chicago man- 
ager, who in addition to his well known capacity in the 
typewriter field, proved himself an able toastmaster. He 
first Mr. Bloss, Woodstock dealer at Daven- 
port, Ia., who said that he was delighted at the opportu- 
nity to meet again some of his old friends of twenty-five 
years or more ago. Mr. Bloss was formerly in the type- 


writer business in Chicago, going to Davenport some two 


presente d 


and a half decades ago, where he has remained ever since 

Mr. Biel of Madison, Wisc., was also introduced, as were 
Mr. Fish of the general sales office of the Woodstock and 
Arthur Williams, export manager, who owned up to over 
forty years’ connection with the typewriter industry, re- 
calling some amusing incidents of early days in the type- 


writer business in Chicago. 
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Following Mr. Williams’ talk, the toastmaster introduced 
the host, Jim Hackney, who in a fine, inspirational talk, 
emphasized the bigness of the typewriter industry. He 
expressed the fear that we are, owing to our closeness to 
the industry, not fully aware of its size and importance 
in the business world and that we are not bringing into 
the industry a personnel that we are making typewriter 
conscious fast enough to replace those who built up the 
industry to the point it occupies today. There seems to 
be some evidence of a let-down in the sales enthusiasm 
necessary properly to interest the buying public. 

The typewriter is the most important machine that goes 
into a business office. The business letter is the personal 
representative of the business house. It is just as impor- 
tant that the letter be neatly and attractively typed as it 
is that the salesman be properly groomed when he enters 
the prospect’s office. There are typewriter men, unfor- 
tunately, who fail to take cognizance of the importance of 
their business. This is an invitation to the buying public 
to take a like attitude, lessening its respect for the indus- 
try. Meetings such as this, said Mr. Hackney, are good 
for the typewriter business people because they give type- 
writer men an opportunity to get acquainted with each 
The speaker here quoted a verse by Eddie Guest: 
“When you get to know a fellow, 

Know his joys and know his cares, 

When you’ve come to understand him 
And the burdens that he bears, 

When you've learned the fight he’s making 
And the troubles in his way, 

Then you find that he is different 

Than you thought him yesterday.” 

Mr. Hackney said that he hopes the typewriter dealers 
will continue the meetings and by acting together as an 
association get the manufacturers to see the light of day. 


other. 


After calling on several of those present for brief re- 
marks, the meeting adjourned with the awarding of four 
beautiful floral pieces to Al Hugg of the Chicago Univer- 
sity Bookstore; A. R. Ames of the Ames Supply Company; 
J. M. Hackney, Woodstock Typewriter Company, and Ben 
Franklin, American Typewriter Exchange 

Before departing, Mr. Hackney gave a remarkably in- 
teresting and convincing sales demonstration of the Wood- 
stock typewriter. 

———E——— 


General Fireproofing Company Holds Southwest 
Regional Meeting 

Company of Youngstown, 

Texas, Oklahoma, 

Fort Worth, 


The meeting was under the direction of 


The General Fireproofing 
Ohio, 
Arkansas and Louisiana at the Texas hotel, 
May 8 and 9. 
George C. Brainard, president, and William Hoge, assistant 


held a meeting of agents from 





DINNER TENDERED TO THE CHI 
CAGO TYPEWRITER DEALERS AS 
SOCIATION BY THE WOODSTOCK 
TYPEWRITER COMPANY The 
ting and dinner took place at 
the Lake Shore Athletic Club, with 
Woodstock, vic 
manager as host 
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manager of sales. Fifty-five agents or their representatives 
were in attendance at the meeting, which was given over 
largely to a discussion of new items in the GF line and 
the best methods of merchandising them. Sales talks 
were given on each item with a view to helping agents 
create new outlets and to educate users in the advantages 
of Allsteel equipment, 

After the meeting, Mr. Brainard left by plane for 
Youngstown and Mr. Hoge by train for Atlanta, Ga., the 
scene of the next meeting. 


——< 
Seattle Office Appliance Salesmen’s Club 

The regular monthly meeting of the Seattle Office Ap- 
pliance Salesmen’s Club was held April 29 in the new 
Washington Athletic Club. Every member was present, 
together with a goodly number of guests. 

After visiting the various departments, which included 
a trip to the twenty-second floor to see the radio broad- 
casting station, everybody voted that this million dollar 
plant which has just been completed was another civic job 
well done. 

Dinner was served at six-thirty, and upon completion 
of the meal it was unanimously voted to hold the next 
meeting at the club. 

The demonstration for the evening was divided into two 
parts. George Pertain of the Pacific Manifold Book Com- 
pany first exhibited a film taken in the plant at Emeryville 
showing the process of manufacturing continuous forms of 
all kinds, from the time the large rolls of paper were taken 
from the stock room until they were loaded and shipped 
to the customer. From this point on the film showed these 
forms in actual use in the customer’s office and included 
letter writing, billing, check writing, bills of lading, stock 
records, etc. 

The second part of the program was conducted by A. W. 
Newth of the Postage Meter Company, who had on dis- 
play one of the latest sealing and mailing models. In ad- 
dition Mr. Newth showed several smaller models, including 
one for parcel post, and another that printed several dif- 
ferent denominations as desired. 

In addition to demonstrating the machines Mr. Newth 
gave a very interesting outline of the history of how mail 
has been handled since the first message was written on 
a rock by prehistoric man up to the present day. 

On display was a very remarkable and interesting col- 
lection of stamps of all countries, as well as metered mail 
stamps showing the rapid strides that have been made in 
this line in the last few years. 


. ee 
Montreal Stationery Employees Hold Mass Meeting 


The second mass meeting of the employees of the sta- 
tionery industry in Montreal was held on Monday, April 
27. As in the previous mass meeting, those attending con- 
gregated in the restaurant of the Canadian Pacific Railroad, 
Windsor station, and after an enjoyable meal, they listened 
to an interesting and informative talk by E. G. Rolph, sales 
promotion manager of the Howard Smith Paper Mills, Ltd. 
Mr. Rolph spoke on the manufacture of high grade paper 
and afterward presented a moving picture of the Howard 
Smith mill at Beauharnois, Quebec, showing the intricate 
processes in the manufacture of high grade paper. The 
point developed was the poor economy of using cheap 
paper for letter-heads and envelopes. 

The next meeting of this kind will probably occur in 
the fall. It is the consensus of opinion that such meetings 
fulfill a very useful purpose. 

Among the prominent members of the Montreal asso- 
ciation who attended the meeting were the following: 
William F. Dawson, Charles F. Dawson, Ltd.; W. Ed. 
Dawson, Dawson Brothers, Ltd.;: W. S. Pennycook, 
Thomas V. Bell, Ltd.; M. A. Reid, Barber-Ellis, Ltd.; 
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W. P. Crites, Crites & Riddell; O. H. Manning, O. H. 
Manning & Co.; Eugene B. Charters, Latter & Charters; 
J. Alf. Guay, J. A. Guay Company; Maurice Gariepy, 
Granger Freres, Limited; P. Jacobson, Office Equipment 
Company; O. W. Barwick, Barwick Limited; L. A, Fred- 
erick, Index Card Company; R. L. Warner, Luckett Loose 
Leaf Limited; J. A. Elder, J. A. Elder Company. 
——=———— 
New York Stationers Golf Association 


The opening tournament of the New York Stationers 
Golf Association took place at Glen Oaks on April 23, and 
despite the inclement weather, twenty-two hardy golfers 
were present and played nine holes in the afternoon, The 
following prizes were offered: Class A: G. A. Carr, first, 
G. W. Fairchild, second. Class B: W. G. Whittemore, first. 
Class C: C. B. Finck, first. Only one prize was awarded 
in the last two classes, as there were less than eight play- 
ers in each of the two groups. 

The host was Joe Epstein, who arranged for a delightful 
dinner, with equally pleasing postprandial entertainment. 

Eberhard Faber, chairman of the board, was the guest 
of honor, and as a memento of the occasion and in appre- 
ciation of his interest in the Stationers Golf Association, he 
was presented with a gold wrist watch, suitably engraved. 
The presentation speech was made by W. G. Whittemore, 
one of the committee who originally helped to organize 
the association. 

The third tournament for the year of the Stationers 
Golf Association of New York was played on May 19, 
at Broadmoor Country Club. Bob Sainberg was host and 
did his job wonderfully, making the day a delightful oc- 
casion. 

Prize winners at White Beaches, the scene of the pre- 
vious tournament, were as follows: Class A: first, J. E. 
Tallent; second, W. S. Stafford. Class B: first, A. C. 
Bainbridge; second, R. J. Urmston. Class C: first, P. 
Elias; second, N. Haydon. 

——< 
New York Stationers and Manufacturers Hold Joint 
Meeting 

At the Hotel New Yorker on April 27, a meeting of 
manufacturers was held with the joint committee of re- 
tailers and manufacturers appointed by the Retail Station- 
ers Association of New York to discuss proposed contri- 
butions by manufacturers to a fund to be employed to hire 
an executive to devote his time exclusively to the solution 
of the problems of the stationery trade in the Metropolitan 
district. 

After an extended statement by President Appelbaum of 
the Retail Stationers Association, outlining the reasons 
for the suggestions made by the stationers, the matter was 
rather fully discussed by manufacturers and dealers present 
and it was decided to postpone action until a later date. 

—@—— 
New Orleans Stationers Greet National Officials 


The April meeting of the Stationers Association of New 
Orleans was postponed until the evening of April 15, when 
Charles P. Garvin and President and Mrs. Clif Wilson were 
the guests of the association. 

Mr. Garvin gave a sales talk to the local salesmen at the 
Roosevelt hotel at 5:30 p. m., and at 7:00 o’clock the asso- 
ciation went into session at a dinner at the Roosevelt, 
where convention matters were discussed with President 
Wilson and General Manager Garvin. 

A beautiful bouquet and a box of candy were presented 
to Mrs. Wilson, who was entertained by several of the 
ladies of the association during her short stay. 

The local New Orleans convention committee is busy 
preparing for the coming national convention in New Or- 
leans next October. 
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Philadelphia Office Appliance Managers 
Elect Officers 
The Philadelphia Office Appliance Managers Association 
of officers and their golf tourna 
ment at the North Hills Country club on May 1. The golf 
game preceded the of officers, which latter event 
MacGregor of 


held their annual election 


election 


occurred after the annual dinner Kenneth 


the Addr graph Company was elected president; 
Thomas McCarthy of The General Fireproofing Company, 
vice-president ( E. Hallenborg of The Dictaphone 


Company was made secretary and treasuret 


Directly after lunch the handicap golf tournament got 
under way The result of the play was as follows: Paul 
Schwart Remington Rand, Inc., Baltimore, first prize; 
John J. Brow, Todd Protectograph Company, second; 
Elw 1 Smith, Ditto Sales & Service Company, third, and 
John Lewis, Art Metal Construction Company, fourt! 

Following the handicap tournament a kickers’ handicap 
was played, the following being the list of winners: First 


prize, Mr. Ettinger of L. C. Smith & C 
Jones, 


mpson of the New 


yrona Typewriters, 
Philadelphia manager; second 


York othce of The Globe 


Inc., a guest of John 


Register Company, a guest of George Baker; third prize, 

R. J. Nyce, Lyon Metal Products, Inc The low gross 

was won by George Baker of the Globe Register Company 
t 1 rex l f eighty ne 


Midwest Travelers Elect Officers 


The comp 


ete roster of officers elected by the Midwest 
meeting held in Lin- 
President, W. A. 


vice-president, 


Association at its annual 
coln, Nebr., late in March 
Stempel, Wilson-| 

M. J. Aker, Wilson-Jones Company; 
Oscar E. S. Webster 


Moore, Columbia Ribbon & Carbon Manufacturing Com- 


lrave lers 
is as follows: 
first 


second vice-president, 


Jones Company; 


Hug, F Company; secretary, R. C. 


pany, Inc.; treasurer and custodian, William Schmiederer, 
Buxton & Skinner Printing & Stationery Company. 

Che headquarters of the association for the coming year 
will be at Kansas City at the offices of the Columbia Ribbon 
& Carbon Manufacturing Company, 204 Dwight building 
Secretary Moore, 


Kansas City 


Columbia Company’s 
to all 
make use of headquarters office when in Kan 


manager of the 


branch, extends a cordial invitation 
members to 
sas City. He suggests that members call at or phone head- 
quarters office, giving their temporary address in Kansas 
City and approximate length of their stay. 
ieneuneiiiiineiaiand 
Officers of the Boston Stationers Association 

At the annual meeting of the Boston Stationers Associa- 
for 1931-32 were 
dent, George W. Pratt; vice-president, James Armington; 
Chandler; executive committee, 
Groom, Frank Haire, William M. L 
Narcus, R. P. Todd, James T. 
Malcolm Dresser, Everett Bromley, James Hobart. 

meeting Elliott T. Boardman of the Boston Fed- 


Bank spoke 


teresting picture of business today. 


tion, ofhcers elected as follows: Presi 


Thomas 
McAdams, Samuel 
Towhill; membership com- 


auditor, Harry E. 


mittee, 
At the 
eral 


Reserve on conditions, presenting an in- 


College Bookstore Association to Meet 

[he ninth annual convention of the College Bookstore 

Association will take place on August 3, 4, 5, and 6 at the 
University of Utah, Salt Lake City. 

Che convention will be presided over by President Ward 

S. Biddle First 

vice-president, O. G. Sawyer, Duke University, Durham, 

N. C.; second vice-president, Oscar Willman, State College 

of Washington, Pullman, Was! 

Vermont, 


Other officers of the association include: 


secretary, Annis O. Bar- 
Burlington, Vt.; treasurer, 
of Minnesota, Minneapolis, 


University of 


Harold D. Smith, 


ney, 


University 


OFFICE APPLIANCES 


Minn.; editor of the bulletin, George H. Siebert, Ohio 
State University, Columbus, Ohio. Executive committee, 
officers of the association and Paul B. Hartenstein, Univer- 
sity of Pennsylvania, Philadelphia, Penna. 

Special train for eastern and midwestern members will 
leave Chicago, Saturday, August 1, at 9:30 P. M. as a sec- 
Los 


Railroad from the terminal at Madison and 


tion of the Angeles Limited over the Northwestern- 


Union Pacific 


Canal streets. 


— 
New Orleans Stationers Meet 

The Stationers Association of New Orleans held a 

well attended meeting at Alfred’s restaurant on the eve- 

ning of May 12. The entire meeting was turned over to 


the convention committee which is making plans for New 
National 


From results already achieved, it seems 


Orleans night at the coming Stationers conven- 


tion in October. 
likely that within the two weeks following the meeting, ar- 
practically completed. 


rangements will be 


members of the association attended 


Agents 


A number of the 
Purchasing Association 


Ted 


given by the 
May 9, at 
Everyone had a fine time 

Several of the 
by the local Typothetae at the North Shore Club on the 
of May 13 


enjoyed a day’s fishing on Thursday. 


a Stag party 


on Saturday evening, Bernhart’s camp. 


stationers attended a dinner party given 


evening A number remained over night and 

Business among the stationers of New Orleans seems to 
be holding up well. 

——— 
Toronto Commercial Stationers Meet 

The Commercial Stationers’ Association of Toronto held 
a meeting on Thursday, May 14, at the King Edward hotel, 
where the new president and vice-president of the associa- 
tion were announced by Luckett. S. B. Beare 
was elected president, and J. E. Moir, vice-president. 

At the previous meetings reports were received from 


President 


the president, who also presented the financial report for 
the past year in which receipts were shown to exceed ex- 
penditure by a The made an 
exhaustive report of the year’s work. All 


small margin. secretary 


reports were 
received and accepted. 

The following were elected to the board of directors 
for the coming year: Active, S. B. Beare, J. P. Cook, P 
F. Grand, W. H. Stainton, W. J. O'Reilly and W. J. Rob- 


ertson. Associate, F. D. Chisholm, J E. Moir and J. 5 
Luckett. Messrs. Pringle and Poole were elected scruti- 
neers. 


A regular luncheon meeting was held on Thursday, May 
21. No set program was put on 
New York Typewriter and Adding Machine 


Dealers Association 


The sixteenth regular meeting of this association was 
held May 11 at the Aberdeen grill, and was well attended. 
James Ward, Jr., was present from Chicago and gave a 
short talk. The members were happy to see Jack Wolle, 
of the Underwood, who has not been present last 
fall. Following the regular business, Mrs. Taylor made a 


plea to all members to join the National Association, out- 


since 


lining the many benefits to be derived through membership. 
Her remarks gained several new members and a number 
Mr. Wolle gave 
an interesting talk on his ideas of the coming convention 


the Na- 


of promises to join in the near futur« 
and offered several suggestions for the good of 
tional organization. 

Pete Carroll exchanged views with Mr. Wolle, and finally 
made a motion offering the thanks of the association to 
Mr. Wolle for his promise to aid in formulating the con- 
The motion was unanimously carried, 


vention program. 


and the meeting adjourned. 
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H. S. CROCKER SALES STAFF AT THE FACTORY OF THE STEEL FURNITURE COMPANY, BALDWIN 
PARK, CALIF.—Included in this group are Donald C. Barbee, president; Charles H. Adams, vice president; 
R. V. Heth, secretary and treasurer; S. M. Downie, sales manager, and W. A. Bowen, assistant sales manager, 


all of the Steel Furniture Manufacturing Company. 


The H. 8. Crocker Company is represented by Louis 8. 


Nordlinger, member of the executive committee; James L. Jeffrey, general manager, and Carl G. Firmin, 
manager of the Furniture Department. The remainder of the group includes the members of the Crocker sales 
organization 


Steel Furniture Company Appoints Crocker 
Company Los Angeles Agents 

H. S. Crocker Company, well known commercial sta- 
tionery house on the Pacific coast, has been appointed 
wholesale and retail distributor for the metropolitan dis- 
trict of Los Angeles, Calif., by the Steel Furniture Manu- 
facturing Company, Baldwin Park, Calif. Concurrently 
Carl G. Firmin returns to the Crocker organization as 
manager of the furniture department. 

Mr. Firmin previously served as a member of the Crocker 
sales staff for a period of ten years, after which he entered 
business for himself. The Firmin organization was the 
original distributor of the Steel Furniture line in metro- 
politan Los Angeles. During the past few years Mr. Firmin 
and his sales staff were instrumental in developing a strong 
demand for the products of the Steel Furniture Manufac- 
turing Company. 

The Steel Furniture Manufacturing Company was created 
primarily to provide a home industry for a growing West- 
ern market, but the company is now beginning to widen its 
distribution to many other parts of the country. Its line 
includes metal desks, tables, filing equipment and storage 
cabinets of high quality both in design and construction. 

The principal features of the line and the manufacturing 
methods and equipment employed in its production were 
demonstrated to the entire Crocker sales organization re- 
cently. During the morning of the day in which the dem- 
onstration was given, the Crocker organization held a sales 
meeting that was immediately followed by a trip to the 
factory. The Steel Furniture Manufacturing Company 
then played host at an enjoyable lunch. 

a 


“Allsteel” Sales Conference in Atlanta 

Fifty dealers from South Carolina, Georgia, Florida, Ala- 
bama, Mississippi and Tennessee attended a sales confer- 
ence of The General Fireproofing Company in Atlanta on 
Wednesday and Thursday, May 6 and 7. 

The meeting, which was held at the Hotel Ansley, was 
addressed by William Hoge, manager of agencies; A. J 
Ball, manager of desk and chair sales; S. R. Evans, man- 
ager of the Southeastern district of the company, and 
others. George C. Brainard, president of the company, 
had expected to attend the meeting, but was called home 
suddenly from the Fort Worth, Texas, sales conference, 
making the trip by airplane. 

Morning and afternoon sessions were held each day, with 
a special session Wednesday evening at the request of the 
dealers. Entertainment features consisted of a luncheon 
each noon at the Hotel Ansley, and a dinner on Wednes- 
day evening. 

In addition to the sales conference, special displays were 





made of the new “1800” line of desk sets in walnut and 
the new two-tone shade of green, as well as of desks for 
dictators and dictaphone transcribers, those present fa- 
miliarizing themselves with the selling points of the new 
lines as presented. 

The Atlanta meeting was one of a series being held by 
officials of the General Fireproofing Company in key cities 
of the United States.—J. H. R. 

- Fe 


Smith-Corona Progress Club Does Good Work 

The Smith-Corona Progress Club, which meets weekly at 
a dinner in New York City is doing effective work in the 
field it was organized to cover. The club is composed of 
executives and officials of L. C. Smith & Corona Type- 
writers, Inc. At each meeting one department head tells 
fully about the work of his department and discusses its 
co-relation with the work of the entire organization. 
Herbert O. Sauer is chairman. 

At a recent meeting of the club, Ray Manning gave a 
thorough-going graphic story about the supplies part of the 
business. 

At a meeting held on Monday, May 25, at the Savarin 
restaurant, in the basement of the New York Life building, 
the New York branch office, through H. J. Humphrey, 
presented a one-act drama entitled Why Salesmen Go 
Nuts. The scene was laid in the office of a prospective 
typewriter purchaser. The lead was played by Carey 
Morgan as salesman extraordinary. Joe Gavin was the 
heavy—the cold-hearted, villainous buyer who knows all 
the objections, reasonable and otherwise and uses every 
one of them. 

Some of the trials and tribulations of the salesmen in the 
field were vividly shown in this playlet. 

——_»>"—_——_- 
Atlanta Comptometer Men Attend St. Louis Sales 
Meeting 

F. R. Wood and E. G. Jackson of the Atlanta office of 
the Felt & Tarrant Manufacturing Company attended a 
sales meeting at St. Louis, Mo., May 14 and 15. 

—— 
Oxford Company Holds Dealer Meeting 

On the evening of May 18 a sales meeting was held at 
the Midwest Athletic Club, Chicago, for the purpose of de- 
veloping greater sales on Oxford filing supplies. The fol- 
lowing firms were represented: Cless O. Burras, Oak Park, 
Ill., Englewood Blue Print Shop, E. M. Kolar Stationery 
Company, Pierritz Bros., Wicker Park Stationers, Slade 
Stationery Company, Weber & Pitner Stationery Com- 
pany, all of Chicago except the first. A complete display 
of the Oxford line was exhibited, and Mr. Weber of Weber 
& Pitner set up a typical window display. The Oxford 
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Goodhand and William 
the 


Company was represented by L. C 


Palmer. The dealers agreed that meeting was 
beneficial 
Ee 
Stationers’ Association of New York 
At the annual held at the Arkwright Club in 
New York, the Association of New York 


elected the following officers and directors for the ensuing 
President, Julius Blumberg; first vice-president, W 


meeting 
Stationers’ 


yea! 
second vice-president, Eddie Gash; secretary, 
Kilbourn. Eddi« 
Walcott, Siegert 


L.. Jacques; 
John J. Ward; 
Gash, H. D. Plummer, 
Libien 


Directors 


we & 


treasurer, J. | 
Rogers 


and Sam 


As the retiring president, Louis C. Geils becomes a mem- 
ber of the board of directors 

The annual reports of all the officers were read and 
accepted Mr. Geils expressed his appreciation to the 


organization for their interest and cooperation. 


Phe 


worth of the 


principal speaker of the evening was Charles Wads 


American Lead Pencil Company, who gave a 


very enlightening address on, It Pays to Advertise. He 
endeavored to give the membership a broader conception 
tf advertising, its effects and its benefits \ll who at 


tended and listened to Mr. Wadsworth took away a fuller 


conception of the economic effects of advertising in this 
age 
Se 
Philadelphia Association’s Seventh Educational 
Tour 
The allied trade committee, Alvah Bushnell, chairman, 


took over the program of the latest meeting of the Phila 
delphia Stationers’ Association, and, following a dinner at 
the Bellevue-Stratford and the presentation of routine 
matters, the meeting adjourned to reconvene at the Whit 
Company’s plant at 7:20 P. M ; 
Forty 
present and the company was divided into two squads, 


taking the led 


stationers through different 


ing-Patterson for tours of 


that plant and the Bushnell factories two persons 
were 
‘ompany guides 


the 


factories in turn. ( 
the 
processes were explained and demonstrated 
At the close Keenan 
talk on the color 
the corner card on envelopes. 
At the Bushnell factory, the party was greeted by Alvah 


‘ ach 


the factories, where 


of the tour, Ralph gave a short 


value of the use of and illustration in 


Bushnell, A. Nelson Bushnell and R. E. Clark, factory 
superintendent First they examined several attractive 
window and store displays, then passed through the oper- 


ation floors. The plant occupies a space of thirty thou 


sand square feet. The processes involved in the manufac- 
ture of Bushnell’s Paperoid devices were explained and 
demonstrated in a most interesting way 
At the conclusion of the affair, President Connell thanked 
each company in the name of the association.—C. H. 
——— 
Ninth Annual Picnic of Horder’s Stores 
The ninth annual picnic of Horder’s stationery stores 
and the Horder generally will take place 
June 6 at St. Paul’s park in the forest preserve near 
Morton Grove, Ill. The : 
J. J. Lyng, chairman; W. L 
Rudolph Hitch, baseball; Marguerite Higgins, refreshments 
and music; A. J. Krelle, reception; Ruth H 
and program; Edward Shapiro, grounds and transportation 
Motor coaches will 
\. M. 
Chis event will be reported in the forthcoming July issue 
—— 
Boston Stationers to Hold Annual Outing 


Boston Stationers’ Association 


organization 


general committee consists of 


Snelling, prizes and program 
Rosie, prizes 


leave the warehouse June 6 at 8:30 


The usual interesting program will take place 


Che annual outing of the 


will be held on Saturday, June 6, at the New Ocean House, 


There will be found the famous “Mid 


Swampscott, Mass. 
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fifteen attractions, field events, races, tennis, 
There will be fun aplenty. Many 


way, with 
golf, dinner and dance. 
acceptable prizes donated by manufacturers and local deal- 
ers will be given to the winners of the various events and 
contests 

ee 


Market for Sales Ideas 
Practical ideas applying to successful merchandising can 
win prizes in a contest by the W. A. Sheaffer Pen Com 
This was inaugurated the mid- 
August 1. There are two 


and 


pany, Fort Madison, Iowa 
dle of May, and continues until 
groups of prizes—merchandise cash. Selling ideas 
submitted by contestants will be judged on the basis of 
the ideas contained, and not on spelling, grammar, neat 
ness or other physical qualities. Salespeople who sell at 
least $85.00 worth of Sheaffer merchandise during the con- 
test period are eligible. 

Merchandise prizes range from $7.00 “Balance Lifetime” 
pens to $16.00 “Autograph” pens and $20.00 desk sets. The 
the 


winners of merchandise prizes are eligible to enter 


contest for 300 cash prizes, ranging from a first prize of 


$600 to prizes of $1.00 
Full details of the contest can be secured by writing 
the W. A. Sheaffer Pen Company. The judges are Herb 


Mayes, editor of The American Druggist, New York, N. Y., 
Bartley Doyle, editor of The Keystone Magazine, Phila- 
delphia; H. W. Martin, Office Appliances, 
Chicago. 


associate editor, 


i -_ 
Premium Campaign Successful 
Premiums for customers recently built business for the 
\tlanta Office Supply Atlanta, Ga 
During the month of April the company offered a $5.00 


Company, of 


desk lamp with every purchase made of $27.50 or over, 


and the result was an increase of 37 per cent in the sales 
of larger items for April over March figures of the com- 
pany 

The lamps, while of good quality, were a surplus carried 
in stock by the company, which was anxious to move them 
It is hoped that the customers so gained will remain dur 
ing the months in which no premiums are offered 

If sales are followed up, as is anticipated, the Atlanta 


Office Supply Company will employ premium campaigns 


several times each year.—J. H. R 
——i— 
Kilham Bowlers Lead in Contest 
The strong quintet of bowlers representing the Kilham 


Stationery & Printing Company, Portland, Ore., moved 
into first place the the booster division 
of the Northwest. The 
five stars of the big stationery house carried the colors of 
Kilham into the lead with a rare burst of bowling speed 
which brought a total of 2410 points to the credit of the 
stationery organization and hopes for final honors in this 
tournament which has attracted the best bowling skill of 
the Northwest. Through the galaxy of bowling 


stars, Kilham is popularizing the sport as well as the name 


other evening in 


bowling congress of the Pacific 


entire 
of its organization to a wider circle of sporting enthusiasts 
and friends.—C.M.L. 
—_—>———_ * 
Woodstock Branch Salesmen Compete for Auto 
[he present quarterly contest participated in by the 
branches of the Woodstock Typewriter Company has en- 
thused the The contest is ar- 
ranged as a golf tournament, every branch salesman par 


branches to a high pitch. 
ticipating. The score is based on the volume of net sales, 
and the 
hung up 


longest drives win. Three grand prizes have been 
An automobile, a $250 cash prize and a trip to 
the company’s This should create a 


powerful group of the Bobby Jones type. 


factory.” contest 
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Kirke Appointed Lefebure Manager in Chicago 

Thomas Kirke, who has had many years’ experience in 
the public accounting field and in selling accounting equip- 
ment and systems, has been appointed Chicago district 
manager by the Lefebure Corporation, Cedar Rapids, Iowa. 
Mr. Kirke has established headquarters at 416 South Dear- 
born street. His territory includes all of Cook County as 
well as Chicago. 

For four years Mr. Kirke was connected with the Chicago 














THOMAS KIRKE 


office of Yawman and Erbe Manufacturing Company. He 
also spent four years with the Chicago office of Baker- 
Vawter Company. He has spent nine years in the public 
accounting field, for three years operating under the name 
of Kirke and Banks at 19 South LaSalle street, Chicago. 
He is a registered public accountant and is a member 
of the Illinois Institute of Accountants. During his busi- 
ness career, Mr. Kirke has made audits and installed cost 
systems for manufacturing plants, department stores, mu- 
nicipalities, etc. 

Mr. Kirke is fully qualified by training and experience 
to discharge successfully the duties of his new work. 
Dealers in the Chicago territory will find him an able and 
willing cooperator. 


arg sero 
New Globe-Wernicke Partition Sales Manager 
Harry G. Balthasar has recently been appointed sales 
manager of the Globe-Wernicke Partition Division at the 











H. G. BALTHASAR 


factory in Cincinnati, O. Mr. Balthasar has had years of 
experience in this line of business, which makes him par- 
ticularly well fitted for his new duties. 


———— 
Newell Now with Bryan-Harris 
W. C. Newell, formerly a member of the Newell-Thomas 
Office Equipment Company, has secured a position with 
the Bryan-Harris Company.—J. H. R. 
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Standard Typewriter Company in New Hands 

The Standard Typewriter Company, 108 North Dear- 
born street, Chicago, IIl., has been acquired by J. E. Hagan 
and A. Brandell. This business was established by T. C. 
Martin, who was for many years manager at Chicago for 
the Blickensderfer Typewriter Company. Of late years the 
business has been devoted to handling rebuilt standard 
typewriters and new portables, There are still numerous 
Blickensderfer machines in ‘use, and many of these find 
their way to the Standard Typewriter Service for servic- 
ing and repair. A goodly stock of new parts is carried 
on hand, as well as many varieties of type wheels. 

J. E. Hagan had been with the Standard Typewriter 
Service many years, doing the rebuilding and service work, 
and handling much of the sales. Mr. Martin has been in- 
active of late years, due to ill health, and has retired to 
his farm in Pennsylvania. 

———~—__—___- 
Peck Takes Over New England for Enduro 

Charles A. Peck, formerly distributor for the Line-a- 
Time Manufacturing Company, is now the New England 
representative for the products of the Enduro Manufac- 
turing Company, Inc., of Rochester. He is also represent- 
ing Error-No, Inc., of Little Falls, N. Y. It is his intention 
to handle other high grade office specialties for the section 
which he covers and is in a position to take on a few more 
exclusive office lines. 

In addition to the Duraflex adaptable bracket and the 
Copy-Right copyholder, Mr. Peck also handles steel and 
wood posture chairs. 

——_—__ <> — 
Remington Man Heads Sales Association 

The Sales Managers’ Association of Los Angeles held 
its annual election in May. H. A. Ecclestone (Remington 
Typewriter Company), was chosen president; R. J. Smith 
(Hardie Manufacturing Company), first vice president; 
Dick Sage (Bishop & Company), second vice president; 
H. W. Waplington (Southern California Stationers), third 
vice president; Harrison Matthews (Woodbury College), 
secretary-treasurer. Directors elect: V.G. Freitag, Ralph 
Brubaker, Henry Hoffman, Clem Reis and W. G. Scholtz. 

$$ 
Dick Takes Charge of New York Woodstock 
Accounting Department 

William Dick has been placed in charge of the account- 
ing department of the New York City office of the Wood- 
stock Typewriter Company. Mr. Dick is very well known 
to the typewriter fraternity, having been for more than ten 
years an auditor for the Remington Typewriter Company 
and for the last three years having served as assistant to 
Paul Kellogg, who is in charge of Zone No. One. 

a 
Rudolph Adds to Lines 

F. X. Rudolph, who covers Indiana, Michigan, Ohio, 
Kentucky and West Virginia in the interests of several 
well known houses has added to his lines that of the Su- 
perior Office Specialty Company of Chicago, manufacturers 
of desk pads, chair cushions and linoleum desk tops. 

Mr. Rudolph now represents the J. L. Hanson and 
Mashek’s lines and is well known in his territory. 

J. H. Hallam has taken Minnesota, Iowa, Missouri, 
Nebraska and Kansas for the Superior lines. 

a 
Roc-O-Way Company Moves 

The Roc-O-Way Company, manufacturers and dis- 
tributors of Ne-To typewriter erasing shields and other 
specialties are now located at their new address, 1340 
Haight street, San Francisco, Calif. 

Ne-To shields are widely sold in the United States and 
are regarded as prime conveniences. 
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NATIONAL ASSOCIATION NEWS 


Information Concerning the Activities of The National Stationers Association 








OFFICERS: 


E. Clifton Wilson, Houston, Tex., president; C. B. Mathes, Toledo, Ohio, first vice-president; C. A. Netzhammer, Milwaukee, 
Wisc., second vice-president; William E. Ward, New York, N. Y., third vice-president; Phil Webster, San Antonio, Tex., 
fourth vice-president; C. A. Stott, Washington, D. C., treasurer; Fletcher B. Gibbs, Oak Park, Ill., auditor; Charles P. Garvin, 

Washington, D. C., secretary-general manager. 


Regional Governors and Retail Directors 


No. 1. George W. Pratt, Miami, Fla; Sidney B. 
. L. Fairbanks Company, Gassenheimer, Mercantile 
oston, Mass.; D. D. Mac- Paper Company, Mont- 

donald, Bradley & Scoville, gomery, Ala. 

Inc., New Haven, Conn. No. 5. William R. Diehl, 
No. 2. Clarke L. Hunger- Diehl Office Equipment 
ford, Hungerford & Card, Company, Columbus, 
Binghamton, N. Y.; C. V. Ohio; Harry J. Koehn, 
Sinisgalli, Utica Office Gregory, Mayer & Thom 
Supply Company, Utica, Company, Detroit, Mich. 
im We No. 6. August Hunn, H. H. 
No. 3. Charles W. Honey- ee ee ~, 
well, Deemer & Company, Stevens, Stevens, Maloney 
Wilkes-Barre, Penna.; x Company Chicago, I 
Qwen H. Spencer, Spencer wo 7. J. O. Davis, Miller- 
Stationery Company, Ches- Davie " Compan . Minne 
ter, Penna. apolis, Minn.; B. J ris- 
No. 4. Arne Skagseth, Skag- tol, Koch Bros., Des 

seth Stationery Company, Moines, Iowa. 


No. 8. George Hausam, 
Hutchinson Office Supply 
& Printing Company, 
Hutchinson, Kas.; William 
Schmiederer, Buxton & 
Skinner Printing & Sta- 
tionery Company, St. 
Louis, Mo. 


No. 9. Lee Coleman, E. L. 
White & Company, Fort 
Worth, Tex.; Henry Dor- 
sey, The Dorsey Company, 
Dallas, Tex. 


No. 10. William Mason, 


lamy Company, Denver, 
Colo. 

No. 11. Irving Niles, Lam- 
born-Niles-Armstrong, Ta- 
coma, Wash. 

No. 12. Charles R. Barry, 
Charles R. Barry Com- 
pany, San Francisco, 
Calif.; Howell D. Melvin, 
Melvin, Roberts & Hor- 
warth, San Jose, Calif. 


No. 13. W. Ed. Dawson, 
Dawson Bros., Montreal, 
Canada; P. F. Grand, 
Grand & Toy, Ltd., To- 





Out West Printing & Sta- onto, Ont., Canada. 
tionery Company, Colo- No. 14. W. L. Jaques, 
rado Springs, Colo.; L. R. qoute & Company, Inc., 
Kendrick, Kendrick-Bel- ew York, N. Y. 


General Office and Information Bureau—525 Investment Building, Washington, D. C. 
Date and Place of Next Annual Convention New Orleans, La., October 19, 20, 21 and 22, 1931. 


June Regional Meetings 


Seventh District 

The Twin Cities Stationers have sent out invitations to 
stationers in and about the seventh district to be present 
at the seventh annual convention of the district, which 
will be held on June 5 and 6 at the Nicollet hotel, Minne- 
apolis. This meeting is under the superintendency of Re- 
gional Governor J. O. Davis of the Miller-Davis Company 
and a fine program of business and entertainment has been 
prepared. All stationers who can be present at this meet- 
ing will find the trip profitable and instructive. 


Sixth District 

The Northwest Travelers Club has extended invitations 
to stationers and others of the sixth district to attend the 
regional meeting of that district June 8 and 9 at the Hotel 
Pfister, Milwaukee, Wisc. Special entertainment features 
are provided and Oscar Baker’s orchestra and. other merry- 
makers will be present to make the occasion even more 
enjoyable. 

The meeting will be held in the Wisteria room on the 
ninth floor, Regional Governor August C. Hunn presiding. 
The meeting will open at 10:00 A. M., Monday, June 8, 
with an address by August C. Hunn, regional governor and 
president of the H. H. West Company, who will outline 
the purpose of the convention. He will be followed by 
E. Clifton Wilson, president, Wilson Stationery & Printing 
Company, Houston, Tex., president of the National Sta- 
tioners Association. The next address will be given by 
Charles P. Garvin, general manager of the National Sta- 
tioners Association, who will take for his topic, This Busi- 
ness As I See It. L. E. Hooker, sales manager of the Com- 
mercial Furniture Company of Chicago, will then present 
his address, You're in a Billion Dollar Industry. 

C. A. Netzhammer, second vice-president of the National 
Association and sales manager of the Northwestern Furni- 
ture Company, will make a talk on Sales Meetings—What 
They Do and What They Accomplish. 

What the Traveler Can Do for the Dealer will be cov- 
ered by James T. Lacey of the Wilson-Jones Company, 


Chicago. 


Announcements and appointments of committees will fol- 
low and 12:30 there will be a buffet luncheon in the Red 
room on the seventh floor. 

The afternoon session will be presided over by C. A. 
Netzhammer, second vice-president of the National Sta- 
tioners Association. 

J. S. Sprott, general sales manager of Lyon Metal Prod- 
ucts, Inc., Aurora, IIl., will speak on The Intangibles of 
Store Selling. George O. Stevens of Stevens, Maloney & 
Company, Chicago, IIll., a retail director of the National 
Stationers Association, will speak on Keeping Tab on Sales 
and Salesmen, with especial reference to problems of 1930 
and 1931. He will be followed by Irving B. Fellner of 
the System magazine, New York City, who will speak on 
the Retail Stationery Store Survey. 

H. A. Blankenship, advertising manager of the Wilson- 
Jones Company, Chicago, will take as his subject Standard- 
ized National Sales Drives. This talk will be illustrated 
with charts. 

The final address of the afternoon will be given by E. 
Clifton Wilson, president of the National Association, who 
will speak on Business Control—Departmentized Expense 
System. 

The annual banquet of the district will be held in the 
Fern room on the seventh floor, on Monday evening, with 
William E. Smith of Smith & Marshall Company, Chicago, 
as toastmaster. 

The session of Tuesday morning, June 9, will be pre- 
sided over by Retail Director George O. Stevens. C. B. 
Mathes, first vice-president of the National Stationers As- 
sociation and vice-president and general manager of The 
Conklin Pen Company of Toledo, will speak on The Vic- 
tory Fund. 

Reversing Depressions is the topic assigned to William 
H. Greenleaf, sales manager of The Carter’s Ink Company, 
Boston, Mass. 

What Price Ignorance, a tragic comedy in two acts, will 
be given by the lecture troupe which includes the general 
manager, the president and a number of others who have 
done yeoman service in putting over the programs at re- 
gional meetings this year. At 11:30 A. M., the nominat- 
ing committee is scheduled to report and the final sum- 
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FEATURE 
ACCO FASTENERS— 


Indispensable at 
Midyear File-Transfer Time! 


N JUNE AND JULY many 

of your customers transfer or 
refile correspondence and other 
papers which have accumu- 
lated during the first half of the 
year. 
_ Hundreds of thousands of ACCO 
FASTENERS will be bought and used for 
this refiling, in ordinary Manila Folders, 
in the more efficient and more serviceable ACCO 
BINDER FOLDERS and in ACCO BINDER 
COVERS for transferred loose leaf records. ACCO 
FASTENERS are filed away with the papers they 
bind when the file becomes inactive. There 
always a steady call for more Fasteners. This in- 
creasing repeat business comes without any extra 
effort on your part and every type of folder you sell 
can use an Acco Fastener to bind its contents 
tightly and safely. Fastener-bound papers cannot 
mix or slip out—filing inaccuracy and loss become 
impossible. As many papers as desired can be 
bound with ACCO FASTENERS. When ready 
for transfer they can be filed away intact—just as 
they are—a complete, indexed record of every 
business transaction. 




















1S 


An unusual sampling proposition and new and 
attractive dealer helps are available to reliable 
dealers to make this year’s file transfer time a 
profit-harvest time. Write on your letterhead for 
this interesting and profitable information. 


ACCO PRODUCTS, INC. 
39th Ave. and 24th St. Long Island City, N. Y. 


CANADA ; EUROPE ARGENTINA: 
Acco ¢ a Co., Acco Company, Ltd., Fred Berg & Co., 


18 Whitefriars St., 


London, E.C. 4 


448 Sarmiento, 
Buenos Aires 


154 King St., 
WwW loronto 





DEALERS! | 
ACCO EZEON 
PAPER CLIPS 


ACCO EZEON 
PAPER CLIPS, 
powerful yet smooth 
sliding, never tear 
even the thinnest of 
papers even though 
they grip tena- 
ciously at THREE 
points of contact 

Used over and over 
again and bought 
by the millions! 


ACCO FASTENERS 


ACCO PUNCHES ACCO BINDER FOLDERS 
For Mid-Year File-Transfer Profits 





A Special Transfer- 
lime Proposition 

Vake 

folders 


your Town” binder 
make big profils 
eliminale direct-selling 
competilors—by using the 
new ACCO Fastener 
Machine for' attaching 
specially designed ACCO 
FASTENERS to manila 
folders taken from your 
own stock Wrile for con- 
fidential information! 
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ming up will be given by Charles P. Garvin, general 
manager of the National Stationers Association. 

Tuesday afternoon, June 9, will be devoted to a golf 
tournament played at the Lynx golf club, South Fond du 
Lac and County Loop roads, followed by a dance and en- 
tertainment at a banquet under the auspices of the North- 
west Travelers Club. 

Tenth District 

The tenth regional district will hold its annual meeting 
at the Albany hotel, Denver, Colo., on June 12, under the 
chairmanship of William Mason of the Outwest Printing 
and Stationery Company, Colorado Springs, assisted by 
L. R. Kendrick of the Kendrick-Bellamy Company, Den- 
ver, retail director, 

The standard program will be adhered to in general. At 
the time of going to press, Office Appliances has not re- 
ceived the list of speakers, but it is certain that the meeting 
will be well worth attending and we trust that the sta- 
ionery trade of the entire district will make it a point to 
see that the meeting is a credit to the enterprising sta- 
tioners in that region. 

a 


Central Travelers Make Strong Bid 
for Good Meeting 
The Central Travelers Club, whose change of meeting 
date was noted in last month’s issue, are preparing a fine 
series of events, including a golf game on Thursday after- 
noon, June 25, at the Brookside country club, Columbus, 
Ohio. For the convenience of the officers and committees, 
those expecting to attend are requested to notify John R. 
Duncan, secretary, 43 East Gay street, Columbus, Ohio. 


————— 
Pacific Northwest Association Prepares Strong 
Program 
Plans to stimulate business are revealed in the program 


of the twenty-second annual convention of the Pacific 
Northwest Stationers Association, now taking form under 
the direction of Bert G. Trick of Trick & Murray, Seattle, 
secretary and treasurer of the association 

Mr. Trick expects about 175 representative members of 
Northwestern stationery houses and their ladies to attend 
The sessions will be 


the convention, June 24, 25, and 26. 
held in the New Washington hotel, and Mr. Trick and his 
fellow workers are planning divisional meetings and in- 
spirational addresses, as well as abundant entertainment. 

Program features so far arranged through acceptance by 
the invited speakers will include: 

“The National Sales Drive and Window Display Plan,” 
address by H. A. Blankenship of the Wilson-Jones Com- 
‘Business Control Expense Sys 
tem,” address by E. Clifton Wilson, president of the Na- 
tional Stationers Association; “Keeping Tabs on Sales and 
of the National asso- 

Montgomery on the 


pany; Departmentized 


Salesmen,” by the “lecture troupe” 
ciation, and a notable talk by R. G. 
progressive and resultful advertising that is being carried 
out in Portland, Ore. 

\ series of divisional meetings will be featured by the 
Northwesterners, the stationery division under the cap- 
taincy of H. S. Berry of the Irwin-Hodson Company of 
Portland, Ore., morning, June 25; the 
furniture division, under the leadership of Clarence Larkin 
of & Co., Portland, conferring that afternoon; 
the engraving division under L. N. Hanford of 
& Hanford, Seattle, and the book division under the di- 
rection of J. Erickson of the same company, meeting Sat- 
urday morning, June 26 

While principal attention will be devoted to the solution 
of business problems, the entertainment side of the con- 


meeting Friday 


Bushong 
Lowman 


a series of entertain- 
On Friday morning, 


vention will be well cared for with 


ments for both and women. 


men 
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HERES BACKING tor 
YOUR PORTABLE’ SALES THAT 


MEANS BUSINESS... 


AND MEANS MORE BUSINESS FOR YOU 


Corona makes 
you this 
proposition for 
your summer 


sales’ activities 


ORONA is getting behind dealers 
in dull times more than it ever has 
before. 


It has created attractive, “pulling” 
dealer helps for special drives and 
general Pepping-up. You can have 
them free of charge for the asking. 

If you are making a drive for the 
commencement trade, for gifts or va- 
cation trade, send for these helps at 
once. Any of them is a good Corona 
salesman. 

1. Window display created by a 
fashion artist—calling attention to 
Corona’s smart new Case. 





2. Impressive folder in four colors 
featuring the combination case and 
Corona in its various colors. 

3. Ingenious new Corona book- 
mark. 

4. New Corona special weekly pay- 
ment plan newspaper advertising. 

5. New special trial plan—free of 
charge. 

6. Brand-new novelty—‘*Corona 
Keys to Contract Bridge.” 

7. The Corona Copygraph—a new 
business getter. 

8. —All backed bya forceful national 
advertising campaign on the Corona 
Portable. 


L C SMITH & CORONA TYPEWRITERS INC 


L C SMITH & CORONA TYPEWRITERS INC + Department 32F 
51 Madison Avenue, New York City 
Please send me dealer helps checked above 


SEND THIS 
COUPON IN 


TODAY! 








Street___ 








Figure Facts 
help profits grow 


During these times, more than ever, businesses large and small 
need economically produced figure facts for the cultivation of profits. 
a oe a 

Because the Monroe is the all around adding-calculator, it is an 
economical office tool that handles rapidly and accurately any figur- 
ing work—the routine everyday figure jobs and those extra figures, 
reports, and statistics that are so vitally important to the executive. 

- = ee 

Monroe machines do not require specially trained operators. 
Anyone can be quickly shown how Monroe methods may be ap- 
plied to his own work without upsetting present systems. 

a 

Built in a wide range of capacities, hand, electric and full auto- 

matic models, there is a Monroe Adding-Calculator for every 


iguring requirement. 
figuring requirement are 


Because Monroe men are in constant contact with every type and 
size of business, the Monroe organization has built up, through 
actual experience, a knowledge of business figures which is inval- 
uable to users. Pals Al ae 

Monroe methods and figure service are available everywhere as 
there are Monroe representatives in all principal cities of the world. 





OFFICE APPLIANCES 





The Monroe is a handy figuring 
machine that stands on your desk—at 
your elbow—ready for instant use. 


It is a simple device that anyone can 
use. You turn to it for speedy, accurate 
assistance in any figuring you have to 
do. Its operation is easily understood 
because it reduces all figure work to the 
basic fundamentals of addition, sub- 
traction, multiplication and division. 

All you do is put the figures on the 
keyboard, and let the Monroe pro- 
duce the answer — proved correct the 
first time because every factor is di- 
rectly visible as you use it. 

It has the same relation to figuring 
as a typewriter has to writing—a 
mechanical means for doing the job 
faster and better. 

It is an office tool that is just as 
necessary to the desk worker as are 
proper tools for the skilled mechanic. 

It is an smstrument of economy—econ- 
omy of time, energy, strain, and worry 
to the operator; economy of money 
to the business itself. 





MONROE CALCULATING MACHINE COMPANY INC:ORANGE-NEWJERSEY 
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June 26, the men will have a golf tournament. That eve- 
ning there will be a joint banquet for men and women at 
the Washington Athletic Club, and on Saturday evening 
the 27th there will be a dinner dance at the Yacht Club. 
Ladies especially will be entertained with a luncheon and 
bridge party at the exclusive tennis club on Friday, and 
a downtown luncheon and afternoon theatre party on the 
following day, while scenic drives and shopping tours are 
being arranged. 
C.: 3B 
A 
Seventh District Program Outlined 

The program of the annual meeting of the Seventh Re- 
gional District of the National Stationers’ Association, 
Nicollet hotel, Minneapolis, June 5 and 6, received just 
before going to press, is a credit to Governor J. O. Davis 
and the other able gentlemen who aided him, both as to 
the substance of the program and its physical presentation. 
The Governor is assisted by the following committees: 
Arrangements—Ed. Hanson, chairman, Stationers’ Club; 
Karl Kiesel, chairman, Travelers’ Club. Publicity—Her- 
bert Fall, chairman, Stationers’ Club; Harry Murdoch, 
chairman, Travelers’ Club. Registration—L. E. Friedman, 
chairman. Entertainment Committee (Ladies)—Fred. 
Schaefer, chairman. Golf—F. E. Malia, chairman. Auto- 
mobile—M. D. Hasty, chairman. Hostesses—Mesdames 
Davis, Foster, Friedman, Valleau, Schaefer, Clarke, Jerue, 
Carpenter, Thoren, Fall and Trap. 

At the first session addresses will be made by Governor 
Davis, E. Clifton Wilson, National president; Arthur J. 
Walker, past president; General Manager C. P. Garvin. 
At the afternoon session Mr. Garvin will preside. Ad- 
dresses will be made by C. B. Mathes, first vice-president, 
National Association; President E. Clifton Wilson, and by 
the members of the National Association’s lecture troupe. 

At the annual banquet W. E. Smith will preside as toast- 
master. 

Governor Davis will preside Saturday morning. Ad- 
dresses will be made by Roy Clarke, president of the Trav- 
elers’ Club; W. H. Greenleaf, The Carter’s Ink Company; 
Harry A. Blankenship, Wilson-Jones Company, and P. J. 
Koughan, divisional manager, Remington-Rand Business 
Service, Inc. 

The Northwest Travelers’ Club will take over Saturday 
afternoon, and entertain the delegates and ladies. 

——— 
National Convention Committees 

General Manager Garvin says that they are receiving 
the finest personal participation by members this year that 








the association has ever enjoyed. Research questionnaires 
get real responses and he hopes to bring to the New 
Orleans meeting which will be held at the Roosevelt hotel 
October 19, 20, 21 and 22 a most unusual program. 

The National convention committee is as follows: Gen- 
eral chairman, Charles P. Garvin; vice-chairmen, Austin 
Leftwich, New Orleans, La.; Conrad Netzhammer, Mil- 
waukee, Wisc., and Edward L. Little, Wabash, Ind. Other 
members include Arthur J. Walker, Minneapolis, Minn.; J. 
Ogden Pierson, New Orleans, La.; Phil F. Webster, San 
Antonio, Tex.; Maurice Hansell, New Orleans, La.; L. E. 
Hooker, Chicago, IIl.; Charles M. Marshall, Atlanta, Ga.: 
C. B. Mathes, Toledo, Ohio; William E. Ward, New York, 
N. Y.; Charles Honeywell, Wilkes-Barre, Penna., and Wil- 
liam H. Greenleaf, Boston, Mass. 

en 

Conventions in Los Angeles and San Francisco 

There will be a regional meeting of the National Sta- 
tioners’ Association on June 16 at Los Angeles and a 
two day meeting in San Francisco June 18 and 19. The 
members of the National lecture troupe will visit both of 
these meetings, also the meeting at Denver on June 12. 
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what’s 


stopping 
you? 
this is a free offer 


Wer want to prove to you as we 
have to hundreds of other typewriter dealers 
that... 1. our new ALL-PURPOSE soft 
rubber platen is the smoothest, perfect 
suede finish platen you have ever seen... 
2. that our new ALL-PURPOSE soft rubber 
platen will produce more and clearer-cut 
carbon copies than hard platens ...3. that 
the ALL-PURPOSE is the solution to all 
your platen troubles, your major carbon 
and ribbon difficulties and many of your 
minor machine troubles. 


Just send us a platen core to recover. Wrap 
it up and say, “SHOW ME, CHARLIE.” 


We will recover it with the new soft, pliable, 
resilient ALL-PURPOSE and send it back 
the same day we receive it. That’s our 
regular service. 


Why not do it right now! It won’t cost you 
one red cent. 


Remember! 
It’s the finish that counts 


U TYPEWRITER PARTS 
e We AND SUPPLIES CO. Inc. 


CHAS. H. AMES, PRESIDENT 


6 Murray St. New York City 


Distributors for Pittsburgh District 
STANDARD TYPEWRITER CO. 129 Fifth Ave. 
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5000 Letters Stored for 90c 
5000 Checks Stored for 52c 





STORAGE FILES 


“They Simply Can't 
Be Made Better” 


HETHER you look at LIBERTY 

Storage Files from the point of 
view of quality or of cost, the fact is ob- 
vious that they offer the best possible 
way to do storage filing work. That is 
the only explanation of the fact that they 
have long been leaders in their field. 
And because they are leaders, because 
they outsell all others many times over, 
they mean greater profit for you. Now 
is the time to get the facts. Many of our 
dealers tell us frankly that for the money 
invested, LIBERTY Files are one of 
their very best paying lines. 





Write for our proposition to rated dealers. 
It will put you under no obligation and we 
are confident you will learn something 
much to your advantage. Mail the coupon. 


BANKERS BOX COMPANY, INC., 


536-538 S. Clark St., Chicago, IIl. 
Please send free sample LIBERTY File and full in- 


formation concerning your proposition to rated dealers. 


Name . eeeees Se ee O eee eee EHH EHO EEO EEE ES 


Iddress . nee Kcebccsinncesdnsectesbenseeeese 


Oe onde uc ctkeceu ney keane kkesssbeneeneeaun 
UO. A. 631 























PASSED AWAY 





G. S. Odell 

The Remington Typewriter Company announces with 
deep sorrow the passing on May 19, 1931, of Garrett S. 
Odell, who had been in charge of foreign Noiseless sales 
of the Remington Typewriter Company. 

Mr. Odell first entered the typewriter business in 1911 
as a salesman for the Noiseless Typewriter Company. 
When a new Noiseless Company was formed in 1915 he 
was made New York City sales manager. He held this 
position until 1922, when he was put in charge of portable 
sales. In 1924 when the Noiseless Company was merged 
with the Remington Typewriter Company, he became a 
special Noiseless salesman in New York City and in 1927 
was transferred to the Foreign Department to take charge 
of Noiseless sales. 

Mr. Odell was true to every task and every friend alike; 
admired for his excellent character, fine qualities of mind 
and heart and now is sincerely mourned by everyone who 
knew him. 

He was 56 years of age. He is survived by his wife, 
two sons, Norman and Garrett E. Odell, and a daughter, 
Miss Dorothy Odell. 


— h 


Ye 
Mrs. George W. Marsh 

The many friends of George W. Marsh of St. Louis will 
join this journal in sentiments of profound sympathy over 
the sorrow that has come to him in the passing of Mrs. 
Marsh, whose demise occurred at the Baptist Hospital, 
St. Louis, Mo., on May 12. Death was due to paralysis. 

Mr. Marsh has been connected with several of the lead- 
ing filing cabinet manufacturers and has been closely as- 
sociated with the office furniture industry for a number 
of years. He is well known in the Southwest. Mr. and 
Mrs. Marsh resided at 6943 Amherst avenue. 

ko & 
William L. Egry 

William L. Egry, inventor of the Egry automatic reg- 

ister, passed away May 7 at Indianapolis. At the time of 


Y 


his passing he was district representative of the company. 
He was born sixty-six years ago at Hamilton, Ohio. Oc- 
tober, 1886, he was married to Miss Jessie Hunter at Ham- 
ilton 

In his early business life he was in the printing business, 
later joining The National Cash Register Company. In 
1893 he joined The Egry Autographic Register Company 
at Dayton, going to Indianapolis as district representative 
in 1904. Surviving him are his widow and two brothers, 
Charles Egry of Denver, and Aloys Egry of Hamilton, 
Ohio 

mH oh oh 
Francis X. Mayer 

Francis X. Mayer, western manager for the A. D. 
Joslin Manufacturing Company, Chicago, passed away sud- 
denly at Cedar Rapids, Iowa, where he had gone on a 
business mission. Surviving are his widow and two daugh- 
ters, Mary, aged 12, and Frances, aged 5. 

hk  & 
Grant Himes 

Grant Himes, president of The News Book Store, 

This concern 


Goshen, Ind., passed away some time ago. 
handles office furniture as well as books, carrying the “Y 
and E” line. 
oh 
Samuel Schiff 

Samuel Schiff, a stationer with interests in Philadelphia 
and Boston, passed away May 3 at Brookline, Mass. He 
was president of Amstaco, Inc. 
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23,193 


Office Appliance Salesmen 
can benefit directly from 
Lofquist’s experience— 


... millions more, indirectly! 


you are one of the 23,793 salesmen 
If: office appliances, what would 
you do in the following situation? 

You are calling on alarge concern which 
has been deaf to the arguments of salesmen 
with lines similar to yours. You soon learn 
their accounting procedure is too compli- 
cated to be handled efficiently by your 
equipment. What would you do — what 
COULD you do? 

This situation faced H. F. Lofquist, 
Seattle salesman for Elliott-Fisher Divi- 
sion of the General Office Equipment 
Corporation. Undaunted, he “took the 
bull by the horns”—actually outlined 
and installed a new system of accounting 
as applied to the Elliott-Fisher Account- 
ing Machine! He backed up his sug- 
gestions with such a knowledge of ac- 
counting and the prospect’s accounting 
problems that he landed the order. 

Time and again this new selling tech- 
nique has paid out for Lofquist. Know- 
ing prospects’ problems, how to solve 
them, the efficiency of his fine equip- 
ment—he has a clean-cut advantage 
over the competing salesman who only 
“knows his line.” 


250% Increase in Income 


“In my present work,” writes Mr. Lof- 
quist, “I am using every day the knowl- 
edge gained from a LaSalle course in 
Higher Accountancy. My present in- 
come is 250 percent greater than when I 
enrolled, which I feel is due largely to 
my LaSalle training.’ 

Incidentally, Sales contest prizes that 
Lofquist won have more than paid for 
his training! 


Are You “Selling Blind’’? 


In your company you doubtless know 
of some salesmen consistently clearing 
$5,000—$10,000—up to $25,000 a year. 
You know of others who barely eke out 
a living. 

What is the amazing difference be- 
tween these men? They have the same 
line, the same opportunity. Is it ability? 
Brains? “Pull”? Prestige? All these fac- 
tors count—but, if you face the facts 


squarely, you will see that the real dif- 
ference is in TRAINING! 

For—let the truth be known—many 
salesmen today are selling ‘“‘blind- 
folded.”” They know salesmanship— 
know their line—yet are pitifully un- 
prepared to understand their prospect's 
problems. 


In the old days they got by. But times 
have meena Fierce competition, 
coupled with increased technicality in 
business methods—has made sales easier 
for the trained man, but ten times harder 
for the untrained man. This applies not 
only to office equipment; every field of 
sales work bears witness to it. 


Thousands Have Increased 
Their Pay 


If you are not one of the top men in your 
sales organization, you owe it to your- 
self to learn how LaSalle has prepared 
thousands of salesmen for the new busi- 
ness methods—has definitely increased 
their earnings, promoted their advance- 
ment. Office appliance salesmen will, of 
course, be interested in LaSalle’s Higher 
Accounting Course. But whatever your 
line of work, there is a LaSalle home- 
study training course bearing directly 
on your future. 


FACTS that have meant Thousands 
of Dollars to Others— FREE to you 


On the coupon at the right, check the 
training that most clearly fits your need 
—fill in your name, address and present 
position and mail the coupon at once. 


In return you will find out how easy 
it is to increase your earnings this new 
way—a way that thousands before you 
have traveled to success. You will see 
case after case of men like yourself who 
doubled—multiplied their earnings in 
unbelievably short time. You will get 
full information, and a free copy of that 
fascinating book, “ Ten Years Promotion 
in One.” 


Mail the coupon now. You are under 
no obligation to us, but you are obli- 
gated to yourself. A life time of wasted 
effort—and regrets—may be the price 
to pay, if you don’t learn the facts 
about LaSalle Training NOW. 


LaSalle Extension University 


THE WORLD’S LARGEST BUSINESS TRAINING INSTITUTION 





GENERAL OFFICE EQUIPMENT CORP. 


New York 


“We can readily understand why your 
accountancy training has proved so 
helpful to Mr. Lofquist. In selling our 
Elhott-Fisher equipment we have found 
that when we show prospective cus- 
tomers how our machines will help 
solve their problems and increase office 
efficiency the sale itself follows almost 
automatically. Our best men are those 
who can think most clearly about the 
needs of their prospects and a knowledge 
of accounting, such as Mr. Lofquist 
gained from your course, adds to their 
ability to understand and solve the 
problems of their clients. 

We believe in the man who uses his 
spare hours in making himself more pro- 
ficient in his daily work. It requires 
initiative and will power on his part but 
develops the ability that every firm 
wants. Competition today demands 
more and more of the man who is to 
succeed—and home study training often 
makes the difference between just “get- 
ting by”’ and real success.” 

M.S. EYLAR, 
Vice President. 


< A 
find YOURSELF thru LaSalle! 

















LaSalle Extension University 
| Dept. HR-230 Chicago 
| Opportunities in Account- 
ancy—Check below and we 
will send you copy of “Ac- 
countancy, the Profession 
|that Pays,” also copy of 
“Ten Years Promotion in 
| One,”’ all without obligation. 
| HIGHER ACCOUNTANCY 
Other LaSaile Opportuni- 
ties: If more interested 
|in one of the other fields 
of business indicated be- 

| low, check here: 
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Even a fastener, for binding papers, can 
be improved. And here in the new Bindah 
is the latest in modern efficiency. Because 
the Bindah by its unique construction is semi- 





automatic in operation. 
Angular slots cause the prongs to assume a 
And Now, The correct position over the compressor lips, 
ready to be sprung under them. Compressor 
K N D A be lips, in turn, are flared to fit the natural bend 
of prongs and thus prevent kinking. Con- 
F A S T E N F x sequently when prongs are depressed they 
semi-automatically slide into proper posi- 


tion. Teats—an exclusive feature—urge 














prongs up when released; these teats lessen 














the danger of kinking, an annoyance common 


Be t t er Be cause to some fasteners. A small finger tip release 


facilitates opening, without damage to the 


S E M | - ao adds strength to the ends of the 
AU TO MATIC Bindah fasteners are made of material de- 


signed for the purpose. The neat, orderly 
appearance, the flatness of position and 
freedom from rough edges make them ideal 
for all binding—either temporary or per- 


manent. 


Send for samples and see for yourself the superior 
character of the new Bindah fastener. 


BINDAH PRODUCTS, Inc. 


| | | | 3645 Montrose Ave. 




















Please address P. O. Box 1258 
CHICAGO, ILLINOIS, U.S. A. 
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James P. Ward, Jr., 
James P. Ward, Jr., 


Manufacturing C¢ 


in New York 


sales manager of the Shipman-Ward 
ympany, Chicago, spent several days on 
business in New York last month. He worked with the 
convention of 


Dealers, to be 


local dealers’ association in planning the 
the National Association of 
held at New Y« 


Typewriter 
rk in August. 








STATIONERY DEPARTMENT OF THE BUSINESS FURNITURE COM- 

PANY, 112 EAST MARYLAND STREET, INDIANAPOLIS, IND.—This de- 

partment was organized a few months ago and is in charge of Harold 
E. Ruck, who is well known to the stationery trade in Indianapolis 








Smith-Corona Milwaukee Offices Move 

The Milwaukee, Wisconsin, of L. C. Smith & 
Corona Typewriters, Inc., formerly in the Caswell block, 
have taken a conveniently located store at 771 North Water 
street, half a block north of the First Wisconsin National 
bank. The business of the company’s Milwaukee branch 
has increased to a point where larger space became im- 
perative. 


office 








WEDDING 


Cutler-Cohen 
Miss Sylvia Cutler of the Jaclin Stationery Company, 
New York City, will be married on Sunday, June 7, to 
Bernard N. Cohen. 


Miss Cutler is the daughter of Mr. and Mrs. Louis Cutler 
of New York City. 


,& & es 














OL: BOC 8t Oke 


Greetings to Miss Mary Dana Huntley 

On April 20, 1931, R. C. Huntley, general manager of 
the Sturgis Posture Chair Company, Sturgis, Mich., be- 
came the proud father of a seven-pound-one-ounce daugh- 
ter whom her parents have named Mary Dana. Office 
Appliances offers congratulations to Mr. and Mrs. Hunt- 
ley as well as to Mary Dana herself and its best wishes to 
them all. 





—_——_——__——_ 
Robert Sheldon Palman 


Mr. and Mrs. Max Palman were made happy May 2 
when Robert Sheldon Palman took his place in the family. 
The father is manager of the Amstaco, Inc., store at 134 
Federal street, Boston, Mass. 
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A line which has both 
quality and individuality, 
variety enough for every 
requirement and manu- 
factured with the greatest 
care. 








MANIFOLD 
SUPPLIES 
COMPANY 


188 Third Avenue 
BROOKLYN (‘Station 2) N, Y., U. S. A. 



























If you reduce the unit sale price and then sell more articles, 


it does not mean that you increase your total sales volume. 


Take the case of a dealer who recently wrote us that his $5 
pen business was his most important business, because 34% 
of his sales were in $5 pens, while only 20% were in $10 pens. 
He never stopped to realize that for every twenty $10 pens 
sold he had a $200 volume, while for every thirty-four $5 
pens sold his volume amounted to only $170. Furthermore, 
on this smaller $5 volume, he had nearly twice as many pens 
to service. Twenty per cent of his sales showed him more 
volume and more profit than the thirty-four per cent volume 
on low-priced units. It is just this superficial reasoning that 
is lessenin?, the volume of certain dealers today. 


If your customer calls for a $5 pen, show him a Sheaffer 
$5 pen. Then you can easily educate him to a $10 Lifetime® 
sale, without tryin}, to change his ideas on color and make. 
It is your only opportunity to raise your unit sales, because 
Sheaffer does not say that its $5 pen is the same as its $10 
pen. Remember, that while Sheaffer's $5 pen is the finest 
produced in the world at the price, it is the one you must 
show if you want to raise your unit sale volume. 


If the dealer who sold 34% of $5 pens, and 20% of Sheaffer's 
had started out by showing, $5 Sheaffer pens, he would have 
made many $10 sales instead of $5 sales and thereby in- 
creased his volume and profit. 


SHEAFFER’ 


PENS-PENCILS-DESK SETS:-SKRIP 
W. A. SHEAFFER PEN COMPANY «+ FORT MADISON, IOWA, U.S. A. 


New York . . . . Chicago . . . . San Francisco 
W. A. Sheaffer Pen Co. of Canada, Ltd 169-173 Fleet Street—Toronto, Ont 
Wellinaton, N. Z. . Sydney, Australia 52 Kinasway, London, End 
Reg. U. 8. Pat. Of 7 Blvd. Haussmann, Paris, France ©) W.A. 8. P.« 
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Select your writing equipment for Quality “<< 
and CONTINUOUS performance § \ 


The initial cost of a Sheaffer’s White Dot Lifetime® may be more, but your eventual cost will 
be much less. Imitations may use cheaper materials at a lower price, but Sheaffer's is the only 
genuine Lifetime’ pen, identified by the white dot. All others are imitations. The genuine White 
Dot Lifetime® costs more to produce today than ever before in the history of fountain pen 
making, although it is the largest seller and is made in the largest volume of any pen at 
its price in the world and every saving has been made possible by quantity production. It still 
remains the economical pen. Its first cost is its last cost. 

White Dot Lifetime® pens can be purchased from $7 to $16 and are the greatest value 
today in fountain pen history. In the $5 and $3 class, Sheaffer pens and pencils are guaranteed 
to give best performance. Sheaffer pens and pencils are made of radite, in refined colors, in- 
cluding jet black. Even if a street car runs over your Lifetime’ pen and the pieces are sent to 
our factory, a new pen is sent free without question. 

Above are illustrated the hidden niceties of construction that bring a Lifetime® willingness 
to serve. The feather touch Lifetime® point writes smoothly and freely on finest grade iridium, 
costing three times more than in ordinary pens. Pencil precision in a Waspalumin movement— 
five times more costly than ordinary metals. These are the reasons for Sheaffer supremacy 
and are the reasons why the millions today are willing to pay a little more for a genuine 
Lifetime® at time of purchase, knowing that the saving in repairs and troubles will be many 
times the original cost. Old style flat-top pens can be purchased for less, but the discriminat- 
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SOMETHING 


NEW! 


The AMES 
Flexible PLATEN 











ANY years of costly experimental work en- 

ables us to announce a new platen of per- 
fection, developed by the Manhattan Rubber Mfg. 
Co. of Passaic, N. J. 


The illustrations clearly demonstrate the wonder- 
ful flexibility of this new compound, which, due 
to toughness rather than degrees of hardness, has 
the following distinctive features: 


THIS PLATEN IS SOFT ENOUGH to pro- 
duce perfect type impressions, materially increases 
ribbon life, improves paper feed, prevents type 


wear. 


IT IS ALSO HARD ENOUGH to produce 
better and more carbon copies, making brick-hard 
or brass platens unnecessary. Does not emboss 
paper. Perfect stencils are cut without special care. 

The price of this platen is only 10% higher— 
just enough to cover the increased material cost. 

Ames Flexible 


makes of machines and in all sizes. 


Platens are available for all 





AMES SUPPLY 
COMPANY 


564-572 W. Randolph St., Chicago 


Branch Office and Export Dept., Branch Office, 
50 Lispenard St., New York 583 Market St., San Francisco 
Great Britain Office: Longs, Ltd. 
79 and 80 Queen Street, London E. C. 4, England 
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Rickard Becomes Manufacturers’ Export Sales 
Representative 

H. J. Rickard, who has been associated for the past ten 
years with The General Fireproofing Company of Youngs- 
town, Ohio, in their export department, recently resigned 
to become associated with an old established firm in New 
York, operating as manufacturers’ export sales representa- 
tives. Mr. Rickard is at located at 41 Water 
street, New York City. 

The president of the company with which Mr. Rickard 


present 


has recently become associated acts as export manager for 
several prominent American manufacturers and under his 
auspices Mr. Rickard will establish and maintain a depart- 











H. J. RICKARD 


ment to give the American manufacturer of office supplies 
and equipment the benefit of a long established and active 
foreign sales organization. Mr. Rickard contemplates rep- 
resenting only a very few manufacturers of non-competi- 
tive lines. 

His long experience in the office equipment export field, 
his numerous friendships abroad and the fact that his asso- 
ciates retain more than twenty foreign travelers all com- 
bine to provide an interesting set-up and one which should 
be able to render the manufacturer a thorough and highly 
developed export department service. 

Prior to the World War, Mr. Rickard was connected 
with a private banking concern in New York City. Shortly 
after war was declared, he enlisted in the United States 
Marine Corps and served with that organization in the 
West Indies for more than two years. In July, 1920, he 
joined the export department of The General Fireproofing 
Company and actively participated in the exportation of 
that company’s well known line of GF Allisteel office furni- 
ture and filing equipment until January of this year. Dur- 
ing Mr. Rickard’s travels out of the country, he has made 
many friends in this field. 

Mr. Rickard’s present associates have been prominently 
identified in the export business for the past twenty years, 
consequently, with their full knowledge of all export de- 
tails, together with Mr. Rickard’s specialized training in 
office equipment (which he will handle exclusively) the 
manufacturer of this type of equipment seriously interested 
in developing business abroad will no doubt find interest in 
the news that Mr. Rickard can be located at the above ad- 
dress. The sales promotion and development policies used 
by Mr. Rickard’s organization are unique and worthy of 
careful investigation by the “export minded” manufacturer. 

—— 
New Mutschler Price List 

Mutschler Brothers Company, table manufacturers at 
Nappanee, Ind., have issued a new price list which shows 
reductions on the entire line. By this means they are 
passing on to their customers advantages which they have 
secured in buying wood and other materials. 





a- 
ld 


ly 


WS 
ire 
ve 


Have you an. 


At 1 with ak >| ks, was 
pt se ne was But W hen 

ed by a flock of stately 

5 rjestic s and beauty. 


No stationer, office manager, or pur 
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any stock of stationers’ supplies, ther 


bound to be a few ugly duckling 


— products that are “almost as good.” 
The stationer who continually studies 
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profit for himself and more satisfaction 


for his customers. 


The International Printing Ink Corpora- 
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ROYAL’S NEw 
DUO-CASE 


Most Beautiful — Most Versatile 
of Portable Typewriter Cases 


Duplicates Costly Luggage! 

















Never have you seen a carrying case 
as convenient and well-designed—nor 
one as smart and distinctive as Royal’s 
new Duo-Case. It reproduces perfectly, 
in deep, rich brown, the beautiful 
graining of the most expensive alli- 
gator leather! All exterior fittings are 
finished in lacquered brass. 

Imagine your customers’ surprise 
when they hear that the Royal Portable 
and the Duo-Case are now sold to- 
gether for one price. They will hardly 
believe their ears—the case itself looks 
as if it might cost several dollars extra! 

Who would think of buying any 
other portable now! What dealer would 
feature any portable typewriter but the 
Royal in the new Duo-Case! 

Link to Leadership for Quicker 


Turnover... and Greater Profits! 


ROYAL TYPEWRITER COMPANY, INC. 
2 PARK AVENUE, NEW YORK CITY 
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NEW SLEEVE-ACTION HINGES 


Royal's new Duo-Case is as superior 
to all other convertible cases as the 
Royal Portable is to all other home- 
sized typewriters. Notice the revolu- 
tionary hinge that allows the 
cover to swing open freely and 
to close instantly and securely. 







COVER QUICKLY DETACHABLE 


This same unique hinge contains 
a small trigger which at the touch 
of a finger allows the cover to be 
detached. Your customers will 
appreciate this feature. It allows 
them to use the portable on their 
knees with comfort! 








THE ROYAL PORTABLE LIFTS RIGHT OUT 


And it snaps back in just as easily! An 
amazing catch arrangement —another un- 
usual Royal feature—permits this 
welcome facility. And when the 
portable is removed, your customer 
has a beautifully lined, deep, roomy 
carrying case, all set for packing. 


More than 2000 Royal Portable Dealers in the United States R / + ! / 
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Model *1/50 
AUTOMATIC NUMBERER 





E cut two dollars and a half off the 
price of the Model “150” . . . and 


sales jumped up to a new peak. Why? Be- 
cause the machine isn’t changed a bit. Every- 
thing’s there: The same high quality and the 
same half-dozen features that were a bargain 
at $8.50—yet the customer gets them now for 
only $6.00. 


Everybody wants the “150” at the new low 
price. Why not cash in on its big, quick prof- 
its? We'll rush your order by return post. 
Make it a big one! 












WM. A. FORCE & CO., INC. 


10S Worth Street - - - New York 
180 No. Wacker Drive - Chicago, Ill. 
WM. M. PARTRIDGE, Pacific Coast Agent 
573 Mission St., San Francisco, Cal. 
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Census Figures on Envelope Distribution 

The United States Bureau of the Census has released 
its report on the distribution of sales for 1931 covering the 
envelope industry. 

Manufacturers of envelopes sell their products largely 
to wholesalers and to users. Data gathered by the census 
of distribution shows that of the total sales in 1929 amount- 
ing to $60,819,000, 48.3 per cent, or $29,368,000 was made to 
wholesalers, and forty-nine per cent, or $29,792,000, was 
made to users such as business houses, printers, Govern- 
mental organizations and a small number of retail dealers. 
The remaining sales, amounting to 2.7 per cent of the in- 
dustry, or $1,659,000, were made to manufacturers’ own 
wholesale branches. 

Sales through manufacturers’ agents, selling agents, 
brokers and commission houses amounted to $4,498,000. 
This sum is 7.6 per cent of the total sales by factories to 
wholesalers and users. Nineteen plants reported making 
sales in this way. 

The total sales are $525,000 less than the value of 
products shipped or delivered, as reported to the census 
of manufactures. This difference is contract work (labor 
performed on materials owned by others) which is not in- 
cluded in the sales, but is included in the value of the 
products. 

Summary—Sales by Manufacturers—1929 

Totals—Selling value, F. O. B. factory, $60,819,000; per- 
of sales, 100; number of plants 172 [the total 
number of establishments engaged primarily in the manu- 


centage 
facture of envelopes is 172. Inasmuch as some establish- 
ments sell to more than one type of customer, this total 
is less than the total of the figures which follow]. 

Sales to manufacturers’ own wholesale branches [this 
report does not cover the sales by manufacturers’ own 
wholesale branches to wholesale dealers, and to users, nor 
does it cover the sales by manufacturers’ own wholesale 
branches through manufacturers’ agents, brokers and com- 
mission houses]—Selling value, F. O. B. factory, $1,659,- 
000; percentage of sales, 2.7; number of plants, twelve. 

Sales from factories to wholesale dealers—Selling value, 
F. O. B. factory, $29,368,000; percentage of sales, 48.3; num- 
ber of plants, eighty-three. 

Sales to users, such as business houses, printers, govern- 
ments and to a small number of retail dealers—Selling 
value, F. O. B. factory, $29,792,000; percentage of sales, 
forty-nine; number of plants, 110. 

ea = 
Quinn Opens New Establishment 

Edward F. Quinn, formerly merchandise manager of the 
furniture and furnishing department of Gimbel Brothers, 
New York, has announced the opening of a new estab- 
lishment known as the Edward F. Quinn Company, with 
offices and showrooms at 1 Park avenue, New York City. 
In addition to his work as merchandise manager, Mr. 
Quinn was for twenty years head of the Gimbel whole- 
sale contract department and also of its church service 
bureau. 

His company will specialize in furnishing and equipping 
clubs, hotels, hospitals, steamships, churches, schools and 
similar institutions. The announcement names a number 
of important types of installations which have been super- 
vised by Mr. Quinn. 

The announcement of Mr. Quinn’s leaving Gimbel’s ap- 
peared on page 24 of the March issue of Office Appliances. 
=< —__—_—_—— 

Omaha Dealer Visits Chicago 

John Rasmussen, manager of the stationery department 
of the Omaha Printing Company, Omaha, Nebr., recently 
accompanied W. A. Stempel of Wilson-Jones Company on 
a business trip to Chicago. 








You Can’t Miss 
the BARR 


Line Spacer 


From twenty to fifty times in a single- 
page letter you reach for the line 
space lever. Unless this lever is long 
enough to reach nearly to the key- 
board you have to look up and 
fumble for it. That wastes time and 
makes you lose your place if you are 
copying or transcribing. 


No other portable has such a con- 
veniently located line space lever as 
the Barr. You can find it without rais- 
ing your eyes. And it is long enough 
to give the ideal leverage. With it 
you can, when necessary, line space 
without moving the carriage. 


This is just one of the Barr's many 
superior features. 


BARR-MORSE 


CORPORATION 


174 Fifth Ave. New York 
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“SUNRUCO” 


that line you can 
safely follow to 


profits! 


SPONGE RUBBER CUSHION 


Our most popular selling 
cushion— 


The ribbed depressions 
in the Felt Covered sponge 
rubber Cushion afford ven- 
tilation, adding to comfort. 
This cushion is manufac- 
tured in three sizes, with 
either Brown or Green all- 
wool felt upper surface. It 
is 11/16" thick—Can sup- 
ply it with plain surface if 
desired. 


RUBBER SPONGE CUP 











This all-rubber Sponge Cup is unbreakable. The 
flared base prevents cup from tipping. Special de- 
signed grooves carry excess water back into well. 
Cup furnished with Sunruco sponge. 
Colors—Brown or Green. 


RUBBER DESK GUARDS 


Every desk should be 
equipped with “Sun- 
ruco” Desk Guards, as 
they protect not only 
the furniture but also 
eliminate the possibility 
of the office worker 
tearing clothes or 
snagging hose. 


Each pair packed in 
box with small nails for 
fastening. They can be 
had in two sizes and in 
brown color. 


WRITE TODAY 
FOR CATALOGUE AND PRICES 
ULWNYOUNY SUTOUNINMLUIOSOMNONUAUAT SLE Sa 
The Sun Rubber Company 
Barberton, Ohio, U. S. A. 
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Purchasing Agents to Hold Inform-a-Show 
The National Association of Purchasing Agents will hold 
an Inform-a-Show in conjunction with their annual inter- 
Many prominent 
In this field, 


national convention in Toronto in June. 
companies are already listed as exhibitors. 
such companies include the Joseph Dixon Crucible Com- 
pany, Do/More Chair Company, Remington Rand Business 
Service and the Underwood Typewriter Company. 

The managers of the event expect that between three 
and four hundred purchasing agents from Canada will be 
present in addition to hundreds from the United States, 
all of whom are potential prospects for the products of 
exhibitors. 

The total attendance usually goes beyond the twelve 
hundred mark. The convention will be held at the Hotel 
Royal York, where the Inform-a-Show activities will also 
be housed. This will be bonded 
house, so that there will be no difficulty in bringing the 


considered as a ware- 
exhibits into Canada. 
The dates of the event are June 8, 9, 
oe ae. 
Columbia Executives Return from and Go 
on Foreign Trips 


general manager « 


10 and 11. 


f Columbia Rib- 
Inc., recently 


Holmes, 
Manufacturing Company, 
returned to offices at the 
Island, factory after an absence of two and a half months 
Arrange- 


A. Bertram 


bon and Carbon 


the executive Gien Cove, Long 


spent in European travel and business survey. 
ments consummated by Mr. Holmes will result in a sub- 
stantial increase in ribbon and carbon sales in England 
and on the Continent. On his trip, Mr. Holmes contacted 
and worked closely in sales cooperation with the Columbia 
European offices in Italy, France, Spain and England, and 
reports a generally optimistic sales outlook on the part of 
these Columbia branches. 

Coincident with Mr. Holmes’ return was the departure 
of H. M. Trowern, New York sales and general export 
manager, on a month’s trip to the West Indies to investi- 
gate business conditions in this locality. Mr. Trowern 
returned the middle of May. 

— <> —— 
Bootblack Solves Industrial Problem 

“Joe, the Bootblack” recently told the New York office 
of the American Sales Book Company how to sell more 
He attended a Saturday morning meeting and told 


keeps up the average of income 


goods. 
the 
despite the fact that orders are harder to get. 
industrious Italian who makes a good living for his wife 
bootblack in New York 
Joe is a salesman who goes after his customers. He 
said that the business of shining shoes was as good as it 


salesmen how he 


Joe is an 
children as a traveling 


and six 


City. 


ever was with him because, although some of his old cus- 
tomers have been lost and tips are not quite what they 
used to be, he has solved his problem by seeing more 
people and working ten hours a day instead of nine. At 
the close of the meeting, Manager A. H. Phillips gave Joe 
a blanket order to shine the shoes of each individual in the 
office and said that he hoped that Joe's polish would act as 
a reminder and shining example of his business philosophy. 
a 
Logansport Typewriter Concern Moves 

The Swadener Typewriter Agency of Logansport, Ind., 
has moved from 219 Fourth street to 220 Third street. The 
The new quar- 
ters are declared to be more accessible and better suited 
to the 


company has been in business ten years. 

requirements of the business. 

sidtinectaiiaidan 

Acme Chair Company Takes Over Beacon Assets 
The Acme Chair Company of Chicago has acquired the 

assets and business of the Wark-Beacon Steel Furniture 

Company, also of Chicago, 
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HIT THAT P. A. 
when this page runs in JULY 


HE U. S. E. advertisement in the July 20 issue of Time, 

and in the July issues of Printed Salesmanship and Postage 
and the Mailbag, gives you a new approach to purchasing 
agents. It looks just like this page...except that it’s talking 
to the purchasing agent. And it shows him the envelopes 
pictured here . . . envelopes to help him in his buying, and 
envelopes to keep track of what he’s bought. 














THIS SLIP in every box 
guarantees satisfaction to 
your customers. 








Every office has a place for envelopes printed with time- 
saving record forms. Insurance men use them for claims. 
Advertising men use them for testing direct mail letters. 
Retail stores use them for daily sales reports. There is a 
double profit every time you sell an envelope like this... 
one on the envelope, another on the printing. 

Our new Handbook contains suggestions that will help 
you in selling not only to purchasing agents, but to all cus- 
tomers. If you haven't received your copy, write for it today. 


THERE ARE HUNDREDS OF STYLES 7» the U.S.E. line... 
anent elope for every need your customers express. 





SPLIT-SECOND DECISIONS are easy to 
make when the Purchasing Agent 
keeps all bids listed and filed in form 
record envelopes. Here’s an envelope to 
sell to every purchasing office in town. 










100,000 CHECKS A WEEK, in individual lots, 
must be ordered by the Purchasing Agent 
of one large bank. His printer prepared this 
envelope record for every depositor... to 
keep orders straightened out and serve as 
a perpetual inventory. 


ONE ADDRESS INSTEAD OF TWO... yow sell 
time-saving convenience every time you 
sell Mono-Outlook envelopes. 


EVERY BATCH OF PAPER must be up to gauge! 
And a sensitive micrometer is one of the 
many laboratory instruments that keep a 
check on the quality of U.S. E. envelopes. 


U.S. GUARANTEED 
AL lo fies 


UNITED STATES ENVELOPE COMPANY, SPRINGFIELD, MASSACHUSETTS 


With thirteen manufacturing divisions covering the country 
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. « - as others see us... 


This advertisement is No. 10 in a series of testimonials from America’s Leading Dealers 





For years one of New Eng- mer ae ee te Sr at Among the prominent firms 
: 


land’s leading dealers, whose endorsements of 























Gustave Fischer has played Columbia merchandise 


a prominent part in the and sales cooperation have 


affairs of Connecticul already appeared in this 
Stationers. He is well series are: 

known for his progressive FARNHAM PRINTING AND Sra- 
; TIONERY Co., Minneapolis 


business police s and highly WILson STATIONERY AND Parint- 
1nG Co., Houston 

E. L. Warre & Co., Fort Worth 

Scuwasacuen-Frey STATIONERY 
Co., Les Angeles and San 
Francisco 


Friecp Stationery Co., Tulsa 





regarded by his customers 
because of the exceptional 
service which has alway 8 


heen rendered by his jum. 


; Zac Ssmira Srationery Co., 
t Birmingham 

M4 Hetwie-Cuapman Co., Portland, 
3 Ore. 
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We have increased our business 
swith you in spite of the depression” 


ExceprionaL Perhaps so. But 
in this respect, Gustave Fischer, well 
known Hartford stationer, is not alone in his good fortune. Equally enthusiastic commenda- 
tions of Columbia merchandise and sales cooperation have been received from a convincing 
number of dealers in widely separated parts of the country. 
On the second day of January, 1931, Mr. Fischer wrote us, ““We have increased our business 
with you during 1930 in spite of the depression. This is due to the quality of merchandise 
that you have been furnishing us and the satisfactory service that we have been able to render 
our customers with your product.” 
Columbia merchandise and Columbia cooperation will stimulate your sales. If you believe 
that your ribbon and carbon department should pay 


you better, write us. COLUMBIA 


COLUMBIA RIBBON & CARBON MFG. CO., Inc. 
Main Office and Factory Glen Cove, L. I., N. Y. 


Branch Offices and Agencies in all Principal Cities of the United States; also 
: : y and Carbon Papers 


Toronto, Merico City, London, Madrid and Milan. 


Typewriter Ribbons 











e ee - 
THERE Ls {4 DIFFERENCE IN TYPEWRITER RIBBONS and CARBON PAPERS! 


Leading Dealers Everywhere Will Tell You! 
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San Jose House Doubles Space 
Ed. Hunter, proprietor of the Office-Store Equipment 


Company, 71-73 East San Fernando street, San Jose, Calif., 


recently doubled its display room space and its window 
space in preparation for the better business he believes is 
on the way. D. V. Wallace is associated with Mr. Hunter 
in the business and the firm has branch stores in Salinas, 
Watsonville and Palo Alto and maintains dealers in every 
town in this vicinity. Seven salesmen and five mechanics 
are employed. 

Mr. Hunter was for twenty years with the L. C. Smith 
Typewriter organization, fifteen years of which were spent 
as branch and district manager. His firm is now exclusive 
distributor for L. C. Smith and Corona typewriters, Rem- 
ington cash registers, Victor adding machines, Standard 
computing scales, Marchant calculators and other office 
equipment, 

—— 
“Ted” Douglas at Chicago for “B & P” 

“Ted” Douglas, widely known in the loose leaf field for 
his long connection with the Irving-Pitt Manufacturing 
Company, has joined the Chicago branch of the Boorum & 
Pease Company, 500 South Throop street. He will be in 
close contact with the dealers of the Chicago territory, 
bringing to their assistance a ripe experience in the sale 
and use of loose leaf devices, which goes back to the early 
days of the industry. 

Mr. Douglas, accompanied by his wife, drove from New 
York to Chicago in April, encountering some belated snow- 
storms on the way. The trip was made without untoward 
incident. Mr. Douglas is now established in the Chicago 
branch, and welcomes the opportunity of renewing ac- 
quaintanceships with the dealers who will profit through 
his experience. 

ae 

Timmins Store at Elkhart Bought by Wiltrout 

Ownership of the Timmins Stationery Company, Elkhart, 
Ind., has passed into the hands of Fred C. Wiltrout. He 
purchased the interest of his partner, Robert L. Patrick. 
The latter went to Elkhart from Beloit, Wis., in 1929, and 
bought an interest in the Timmins business, which is lo- 
cated at 523 South Main street. Mr. Timmins, whose name 
identifies the store, retired from business about two years 
ago because of illness. 

The future plans of Robert L. Patrick have not yet been 
announced. 

——E—— 
Name of Ohio Business Changed 

The A. A. Ake Company has succeeded to the Ohio 
Office Supply Company, 9 Whittlesey avenue, Norwalk, 
Ohio. Mr. Ake, who had been in business at Bellevue be- 
fore moving to Norwalk about four years ago, is assisted 
in the stationery business by Miss Mae Dell Ake, his 
daughter. 

— ea 
Diehls to Go on European Trip 

Mr. and Mrs, William R. Diehl of The Diehl Office 
Equipment Company, Columbus, Ohio, are scheduled to 
leave on June 3 on the SS. George Washington for Europe, 
their immediate destination being Vienna, Austria, where 
Mr. Diehl will attend the Rotary International convention. 

Following this event, the Diehls will spend two months 
in European countries looking over stationery stores and 
visiting points of interest 

a 


Toledo Stationer Recovers from Pneumonia 
Frank Collins of the McManus-Troup Company is re- 
ported to be recovering from pneumonia at his home, 709 
Colburn street, Toledo, Ohio. His many friends will re- 
joice over his restoration to health. 


| 
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~{ ¥/ OF ALL 


TYPEWRITER S$ 


out of date 


PROVED BY RECENT INVESTIGATION ... 





Thousands 
of worn out machines in your 


neighborhood (__.. Mom | \. 
should be =~ 
replaced 
now by 
REGAL 
ROYALS 


HAT 50% figure, taken from a survey by National 
Office Management Association and System Maga- 
zine*, proves that many typewriter users do not realize 
the importance and economy of modern equipment. 
Regal Royal dealers must be overlooking a golden 
opportunity. 

Every firm using out-of-date typewriters is a live 
prospect for Regal Royals. So are many offices that 
unwisely attempt to replace worn out machines with 
ordinary rebuilt typewriters, which cannot stand up. 

Demonstrations by you will convince prospects that 
the Regal Royal is a modern, accurate typewriter—a 
genuine Model 10 Royal, precision-rebuilt under the 
supervision of the original manufacturer, with every 
worn part replaced by a genuine Royal part and the 
entire machine inspected, adjusted and refinished. 

Then bring out the Regal Royal one-year guarantee, 
the same as a brand new typewriter, and the $61.50 
price, which saves every purchaser 40%. 

This is selling ammunition that will bring you a 
liberal volume of new business and added profits—if 
you take full advantage of the opportunity. 

That’s the only “if” there is to it. The market for 
Regal Royals is there. It’s a great opportunity for 
you to make this an active summer. 


REGAL TYPEWRITER CO., INC. 


Marcus Harwitz, General Manager 


524 Broadway New York 


so Sites R E C- A L 
ROYAL 





REGA 


ROYAL 


TYPEWRITERS 


PRECISION REBUILT 
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WHEN 
the Big Boss Buys- 


he’ IL SPEND in orderto SAVE 





654321 


Impression of figures 


6 wheel, 3 movement $1900 
** Visible’? Model 41 i. 


These days executives are watching small pur- 
chases. They're more interested in ECONOMY 
than price. 


Retail 


THE FAMOUS 


AMERICAN VISIBLE 


Here’s a unique numbering machine that returns 
you a higher profit while for your customer it 


SAVES TIME 
SAVES SPOILAGE 


American Numbering Machine Co. 


224 Shepherd Ave. BROOKLYN, N. Y. 
BRANCHES — CHICAGO — LOS ANGELES — LONDON 
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Automatic Files Help Preserve State Records 

The State Capitol of North Dakota was burned down re- 
cently, causing millions of dollars damage and jeopardiz- 
ing valuable government documents. 

Volunteers were pressed into service in a frantic at- 
tempt to save the state’s records. Desks and files were 
tossed out of the windows—drawers removed and books 
hastily carried away. 

The Board of Railroad Commissioners, caught by sur- 


prise a few days before transferring time, put their heavily 











WHICH 


DESTROYED 
NORTH DAKOTA CAPITOL 


SCENE DURING FIRE 


loaded, cap size, Automatic files out of the windows. 


Volunteers dragged the files over the frozen ground for 
over 75 feet. 

Praising the durability of Automatic files, Commissioner 
C. W. McDonnell says— 

“Some of your equipment received rough handling when 
our Capitol building burned, December 28. In my own 
office I had three four-section legal size filing cases. They 
were all full of papers and books, one or two very heavily 
We put them out the windows, volunteer helpers 
They were then 


loaded. 
then dragged and slid them about 75 feet. 
loaded on a truck, taken down town and placed in an old 
storeroom. While considerably scratched and battered, 
the drawers work as freely as the day we received them. 
The same is true of the desks, but the drawers were re- 


moved from them before moving.” 


Wall Carries “Standard” Banner in South 
Courtney C. Wall has joined the traveling sales organiza- 
tion of the Boorum & Pease Company, covering territory 
in the southern states. He has had an extended experience 
with various factors in the loose leaf manufacturing field, 
and enjoys a wide circle of friends in the retail trade. Mr. 





COURTNEY C. WALL 


Wall is active in association work, having been a charter 
member of the Southern Travelers’ Association, and the 
Texas-Oklahoma Travelers’ Association. He is also a 
member of the National Travelers’ Association, and the 
Midwest Travelers’ Association. 
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The X-Ray looks right through 


new Autopoint invention 


It tells your customers 
what they want to know 
... why this pen is better 






(Above) Note self-locking mechanism 
which completely depresses sack, thus 
achieving maximum ink capacity. 


Radiograph courtesy General Electric X-Ray 
Corporation. 
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UTOPOINT’S new patented new-type filler, the basis of 
the new Autopoint pen, is revealed in this first radiograph 
ever made of a fountain pen. 

Note how this filling mechanism achieves complete deflation 
of the sack. That means more ink drawn up into the sack. 
Note, too, how when sack is full, the bar does not “ride” the 
sack. That means long life. 

Another important Autopoint improvement is the solid way 
the nib is inserted in holder. See how far back it extends. 
Tell your customers these interesting improvements which will 
give them better service. 

Barrels of the new Autopoint are of beautiful pyroxylin in 
fashionable color combinations. Autopoint Pencils to match. Pen 
prices range from $4.50 to $7.50. Pencils from $2.50 to $3.50. 


Send below f l rtments 
i Coupes Ow Ot a aa Matched sets! 


A new profit 
opportunity. 


of this unique Autopoint Pen or ask for sales- 
man to call and show the line to you. There 
is money to be made in this Autopoint better 
pen just as you've found it profitable to 
push the Autopoint “better pencil.” 





AUTOPOINT CO. 


1801 Foster Avenue, Chicago, Illinois 0A-6-81 


I want to see the new Autopoint Pen. Send sample assort- 
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BE MODERN 


WOODSTOCK 
—The Modern 


Typewriter — Writes 
“A NEATER LETTER 
—QUICKER BETTER” 


» » In Typewriting 
As in Everything Else 


The WOODSTOCK is distinctly modern—fewer working 
parts—more visible—more accessible—more adaptable to 


present day requirements. 


Higher standards throughout in the conduct of modern 
office detail demand that the most important detail of all— 
the letter—be flawless. 


WOODSTOCK, the modern typewriter, assures continuous 
typing ease; freedom from mechanical worries; absence of 
premature fatigue; increased speed without error. 


Firms everywhere, large and small, which long ago went 
modern in other respects are now going typewriter modern. 


They are adopting the WOODSTOCK. 


WOODSTOCK TYPEWRITER COMPANY 


Six North Michigan Avenue 


CHICAGO, ILLINOIS 
Woodstock Typewriter Company, Ltd., 46 Kingsway, London, WC 2. 
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Rochester Dealers Entertain Garvin 

Rochester, N. Y., stationers and office equipment dealers 
were hosts for a day to Charles P. Garvin, secretary and 
general manager of the National Stationers Association. A 
reception committee headed by H. A. Tompkins of Scran- 
tom’s, Inc., met Mr. Garvin upon his arrival in Rochester. 

At an informal luncheon which was attended by the lead- 
ing stationers of Rochester, Mr. Garvin stressed the need 
for more creative selling in the industry. He also advised 
his hearers to turn their activities toward profitable mer- 
chandising. 

The dinner meeting to which the dealers, manufacturers 
and salesmen were invited brought an attendance of over 
fifty people, the fair sex also being represented. Mr. Gar 
vin was introduced to the gathering by Francis Yawman, 
vice-president of the Yawman and Erbe Manufacturing 
Company, who in a short talk eulogized the work that Mr. 
Garvin is doing in the interest of stationers over the entire 
country. In an excellent speech, Mr. Garvin pointed out 
the necessity of cooperation between the management and 
its sales department toward the ultimate goal, “Greater 
Sales.” 

The success of the meeting was assured by the efforts of 
Mr. Tompkins of Scrantom’s, Inc., and R. C. Macke of 
Macke-Williamson Stationery Company, who arranged the 
interesting program. 

Among those who attended the meeting were Francis 
Yawman, Hugh Smith and Percy Fassett of Yawman and 
Erbe Manufacturing Company; H. A. Tompkins and H. 
Walker of Scrantom’s, Inc.; R. Benzoni, Zimmerli Business 
Furniture Company; H. Goldstein, Rochester Stationery 
Company, Inc.; R. C. Macke, Macke-Williamson Station- 
ery Company; G. Naramore, Naramore-Heinrich Com- 
pany; A. Barnum and John R. Bourne, and many others 
well known in the trade. 


ee 


A New House Organ 

The Gunn Furniture Company of Grand Rapids, Mich., 
has just come out with the Gunn Minute Man, a magazine 
of high power ammunition for office equipment dealers 
and salesmen. The initial issue of the Minute Man con- 
tains some interesting material with illustrations of people 
connected with the Gunn factory. There are also certain 
feature articles of interest to dealers in Gunn furniture. 
The principal feature of the first issue is an article en- 
titled How Lamberton Does It, being a report of the 
work of Mr. Lamberton, manager of the A. H. Andrews 
Company of Chicago. Readers of Office Appliances will 
remember that Mr. Lamberton recently contributed an 
article to the office furniture section of this journal. The 
article in the Minute Man describes how Mr. Lamberton 
has achieved success in the handling of office furniture. 
Two very excellent photographs are shown, one of the 
A. H. Andrews windows and another an interior view of 
the Andrews main floor, showing in perspective the im- 
mense line carried. 

Then there are some sales points about wood; a review 
of some recent happenings and an article entitled How 
Art Moderne Helps, presenting descriptions and illustra- 
tions of the new Gunn French Moderne office suite as it 
appears in solid wood 

The back page shows an entire office treated in this 
newer form of art. The Gunn Furniture Company, of 
course, does not believe that this special suite will be mer- 
chandised in large numbers, but there is and will continue 
to be a definite demand for such a suite for special execu- 
tive settings. A dealer who placed this suite attractively 
in his show window states that scores of people examined 
it every day and many were incidentally attracted to his 
showings of high-grade period and standard designs. 
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You'll be astonished at the neat- 
ness with which this sturdy, simple 
duplicatorreproducesyourCircular 
(with illustrations), Collection Let- 
ter, Price List, Bulletin,or any other 
message. Takes any size from post 
card up to 9x15 sheet (maximum 
printing surface 7'2x 11). Prints in 


order one. one, two or more colors, if desired. 
Send Anyone can operate it. 

Think of the saving! In time. In 
for money. Why go outside for your 

small jobs? 
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In offices, shops, stores, schools, 


The HEYER DUPLICATOR CO., Inc. 


Established 1903 
945 West Jackson Blvd. Chicago, Il. 
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Monroe Salesmen Turn Politicians in Sales Contest 

In a “small-town election” in which sales points are 
ounted as votes, sales representatives of the Monroe Cal- 
culating Machine Company, Inc., have announced them- 
selves candidates and are seeking election to the mayoralty, 
the town council, and other offices in the “Monroetown 
Government” which carry with them the reward of a 


liberal “election bonus.” 


In this unique form a sales contest is being conducted 


by the Monroe Company, whose entire field organization, 
for contest purposes, is operating in “Monroetown.” An- 
nouncement of the contest was made through the pages of 
a small-town news sheet called the Monroetown Crier, 
which is published every ten days by the sales departre:t 
at Orange, New Jersey, giving the progress of the elec 
tion The atmosphere of the country newspaper is main 
tained in every issue, and weather forecasts, personals, a 
comic strip, vie with the election news in claiming the 
reader’s interest. 

When a candidate makes outstanding progress in any 
ten-day period, the Crier publishes his photograph, not in 
its orginal form, but touched up by the Monroe Company 
artist to present the farmer, the hotel owner, or the gen- 
eral store keeper, as the candidate may be designated in 
the election 

The contest is serving not only to stimulate sales but 
to develop a spirit of friendly rivalry among the districts 
and divisions in all parts of the country The present 
leaders are from widely separated localities and include 
W.O. Humphreys of Baton Rouge; P. D. Williams of New 
York Uptown; J. E. Ball, Jr., Washington, D. C.; District 
Manager J. H. Hayes of Baltimore; District Manager S. L. 
Shanks of Washington, D. C.; and District Manager J. L 
Aldrich of St. Paul. 

> 


A New Deal in South Bend 

On April 1 of the present year, G. Fred Wiedman, owner 
if the Book Shop at 119 North Michigan street, South 
Bend, Ind., sold the commercial department of his Book 
Shop to the Office Supply and Equipment Company, Inc., 
130 North Michigan street, in that city. The sale included 
everything except books, social stationery, fountain pens, 
gift items and everyday greeting card lines 

The officers of the Office Supply and Equipment Com- 
pany, Inc. are M. L. Strickler, president; H. E. Myers, sec- 
retary and M. C. Bair, treasurer. All of the gentlemen just 
ployees of Mr. Wiedman. The two 
concerns have moved into new showrooms at 130 North 
Michigan street, the Book Shop occupying the first floor 


and the Office Supply and Equipment Company, the donble 


named are former en 


basement, 165x40 feet, where the new company has one of 
the finest stores in the Middle West. Their departments in- 
clude the lines of the Art Metal Construction Company; 
Stow-Davis Company; Aluminum Company of America; 
The B. L. Marble Chair Company; Yawman and Erbe 
Manufacturing Company; National Blank Book Company; 
Che A. B. Dick Company; besides Underwood rebuilt type- 
writers and seasonal greeting cards. The company does 
repairs and rentals and carries a complete line of fine qual- 
ity office supplies and equipment 

~ 


R. C. Moore Now a Golfer 

Earl Scott of the Goldsmith Book & Stationery Com- 
pany, Wichita, Kas., has finally succeeded in making a golf 
fan of R. C. Moore, Kansas City branch manager of the 
Columbia Ribbon & Carbon Manufacturing Company. Mr. 
Moore suspects that his preceptor is kidding him when he 
said that the 220-yard drives he made were exceptional for 
a beginner. Mr. Moore, by the way, bought his golf equip- 
ment from Mr. Scott’s company, which is good business. 
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Mechanism Covered 
by Lifetime Guaranty 


There’s a Flexi-Post feature that no other binder 
offers or imitates—and it “clicks” with every 
binder buyer. He takes no chances—the advan- 
tages of Flexi-Post design and operation are guar- 
anteed for life. 

Quicker operation—firmer hold on sheets—greater 
capacity—wider working space. These, and sev- 
eral others, are features that make Flexi-Post 
salable against all competition—if you will just 
demonstrate them. And the profit-margin is there 
to make it worth while. 

Have you the facts about our Exclusive Franchise 
and Dealer Sales Plan? Mail the Coupon. 


STATIONERS LOOSE LEAF COMPANY, Milwaukee, Wis. 


REG.U.S. PAT. OFF 
anteed Binder - a Unit of the FAULTLEss Line 


STATIONERS LOOSE LEAF CO., Dept. C-6, Milwaukee Wis. 
ie my territory open for Flexi-Post? Send catalog and Lifetime Guaranty 
acts. 
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OFFICE FURNITURE MEN GETTING DOWN 


TO FIRST PRINCIPLES 


HE office furniture for some 


years established as a necessary and important factor 


business, having been 


in the life of the commercial stationery store, discloses 
a pronounced tendency among dealers and manufacturers 
to get down to the real essence of the problem of what 
to sell, how to sell it and how to obtain profitable prices. 
The industry is fortunately situated in several respects. 
In the case of most specialties or lines which are so re- 
garded, the dealer is able to sell only one type of machine 
designed for a particular purpose and must obtain his 
profit from his selling price on that article, but the seller 
of office furniture has more than one string to his bow. 
He sells commercial furniture, to be sure, but he also sells 
period and special designs in suites as well as in individual 
pieces and on these designs he has to meet the competition 
of quality and good salesmanship alone, for within certain 
limits price is a comparatively unimportant factor. He, 
opportunity to make money on his 
furniture department, both by the sale of commercial furni- 


therefore, has the 


of the better grades to which office 
The impulse toward 


ture, and by the sale 
furniture is tending more and more. 
harmony and decorative appearance is reaching down from 
the higher grades into the commercial styles and touching 
them with the fairy wand of beauty, giving the dealer 
talking points that he never has had before on commercial 
furniture grades 

We do not mean by the foregoing to imply that there 
is any lack of competition for, in fact, competition is as 
keen or keener than ever, but it is of the sort which can 
be met more and more with confidence, trusting in quality 


and good salesmanship to make the business pay. There 
are many dealers still who unfortunately do not realize 
the cost of unprofitable sales. There does not appear 


much to do about them 
into a different frame of mind. 
This is being done gradually by associated action and per- 


from present discussions to be 


except to educate them 


haps still more by the influence of the period grades or 
executive suites, for when a man has made a profitable 
sale of a fine office installation, he naturally is inclined 
to feel himself in a stronger position with regard to his 
commercial grades. We are inclined to wonder if, after 
one has made a profitable sale, one would not naturally 
be inclined to conclude that the same qualities of sales- 
manship which put over the profitable deal might not have 
been applied in some of those cases where an unprofitable 
deal was accepted. 

Perhaps the reader will permit us to venture another 
thought. This is, that just as soon as the manufacturers 
generally begin to realize a sense of increasing strength 
on the part of the dealers individually and collectively, 
they will be all the more ready to grant exclusive dealer 
Many manufacturers are now strictly allied with 
of their lines and take 
no orders that are not immediately turned over to the 
local dealer for installation at the proper rates of profit. 


agencies. 


their dealers in the distribution 


We believe it to be a fact that if the dealers could show 
a strong enough front and a generally better quality of 
salesmanship, they would do much toward solving their 
difficulties. 

There are a few points which office furniture dealers 
discuss at almost every meeting. One is how to create 
How to obtain men who can actually 
face competition and defeat it by the constructive power 


better salesmen. 


of good salesmanship. 
Another point is, how can the dealer best use the power 
of suggestion in interesting his prospective customers in 


Evidence Indicates That 
Members of the Industry 
Seek to Determine Basic 
Principles of Good Merchan- 
dising Through Conference, 
Conventions and Training of 
Salesmen 


the goods he has to sell. One idea suggested by a dealer 
in the present issue is this: After getting the layout of 
his customer’s offices, he sells his customer his rugs, 
carpets and draperies first. These being placed, he begins 
to talk furniture. As soon as the background of the 
picture is placed, the customer who wants something cheap 
is defeated in his purpose, because he cannot be satisfied 
with any type of equipment that does not fit the surround- 
ings. 

Practically everybody is eye-minded. A good sales story 
is hardly to be compared with an actual view of a desirable 
line of merchandise. Therefore, your up-to-date dealer 
pays more attention today to his window displays than 
he ever did before and gives profounder thought to the 
arrangement and layout of his store interior. 

Some of the leading men in the office furniture industry 
point out that the office man buys a newer model of 
automobile every other year or so, but expects to keep 
his office desk forever. This is termed the factor of obso- 
lescence. The suggestion is made that outworn office 
furniture should be scrapped and replaced by new pieces 
which we believe is not a bad idea, provided it is not 
carried too far. We are sometimes inclined to believe 
that the factor of obsolescence is somewhat exaggerated. 
Yet this suspicion, even if the dealer entertains it, need 
not deter him from suggesting improvements in his cus- 
tomer’s offices. It is a business transaction which lies 
between the customer and the dealer and the advantages 
work both ways, the customer getting a better, more 
convenient and more up-to-date office and the dealer reap- 
ing a profit from the transaction. The real question is, 
can the dealer with the equipment he has for sale, improve 
the appearance and the efficiency of the customer’s office. 
If he can, he has a valid reason for doing his best to make 
a sale. 

At meetings which are being held around the country, 
a good many pertinent questions are being asked, and 
many of them are being answered in a satisfactory way. 
How can we make the salesman efficient? asks the dealer. 
The answer usually given is to hold sales meetings at 
regular intervals, invite expert salesmen from the manu- 
facturing houses to demonstrate their lines and to develop 
men who will take salesmanship seriously, as a part of 
their being and not as something merely built on or added 
to their mental structure. One has but to listen to the 
sales demonstration of a real expert to realize that he not 
only knows his stuff but lives it. 

Problems of window display, of store arrangement, of 
the relative importance of supplies, how to advertise, and 
many others are freely discussed at dealer meetings. One 
good idea gained in a year may result in profit enough to 
pay one’s dues for many years. 








SELLING AND DISPLAYING 
WOOD OFFICE FURNITURE 


Being the Substance of an 
Address by Frank T. Hess, 
General Manager, Wood 
Office Furniture Associates, 
Inc., at the Meeting of Re- 
gional District No. Five, 
National Stationers Associa- 
tion, at Toledo, March 26 


FA HE first requisite « 
W | furniture is 
wi icl ll ike s 


ne capable ot 


ft success and profit in the sale of 


imagination—a mental attribute« 


envisioning the broad pos 


tir t the held; there must be a plan based on a 
ca i I t those Pp ssibilities plus the erection and 
maintenance of a standard based on knowledge of what is 
best f industry In some instances, I believe, dealers 
have approached the proposition from the standpoint 
stat t in too many ther cases, the individual who 
shoy iround f furniture prices, has been made into a 
price shopper by ourselv« We haven't attempted to es 
tablish standards in the mind of that class of buyers 
What is the standard in office furniture Shall it be 
utility alone Shall it be price? Or shall it be something 
more ething intangible but undeniably there? There 
isn’t mui chance for the dealer or manufacturer or the 
salesmat t they sell on the price basis only Those who 
buy out of price considerations alone lose through the 
lowered efficiency of theit rganization 
In a survey made by the N. W. Ayer Company, it was 
revealed that office furniture manufacturers and dealers 


including commercial stationers, have in the last ten years 


multiplied by three the quality and quantity of furniture 


sold to business executives When a man purchases a 
beautiful suite for his executive office, he buvs a wood suite 
in the great majority of cases Dealers. however, who sell 
these special equipments, do more than sell furniture and 
make their profit They have evaluated their market 
hey have set a standard They have not sold these ex 
ecutives merely desks and chairs. What they have sold 
in most cases is a background and a help in the customer's 
efforts to make his surroundings appropriate to his ideas 
of his business In every case where a dealer sells ex- 
ecutive furniture and provides a background consistent 


with the position his cust é ccupies, he not only makes 
i pr t but leaves a very well satisfied customer 

The same reasoning can be applied to the commercial 
grades of furniture If dealers will not fight among them- 
selve f they will give all their thought and effort to 
interesting and influencing those who buy their furniture, 
they will succeed When one hears a stationer say, “I 
hate t ubmit a bid because I don’t know what my com 
petitor will do,” it is a singular commentary on his busi 


man puts in ninety-eight per cent of his 


ness Where a 


effort toward getting the best of his competitor and two 
per cent toward capitalizing the situation, he is not likely 
to succeeded largely Dealers will have an awful time 
making a profit out of each other. They should devote all 
their time to making money out of their customers and 
leaving the latter satisfied with the results 

High-grade wood office furniture lends itself to pro- 


motional sellir It has utility. but this if taken alone 


MR. HESS 





This means 


basis. 


brings it down to a catalogue house 
no selling, no promotional effort, no initiative, no imagina- 
tion. That sort of business carries with it a profit of about 
cent 


me-eighth of one pet This sort of profit would do 


strange things to a man with a thirty-five per cent over- 
I ead, for when the dealer takes business ignoring his over- 
thinks; 


furniture in addition to utility has many plus qual- 


head, he loses regardless of what he but good 


omice 


ities that lend themselves to promotion and sales effort. 


Wood furniture has every possible quality of utility and 


it has warmth, beauty and durability. It 


posse sses also 


those inspirational qualities that have benefited mankind 
through the that the reacti 


wood grains as exemplified by the average executive’s ac- 


ages. I believe yn to beautiful 
gical reason back of it. 
first 
His 


ceptance has a very natural and | 


Man has a natural affinity for wood It was his 


shelter. It was his first means of transportation. 


first weapons were made of wood. 


Our only quarrel is with the situation which now con- 


fronts us in the office furniture industry. We have a mar- 
ket, the 
We have 


period oft centuries Che 


potentialities of which have only been suggested. 
a product whose worth has been proved over a 
market is there and it can be de- 
veloped to the mutual benefit of the man who buys and the 
man who sells. 

back of them 


befe Te 


Many things sold successfully today have 
efforts 


ceived public acceptance 


covering many years 

We do not have 

educational efforts because our product is a necessity. 
The 


it 1s going to 


educational they re- 


to exert those 
dealers are the men who must tell industry where 


stop in its effort to make its working tools 


as cheap as they are trying to make them when an in- 


stallation of furniture in a commercial department is un- 


der consideration. The dealers are the men upon whom 


industry should lean and will lean if it has a half a chance. 


[Those who do not do this are not fulfilling their obliga- 


to our industry, and furthermore, are not making 


money. There are five and a half million clerks in industry 
five and a half million people to whom industry is paying 
he biggest amount of money that goes into its over- 


head and all 


they can save in that tremendous expenditure by getting 


Management will welcome any dealers if 


efficient results. Today manage- 
Up to 1928 and the 
Today sales are reduced, and if money is to 


flood, it must 


more competition 1s in 


ment beginning of 1929, competition 


was in sales 


be made before the tide turns again to the 


be taken as a result of increased efficiency and manage- 


ment. So the man who goes to management with a con- 


structive proposition will inevitably interest his customer. 
What better help can we give management than to provide 


them with efficient working tools, for that, after all, is 


our products are 
It was my privilege recently to investigate seventy-five 
finding out 


The 


thousand clerical employees with a view to 


what resulted in employees giving their best efforts. 
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first consideration was working conditions and second, 
salaries. It is up to the dealers to impress this fact upon 
management and to assist management by supplying im- 
proved environment for their organizations to work in. 
Executives themselves know they can do their best work 
in suitable surroundings and under conditions of physical 
comfort. Recognizing this fact, it should not be impossible 
to bring them around to the purchase of a higher grade of 
furniture than they have been inclined to purchase in the 
past 

We have a tremendous market. We have a product 
whose inherent worth has been proved through many gen- 
erations. We have a product that will help management 
realize its ambition. The situation as it exists with many 
dealers is largely a result of lack of initiative and lack of 
analytical understanding. There is more obsolescence in 
office furniture than in almost anything else one can name, 
and at this time when there is considerable doubt as to 
whether the business curve is going to remain stationary 
or approach the level of 1929, it seems to me that this con- 
dition is a shining star to guide our efforts. With over 
sixty per cent of the furniture in the country obsolete, the 
responsibility of letting that condition remain as it is, or to 
better it rests on the dealers. It is not only their obliga- 
tion to change that condition, but to profit through the ac- 
complishment of that change. The mental efficiency of of- 
fice workers requires furniture having utility, warmth, 
beauty, quietness and character. The dealer and salesman 
can not hope to develop to any great extent on a purely 
utility basis. Upon the dealer rests the degree of quality 
that a man will achieve in the furnishing of his office. 
Those who are content to go on, selling on a price basis, 
will find that their customers will continue to buy that 
way. It rests with the dealers whether they will continue 
to sell on price or add ten per cent of visualization to their 


efforts and sell their customers better furniture, better 
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layouts and better offices. A billion dollar industry isn’t 
going to remain forever in the hands of those who will 
not capitalize it. 


Display and Selling 


We all know that everyone is eye-minded; that we get 
an idea twenty times as quickly through the eyes as 
through the ears. A picture seen is much more significant 
than a picture painted by words however eloquent, and 
that is the principle underlying the display of office furni- 
ture. One can weave word pictures by the hour, but it is 
much easier and more effective to present the actual, 
visible article that one is trying to sell, We know of no 
business where better opportunity exists for this than in 
office furniture. A suite can be set up with all its proper 
members, with decorations and drapes, at little expense 
and the effect in five minutes is greater than would be an 
hour’s talk by the most expert salesman. 


Selling Effort 


Successful selling effort is predicated upon many things— 
upon appreciation of the field we are in, a broad vision 
and a wide horizon. No salesman without the inspirational 
picture that I have mentioned can hope to do an efficient 
job of selling. He must realize the tremendous possi- 
bilities which confront him. He must analyze everything 
about his work, for then, and then only, can he begin 
selling by his logic, his enthusiasm and his conviction. 

One of the things that has struck me in the presentations 
made by office furniture salesmen is that when it comes 
to executive furniture, they have conviction, logic and 
enthusiasm, all the things upon which successful selling 
is predicated. Automatically they seem to drop into a 
role that fits them and the results speak for themselves. 
When one speaks of executive furniture, one has convic- 
tion. I haven’t seen a successful job of selling done with- 





MODEL OFFICE OF PERIOD DESIGN FURNITURE IN THE OFFICE FURNITURE DEPARTMENT OF THE NEW STORE 


OF HORDERS, INC., BANKERS’ BUILDING, CHICAGO. 


Installation by the Leopold Desk Company, Burlington, Iowa. 


Paneling matches furniture and all features harmonize in richness of color and beauty of design. 
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out conviction on the part of the salesman. If one is 


going to influence the mind of his prospect, he must him 
1f executive suite selling. 
ther< 


salesman 


self first believ« All this is truce 


Yet, when it « to commercial departments, 


mes 


seems to be little conviction on the part of the 


Salesmen seem to take the attitude of the chain store 

“Here's what we have Take what you want.” When 
one takes the wind out of the sails of a prospect and 
gives him nothing to lean upon, there is only one thing 
which happens He will lean on the thing with wht 

he is familiar. He does not know anything about furniture 
or furniture problems, but he knows how many cents 
there are in a dollar and instantly he begins talking about 


price Che present situation in commercial furniture has 
resulted from that procedure The salesman should have 
taken the initiative. We take the position that the sales 
man should select his own field. Whether it be wood o1 


steel, to whichever branch of the industry he feels that 
he can give the best conviction, then let him take up that 
brancl If he gets behind steel, he will help wood by 
so doing, if he believes that steel has possibilities and 
that he can elevate the furniture buyer's taste If, on 
the other hand, he decides that his best opportunity lies 
in the sale of wood furniture, I know we can be of con 
siderable assistance to him. Man has a natural affinity 


for wood. We surround ourselves in our suburban homes 


with the warmth and beauty of living trees, and why 
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shouldn’t we? Why shouldn’t we capitalize one of the 
oldest facts of creation? 


“One of your primary problems is getting 


We as dealers can go to manage- 
ment and say, 
of people you can obtain, then, getting 
their best efforts, and finally, keeping them. We have the 
product that problems. We 
furniture. It has everything that you and I 
people 


the highest type 


will help you solve these 


: 
have wood 


know inspires loyalty and morale, and enables 


comfortably to accomplish the jobs which you have set 
them to do,” 


I will close by summing up the following factors, four 


in number 
] [The necessity for envisioning the possibilities of our 
industry. 


2.—The 


evaluation of those by the establishment of a 


quota based on something other than last year’s sales. 


Chis is significant 


3.—Formulate a definite plan of procedure, designed to 
best capitalize the situation in accordance with the before- 
stated principles. 


4—We have 


condition in our industry, represented by the fact that we 


no quarrel with anything other than the 


are getting only about twenty per cent of the possibilities 
efforts which 
taste of the 


of our market, and we welcome competitive 


are sincerely intended to aid in elevating thi 


buyer of commercial furniture. 


WHAT I WOULD DO IF I WERE A 
MANUFACTURER OF OFFICE FURNITURE 


WwW would I do if I were a manufacturer of office 
furniture tiow would I enlist the good will and 


cooperation of dealers? These were the questions pre- 
sented to Mr. Chidsey and several others prominent in 
the ofhce furniture field Mr Chidsey’s replies, though 


brief, cover the ground with considerable thoroughness 
and demonstrat« office furni- 


a clear understanding of the 
ture business and a thoughtful attitude toward its problems. 

He says, “If I 
I would 
for a logical 


making it « 


were a manufacturer of office furniture, 
that different 
sake of being different, 


develop a line dares to be and 


and not for the 
mujor points. I would then 


reason, 
ympetitive in the 
services of field men competent to take care of 
well I 


I would either advertise well 


enlist the 


the dealer and the dealer's customers as would 
educate the dealer’s salesmen 
or rely on the dealer for all publicity, giving him coopera- 
Finally, I 
competitions,” 
that Mr 
require the consideration of 


sides of office furniture 


tion. would encourage good window displays 
through prize 
The first 


that would 


suggestion Chidsey has made is one 


men schooled in 


the practical as well as the artist 
f the 


issue will 


\ glance through the pages present 

reveal the fact that there is a great variety of types and 
styles of office furniture and that good furniture is by no 
means confined to suites, but today extends down into 
the commercial grades as well And by good furniture, 


we do not mean simple, substantial furniture. We mean 
that which has claims to artistic merit in form and decora- 
which are now in- 


To develop a line 


reatures 
desk. 


m the lines already on the market and 


tion and to those practical 


corporated inside the modern 
that is different f: 


still 


study, but if such a line could be 


competitive in the major points, requires no little 


produced, and we see 


no reason why it cannot be, it would be very likely to 
ucceed 

The problem of sending out field men competent to 
take car f the dealer and the dealer’s customers is also 


who have the 


a day Men 


and 


ne that cannot be solved in 


intelligence, the combativeness the go-getter spirit 


Being the Substance of Re- 

plies to a Couple of Ques- 

tions Propounded to the 

House of Bradley & Scoville, 

Inc., New Haven, | Conn.., 

Written by S. F. Chidsey of 
That House 


that makes good salesmen are not inhabiting the lower 


To get such men, however, it is worth while to do 
anything that is necessary A good office 
take a desk, a 


even a costumer, and can make it interesting 


le vels. 


within reason 


furniture salesman can chair or a filing 


cabinet, or 


because he has the faculty of being interesting himself. 


This faculty comes not by birth, but is a fusion of thorough 


information and enthusiasm, tempered by judgment to 


know when one has said enough. Such a man can not only 


sell to dealers, but he can sell to dealers’ customers and 


train dealers’ salesmen. 
The fourth suggestion made by Mr. Chidsey refers to 
publicity and we should think would require some con- 


siderations of requirements and circumstances before a 


choice could be made between the two alternatives. In 
any event, it should be the care of the manufacturer to 
see that the dealer is supplied with every practical means 
of publicity available. 

We might almost say 


Prize competitions are 


The final suggestion is obvious. 
that a good window pays the rent. 
one way of stimulating interest and perhaps are as good 
a way as any. We believe that the manufacturer should 
study the question of store windows even more than at 
present, although excellent work is now being done by 
several of the leading houses in cooperation with their 
\ window is a picture and it lends itself to almost 
different kinds of 


having materials and perspective for its medium. 


deals rs 


as many treatment as any other work 


INDUSTRY 


MR. FERRIS 
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Note.—A pioneer in posture seating tells why we 





and factory work—and in the welfare of the nation’s workers. 
Scientific seating promises to eclipse even the vast benefits that 


came with the widespread adoption of hygtenic office and factory 


onditions. The writer of the following article founded the 
Do/More Chair Company nine years ago and is responsible for 
the large amount of research and development work the com 
pany has done, as well as for the establishment of a suci 
nation-wide sales organization which is carrying the message of 
correct posture to every corner of the country. 


-* 
eSsTul 


if HAS been estimated that at 20c a day per employee, 
the cost of 


States is 


fatigue in the factories and offices of the 


United and one-half billion dollars a year. 


Even this gigantic estimate 


one 
is low. Actual experience dur- 


ing the past five years, in which real progress has been 
made in eliminating fatigue through proper seating, proves 
that it is not uncommon to save from 40c to $2.00 per day 
per employee through this means alone. 

seating is thoroughly 


Until the importance of proper 


understood, the industrial world will continue to stagger 


under its terrific burden of needless fatigue. It is true 
that much has been done during the past thirty years— 
particularly in the United States—to correct fatiguing 


effort has been 


work. 


largely to increase 


But until recently the 
output 


methods of 


rather than to-directly reduc« 


fatigue. Within the past four or five years there has been 


a decided shift in the approach to this problem. It has 


DO/MORE HEALTH CHAIRS BE- 
ING USED IN THE INFORMA- 
TION DEPARTMENT OF A 
TELEPHONE COMPANY.—The 
rotary index files in the picture are 
products of the Acme Card System 
Company, Chicago 


are on the 
threshold of one of the greatest advances ever made im office 
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THE NEXT GREAT STEP IN 


By W. S. Ferris, President, 
Do/More Chair Company, 
Elkhart, Indiana 


been thoroughly demonstrated that the greatest output is 
achieved when the methods of working are least fatiguing. 
So, in place of trying directly to achieve greater output per 
worker, the approach now is to reduce all possible fatigue 
in methods of working. Thus the output will take care of 
itself even better than when one tries directly to improve 
the output-factor alone. What is more, the quality of out- 
put is decidedly elevated. 

The element of fatigue is far more serious than most 
people imagine. Just because its dangers are slow-working, 
they are none the less deadly. One can understand the 
plight of a drowning man—because his danger is dramatic. 
With air cut off, he loses consciousness in just three min- 
a swift and spectacular phenomenon. Yet what of 


the worker who bends over his work in a chair unsuited 


utes 


to correct posture, and thus excludes one-seventh of his 
Like the drowning man, he does not get a 
Like the drowning man, he dams 
up an excess of carbon-dioxide in his system which “backs 
up” in his blood stream instead of being breathed out. He 


intake of air? 


proper supply of oxygen. 


suffers the same consequences that bring unconsciousness 
-only in a lesser degree. 
In time such abuse to the body has disastrous results, while 


and death to the drowning man 


the immediate effect is fatigue, loss of efficiency, decreased 
output, mistakes. 


are all inclined to think of fatigue 
only in connection with great displays of muscular activity. 
Coal heaving and ditch digging represent the general idea 
As a matter of fact, such occupa- 


Unfortunately, we 


of fatiguing occupations. 
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tions frequently are less fatiguing than many of the routine 


} 


office jobs with which we are all familiar. 


Take typewriting for exampl The typist who de 
presses her typewriter keys 75,000 times a day with an 
average force of 2 pounds per depression exerts a tremen- 
dous amount of effort—enough in fact to do 781 foot 
pounds of work per hour. Since the human body has an 
efficiency only of 20%, this means that her consumption 
of bodily energy is equivalent to 3,905 foot-pounds per hour 
vr 31,240 foot-pounds per day! 

Here is a direct and natural cause of fatigue which the 
human body constituted to withstand. But the body 
rebels when additional and unnatural fatigue is added to 
the original burdet For instance, under the conditions 
outlined above, the heart is called upon to pump from 8 to 
10 tons of b lin a day’s time Bear in mind that this 
enormous task is performed by an organ which weighs 
only about 8 ounces. Now when the blood vessels of the 
abdomen are pinched by improper posture, a terrific new 
pumping burden is thrown upon the heart—a burden which 
is as dangerous to the human system, and as costly to in- 
dustry, as it needless 

Do you w ler then that stenographers, bookkeepers 
and clerks slow up noticeably in the middle of the day 
that they are worn out at the end of the week—that 
their work 1 ibject to mistakes which we blindly accept 


and explain as a “factor of the human element.” Eminent 


leading industrialists tell us that the answer 


HIGHLIGHTS OF AN ARTICLE 
ON FILING METHODS 
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is fatigue 


] 
el 


and that much of the world’s fatigue can be 
iminated through proper seating. 


We have had our era of efficiency experts who have 


taught us how to eliminate waste motion; we have seen a 


great period of machine improvement which has resulted 


in increased production; we have been through a profitable 


f hygienics in industry which has given us sanitary 


Stak ¢ 


quarters, efficient lighting and proper ventilation. Now we 


are facing the next great step in industry—proper seating 


to eliminate needless fatigue. Factories and offices have 
spent hundreds of millions of dollars on such items as 
lighting and ventilation to good advantage. Hundreds of 


millions more will be spent in the next decade to reseat 


the executives and employees in these offices and factories. 
And the consequent benefits to industry and mankind will 
be even greater than those experienced with previous im- 
provements. 


Scientific seating is management's outstanding opportu- 


nity—scientific seating in chairs that are anatomically de- 
signed to promote healthful posture, that give support 
where support is needed, that eliminate pressure where 
pressure is harmful, that fit the individual through ad- 


justability, as shoes and clothing fit, and that are adjusted 


to each worker by an expert who is trained as a specialist 


in correct Such seating is not only management’s 


but its responsibility as well—both to its di- 
and to its 


seating 
opportunity 
rectors who look for new efficiency and profits, 


workers whose lives may be marred by impr: 


per posture. 


Review of Article Written for 
The GF News for March by 
William P. Hoy, Who Heads 
National Sales of The Gen- 
eral Fireproofing Company’ s 


MR. HOY 





Filing Supplies 


HE following suggestions to salesmen appeared as 
| jae of an article by Mr. Hoy in the latest issue of The 
GF News, published by 
of Youngst 


The General Fireproofing Company 


wn, Ohio. We venture the liberty of making 


some quotations trom this article for the benefit of office 
furniture salesmen 
“Why not make it a rule.” asked Mr. Hoy, “always to 


approach a filing equipment prospect from the standpoint 


of operation and application of the product? 


‘This is the proper and will bring real results 


approac! 


“Many filing equipment salesmen hesitate to make this 
kind of approa¢ h because they feel that the problems are 
too intricate or that they are not well enough informed 
regarding the prospect's problems. 

‘To quiet these fears, it is only necessary to know that 
no two businesses are exactly alike and therefore no two 
files are exactly alike. 

“The prospect will always say, ‘Our business is different,’ 
or if he doesn’t say it, he will agree that there is no other 
business like his, if the suggestion is mad 

“This is true because it is next to impossible for any 
two firms to do business in the same 


volume, in the same 


y, and with the same peopl 
“Why then, sh 


expected to 


territory, 
uld any salesman feel that he should be 
know all of the intricacies of the prospect’s 





filing problems? Would not such a demand be unreasonable? 
“Here is where salesmanship and ingenuity can succeed. 

The salesman should know the basic principles of filing and 

should learn to apply these rules to the prospect's needs. 
“What are the basic principles of filing? 

three basic methods of filing: Alpha- 


“There are only 


betical, by name—Geographical, by location—and Subject, 
by the subject matter of the record. 
“Numbers and codes are used in some instances, but 


these represent either the name, location, or subject, so are 
really not basic. 

“As the majority of records are filed alphabetically, it 
really should not be puzzling to determine the basic method 
to be used must be either of 
the other 


itself by the 


If it is not alphabetical, it 
the 
rd and meth 


two methods and correct one will present 


rd of reference. 
it is a simple 


nature of the rec 
“When the basic method is decided upon, 
matter to work on the details of the plan 
“An index of suitable size can be applied if the salesman 
will make a study of the records to determine the manner 
in which they are filed and the kind of reference. 
“Ordinary intelligence will guide him in determining how 


folders, cards or other types of records should be 


placed in a folder or behind a guide, and 


many 
with this as a 
(Turn to page 142, please) 
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The Advertisements 








grouped together in the follow- 
ing pages are integral parts of 
the Annual Office Furniture 
Section. They illustrate and de- 
seribe the many items that clas- 
sify as office furniture, acces- 
sories and supplies. Dealers 
will find it profitable to give 
consideration to these advertis- 
ing announcements. 








Manufacturers Represented 





All-Steel-Equip Company Ko-Rect Posture Chair Company 
Alma Desk Company Lackawanna Leather Company 
American Can Company The Leopold Company 


Lyon Metal Products, Inc. 

The Macey Company 

Manufacturers Equipment & Eng. Co. 
The Meilink Steel Safe Company 
Metal Office Furniture Company 
Milwaukee Chair Company 


Art Metal Construction Company 
Art Steel Company 

Aurora Metal Cabinet Company 
Automatic File & Index Company 
Bassick Company 


Bentson Mfg. Company Myrtle Desk Company 

Berger Mfg. Company National Vulcanized Fibre Co. 
Emery Blum, Inc. New Indiana Chair Company 
Cochran Metal Products Company Orpin Desk Company 

Cole Steel Equipment Company Oxford Filing Supply Company 
Collier-Keyworth Company Peerless Wire Goods Company 
Columbia Steel Equipment Company _ S. K, Pierce & Son Company 
Corry-Jamestown Mfg. Corp. Polar Mfg. Company 

Currier Mfg. Company Postindex Company 

Diebold Safe & Lock Company Press Products Company 
Do/More Chair Company Sainberg & Company 

Englewood Desk Company Sanymetal Products Company 
Evansville Desk Company Searles Electric Welding Works 
Filing Equipment Bureau M. Seglin 

Furnas Furniture Company Service Steel Products Corp. 

The General Fireproofing Company Sherman-Manson Mfg. Company 
The Globe-Wernicke Company The Sikes Company 

Guide System & Supply Company Silverglo Lamps, Inc. 

The W. H. Gunlocke Chair Company = Steel Equipment Corp. 

Gunn Furniture Company The Steel Fixture Mfg. Company 
High Point Bending & ChairCompany Steel Furniture Mfg. Company 
Hoosier Desk Company Sturgis Posture Chair Company 
Imperial Desk Company The Sun Rubber Company 
Imperial Methods Company Superior Office Specialty Company 
Imperial Steel Cabinet Company Tell City Desk Company 

Indiana Desk Company Terrell’s Equipment Company 
Invincible Metal Furniture Company Toledo Metal Furniture Company 
Jamestown Metal Desk Company The Wabash Cabinet Company 
Jasper Chair Company Wagemaker Company 

Jasper Desk Company ‘ Weis Mfg. Company 


Jasper Seating Company : Yawman and Erbe Mfg. Company 
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PEED —_— the new line of office desks. Speed is its name and speed is its 

achievement. Features _ telephone drawer, (optional) in-and-out drawer 
letter trays. Special roller suspension file drawer. Linoleum or wood tops (optional). 
Modern and eflective drawer arrangement and equipment. Bakelite chair guards 
set in legs prevent splintering. All i 


Oe 


corners conveniently curved. Rounded fer- 
ruled legs protect against careless mopping and obviate shoe scufling. Complete 
~ ~~ 


line — seven desks, five tables, nine chairs, and accessories. Meets present crying 
need for organized office. In fact, it is a “Speed Desk” to speed your sales. 
Send for il ustrated booklet. 
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A FURNACE TESTED CHEST 


FOR HOME 2d OFFICE USE 





Here is the new Meilink Fire-proof Chest 
—Built just like we build big safes—An all 
welded inner and outer steel shell and 
solidly insulated with Thermo-Cel. It 
looks like real money—Strong and rigid 
in every detail— Retails for only $10.00 with 
a good margin of profit in it for you. 


Every business and professional man who 
passes your door—in fact, every substantial 


Inside 13” long, 91" 
wide, 33%," deep. 
Weight 35 Ibs. 


' 00 


RETAIL PRICE 


householder in your community is NOW 
for the first time in the history of your 
business or ours, a definite, logical prospect 
for a Meilink Fire-proof Chest. 


The great convenience it affords users 
makes them want it. Its low price does 
not require even a second thought. Size 
91,” wide, 13” long, 334” deep. Weight 35 
Ibs. 


FIRE-PROOF CERTIFICATION 


This chest is guaranteed by the manufacturer 
to be identical in construction and insulation 
with a chest tested for one-half hour in a 
furnace, reaching a temperature of 1420° 
Fahr. with inside temperature of chest reach- 
ing 298° Fahr. 


Get the Details 


Drop us a line and get the full details. To 
appreciate this chest you must see it. Order 
a sample for examination and display. It is 
a splendid item for rapid turnover. 


THE MEILINK STEEL SAFE COMPANY 


TOLEDO, OHIO 
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©COohe Saxony 


a new Tell City Desk—all 


that anyone could desire 
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The Saxony. Announced last month for the first 


time, it re-creates the honest standards of oid. 


Here in The Saxony is a desk (part of a seven-piece 
suite) that is all anyone could desire. There is a 
pleasing combination of luxuriousness with sound 
construction, and at a price that in itself is a revela- 
tion. This suite makes it possible now for anyone 
to enjoy the distinction formerly limited to a very 


few, the over wealthy. 


And there is nothing mysterious about such goodness. 
The factory is ideally located with respect to supplies, 
shipping facilities, and labor—all important factors 


in computing manufacturing costs. 


Dealers who believe that the solution to their quest 
for extra business lies in better values will keenly 
appreciate the opportunity now offered in the Tell 
City line of matched suites and commercial grades. 
May we send full details of this new suite—The 


Saxony? 


TELL CITY DESK COMPANY 
TELL CITY INDIANA 
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—making friends of customers 











BERLOY 
nt ' eet 
Better Built 


LOCKERS 


‘Hold’ Young America 











First a yank—then a slam! 


+ You know how it is . . . always in a hurry 
when they get to their lockers ... no matter 


whether going or coming. 
BERLOY Lockers have been used for years 
nationwide. Among the thousands of Life is short—and usefulness shorter —for 


installations are: lockers, unless built to stand the racket. 
That’s just why BERLOY Lockers give 
superior service. The entire construction is 
of great strength and rigidity equal to the 
hard use lockers are bound to receive... 
and equal to it with comparative quiet. 


Benjamin Franklin Junior-Senior High 
School, Rochester, N. Y. 


Von Steuben High School, Chicago, Ill. 
Madison School, Pittsburgh, Penna. 
Harry Burns School, Detroit, Mich. 


Pulaski Heights Junior High School, We shall be glad to cooperate with you. 
Senior High School and West Side 
Junior High School, Little Rock, Ark. THE BERGER MANUFACTURING CO. 


Division of 
Republic Steel Corporation 
CANTON, OHIO 


Senior High School, Uniontown, Penna. 
Eastern Junior High School, Lynn, Mass. 
Euclid Shore High School, Cleveland, O. 


Sweetwater Union High School, 
National City, Calif. 
i) 


Phyllis- Wheatley School, Houston, Tex. 


Branches and Dealers in Principal Cities 


Beaumont High School, Beaumont, Tex. Steel Storage Cabinets Steel Shelving thot con- Steel Book Shelf Units 
that save supplies  servesspaceand materials that give greater capacity 
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Steelcase Double Pedestal Flat 
Top Desk of sufficient size 
for the executive. 


—_—— 
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Steelcase Double Pedestal 
Drop Head Typewriter Desk 
for the secretary. 


Steelcase Single Pedestal Flat 
Top Desk for salesmen and 


clerks. 


Steelcase Single Pedestal Drop 
Head Typewriter Desk for 
the stenographer. 
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BUILDING A RETAIL 
DESK BUSINESS 


Of all office equipment in use, the most conspicuous is a desk. It is the work- 


ing tool of business. Its appearance, its sturdiness, and its efficiency mean 
everything in building a retail desk business. 

Steelcase Desks are permanently beautiful in appearance and permanently 
perfect in operating qualities. That's why the franchise to sell Steelcase Desks 
always builds permanent goodwill for a live dealer. 

The constantly increasing demand has resulted in improved production 
methods, standardized parts, and lower costs. As a result Steelcase Desks are 
being sold at prices any user of office equipment can afford to pay. Why not 


learn what there is in the Steelcase line of desks and other office furniture for 


METAL OFFICE FURNITURE COMPANY 
GRAND RAPIDS MICHIGAN 











FOUND WHERE BUSINESS SUCCEEDS 
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SOMETHING YOU 
WANT FROMCTE BPEL 


The new Adjustable Steel Shelving Catalog shown here in reduced size has the 
right to a definite and prominent place in your active file. With words, photo- 
graphs and drawings it tells a graphic story of the simplicity, adjustability, 
strength, appearance and finish of Terrell Steel Shelving and why this line is 
worth your immediate attention. It’s not just “another catalog” but a real con- 
tribution to the industry—a mine of business building facts for retail dealers. 
Ask for your copy today. 

Terrell’s is a good, broad line of steel storage equipment—a line that meets 
the requirements of modern day business—a line that brings customers back 
for more—a line that carries a real profit-margin for you. The Terrell line 
today contains more items, more sizes and more opportunities for new busi- 


ness than ever before. Will you write that letter for the new book now? 


TERRELL’S EQUIPMENT COMPANY 


GRAND RAPIDS (Division of Metal Office Furniture Co. MICHIGAN 
34-44 Hubert St., New York 115 Purchase St., Boston 923 E. 3rd St., Los Angeles 






IT’S PACKED WITH REAL SALES- 
BUILDING IDEAS FOR YOU! 
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CABINETS BUILT for Service, Efficiency and Durability 


Filing and Stevage 
Cabinets for 
Every Purpose. 


A Complete 


Range in 


Style and Price. 








The Complete “Aurora” Line 


Meets Your Customer’s Need and Price 


The range of styles in Aurora Filing and Storage cabinets offer 
dealers the finest opportunity for real value. You can quickly ap- 
preciate the ease and facility of dealing with one factory giving this 
unusual service. Files and Storage cabinets which will more than 
adequately meet individualized needs with a mutually satisfactory 


price range. 


An added feature with us is that we are equipped to manufacture 
special cabinets, built to your exact specifications at a low cost. 
Let us estimate your next special job. 


Absolute Dealer Sales Protection 


Our strict dealer policy protects your sales in all cases. We also 
supply dealer helps, layouts and circulars for mailing—and are at 
your service with advertising suggestions and ideas. 


Send for Our C-31 Catalog and Price List 


AURORA METAL CABINET COMPANY 


435 Woodlawn Avenue 
AURORA, ILLINOIS 





S 4) 
AURORAILL USA 
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Alonzo Gerbers, head assem- 
bler of cabinet department. 39 
years with the company. Has 
worked for three generations 
of the GUNN family. *Al- 
ways treated me right 
can't complain about my 
treatment, ever 








"HERE'S a real reason for the superb quality and long service of GUNN Desks. The tlustration 

shows a portion of the beautiful suburbs, close by, where many “GUNN Minutemen” live. In 

fact, tt ts nothing unusual for them to take lunch at home. Here in their comfortable houses, located in 

the pure ozone of the country uplands, live generation after generation of industrious, thrifty GUNN 

workmen. Each craftsman takes a ltfelong interest and pride in his workmanship. Good merchandise 
and right prices cannot help being the result 





enerations of Contented Craftsmen -= 2 


years have been spent at 


‘GUNNS, where he ts 
foreman of the finishing de- 
partment « and in love with his 
work “If not me—then 
somebody else—I have never 

missed a day.” 


ROM father to son and to grandson, with the company, remarked proudly 
the business of making fine desks the other day: “I have worked for 
has descended in the GUNN three generations of GUNNS.” Then 


he added confidentially, with a de- 
lighted twinkle in his eye, “A few 
years ago Mr. Gunn saw me one 
day and said, ‘Lon, do you remember 


family. With it have passed 
down those fine, old attachments 
of friendship and comradeship 





which have bound employer and how you used -00 weave springs for 

employee so closely together me?’ ‘Never thought you noticed 

throughout the years. me,’ I answered. ‘Oh, yes, Lon, you Ae el a 
: . better believe | noticed you—I always foreman of the desk trimming 
[ nder the third generation of keep track of you all!’ ” ; <c7hed for’ one af the elec? 

GUNNS, ever newer and more : aay. Se GUNN traditions 

up-to-date methods are being No wonder that from father to son, Soned on from tan 60 an. 

used, all in perfect accord with the and sometimes to grandson, among 

traditions of the organization. “GUNN Minutemen” as well, tradi- 


' ; har tions of loyalty, of faithfulness and 
Understanding this almost family ae ae 
teeahh thn Genk” Win Gia on of skill are passed on. In fact, 
es ae c S, ( e CE é - ~TTATAT . 
i I — GUNN Desks are being made better 


preciates the reasons for the ex- tx ficientl h 
; : ‘ ore cfc > as the years 
tremely long terms of service of ae ere Cy 6S ee ee 


“GUNN Minutemen.” by, because into them is being in- 
creasingly built generations of loyal, 
Alonzo Gerbers, who has been 39 years contented craftsmanship. 





Wiliam Kemp, engineer 


GUNN FURNITURE COMPANY ra Myatt cae 
GRAND RAPID $ MICHIGAN US A he told us, “They've never 


wanted yo re since J's 
Permanent display—Waters-Klingman Building, Grand Rapids, Mich. , 


ESTABLISHED 1879 “x “STRAIGHT GHT SHOOTING” FOR FIFTY TWO YEARS 


UNN)//mj/aSERVICE 











You DON'T GET DONE WHEN You T'S ae Wa 
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THE PRESIDENT DESK PAD 


BY POLAR 


MASCULINE UNEQUALED 
IN y IN 
CHARACTER #iee BEAUTY 





No. 900 Oak Leaf and Acorn Design. . . $9 00 


THE PRESIDENT DESK PAD IS JUST ONE OUT OF A HUNDRED 
ITEMS ILLUSTRATED IN 


Our New Pocket Size 
Salesman’s Catalogue 


JUST OFF THE PRESS 
WRITE US FOR AS MANY COPIES AS YOU WILL REQUIRE — 
ONE FOR EACH OF YOUR SALES FORCE 


POLAR MANUFACTURING CO. 


401 NO. BROAD ST. PHILADELPHIA, PA. 
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Milwaukee 902 Line Chairs in the Executive Office of Mr. C. F. Chauvin, President, and Mr. 
J. C. Osborn, Secretary and Treasurer, Hale Desk Company, Hale Building, ‘New York ce. 


A Matter of “Personal Taste” 


A chair is a matter of “personal taste’’ to be fitted into that type of office with which your 
customer has decided to surround himself. 


At best, most customers have only a general idea of what they want—or what they should 
have. What they buy is largely in your hands. 


When you get acquainted with your customers ideas and know his attitude toward his 
private or general office, then you can assume your rightful position as a chair authority. 
He will view your recommendations as a service—not as a mere matter of selling. 


Every Milwaukee Chair is the result of experience and study. The Milwaukee Chair Line 
is designed to cover so broad a range of ‘personal taste’ that you can select designs from it 
which will give your customer a lasting appreciation of appearance and comfort. 


The New Milwaukee Chair Catalog is an excellent guide for 
you to follow. It illustrates many room scenes in natural colors. 
It gives you every opportunity to sell and service. 


























THE MILWAUKEE CHAIR COMPANY kg 


For Over Half a Century Makers of Fine Chairs 






Executive Offices and Factory 


MILWAUKEE, WISCONSIN % 


Member: Wood Office Furniture Associates, Inc., whose work it is to promote better offices through the use of wood. Rs OF Rex 
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tink Yourself 
to this chain 


The service is measured 


im years 


Desks are not purchased just for a day but, usually, for 
many years. ‘Their service is measured in years. It is 
reasonable, then, that your customers should consider 
carefully—that they should do some shopping before buy- 
ing. And, if you have confidence in your line, you should 


welcome such comparison. 


In producing the Edco line, we have emphasized through- 
out the organization that Edco desks have a mission to 
fill. Drawers must operate freely even under peak loads. 
The surface must be smooth, hard and resist marring. 
They must be strong enough to withstand strains no desk 
should ever encounter, because we recognize that in many 
offices the unusual does happen. Of course, they must be 


‘good looking.” 


The line has ably fulfilled every expectation, and dealers 
are happy in the privilege of representing it. Perhaps you, 


too, might find it worth while to inquire. 


FYANS VILLE DESK COMPANY 
EVANSVELIE .24.2£42aeacs d&B dB dO INDIANA 








More Beautiful. Less Costly. 


‘ x a eeny ee 
Greater Capacity Than “‘Visibles 


Weis Sectional Card Cabinets 
are your best answer to today’s 
demand for economy in Card 
Index Equipment. They not only 
provide the beauty and warmth 
that can be obtained only in 
wood, but provide five times the 
card capacity of so called ‘‘sys- 
tems’’ at about one-fifth the cost. 


The expansion feature is also a 
most effective selling point, espe- 
cially with some merchants and 
manufacturers. Such buyers ap- 
preciate the fact that Sectional 
Cabinets enable them to install 
an efficient Card Indexing Method 
with a very small investment, and 
buy more equipment when needed. 


Weis Sectional Card Cabinets 





Sle 
Sectional Card Cabinets 
Have No Capacity Limit 


Users may begin with 2800-card 2-drawer cabinets and expand their equipment 
indefinitely—a point it will pay you to stress in view of present buying tendencies 


Where, a few years ago, hundreds of dollars no sacrifice whatever of efficiency, conven- 
might have been spent for an elaborate card ience, durability or beauty. 

index ‘“‘system’’ with searcely a thought on 
the buyer’s part, the tendency today is to 
economize—to buy equipment that provides 
convenience in filing and finding, and ample 
card capacity at a reasonable price. 


The buyer may start with a 2-drawer cabi- 
net (about 2800 card capacity) and add 
sections as his card indexing requirements 
increase. Such a section is listed at only $7 
in the 3"x5" size. Compare the cost with 
‘visible’’ you may know about. 


Alert dealers are therefore promoting the that of any 
sale of Weis Sectional Card Cabinets. They 
find that these cabinets more than fulfill 
today’s buying requirements. 


And these spacious, low-cost cabinets have 
other advantages. No expert operator is re- 
quired to operate them quickly and accurately. 
Weis Sectional Card Cabinets actually pro- They are made of wood, the most beautiful 
vide five times the card capacity of so-called of materials, and may be had in a finish to 
“visibles’’ at match other office equipment exactly. And 
about one-fifth they are easy to take down or assemble. See 
the cost—with catalog 31—just out—for furthur information. 


Top Sections 


The two-drawer top sections are complete 
units in themselves and may be used in- 
dependently of the bottom sections. Each 
drawer holds about 1400 cards. Drawers 
are fitted with adjustable steel follow- 
blocks. 


Bottom Sections 


When a two-drawer top section will no 
longer meet the indexing needs, add as 
many 2-drawer bottom sections as _ re- 
quired. The top sections fit snugly over 
the bottom sections. 


Leg Bases 


Through the use of leg bases, the equip- 
ment may be elevated to provide greatest 
accessibility to the drawers and to permit 
easy cleaning, under the stack. Sections 
may be had in oak, mahogany and wal- 
nut finishes for 3x5, 4x6, 5x8, 8x5 and 
6x9 cards. 





Sle 


Card Cabinets and Trays 
Are Always Ready Sellers 


America’s most popular equipment for close-at-hand indexing of memos, follow-ups, 
quotations, purchase records, and other personal data. Sales opportunity for you. 


Card Cabinets and Card Trays are always 
in demand. It pays to keep a liberal stock 
on hand and to remind customers frequently 
that you can supply them with this helpful 
equipment. 


Weis Single Drawer Cabinets are made for 
3x5, 4x6, 5x8, 8x5, 6x9 record cards, and for 
invoice and letter size papers. 


The drawers hold approximately 1400 cards 
or 3000 papers. All drawers are fitted with 
self-positioning steel follow-blocks and brass 
finished label holders and pulls. Special 
drawer construction prevents the drawers 
from pulling out of the cabinet accidentally, 
although they are easily removed by tilting 
upward. The bases have rubber feet which 
prevent marring of polished surfaces. 


If you failed to receive 
copies of Weis Catalog 
No. 31 and new Price 


List, write us today. 


Weis Card Trays scarcely need introduction 
to any aggressive retail dealer. For a quar- 
ter of a century their quality constructions, 
attractive finish and moderate prices have 
made them a favorite with dealers everywhere. 


They are equally popular with consumers, 
forming the most widely used item of equip- 
ment in the country for indexing of personal 
information, not only in offices, but in schools, 
libraries and homes. 


On the next page we show an excellent 
window display for promoting the sale of 
single drawer cabinets and trays, as well as 
sectional equipment, which will help you 
develop business on these much-needed Weis 
Products. 


Weis sells through the 
legitimate independent 
retail dealer only. No 


factory branches. 

















Cash in on the Present 


Demand for 
Card Index 


You're bucking the laws of eco- 
nomics if you are devoting a lot of 
time and money to the promotion of 
the sale of high-priced card indexing 
‘specialties’. Buyers are looking for 
equipment that lacks the frills and 
fancies that are costly. They want 
the practical and economical. 


Cash in on this demand for sensible. 
low-cost equipment. This window 


Keonomiceal 
Kquipment 


display material will help you develop 
prospects who will listen eagerly to 
the many, many logical sales points 
you can tell them about Weis Sec- 
tional Card Cabinets, Single Drawer 
Card Cabinets and Card Trays. 


Order your material today and _ put 
a window or two at work. Also 
order free newspaper cuts and envelope 
enclosures. 


The Sf (as Manufacturing Company 


162 Union Street 


New York: A. H. Denny, Inc. 


356 Broadway 


Monroe. Michigan 


Chicago:—Associated Stationers Supply Co. 
Quincy and Jefferson Sts. 
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BANKS...CHURCHES...CLUBS...HOMES 
PUBLIC INSTITUTIONS... HOSPITALS 
HOTELS ...SCHOOLS ¥¢ OFFICES ...FACTORIES 


PRINT SHOPS wr RETAIL STORES 





DESK-HI 


The Cabinet Everybody Needs 


The market for Lyon Desk-hi Cabinets is limited only by the number of 
offices in your territory. Wherever men work at desks, wherever there are 
stenographers, the Desk-hi fills a need. It stands flush with any standard 
flat-top desk, providing additional desk space for the busy executive; addi- 
tional storage space for papers and stenographic supplies. 

Like all Lyon Cabinets, the Desk-hi has many exclusive construction 
features—rigid arc-welded construction, reinforced doors, ‘‘fool-proof”’ 
locking device, durable finishes—improvements that need only to be dem- 


onstrated to clinch the sale. 


LYON METAL PRODUCTS, INCORPORATED 
AURORA, ILLINOIS 














STEEL CABINETS 


U- DOR : WON-DOR : ce Ova PraBee Rs . LI- FLAT 
STEEL TABLES WASTE BASKETS SHELVING 












T 
DES K-HI 
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INDIANA DESKS 


fitting for your display and most 
practicable for your trade 


While there are show rooms and windows easily adapted to the design 
and dimensions of any merchandise to be exhibited, some dealers 
find it advisable to liken their displays to the requirement and space 
in most common use by their trade. In displaying office desks, there 
is a marked advantage in the great extent of the Indiana line; you can 
accurately select and fittingly display sizes and types most in demand. 
These good desks being produced in a modern plant and in accordance 
with most up to date methods, there is a unique combination of good 
quality and moderate cost in favor of the Indiana Desk Dealer. Catalog 


with terms and full information awaits your request. 





INDIANA DESK COMPANY 
JASPER, INDIANA 





POOL CARS: Let us further reduce your cost by combining your order 
with a shipment of New Indiana Chairs. You benefit in freight, turnover 


and arriving condition. 
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THE NEW INDIANA LINE 


for the need of the new day 


The New Indiana Chair line, featuring modern designs 
including an improved Bank of England type, meets 
present day needs; a quality line at a moderate price. 
We set out to make the line one that any dealer could 
look to as a solution to his chair requirements. Models 
were made up to a quality, then produced in a factory con- 


structed for volume—hence the favorable price. 
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The New Indiana Chair line answers definitely nearly every 
demand of stationers and office furniture dealers. You can 
hitch to it with assurance of complete satisfaction for your 
customers—a program of progress and bettered earnings. 
Learn about New Indiana methods and multiple quality 


production. Examine our catalog. 


NEW INDIANA CHAIR CO. 
JASPER, INDIANA 


POOL CARS: Here are two lines of furniture that go hand in glove; each 


helps sell the other. Why not pool your shipments and reduce your costs. 


Glad to quote you. 
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™ oveutor DRADFORD 


AN EXCLUSIVE NEW IMPERIAL SUITE 
IN THE AMERICAN COLONIAL MANNER 


A' THENTIC design, dignified beauty, expert craftsmanship—Imperial has successfully combined all these 
+ factors to produce the outstanding matched office suite in the medium-priced field. . . . Of genuine 
Walnut throughout, with antique-finished brass fittings, the Governor Bradford suite hélds true to Im ' 
perial’s tradition for selected materials, superb styling and fine workmanship. . . . This new Imperial crea ' 
tion is designed to reflect the rich character of the most handsome executive offices, yet its moderate price 
will appeal to the budget-minded young business man who wants beauty without a price penalty 
Rugged, strong, exquisitely finished inside and out—the Governor Bradford suite ushers in a new era of 
profit possibilities for those alert dealers who are aligned with Imperial’s modern merchandising program. 

Ask for details of this fine new suite, and of Imperial’s plan to bring you more business. .. . 
Write today 





IMPERIAL Desk ComMPpaANy 


Evauville, Indiana 
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CONVENIENCE 
FILING AND FINDING 


Ww 


SUPERIOR ~ i 


CONSTRUCTION \yiah A/a 
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AUTOMATIC 
EXPANDING FILES 






ILL the Automatic drawer fu//—put your hands on the folder 
you want—open it—the front of the drawer tilts forward, the 
compressor backward, adding 9 inches of working space. You do 
not waste 5 inches in each drawer for working space as in other files, 
This wide space enables you to file and find quickly and accur- 
ately, without forcing and jamming letters into the folders. 
A touch of the hand closes the Automatic drawer — the front 
and compressor automatically resume vertical positions — com- 
pressing the contents without adjusting the compressor, keeping 
them under constant compression. The guides and folders are 
held vertically with every index uniformly visible. 
Thus the 9 inch working space, the visibility of the contents, the 
elimination of manipulating the compressor, and of the waste 
working space required in other files—speed up filing and finding 
operations 50‘ :—save 20'¢ to 30°¢ in floor space and give to Auto- 
matic files the lowest cost per filing inch. 
A UILOMATLIC Acomplete line in two depths—24'" 
and 28’, with every practical drawer ‘ ‘ 
combination — superior in construc- ,ayrOQMATIC FILE AND INDEX COMPANY 
tion, workmanship and finish. 427 West Randolph Street CHICAGO, ILLINOIS 
Send for descriptive literature and 
ME'D AT GREEN BAY WISCONSIN USA our agency plan. 


DOUBLE DECKS AUTOMATIC 
FILES 


National Broad- 
casting Com- 
pany, to save 
space, time and 
have ready ac- 
cess to its music 
library, double 
decked its Auto- 
matic 4-drawer 
files. 








EXPANSION asd COMPRESSION 
, ; 














NEW YORK: 
545 FIFTH AVE. 


CHICAGO: 
610 SO. MICHIGAN AVE. 
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OFFICES OF 
TOMORROW 


\\ VE EY 


e ompany. 


GRAND RAPIDS, MICHIGAN 


WHERE NOT EXCLUSIVELY 
REPRESENTED WE ARE 
INTERESTED IN RESPONSI. 
BLE CONNECTIONS. 
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We think this can be called 


“large 





order... 


e The Diebold Cashgard, Kroger installa- 

tion, in (1) closed position (2) open 
position, and (3) cross section. This type 
can be used either vertically or horizson- 
tally, as pictured, 


The Kroger Grocery and Baking Company 
have protected their employees and cus- 
tomers from the dangers of daylight hold- 
up attack by installing a system of removed 
control over their daily cash _ receipts. 
Brinks Express Company’s armored cars 
pick up daily receipts from Diebold Cash- 
ards in over 5,000 Kroger stores. 


gi 

This was by far the largest single order 
ever placed for combined hold-up and bur- 
glary protection. It reflects the safety, de- 
pendability and convenience of the Diebold 
Cashgard for independent merchants and 
chain stores alike. It is typical of the sales 
possibilities of the Diebold system of cash 
protection. 

The principle of hold-up protection afforded by 
Diebold Cashgards is removed control over daily 
cash receipts. Beyond the control of the store 
manager, they are beyond the bandits’ reach. With 
the temptation of exposed money removed, the 
probability of hold-up attack on Kroger stores is 
reduced to the minimum. The result is safety for 
both employees and customers. 

Diebold protection has pioneered the way for the 
system of handling cash that defeats both the 
modern bandit and the burglar. Diebold Cashgards 
patents pending) fit any system of cash handling, 
whether a cash collection agent or a company 
representative makes bank deposits. The principle 
of removed control over cash is maintained whether 
one or more persons have access to the cash, either 
jointly or individually. Night burglary protection 
for both change fund and accumulating deposits 
is also provided by Diebold Cashgards. 

There are local chains, independent merchants, 
filling station operators, and many others in your 
territory who are natural prospects for this type of 
protection. The Diebold line is a profitable one. 
For complete information, write: 


Diebold 


SAFE AND LOCK COMPANY ... CANTON, OHIO 





OVER SEVENTY YEARS OF BANK SERVICE 
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She Famed 





























FRANCHISE 


HERE are many definite rea- 
sons why the “ Yand E” Fran- 
chise is so eagerly sought after 
wherever oflice equipment is sold. 

The broad line of products bear- 
ing the “Y and E” label is most 
complete. Quality is of the highest, 
for only the finest of materials, 
design and workmanship enter into 
“Yand E” Office Equipment and 
Supplies. 

A powerful campaign of national 
publicity, greater this year than 
ever, brings our name forcibly to 
the buyi ing public each month, add- 
ing good will toward all products 
bearing the ““Y and E”’ label and 
backed by the slogan ‘‘Foremost for 
More Than Fifty Years.” 

“Y and E” furnishes cooperative 
selling helps to its Agents and Deal- 
ers through specialized depart- 
ments. In our System Department 
alone there is on file more than half 
a million forms that are in practical 
everyday use, a great fund of infor- 





mation and help. Our Mechanical 
Posting Division, our Bank Depart- 
ment, our Visible Index Division, 
and our many other departments 
are at the service of the dealer to help 
him sell more merchandise. Fur- 
thermore, our engineering depart- 
ment is prepared to lay out plans for 
offices and to render to the customer 
a free service in arranging his office. 

The “Y and E” Field Force is 
composed of thoroughly experi- 
enced men, trained and educated to 
help ‘‘Y and E” agents and dealers 
in store arrangement, window dis- 
plays and local advertising. These 
experts conduct sales meetings and 
help agents’ salesmen with difficult 
prospects. 

Positive proot of the value of the 
“Y and E” Franchise is found in the 
fact that more than 50% of our 
agents have had our line for fifteen 


yearsormore. Some have been hand- 


ling our line continuously for from 
35 to 40 vears! Write for details. 


YAWMAN «0 FRBE MFG.©. 


655 JAY STREET 


Export Department: 368 Bro iif ay, N 


Steel Desks . . . 
Visible Index Equipment... . 


Steel and Wood Filing Cabinets . . . 
Systems and Supplies .... 


“FOREMOST FOR #925 FIFTY YEARS” 





_ ROCHESTER, NEW YORK 
» York, N. Y., U.S. A. 


Steel Shelving . .. Safes . . . Office 
Bank and Library Equipment 
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STEEL (ficiency DESKS 


The famed “Yand E”’ Efficiency 
Desk has for years set the standard 
of excellence in wood desks. 

Now “Y and E”’ presents the 
Efficiency Desk in Steel-——a worthy 
successor to the world famous 
wood line. Here you find the same 
time and labor saving efficiency- 
plus all the advantages of steel. 
Here you find the same wide 
sales possibilities—and more, too, 
for utmost care in designing has 
provided so many outstanding 
features,each, with a definite sales 
appeal to the consumer. 


From the glare-proof stain-proof 


top to the last detail of the bronze 





YAWMAN 4»? FRBE MrFc.@. 


eg ores NEW YORK 
Export Depariment: 368 Saenieini New York, N.Y., U.S. A. 


655 JAY STREET 


Steel and Wood Filing Cabinets. . . 
Systems and Supplies. . 


“FOREMOST FOR “225 FIFTY YEARS” 





Steel Shelving . . . Safes . . . Office 
Bank and Library Equipment 


Steel Desks . . . 
.Visible Index Equipment. . . 


leg caps, these rugged desks are 
built for efficiency. There is space 
for unusually large quantities of 
data, supplies and materials. Card 
records, important papers, work- 
ing tools are all instantly available. 
There is no lost motion. 

Approved by an internationally 
known testing laboratory after the 
most severe tests ever given any 
desk, ““Y and E”’ Steel Efficiency 
Desks possess a structural excel- 
lence that gives your customer 
lower depreciation, longer life and 
lasting attractiveness. 

Write for details on a few terri- 
tories now available. 


During 1931 “Y and E”’ 
Advertising will be read 
each month by more than 
3% million people, the 
largest moi ever to 
read “Y and E”’ National 
Publicity. This great ex- 
senditunsbubean””" aaa E” 
more strongly to the pub- 
lic mind than ever, and 
builds sales for wide- 
awake dealers. 

During 1931 “Y and E” 
Advertising will appear in: 

Saturday Evening Post 

Nation’s Business 

System 

Business Week 

Fortune 

Burroughs Clearing 

House 








Yawman and Erbe Mfg. Co. 
655 Jay St., Rochester, N. Y 
Please send me complete details on the 


“Y¥ and E” Dealer Franchise 
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Aristocrat 









WORTHY OF ITS NAME. Mount Vernon in two-tone walnut 

is a graceful desk, its slender, pleasantly turned legs suggesting 

a decorative setting. But its drawers are as roomy and convenient 
as the straightforward olive green Art Metal desks. 


<P AEM ES, 


oo Rp Mian + 






a 






Ae Rs 











THE ART METAL LINE + FIRE SAFES + STORAGE CABINETS + DESKS + SHELVING + PLAN FILES 





| 
| 








—————————— 
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DE SKS ara 
democratic PRICE! 


FOR THE KEEN YOUNG EXECUTIVE—The New Yorker model. ESKS fine enough for the president. 
The man who slashes away convention, who reduces design to its funda- 


mental simplicities, will find it equally easy to slash away red tape with Yet priced for the general office! 


ith gt arranged, roomy Art Metal desk beneath this interesting Already these three Art Metal desks— 
modern dress. » 


* William Penn, Mount Vernon, and New Yorker 


WILLIAM PENN MODEL in walnut or mahogany finish is more |—have stimulated a new buying interest in 


than handsome. Behind the dignified design is the enduring, fire-resisting better office furniture. 


protection of rigid Art Metal. oan ° ° 
They come in four styles... single or 


id double pedestal flat top, typewriter desk, 

i ° 

ee paneled-end table... all with pleasantly 
bi amt : rounded tops and legs, turned or fluted foot- 
pee By ings, interesting mouldings. 


And they are as practical as they are 
handsome. Some of the special features: 
improved desk drawer slide, space for light 
and telephone wires, convenience tray, and 
paracentric key lock in center drawer. 

Art Metal Agents are offered a complete 
sales campaign on these desks including 
window displays, mailing pieces and a strik- 
ing new desk booklet in colors. If your terri- 
tory is open, we'll gladly send you franchise 
details. Write us today! Art Metal Con- 
struction Company, Jamestown, New York. 


Art Metal 


JAMESTOWN ~~ NEW YORK 








HORIZONTAL SECTIONAL FILES - UPRIGHT UNIT FILES - COUNTER HEIGHT FILES - POSTINDEX VISIBLE FILES 
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Lille stories 


W 


No.3 A $4500-A-YEAR SAVING is 










Drawer Cabinet 
POSTINDEX VISIBLE FILES 






VINGS 
USTINDEX 


worth while. Especially on an original 
investment of only $8200. By transfer- 
ring all their “in stock” records to 
Postindex Visible Files, a large Eastern 
railroad recently made that actual sav- 
ing—and more. 

Stockroom inventories were slashed 
in half. Three men were released from 
the stockkeeping force. The reduced 
force found time to reclaim journal box 
packing and do other odd jobs. Floor 
space was saved. Eight years’ records 
can now be seen at a glance. Purchas- 
ing requisitions don’t have to be 
checked through a master book. It’s a 
matter of seconds to track any of hun- 
dreds of items in stock. 

There’s something for the ‘doubting 
Thomases” on your prospect list. Facts 
and figures to prove it on file! 


THE DEALER STORY on 
Postindex is well worth 
looking into if you’re open 
for a new line. Write us... 
we'll see that you get it 
promptly. 





Sostindex 
tsthle files 


“4 SIDES TO WRITE ON” 


A Division of Art Metal Construction Company, Jamestown, N. Y 


MAKERS OF THE COMPLETE LINE 
OF STEEL OFFICE EQUIPMENT 


aS a a — 








OFFICE APPLIANCES 
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rHE SAME 
A > 7 4 a 4 
p - ’ 
DEPENDABLE 
A Aaa A 4 


U = 


--. at new 
low prices 





UHL Steel Office Equipment offers exclusive 
adyantages in convenient arrangement, ad- 
justability and comfort together with lifetime 
durability. The stenographic department, gen- 
eral office, file room, etc., afford various op- 
portunities for the sale of UHL furniture. 


The UHL 7070 Typewriter Cabinet offers posi- 
tive advantages in neat appearance, handy 
location of supplies, ample working surface and 
material economy of floor space. Thru im- 
proved methods of construction, the labor cost 
has been considerably reduced and a new low 
list price made possible. 


The UHL direct mail campaign to 25000 of 
the nation’s largest industrials is making itself 
evident in almost every business center. Lose 
no time in arranging for your share of this 
growing business. Write for full information. 


THE TOLEDO 
METAL FURNITURE 
COMPANY 


1480 Hastings St. 
TOLEDO, OHIO 
U. S. A. 





The Uhl 8500 ‘‘Postur-Chair’’ 

scientifically designed for rest- 
ful and comfortable support— 
eliminates premature fatigue. 
Lowest priced office and clerical 
No. 8500 “Postur-Chair”’ chair on the market. 
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GUIDES 


FOLDERS 
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Make this 
Test 


NOW we can sell Low-Priced 
When a Goldkraft 


Nias Folders with a clear conscience 
Folder is rolled up 


then totstad nie" C5 OLDKRAFT meets the demand for a good, 
gt ER long-lived Folder at an amazingly low 
—4 3- price. By adapting an old material— Northern 
ting demonstrations. Spruce Kraft—to a new use, we have succeeded 
in producing a line of Guides and Folders that is 
inexpensive with no sacrifice of usefulness. There 
is no comparison between Goldkraft Folders and 
the ordinary cheap folders made of ground wood 
paper which are offered at comparable prices. 


Rich, Golden Color! 


The color is new! It doesn’t show soil, yet writing, print- 
ing or typing is perfectly legible. Goldkraft Folders are 
available in all styles, letter and cap sizes, medium and 
heavy weights. You can sell them the minute you show 


them to your trade. 
Tough! 








Strong | 








FREEI 


The more you abuse these 
folders the stronger and 
tougher they are. The ma- 
terial will stand more di- 
rect pull and tear than 
any other kind of paper. 


Any amount of folding 
does not weaken it. Send 
for a sample, twist it, fold 
it back and forth, crum- 
ple it up. Then, tear it. 
See the long, tough fibers. 


Ask about our complete advertising plan 


ee 


The WABASH CABINET COMPANY 


Wabash, Indiana 
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THE General Fireproofing Company recently 
introduced a full line of Aluminum Chairs 
for office and industrial use. GF now offers 
a new Allsteel desk —the Professional — 
to provide a much needed and superior 
working tool for business and professional 
men. 

There is no denying the many advantages 
and superiorities of GF Aluminum Chairs. 
Light, almost half the weight of wood; solid, 
because welded into practically a one-piece 
unit; durable, with the strength of metal, GF 
Aluminum Chairs are an outstanding con- 
tribution to office efficiency. 

The new GF Allsteel Professional Desk is 
another contribution to this same efficiency. 
Designed along period lines, it offers the 
beauty and charm of the most expensive fur- 
niture, plus the advantages of steel, and at a 
price that will not lessen the enthusiasm for 


OFFICE APPLIANCES 





Two GF Contributions « Ofe€e Efsticiency 


this latest GF product. It is professional in 
every sense of the word. 

While GF Aluminum Chairs and the GF 
Allsteel Professional Desk offer many exclusive 
features, they should not be sold on that basis 
alone, but on the primary basis that they 
are better tools for better work. Complete 
information on request. 

THE GENERAL FIREPROOFING COMPANY 


Youngstown, Ohio and Toronto, Ontario 





GF ALL-METAL PRODUCTS. 
Desks, Files, Storage Cabinets, 
Safes, Shelving, Aluminum Chairs. 





GENERAL FIREPROOFING 


a 


METAL OFFICE EQUIPMENT 
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Proftit Points in Oxtoeord Filing Supplies 





[N any complete line of filing sup- 
plies, a number of items must be 


i 





low-priced—3 x5 cards, for instance. 
Other items must be made to equal 
or exceed a definite standard of 
quality with price competitive but 

of secondary importance 


PRICE » to the user. @ In the Ox- 
e ford Line of Filing Sup- 





plies you will find a selec- 


tion of grades and items meeting 
both price and quality demands 


presenting excellent values 
and exceeding the definite 
standards of both. 


OXFORD FILING SUPPLY COMPANY 
340 Morgan Ave. Brooklyn, N. Y. 








A new “Profit Point” will 

appear each month point- 

ing the way to profitable re- 

tailing of this major record- 

keeping line. Write for out- 

line of the Oxford proposi- 
tion NOW. 
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“| AN IMPORTANT ANNOUNCEMENT |@ 
3 es 
S To Every Buyer of BS 
% 
F U L Se 
3. INE PHOLSTERY LEATHER = 
rae us 
63 
os WE have developed a dyed finish on Top Grain Leather which is both sunproof and water- be 
ae proof. This leather is known as LACKAWANNA TOP GRAIN FRENCH FINISH. 8 
on It is paint and pigment which makes the ordinary upholstery leather so cold and hard. In the BY 
4 case of LACKAWANNA TOP GRAIN FRENCH FINISH, there is no particle of paint 95 
oe or pigment used, and it is for this reason this leather is so soft and warm. Bo 
MS | We believe this TOP GRAIN FRENCH FINISH to be superior to any upholstery leather 28 
3 produced today, whether from cattle hides, Goatskins, or Vealskins. Be 
C} ; 
ae SAMPLES AND PRICES SENT UPON REQUEST 4 
Qn BS 
v B 
S| THE LACKAWANNA LEATHER COMPANY 5 
a | 850 GRAND AVENUE HACKETTSTOWN, N. J. 8O 
G} NEW YORK OFFICE CANADIAN OFFICE CHICAGO OFFICE 
Sf 101 PARK AVENUE FORDNTO. ONTARIO 705 S. DEARBORN ST. 8 
& ASHLAND 5041 ELGIN 0971 HARRISON 2941 So 
e “Look for the Haircell—tIt is your guarantee of full Top Grain Leather” S 
Si. 8 
BSS GEO ISS LIS HIS HES INS LIS LISS HENS IIIS IS SNS EIS LENO IOI IS SS 








Vero 


CK) Your Chairs Should [/ 
Ride on Steel. i 


A chair can be no 
saaies pi the ah on Beeause eee 


which it rests. 
> 
| ’ OCKING and Shock tests have proved 


> that all steel irons will outwear other 












parts of a chair. Consequently, the funda- 
mental question confronting 
any dealer is: Am I buying 
all steelirons? For freedom 
from trouble, specify irons 


made by 


MADE UNDER OUR OWN PATENTS 


COLLIER-KEYWORTA CO., 


GARDNER, MAS6., U.8.4. 


No. 475 
(All adjust- 


ments at Base 


of Back Post.) 
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Globe- Wernicke 
Steel Equipment 








Steel Desks and Tables 
Steel Bookcases 

Steel Partitions 

Visible Record Equipment 
Steel Stationery Goods 
Steel Shelving 

Steel Library Equipment 
Special Steel Equipment 


SEND FOR CATALOG 





























oth. 
sas 


Sas 


A 5 
ba 0 


After the first installation, when additional equipment is necessary, 
YOUR name will be on the order. The uniform appearance, lasting 
utility and low depreciation of Globe-Wernicke Steel Office Equip- 
ment insures a permanent preference and future orders. 


Business has learned to rely on steel. It has made good. It has been 
proved to be the best. 


NOW is a most opportune time to consider taking on a line of steel 
office equipment. To handle a complete line is an advantage afforded 
Globe-Wernicke Authorized Dealers. Get full particulars regarding 
the Globe-Wernicke Dealership. Write today. No obligation. 


The Globe-Wernicke Co. 


Cincinnati 
Canadian Representatives, Preston-Noelting, Ltd. 
Stratford, Ontario, Canada 
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Sfuncuncing-» 
BOLING OFFICE CHAIRS 


popular designs . popular puces 





Tr E price buyer 
HAS BEEN 
KNOWN TO 
PROSPER 






No. 3010 Chair. 
Height of back 
above seat 16% 
in. Sitting depth 
of seat 18 in. 
Width between 
arms 20 in. Finish: 
Pecan-walnut, or 
maple-mahogany. 
Upholstered in 
machine buffed 
leather. Top grain 
or hand buffed 
leather. De Luxe 
top grain leather. 

















Boling Office Chairs have gained a wide popular approval thruout 
the country, in @ comparatively short period of time and under 
adverse conditions, solely on the extraordinary values represented 
by the line. These chairs offer the highest standards of construction 
~~ with the exceedingly attractive features of design, finish 
en price 























The Boling Chair line offers a wide range in 
square post, round post and period designs in 
oak, walnut, mahogany, and steel green fin- 
ishes. 


No. 3011 Chair. 
Same specifica- 
tions as No. 
3010. Special at- 
tention is called 
to the turned and 
fluted arm posts 







| is well to remember that the buyer 
of low price desks may not always 


oe forced to consider price 














If you can sell him a real value today 


he may be tomorrow s best customer 


Alma Desks are built for those who 








want sturdy long lasting equipment for 








| | i i " 

and legs. Every 3 small Outlay They are not the cheap- 

detail of con- est on the market but we do say they 
struction and fin- 

are the best there is for the price. Ask 


ish is carried out 
to perfection giv- 
ing a rich appear- 
ance of dignity 
and comfort 


f | 
tor catalog and price list 





Write for catalog and price list giving complete information on 
entire line 


inT/BENDING any Yori ban Nod 
aro™ Po 4 yany “Harp N.C 


, 
SILER CITY NORTH CAROLINA 
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the 


BEST 


are of 




















Because experienced dealers have learned that it pays to handle 
a line that is complete in range of styles, sizes and finishes, covering 
a price range which includes 90% of all selling opportunities. 


Couple this with the uniform quality of Myrtle Desks plus a 
cooperative factory spirit and it is more readily understood why 
Myrtle dealers enjoy positions of leadership in their respective 


communities. 








MYRTLE DESK COMPANY, O. A. 6-31 
High Point, N. C. 
Gentlemen 
Please send copy of your latest catalog and price list 
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y 4 PE Gi ccccccenvesed catalogs, No. 172, on A-S-E steel cabinets, for our ; 
Oo ‘e) cessukaeauee salesmen. Also a few copies of your latest price sheet. : 
Zz = an Dealer 
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NOBODY BUYING? 


TRY and CONVINCE these DEALERS 


@ The way in which dealers 
have taken to the improved 
line of A-S-E ‘‘Popular’’ 
Steel Cabinets proves that 
they meant business when 
they asked for these moder- 
ately priced cabinets in full 
36” widths—instead of 34”. 


HM And when A-S-E not 
only increased the widths, as 
desired, but added a new 
neatly designed, chromium 
plated, disc tumbler lock, 
such as is used to quard ex- 
pensive automobiles—and 
provided beautiful, non-tar- 
nishing, chromium plated 
handles—all at no increase 
in cost—dealers soon dem- 
onstrated that these were the 
kinds of cabinets they could 
sell—now. 





@ if each of your salesmen 
doesn't have a copy of the 
new 172 catalog, illustrating 
in color the complete ‘‘Mas- 
ter’ and “Popular” lines of 
A-S-E cabinets, let us know 
by returning the coupon at 
the bottom of the page— 


we'll send the catalogs 
promptly. Tear the coupon 
out now. 


ALL-STEEL-EQUIP 
COMPANY 


Incorporated 


600 GRIFFITH AVENUE 
ILLINOIS 


AURORA, 
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Modern offices 


need quiet, easy- 
rolling casters... 


(> 
j 
be) 





Bassick equipment in the law offices of Nusbaum, Hugg and Sturman at 
1 La Salle St., Chicago. 


... Meet this demand 
with Bassick floor 


protection equipment 


S lniag demand is there! All you need 
to do is bring the attention of your 
customers to Bassick equipment—an 
item for every piece of office furniture. 
Bassick office chair casters provide easy 
mobility and floor protection. They 
give years of service. 
Bassick NoMar rests and desk cups 
offer real floor protection and neat ap- 
pearance under desks and tables. 
It means NEW busi- 
Every 


Stock this line. 


ness—NEW profits for you. 
office in America represents a poten- 
tial customer for this attractive, fast- 
selling line. 





Bassick double-action 
ball-bearing casters 
for office chairs 


Write for information 
THE BASSICK CO., 
Bridgeport, Conn. 


In Canada: 
CLARK METALS LTD., 


Listowel. Ont. 


Branch offices in: New York City, Bassick Desk 
Chicago, Philadelphia, Evansville, Cups 
NoMar Rests Ind., Atlanta, Ga., Grand Rapids, 

Mich. Both round and 


Fe w the of chairs square models. Pres 


nd tab "* Socke = 
ind “Dri é oors from sharp 
types of desk oF 
u 4 oF, k gs. They are 
rpet neal in appearance 


“for 35 years the buy-word for fine casters and furniture rests” 
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DISPLAY PACKAGES 


c 
INSERT ABLE SLANT CELLULOID TABS 


OO8 TOU WOWESTLY UF THE ETE 


oF 
eric. te ay WAGEMAKER PATENTED UNSER TIBLE 


‘a . 
Saree abe 





STOPPERS FOR 
WINDOW SHOPPERS 


Bright, colorful, appealing, these various sets, ef- 
fectively labeled, tell their own story 


THERE ARE NO CELLULOID 
INSERTABLES LIKE WAGEMAKER 


Compare them point by point 


THERE ARE NO CELLULOID SLANT 
OR ANGLE TABS BUT WAGEMAKER 


Sell more celluloid tab guides by showing 
Wagemaker slant tabs 


SEND FOR SPECIAL DISPLAY SET 
LIST AND ILLUSTRATIONS 


eG ailihes 


COMPANY 
GRAND RAPIDS, MICH. 
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ways 











a Jto sell more 


\ 
A CUSTOMER 
ass metal baskets 


4 His AD There are two ways to increase office basket 


sales. First, stock a complete line. Then 





~/ 


you won't miss sales from lack of choice. 
And then, make sure that large business con- 
cerns. institutions and other quantity buyers 


THE following is an exact copy taken 
from an unsolicited letter from one 


of our good customers. iter é 
know your line is complete enough to suit 


“Just a word of appreciation regarding every specification. 

the New Puritan and Executive Suites. iat ; ' 
We have just received these new ploces [The Canco line of metal office baskets is 
and the moce we feck at them. the better nationally known for its completeness and 
we like them. variety. There are rich finishes of oak, wal- 
“These additions to your line give us nut and mahogany; institutional baskets in 


just what we have needed to success- white; others for more general use in green, 


fully meet the competition that we have corrugated or plain. There is a type and 
here. We did not have the E560 on size for every use and need. Carry the com- 
> ~ J aaah ” : . ° . 
the floor an hour before it was sold. plete line and profit substantially. 
Perhaps, there is a helpful suggestion Galvanized Ware Department 
£ P 
for you, Mr. Dealer, in the above. No AMERICAN CAN COMPANY 
doubt, the large and varied Hoosier TOLEDO, OHIO 


Line can help you to successfully meet City Park Avenue and Hamilton Street 


competition. 


Know more about Hoosier. 
Permit us to send complete 














. . Illustrated here is the Canco 
information. No. 82, 13% x 14%, furnished 
in green, walnut, oak or mahog- 
any. We have available also the 
» f small size corrugated basket No. 
160, 12%x9%2x11\%, also No. 
480, 15% x 124 x 18, a larger 


corrugated basket. Both of these 
baskets can be had in either 
green or white. 
| 


PA 
HOOSIER DESK COMPANY 


JASPER, INDIANA 




















‘\ 
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Horder’s Ine. of Chicago 
Takes on Columbia Lines 


We take great pleasure in announcing that we have given Horder’s, Inc. 
exclusive rights to sell our steel office furniture and equipment in Chicago, 
both retail and through their separate wholesale organization; the Asso- 


ciated Stationers Supply Co. 


A large stock is kept on hand in the Horder building, shown below, located 
at Jefferson and Quincy Streets, Chicago. 


Columbia products are for sale in all the Horder stores, including the new 
store in the Banker’s Building, 111 West Adams Street, one of the biggest 
and most beautiful stores of this kind found anywhere. A large variety of 


Columbia products is on display. 


The decision in favor of Columbia was reached by Horder’s only after most 
careful and thorough investigation and comparison as to quality, variety 


and service. 


Dealers in other territories, interested in quality as represented by our Co 
lumbia, Atlas and Apex lines, in large variety to meet any requirements, 


and in unfailingly prompt service are invited to communicate with us. 





Columbia Steel Equipment Company 








ef . »/ Office and Showroom P. ©. Box 2244 
Sintontin | Fit “i Chestnut Street at 18th Philadelphia, Pa. 
Central en aS | 
Building. Aloalh 
Chicago A cl Ck 

las 

| a ‘ 
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COLUMBIA 


SAP lr 
= i j 
= ig Lp THE SUPER-QUALITY LINE OF OFFICE EQUIPMENT 
a ei ay - 
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A USEFUL SUGGESTION 
AT THE RIGHT TIME IS ALWAYS 


GOOD NEWS 


I F. E. Bee-Line INDEX CarDs ready for every office use! 
We can furnish them in 5 grades of card stock, from Library 
Grade which is 100°, rag down to Economy Grade, low-priced 
for temporary uses. There’s a range of 8 colors and 4 weights! 
All cards rotary cut, ruled or unruled, punched, unpunched 
or tab-cut in any manner desired. For further details consult 
pages 5, 6, 7 and 8 of our catalog or write to us for samples. 


. ’ ’ ° : . . 
2 F.E. Bee-Line Stock Forms ready for every common use! 
An exceptionally complete line, providing economy, quick serv- 
ice and constant uniformity of supply with many types of ledg- 
er and journal cards, ledger cards for bookkeeping machines, 
ecards and forms for bank, insurance, real estate, school, library 
and many other miscellaneous records. Refer to our catalog 


pages I1 to 20 for details. 


e a) ‘ . P oe mw? _ 7 bg 

eB OF. E. Bee-Line VERTIFILE keeps folders erect, orderly! 
A simple attachment for correspondence file drawers of any 
depth or width, Vertifile prevents folders and papers from 
slumping down. Three sliding partitions hold every folder 
“heads up” at attention. Each folder opens at a touch—coiled 


springs close it immediately when the hands are removed. 


M F. KE. Bee-Line TRIPLTOP FOLDERS last longer and save space! 
. I 


Another famous F. E. B. invention—Il-ply folders with entire 
3-ply top and tab in colors. A light-weight, low-cost folder that 
stands the hardest wear, made of a NEW SUPER-QUALITY 
STOCK. See page 36 of our catalog, or send for samples. 


ed F.E. Bee-Line FLEXI-FLASH SIGNALS, self-adhesive, removable! 


Newest F. E. B. invention. Will go through any typewriting or 
bookkeeping machine. Revolutionary improvement. Cost about 
half the price of steel signals, have 10 important advantages, 
made in 10 colors. NEW COUNTER DISPLAY holds 500 of each 
color. SELLS signals and DOUBLES YOUR MONEY. Write for 


samples. 


Filing Equipment Bureau 


Manufacturers of the Widest Line of Filing Supplies in the World 


F. E. B. Building 27 Melcher Street — Boston, Mass. 
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No. 509 
For 
Executives 





No. 516 
Executive 
Chair 





No. 577 
Department 
~“ Head Chair Y 






No. 580 
Secretary 
Chair 





585 


No. 555 
For General Office Use 


1 
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USTURE 
TAIR te 


every Seated Occupation 


O/ MORE, pioneers in correct posture seating, offers you the most 
complete line of correct posture chairs in the world. And each model 
in the line is distinguished by the famous Do/More postural design 
which has been universally acclaimed by physicians and industrialists 
as a boon to seated workers. 








7: 2 




















Posture seating is the next great step in industry because it elimi- 
nates the fatigue which is costing industry over two billion dollars 
annually. In the past, factories and offices have spent hundreds of millions of 
dollars on such items as lighting and ventilation to improve working condi- 
tions. Hundreds of millions more will be spent in the next decade to reseat 
executives and employees in these offices and factories. Actual experience 
proves that it pays. Almost without exception, those who try a few Do/More 
chairs to test the Do/More principle of seating repeat with orders until their 
entire organizations are Do/More equipped. 


Do/More presents an enormous opportunity for profit to the alert dealer. 
It costs you nothing to get the facts—to learn of the big installations being 
made in the world’s leading offices and factories—to get details of actual 
production increases where Do/More seating is used —and to learn how you 
can participate in the new volume of business that the Do/More principle 
unfolds. We will gladly give full particulars to reputable firms in those terri- 
tories which are not now adequately served. Simply write. 

IN CANADA: 


DO/MORE van 


IDEA OF SEATING ssiscitcrrens ona 


DO/MORE CHAIR CO. 
611 Do/More Bik., Elkhart, Ind. 














e ARAB 


There is a Do/More model for every seated occu- models for executives. (No. 510 Deluxe pictured 
pation—ranging from a sturdily built steel chair above). The latter combine all famous Do/More 
with wood seat and back for factory use to the new correct posture characteristics with smart, 
deluxe line of beautifully upholstered a/uminum modern lines—an achievement in chair design. 





No. 2805 No. 1055 For Business No. 010 


No. 060 
Model ! ‘it. < Serko Cashier's Snir Machine Operators Factory Chair Factory Chair 
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1930 talking points 


WON'T SELL GOODS 


in IY 31! 


Today, the buyer is looking for bigger 
With new talking 


points—new selling features—you can 


value for his money. 


quickly interest customers and present a 
convincing story that closes more sales. 


The new Invincible No. 1000 Line of files 
gives you the new selling features you are 
looking for. One piece cabinet eliminates 
all vertical seams and case welding. In- 
terior structure of structural steel beams 
rigidly welded together carries all locking 
and operating mechanism—assuring 
strength and rigidity heretofore unknown. 
The most compact and convenient follower 


ever built. 


Growteesi6 Ge. 


No. 1000 Line 


Built in Five, Four, Three 
and Two-Drawer Heights 


With this line you can fill every special drawer 
size need for checks, ledger sheets, cards, bills, 
tabulating records, etc. 


Let us give you the complete list of new selling 
features that meet 1931 conditions. And re- 
member—the price is right! Order samples for 
display or write for full information. 


INVINCIBLE METAL FURNITURE CO. 


2600 Franklin St. Manitowoc, Wisconsin 


New York Chicago Los Angeles 








Interior structure car- 
ries all locking and 
operating mechanism. 





The 
car Exterior sides and 
Five back are ONE- 
. 3 PIECE! No 
Draw er welding on case. 
File east 
Distinctive 
Design 


Marvelous 
Finis 


Four Heights 
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Ko-rect 
POSTURE CHAIRS 


‘| want personally to thank those Office Fur- 
niture Dealers already pushing our line, for 
your whole-hearted co-operation. 








“We ask the numerous inquirers for our agency 
proposition to have patience until Mr. Fulton 
can give you his personal attention. 

(Signed) 


Lawrence W. 
Conant, President 


Manufacturers of 
wood chairs de- 
signed to support 
the backs of opera- 
tors . . . WHILE 
WORKING. 





Ko¥-Rect 
pare I, rere 


Ko-Rect Posture Chair Co. 


Address inquiries to Mr. Guy Fulton, 


Director of Sales, Indianapolis, Indiana. 





A NEW 
ENGLEWOOD LINE 


Massive-Impressive-Distinctive-Different 

















Let us tell you about the five 
complete grades—three beautiful 
grades of turned leg desks—two 
grades of exceptional value square 
leg desks. 


ENGLEWOOD DESK COMPANY 


58th and Lowe Avenue 
CHICAGO 




















np 
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For INDIVIDUAL Service 


IMPERIAL 
STEEL 


The office manager who selects the best methods for 
his operations and obtains equipment to provide for 
those methods will have the most efficient office. Fre- 
quently stock equipment comes only near enough to 
the requirement to indicate the need for equipment 
made exactly for the purpose and that is the oppor- 
tunity for IMPERIAL and for the IMPERIAL dealer. 
Supplied at a cost rivalling stock lines and supported ! 
by a co-operative sales policy providing plans and sug- i 
gestions that aid the dealer in working with architect 
and owner, IMPERIAL offers marked advantages to 
the progressive dealer. Put your problem up to us. 





‘ IMPERIAL STEEL CABINET CO. 
2150-2152 Fulton Street, CHICAGO 


SSs—e= yuan SSS SS SST ——— 
































134 


a 
FURNAS 


FURNITURE 


sold through 
dealers 














everyw 5 ere 
BUSINESS MEN want furniture har- 


mony. It will pay you to carry a 
representative assortment of Furnas 
costumers, enabling you to provide 
a design for practically any furniture 
period. The many designs of Furnas 
costumers offer you especial oppor- 
tunity for service and profit. Besides 
there are included in the line ward- 
robes, cabinets, small tables, etc., 
popularly priced, neatly designed 
and attractively finished. Only small 
space required for an effective, eye- 
catching display. Catalog and prices 
on request. 








FURNAS FURNITURE CO. 


OFFICE 


APPLIANCES 














Indianapolis, Indiana 














As pioneer desk makers of New No. 800 Series Chairs in 
Jasper, Indiana, we can offer = Solid American Walnut: A 


you the best in high quality 
desks, time tried and quality 


Your trade 
is different 


Quite true—b ut 
every office can 
profitably use 
these convenient, 
easily moved 
stands and stools. 
An extra typist, a 
special writer or 
many other types 
of office worker 
can be accommo- 
dated. Factories 
and stores use 
them also to good 
effect. 


Descriptive mat- 
ter and prices on 
request. 








SEARLES 


ELECTRIC WELDING WORKS 


Manufacturers 


1850 Fulton St., Chicago, Ill., U. S. A. 

















Pleasing Design, with a Deep, 








a 


ay , 


tested for fifty-two years. Rich, Durable Finish. 


The JASPER _ The JASPER 
DESK CO. CHAIR CO. 


Desks and chairs can be purchased from us in pool 
cars at carload discounts, lower freight rates and 
the assurance that goods arrive in fest class con- 
dition, without damage. We solicit your inqutries. 


JASPER, INDIANA 


ee ea te ae Be 

















JOHN W. MBSSIMORE, Chicago Representative, Telephone Longbeach 4821, 1467 Catalpa Avenue, CHICAGO, ILL 6 
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| INEVITABLE 


..+. the all-steel equipped office! 


It just had to come ... along with the many other 20th century improve- 
ments. The country’s largest users of office equipment . . . big corporations whose every 
expense is scanned with an eagle eye, are standardizing on steel office equipment. The 
reason? It is because of the lasting appearance and utility and slow depreciation. 

As a SECURITY DEALER you would have the tremendous advantage of 
handling a complete line of steel office equipment, known and used everywhere. Write NOW 
for catalog and details of the SECURITY Franchise. 


STEEL EQUIPMENT CORPORATION 
AVENEL, N. J. 
Branches: NEW YORK, NEWARK, BOSTON, CHICAGO, NEW HAVEN 
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DEALERS 
ARE 
TALKING 


about the high quality and sales ap- 
peal of the steel office equipment 
manufactured by the STEEL FUR- 
NITURE MANUFACTURING CO., 


and 


the additional profits they are making 


with this complete proven line. 





Files. 
nster Cases, 


Storage Cabinets,Wardrobes. 


Strong,Durable, 
Dignified, 
Impressive, 

icient. 


And these same dealers are enjoy- 
ing a nice increase in their sales 


volume. 


Our sales franchise represents an 
opportunity to more sales and larger 
profits. 


Write us today for descriptive lit- 


erature, prices and discounts. 











STEEL FURNITURE 


MEC.CcO. 
BALDWIN PARK, CALIF. 
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Sell 
Service 
and Beauty! 


ERVICEABILITY and beauty 
are your important costumer sell- 
ing points. Sanymetal Steel 

Costumers sell themselves on both 
points. 


Steel is the ideal costumer material 
—durable and economical. It will 
not crack, mar, warp or splinter. It 
lends itself to attractive plain color 
and wood grained finishes to har- 
monize with any office ensemble. 


And here’s another reason why 
Sanymetal Costumers are so popular 
—they won't tip over in use. 


Sanymetal Costumers will create 
customers for you, and keep them. 


Write for the Sanymetal folder today. 
The Sanymetal 
Products Co. 


1695 Urbana Road 
Cleveland, O. 









A COMPLETE LINE 
Correct in Design— Honestly 
Built—at the Right Price 





A Style to Suit Every Preference. 
A Quality to Satisfy the Most Exacting. 
A Price to Fit Every Purse. 

Glad to send Catalogue 









Jasper Seating Company 
Jasper, Indiana 


Chicago Representative: JOHN W. MESSIMORE 
Tel. Longbeach 4821 1467 Catalpa Avenue 
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Sir Richard Sutton Bees Hounds 
FRAMED PICTURES OF 
DISTINCTION 


Adapted for Office Furnishing 


Visiting Buyers Are Cordially Invited 
to Review Our Extensive Display of 





Color Prints Mezzotints 
Color Etchings English Sporting Prints 
Black and White Etchings Paintings 


Write for full information. 


EMERY BLUM INC. 
Fine Art Publishers and Importers 
225 Fifth Ave. New York 


Suites 418-420-422-424-426 
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Ohe “VIKING Line 
of 


FILING CASES, CUPBOARDS, 
CARD INDEX UNITS, ETC. 


AN excellent line of complete stock units for the 


man who requires a broad selection . . . un- 











Appearance and 
Accomplishment both | 





Aw IDEAL arrangement for the sec- 
retary or for home work involving use of a portable type- 
writer... . Appearance to grace the most finely fur- 
nished home or studio, to vie with any small desk what- 
ever its design, material or cost. 

Ample storage capacity, convenient working space, arranged 
for typing and other clerical work without waste of time. 
The upper right hand drawer pulls forward bringing the 
typewriter to operating position. Drawer front is released by a 
small catch and falls into horizontal position, being held there 
by a bronze link. To use typewriter, one simply turns sideways 
without disturbing anything on desk top 

Orpin typewriter home desks are furnished in mahogany, walnut 
or maple, single or double pedestal Full details of this desk o 
of the complete Orpin line, on request 


Orpin Desk Company 








IN THIS ORPIN DESK } 





121 Medford Street CHARLESTOWN, MASS. 





derstands “quality for the price” . . . without sacti- 


fice of value. 


New Design and Construction 


Includes new high-grade suspension with drawers 
operating on a new type of progressive roller bearing. 
Means strength and ease of operation. 


Improved Appearance 


New hardware and 
construction make the 
“Viking” the equal in 
quality of higher- 
priced lines. Thin 


ends save space and 


make for compactness. 





Orry own 4 
Corry Jamestown Mig. 





Corp. 





Send for your copy of 
New Catalog which ex- 
plains the distinctive fea- 
tures of the complete 
CORRY-JAMES- 
TOWN Line, including 
the high-class “STEEL 
AGE,” the sturdy “VI- 
KING” and the still low- 
er-priced “ARMOR”—to 
meet all classes of trade. 
CORRY-JAMES- 
TOWN MFG. CORP., 
Corry, Penna. Cable Ad- 
dress—CORJAM. 





Warehouse Stocks Carried in New York—Seattle— 
Chicago—Philadel phia—San Francisco—Los Angeles 


ORRY- 


STEEL FURNITURE 
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CurManCo Leaders 


LETTER RACK saves time, no posts to 
dodge, clears your desk for action, takes the 
space of one tray, Handles, Sorts, Classifies 
and Distributes the papers of your daily 
work. PRICE $5. MADE IN ONE TO 
FOUR TRAY SIZES. LETTER AND 
CAP. 
LEGAL BLANK CABINET mace in 
ten drawer units. Three units and a floor 
This Cabinet has rigidly 


hase to the section 

constructed re-inforced walls to permit 
advertisers to use the drawers for electro 
types. One sale brings repeats. PRICE 
$15. COMPLETE SECTION $50. SIX 
DRAWER UNIT $10. 


STATIONERY SEPARA- 
TOR made of Steel. Will not 
warp, crack, or come unglued 


lit e wood or press-board. Ready 
to insert in the desk drawer 


Holds four letter size letter- 
heads. Swves operators time, 

> keeps the stationery clean, 
makes for repeat orders. PRICE 
$2.50. GUARANTEED SELL- 
ER WITH NOINVENTORY 
DEPRECIATION. 

z é 


SORTING TRAY [or current 
With the double flare ref 


, >> . hiing 

erences are quickly referred to 

, Saves time for daily work. Sold 
without index, gives you a profit 
on the tray and your indexes 
Made to stand hard use, saves 
its cost many times over 
PRICE $3.50. CAP SIZE 
$4.50. ALL INDEXES ARE 
EXTRA. Order Today. 


Currier Manufacturing Company 


19 N. W. Terminal MINNEAPOLIS, MINN., U.S. A. 




















an antidote 
for shrinking profits 


The GUSSCO complete line of filing supplies has 
proven the solution to many a dealer's problem—that 
of shrinking margins of profit. Every folder, guide and 
card is priced to meet today's prices—and yet, to give 
you a fair profit. 

The GUSSCO line is made to meet the dealer's re- 
quirements. It is priced to meet open competition. 
It is sold only to the trade. 

Write for samples, prices and catalog. We believe 
you will agree with an ever-increasing number of 
dealers throughout the country that the GUSSCO line 
will help you. 


Guide System & Supply Co. 
335 Canal Street 
New York, N.Y. 





“THE HOUSE THAT 
STICKS TO THE TRADE” 
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The 
Homey 
Nook 


Business 
Office 


Requires 
Adjustable 
Steel Shelving of 
Finest Modern Design 
As Illustrated 





9” Deep x 36” Wide $ 9.50 
nl6lUt CUE. UC 11.25 
| ig « x36 14.50 
18” x 36 16.50 
21 i iis 19.25 
2 * sot 21.50 


Liberal Trade Discount. 


COCHRAN METAL PRODUCTS CO. 


400 MANHEIM ST. PHILADELPHIA, PA. 








The File 


of 
Quality 


The Best in Quality of 
Material and Construc- 
tion, an Attractive Ap- 
pearance That Lends to 
That of Any Office, and 
a Price That Will Please. 


The File of Quality Is the 
File in Demand. 


Insist on the Best. 








Special Illustrative 
Literature Has Been Pre- 
pared on This Line. 





The 1100 Line : 
with Roller Bearing Let Us Mail You a Copy. 


Suspension Slides. 


THE BENTSON MFG. COMPANY 


Aurora, Illinois 


Eastern Wholesale Distributors Western Representative 
A. H. Denny, Inc. Vernon J. Selfridge 
356 Broadway, Near Leonard St. 800 N. Spring St. 
New York Los Angeles, Calif. 


Michigan and Ohio Representative 
Fred C. Funke 
P. O. Box 244, Detroit, Mich. 
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Announcing 
A NEW FILE-A LOWER PRICE 


Exceeds in value any low priced file 
now on the market 


Full Roller Extension Suspension 

Cast Bronze Hardware 

Reinforced Drawers Box Heads 
Increased Filing Capacity 

Reinforcing Spreaders Between Drawers 
Cap Top 

"Ag In. Front Edge 

Reinforced Case and Base 

Positive Locking Followers 

Baked Enamel Finish 


You Would Not Believe That a File of Such Quality 
Would Carry a Price so Low. 


DO NOT FAIL TO INVESTIGATE AT ONCE 


THE STEEL FIXTURE MFG. CO. 


Topeka, Kansas 





genio, ot 


|G UNLOCKE!}™* 





A New and Im 
proved Sherman- 
Manson Tubular 
Steel Stand with 
adjustable machine 
rests in place of the 
usual solid top. 


| 

) 

| 

| 

| 

' 
: | Can be equipped 
Taking the Lead j with raised or 

| 

! 

) 

' 

| 

| 

' 

| 





flush, interchange- 
able right and left 


If you want to set a record for office furniture 
side shelves. 


sales the coming season, now is the time to lay the 
foundation. Let purposeful preparation be your 
guiding impulse for the coming season: Some of 
your old lines are passing out . . . some of the re- 
cent not proving up . . . something is needed .. . 
a new campaign for new customers . . . something 
different, to be sold in an unusual way. 


Fits 
Any Typewriter 


or Hand Operated Adding or Calculating Machine 


lifetime service ... distinguished appearance. . 
inviting features, speeding your quest for better 
business. GUNLOCKE ‘cooperation adds to your 
sales drive power. Let us tell you about it. 


The W. H. Gunlocke Chair Co. 
Wayland, N. Y. 
NEW YORK OFFICE: 138 GRAND STREET SHERMAN-MANSON MFG. CO. 


aap cign- can ane-cen-eeetneatpameanmndnieeemennaamile 621-31 S. KOLMAR AVE., CHICAGO 


| 

i 

J 

| 

j 

J 

| 

j 

| 

GUNLOCKE offers finer equipment providing 
' 

j 

| 

i 0 Write for further particulars and prices e- 
| 

i 
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A New 
SEGLIN 
Chair 







No. 1634 : 
L.34 in. —W.18 in. -H.26 in. With 
drawer and sliding shelf 















No. T624 L.24 

in. W.16 in. 

H. 26 in. 

With stationery 
drawer. 










A new style 
office chair by 
Seglin. Leather 
covered seat 
and back. In 
walnut or ma- 
hogeny, priced 
to retail at 


$192 


AN SWIVEL STYLE TO MATCH 
mmm equally attractive priced to retail at $31.50. Two 


examples of the many attractive values in the Seglin 
Office Furniture Line. 






Finished in olive 
green, grained wal- 
nut or mahogany. 
Shipped K.D. 











i 





e 
M. SEGLIN 

212 W. Kinzie St., Chicago, Ill. 
Attractive, convenient, solid and sturdy, =*§ Ne 
these new ASCO tables of heavy furniture 
steel are the best ‘‘buy”’ on the market. 
Solidly constructed ledge type tops and 
the sturdy angle iron legs defy hard 
usage. They are ideal for typewriter use 
and for adding and calculating machines. 
Also used for displaying office machinery 
in retail stores. The low price assures 
steady and quick sale and real profits. 


Here’s real profit 





The new ASCO No. 301 short 
depth (16 in.) letter size file 
is proving a popular seller. 
As a separate unit it serves 
as a personal file—a pleasing 
addition to any desk. Can be 
stacked in combination with 
our No. 3462 two-drawer 3x5 
ecard cabinets. Finished in 
olive green, grained walnut | 
or mahogany. With or with- 
out lock. Also No. 301-C 
short depth (16-in.) legal size 
No. 166-—Six-drawer legal file 

blank cabinet finished in olive 
green, grained walnut or 
mahogany. Very sturdy. 
Finger hole in the bottom of 


each drawer. For letter- 
heads, second sheets, bill 





STEEL SHELVING 


In all standard sizes 
Send for price list and catalogue 


MEECO 


FRAMINGHAM MASS. 


heads, electros, etc. 


ART 


STEEL CO., Ine. 
300 E. 145th St. 
New York City 
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New Times—New Ideas—New Methods! 


HIS sectional view of an odd-shaped store partment of this newest Horder store is equipped 
shows the almost unlimited adaptability of as its own special needs require. Every post, 
Service Steel equipment. By means of standard bay and corner is put to use, attractively fitted 
units, with interchangeable drawers, every de- with handsome units insuring the maximum of 
storage and display. 
> Special features not visible here are: 
Self-contained Greeting Card De- 
partment with unique display, stor- 
age follow-up and inventory system. 
Compact Legal Blank Department. 


Ten units of drawers for miscellane- 
ous items. 

Complete Engraving Department 
with specially designed layout and 
equipment, including drawers for 
housing of largest complete sample 
books. 

Loose Leaf Department, with amaz- 
ing drawer combinations. 

Map drawer units for maps 64x44”. 
Diffused lighting, non-tarnishable 
hardware, large panel steel doors 
and “an OUT signal on every 


drawer.” 
SEND FOR CATALOG 


SSR2E5, SERVICE STEEL PRODUCTS CORPORATION “2265 


Pioneers in High Grade Steel Store Equipment 914-8 West North Ave., CHICAGO 


PRESSTEEL 


Vertical and Visible Inter-Locking Files 
































INSIST 

ON THE 
BEST 

Ask for New Cata- 

logue No. 55 if you 

have not received 

one. 





Easily Expanded With the Inter-Locking Rod 


Pressteel assemblies require less room than ordinary 
cabinets and are visibly superior. They have the added 
advantage of economical expansion, and each unit is the 
nucleus of an assembly. 


Write for Catalog No. 30 and price list. We protect your 
business, selling to dealers only. Sell Pressteel file units. 


— | | THE PRESS PRODUCTS COMPANY 
DERBY, CONNECTICUT 
_ New York Offices 52 Vanderbilt Ave. 


S. K. PIERCE & SON CO. 
GARDNER, MASSACHUSETTS 
BROOKLYN BOSTON SAN FRANCISCO PHILADELPHIA _ 
































(High Lights of An Article on Filing Methods— 
Continued from page 90) 

base, he can quickly estimate the total number required by 
measuring the space occupied by the filed records. 

“Salesmen who follow this plan soon find that various 
classes of records such as cards, correspondence, etc., will 
average about the same number of guides in various lines 
of business, even though there is considerable difference in 
the nature of the businesses 

“The essential features of any filing method are: 

“First—it must be a finding method as well as a filing 
method. Papers should be quickly filed and instantly 
found. 

“Second—it must be a simple arrangement so that any 
new employee can quickly learn to file and find the records. 

“Third—it must not require specialists or efficiency ex- 
perts to keep it going 

“Fourth—it must be capable of expanding as the business 


grows 





OFFICE APPLIANCES 


“We have just recently encountered unusual conditions 
in all lines of business and buyers have not only refused 
to consider the purchase of new equipment but have ac- 
tually, in many cases, delayed the buying of real necessities. 

“A capable salesman can often present his proposition, 
where an actual need is evident, in such a manner as to 
convince a buyer that, rather than making an expenditure, 
he is really effecting a tangible saving. 

“This is especially true in regard to filing equipment. 

“Valuable time of executives, department heads, clerks 
and clients can be saved by the use of modern filing de- 
vices, and this division of the office equipment industry 
has not kept pace with other branches of the industry, such 
as calculating machines, typewriters, dictating machines, 
etc. 

“Filing cabinets and indexing go hand in hand and one 
is incomplete without the other. 

“Don’t say, ‘I’m no filing expert,’ because you can be, in 
the shortest time, if you make the effort.” 


SOME TESTED IDEAS FOR THE SELLER 


a) = = "mY Y y _ 
OF OFFICE FURNITURE 

HE office furniture salesman should specialize in fil- 

ing supplies, in systems and in desk accessories. These 
items usually carry a larger margin of profit than furniture 
and the desk accessories follow the sale of furniture and 
the salesman who does not get this part of the order has 
overlooked some business that he could have received 
merely by asking for it. 

Furthermore, the customer appreciates suggestions from 
the salesmen about the items that are necessary to dress 
up his new desk. This is especially true in selling suite 
furniture. If the customer has gotten himself into the 
frame of mind to spend either $200 or $500 for a fine desk 
it is no trick at all to get another order for $40 or $50 
worth of accessories at the regular price. 

Salesmen should be well qualified to sell filing cabinet 
supplies or systems. They are very profitable to the 
dealer as well as to the salesman and very often the sup- 
plies for filing cabinets amount to more in dollars and 
cents than the cabinet that houses them. 

We find that when a salesman can interest a customer 
in a system that will save time and money that the order 
for the filing cabinets follows along without much price 
discussion. Another point is that the salesman with a 
knowledge of systems can sell on his prospects more often 
and keep in closer touch with the trade than the salesman 
who sells furniture only. 

The new desk styles have widened the sales possibilities 
of office furniture great!y and when business gets back to 
normal the opportunities for the salesman to trade out 
old style straight line furniture are unlimited. The great 
demand for walnut has also created some new business, 
and the same is more or less true of the steel desk. 

These new items coming on the market are being used 
in the new installations and are making the many owners 
of old style oak or other straight line furniture dissatisfied 
with their equipment. The office furniture dealer needs 
new items from time to time and the successful manu- 
facturers in the future will be the ones who employ com- 
petent designers to keep their trade supplied with modern 
patterns. These new designs, however, must be pleasing 
to the eye as well as true to the px riod. 

Some salesmen benefit a great deal from sales schools 
and others do not. It is strictly up to the man whether 
or not he will take advantage of the material that is being 
supplied him by the manufacturer and the dealer. My ex- 
perience has been that the best sales schools are the ones 


A Dixie Dealer Makes Sales 
Suggestions to Those Who 
Specialize on Office Furni- 
ture, Supplies, Systems and 
Desk Accessories 


conducted by the factory representatives in the dealers’ 
stores, and the manufacturers should send more men who 
are capable of going out with salesmen and demonstrate 
that their product is made right and priced right and that 
there is a demand for it. 

The salesman has a great deal more respect for the man- 
ufacturer’s salesmen who can actually produce business, 
than the average general sales manager or other officials, 
who specialize in prepared talks on the theory of sales- 
manship, but for some reason or other never find time to 
get out on the firing line and actually make a sale. 

Our experience is that any sort of advertising that might 
be classed as general publicity is good, as it keeps the 
name of the dealer constantly before the public and doubt- 
less is of great benefit. Our experience has been that 
definite advertising in newspapers or otherwise, offering 
some certain article for sale at even a very low price is a 
failure. 

We believe for office furniture and stationery concerns 
the proper percentage of gross sales for advertising ap- 
propriation should be about two percent. 

There is no reason why the dealer should limit himself 
to office furniture alone. If the salesman is capable of do- 
ing so he should by all means offer to take care of such 
items as rugs, drapery, window shades and even painting 
and hardwood floors under certain circumstances. How- 
ever, it is not always possible to do this. Sometimes the 
customer prefers to place matters of this kind in the hands 
of a competent decorator and when this condition exists, 
the salesman should cooperate with the decorator and 
should never actively become a competitor of the dec- 
orator. There are other customers, however, who will 
not employ an interior decorator and usually they are very 
glad to have the furniture salesman suggest color schemes 
for walls, drapery and rugs. 

Some office furniture concerns have a rug department. 
We. however, believe that an arrangement made with a 
good concern who has a very large stock is more satis- 
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TUSCO UNIVERSAL STAND WITH LEAF EXTEND- 
ING.—This is made by The Tubular Specialty Manu- 
facturing Company, 1940 Stanley avenue, Detroit. 
These stands are made for all types of office machines, 
Are quickly adjustable. The top has angular ad- 
justments, allowing the machine to be placed in the 
position most desirable for: operation. The stand is 
rigid and has a mechanical equalizer which adjusts 
itself to any unevenness in the floor. It moves noise- 
lessly on three-inch rubber tire casters with cam 
brakes 
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DESK FROM EARLY AMERICAN SUITE OF IMPERIAL DESK 
COMPANY, EVANSVILLE, IND.—This desk will be produced in 
two sizes. It is made in genuine walnut throughout with con- 
tinuous solid walnut posts, moldings, drawer rails, skirting and 
top edging. Top and panels are veneered in figured walnut and 
drawer fronts are made of solid American walnut having walnut 
sides and backs, with walnut veneered bottoms. Fine finish 
inside and out and cast brass bail pulls in antique English are 
featured. The other members of the suite are in accord with 
the foregoing 





New 
Pieces 
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ATTRACTIVE HOME DESK OF VENEERED WALNUT BY THE 

ALMA DESK COMPANY, HIGH POINT, N. C.—This is attrac- 

tively designed in walnut veneer, styled to fit into the home and 

designed to give the efficiency of an office desk without looking 

the part. It is substantially built. Drawers act smoothly, be- 

ing controlled by a center locking device. Standard finish is a 
rich walnut 





ONE OF THE AURORA 1200 LINE OF BLUE PRINT CABI- 
NETS.—The Aurora Metal Cabinet Company, Aurora, IIL, 
has brought out an improved line of blue print cabinets with 
exclusive stacking feature which allows new cabinets or sec- 
tions to be added quickly. Drawers are of semi-channel sus- 
pension, Four salons on each drawer assure smoothness 
of operation. The hardware is of solid brass and the lock 
is of the automatic push type, locking all drawers at once. 
This lock is supplied if ordered 




















ENGLISH OAK SUITE BY ALMA DESK COMPANY, HIGH POINT, N. C.—This suite is for offices with a limited budget for 
furnishings. The rugged English desien cives the correct background for the high-lighted brown oak finish, which ages beau- 
tifully. The suite will give long and efficient service 
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factory. While the gross profit isn’t as much, at the sam« enough shown on the stationery floor to remind the trade 
time we think the net results are more satisfactory. that the dealer has more furniture even if it is hidden away. 
T , Of course, it is necessary to have signs directing cus- 
Ihe dealer who hides his furniture away in the bas« ; 
tomers to the elevator or stairway; but no matter how 
ment or on the second floor or third floor is placing a : : 
1j ' é; many signs there are, or how attractive they may be, the 
landicap on his furniture business th: oO 
' : that will prove ver) dealer who is able to make his display on the ground floor 
reneficiz ) s co ors stas ortio oO : | : 
eneficial to his competitor At least a small portion oi will get lots of business that the second floor or the base- 
the first floor should be dev ited to furniture One show ment display will not even have an opportunity of quot 
window should be used for furniture exclusively and also ing on 





SUGGESTIONS ON 
SELLING STEEL 


A Few Points Drawn from Ex- 
perience in the Western Part 
of Illinois—By Daniel S. 
Hansen, Secretary, Carlson 
Brothers, Inc., Moline 


MR. HANSEN 








UR sales in steel storage cabinets increased consider- and by having the cheaper grades on hand, it helps to sell 
ably in the last two years on account of our efforts the medium and higher grade files. Filing cabinets, in 

in various directions. These efforts included, first, window our opinion, should be displayed all grades together so 
displays of several! cabinets fitted up with suggested items that salesmen can make direct comparisons. 
such as ordinarily would go into them. In the sportsman’s Fireproof cabinets have a market, but the newly con- 
cabinet, we have guns and hunters’ supplies, suitable cloth- structed fireproof buildings have in some cases retarded 
ing, such as coats, hats and umbrellas, golf bags, et« the consummation of sales. This should not be so, inas- 
These are shown in wardrobe cabinets. Stationery items much as the protective features of this type of cabinet 
and supplies, household items and canned goods and other are so superior, and also because of the fact that no ex- 
foods are shown in storage cabinets with shelves. Phy- cellence of building construction can ever take away the 
sicians’ supplies, also beauty parlor supplies, are presented danger of an interior fire in an office. Every fireproof 
in white-finished storage cabinets with shelves and com building is more or less subject to damage, particularly 
bination wardrobes with shelves if the buildings adjoining are not of like construction. 

Second, plenty of the manufacturers’ circulars and fold Counter-high cabinets are coming into the field fast 
ers illustrating and describing the lines are handed out and when increased production decreases the cost, they 
by our salesmen and sent out direct by mail. Schools’ will, in our opinion, effectively meet or surpass the four 
and colleges are very quick to recognize the steel storage drawer files in numbers used. 
cabinet as a permanent part of the equipment of their We carry in stock a half dozen steel desks, steel cos- 
buildings. tumers, aluminum chairs, etc., and we look forward to 

Third, special campaigns by mail are instituted witl the time when the steel furniture market will be more 
return cards giving leads. These have been very produc nearly stabilized than it appears to be at present. We 
tive in digging up prospects handle a large volume of Y and E steel filing cabinets, 


We carry five grades of steel filing cabinets in stock, storage cabinets and similar items. 




















WINDOW DISPLAY OF STURGIS POSTURE CHAIRS BY THE STURGIS POSTURE CHAIR COMPANY IN THE SHOW WIN- 

DOW OF KOCH BROTHERS OF DES MOINES, IA.-——These chairs are adjustable. It is the belief of the manufacturers that 

business executives are naturally going to look more and more to office furniture dealers for information on posture seating. 

The Sturgi« line is sold exclusively through office furniture dealers, the company believing that they have a most important 
position in the distribution of office furniture and are entitled to due protection 
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DESK OF THE LATE 


JOSEPH PULITZER, 


FAMOUS EDITOR OF 


THE NEW YORK WORLD. 
—This desk is hardly mod- 
ern, but it exhibits several 
features interesting to up- 
to-date desk men. One 
feature is the means 
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whereby the desk is closed 
on hinges at either side 
when the drop bed is ele- 
vated. One could put 
away many things in this 
desk and unless one had 
the mental energy to avoid 
it, many things could, 
misplaced 
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STRIKING DISPLAY OF VENEERS BY THE L EOPOL D COMPANY IN THE NEW HORDER STATIONERY STORE IN CHICAGO, 
—The center picture bears the following label: *‘Monuments the Ww izard Time raises to count its ages by. Fine office furniture, 
the Leopold Company, Burlington, Iowa. Craftsmen since 1876.”’ All the different veneers are labeled and supply a fascinating 
study to one who is interested in such matters. The veneers include straight grain walnut; diamond matched walnut; butt 
stump walnut; Oriental wood; ribbon grain; East India rosewood, mahogany, straight grain, mahogany crotch, satinw 

curly white oak, forked leaf white oak, English oak, hard maple, edge grain. The lower row shows different cuts used in the 
sawing of the log to get different types of finish. The mpe cut is a section through the center of the base of an American 

walnut tree. 
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EXPERIENCES OF TWO DEALERS 


IN HANDLING 


CARPETS AND 


DRAPERIES FOR OFFICES 


4 . INTRODUCING Mr. Henzy, Marshall C. Pumphrey, 
merchandising 


director of The Clemetsen Company, 


said that in handling carpets, drapes, etc., Mr. Henzy’s 
organization in Cleveland had achieved remarkable suc- 
cess. Last year the volume of these sales represented 
twenty per cent of their business. Responding, Mr. Henzy 
observed that the volume of this business is in the less 
expensive ofthces 

\bout three years ago The Wagner-Henzy-Fisher Com 


pany found doing a considerable carpet and 


A check-up of this 
volume 


themselves 


drapery business business revealed 
that it 
real effort 


if they put in a regular department of carpets and draperies 


amounted to a considerable without any 


Thereupon Mr. Henzy conceived the idea that 
and put effort behind the sale of this line they could do 
still better. They were doing at that time something like 
twelve to fourteen thousand dollars a year, and he believed 
that if they could do that amount of business with prac- 
tically no effort, a department competently managed could 
do much more 

Mr. Henzy accordingly went to New 
deavor to make the right kind of a 
That is necessary for the success of a department of this 
kind Chere are 
ject. Something has already 

I believe that if 
it is wise for the dealer to carry the conviction 


York in an en 
carpet connection 
various ways of accomplishing this ob- 


been said about ensembles. 


a man comes in and wants to furnish 


an office 

to his customer that the dealer knows all about office dec- 
oration. More often than not, in fact, nine times out of 
ten, one But after securing the order 


will get away with it. 
it is up to the dealer to make good the belief that he does 
is talking about 

said Mr. Henzy, 
When a man comes in to look 
at a desk we seldom or We put 
him in a comfortable chair and find out just what he has in 
go to his office and take a look at it. 
Ina 


know what he 


“We have perhaps,” “a revolutionary 
way of selling a customer. 


never show him a desk. 


mind and then we 
One must look at the office one is expected to fit up. 
day or two after planning the matter we make our sug- 
gestions, which include carpet, draperies, furnishings and 
everything that goes to make up a well appointed office, 
so that instead of selling a customer just a desk we have 
sold that 
with it 

“In ti 


years been very 


him carpets, draperies and everything goes 
of the work we have within the last two 
We have put in what we call 
a carpet and drapery department. We are told that we are 
of its kind west of New York that makes a 


We specialize on doing the job 


is pl ast 


successful. 


the only store 
specialty of such lines 
from a decorative standpoint, and if you will pardon mé¢ 


I want to assure you that we know our 


for a colloquialism 

onions. We have had to know what we were about in 
order to get away with the things that we have been called 
upon to do. Our business has naturally increased, and | 
really think we have a carpet and drapery department that 


has been of inestimable assistanc¢ There is no question 


about 

As to the practical end of such a department, Mr. Henzy 
said: “The way we operate is to sign a contract and agre« 
to take a certain amount of carpets for the season. The 


We buy 


of drapery 


drapery end is not necessarily handled that way 


draperies by the roll and only three numbers 


Being an Outline of the Re- 
marks of U. L. Henzy, Pres- 
ident of The Wagner-Hen- 
sy-Fisher Company, Cleve- 
land, at the Meeting of Deal- 
ers Heldat the Factory of The 
Clemetsen Company April 9 
and 10, and a Resume of the 
Observations of Earl Beck- 
with of the McManus-Troup 
Company, Toledo, Presented 
at the Annual Meeting of 
District No. 5 of the National 
Stationers Association Held 
this Spring at Toledo 


It is a simple thing to suggest a drape, and the 
buy almost every time. We handle the 
I trained one of our ware- 


When we get into some- 


materials. 
customer will 
poles and all the accessories. 

house men to put up draperies. 
thing entirely special we have somebody else make them. 
As far as making our drapes is concerned we have a 
woman who does this work, and it costs $3.50 to make a 
We probably sell more drapery that costs $25 to 
One can sell material 


drape. 
$30 a window than anything else. 
at $3.25 to $3.50 a yard. The usual procedure is to add 
cost of making to cost of material and then add sixty per 
One can sell a window for $25 that costs approxi- 
have an additional $10 


cent. 
mately $15 to get up. 
practically every time we sell a desk. 

“T have seen what this policy has done for our business; 
easy it is 


There we 


it has increased our furniture sales; how 
to present an entire proposition to a man. That is what 
He does not want to buy 


how 


the customer absolutely wants. 
furniture in one place and go somewhere else to buy car- 
pets, and to still another place to buy draperies. I think 
that it is unwise for dealers to pass up such opportunities 
when they are so easy to take advantage of. Here is a 
source of profit which increases the prestige of the store 
and in addition brings in a very respectable amount of 


profitable business.” 


Remarks of Mr. Beckwith at Toledo 
After a brief introduction by the chairman of the ses- 
sion, Mr. Boyer, Mr. Beckwith said: 
“IT have been here in this city with the McManus-Troup 


organization for about a year, and in that time we have 


tried to sell furniture from a little different standpoint than 
that taken by the average office furniture house. We have 
put into our department the things that go along with 


office furniture; we have added draperies, carpets, lamps 


and pictures, all kinds of accessories, and when I go out 
to sell a man in an office I don’t attempt to sell him from 
a chair standpoint or from that of 
inter- 


a desk standpoint or 
any particular piece of furniture, unless | 


e is just 
item: but I do try to sell him a picture 


ested in that one 
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OFFICE OF THE MAYOR OF 

SEATTLE, WASH.—Elaborate in- 

stallation of Leopold equipment. 

This is the Leopold President suite 
of American walnut 





CAPITAL INSTALLATION IN THE 

OFFICES OF THE AMERICAN 

HAIR & FELT COMPANY.—This is 

a Gunlocke William and Mary suite 

effectively designed for a moderate 
sized office 
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A DISTINCTIVE EDCO INSTALL- 

ATION.—This installation is of Ev- 

ansville Desk Company’s desks in 

the office of the Indiana Bell Tele- 
ph Company 
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COLONIAL SUITE BY HOOSTER 
DESK COMPANY, JASPER, IND.— 
This was installed by the North- 
western Furniture Company of Mil- 


waukee, Wise. Note orderly and 
convenient arrangement for large 
office 








MODERN OFFICE EQUIPPED 

WITH MACEY FURNITURE.-The 

desian of thi« furniture. while of 

the art moderne type, is mot rad- 

ical. This is the office of Mr. Sang- 

er, Union Trust Company. Detroit, 
Mich 





a INSTALLATION OF INDIANA 
aati tes ian P ——e DESK COMPANY EQUIPMENT. 
: zz. —_ This shows the 3600 line of desks in 
, the office of Harsin-Roberts & Com- 
pany, Bankers’ building, Chicago. 
The installation was made by Spak 
& Natovich, Chicago 
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of his office as it will look when I get through—a word 


picture of an office having all the different items that we 
have linked up with desks and other furniture. I find it 
easy to make a set-up that is very pleasing to the under- 


standing and as a rule I easily get an opportunity to go 
ahead and fix up the customer’s office as I would like to 
have it. I have thus transferred from a mental conception 


a physical picture which is actually evident to the eye. 


Once I have this picture created in the reality with all 


the things placed in the office as I would like to see them 
surroundings, my 
fact this 
want it to work in about ninety-five 


suitable and 


seldom let me take them out, in 


placed, with accessories 
customer will 
works the way we 
cases out of a hundred. Only this last week I had an ap- 
pointment with a customer whose secretary came in to buy 
a secretarial desk and posture chair. The customer ob- 
jected to the price of $58. Going over to his office I made 
a survey and sent over $500 worth of accessories for this 
office and then, after they were put in and after he had 
had his carpets cleaned and made up into rugs, I went 
back and talked to him. I sold that man carpet amounting 
to over $200 in spite of the fact that he had made a con- 
siderable-to-do about paying $58 for a desk and chair. 

“T find that by 


picture it is much easier to sell a thousand dollars’ worth 


getting things together and making a 


of goods than to sell the customer a hundred dollars’ worth 
that he originally thought of buying, and by selling carpets 
and draperies that call for a better chair and for a different 


and finer type of desk. As you get these items in it is 





Demonstration Desk Shows Features of New 
Clemco Line 

In the description last month of the new 31, 32, 33 and 

error occurred in the name of the 

patented tops invented by The Clemetsen Company. The 

been “Clem- 


34 Clemco desks, an 


name stated was “Clemcola”—it should have 
coid.” 

No. 31 is intended to fulfill the requirements of a busi- 
ness desk, having utility, character, correct proportion and 
other features characteristic of the line. It is made in oak 
and all-walnut exterior, the oak a deep, rich autumn brown. 
line, is finished with the new 


Che desk, like others in the 


“Clemcote” finish. 
No. 32 is slightly more ornate, being intended for large 


installations as well as individual offices. Drawer fronts 
are scribed, legs well shaped and turned and corners sof- 
tened and rounded. Exterior is all walnut. 

No. 33 has handsome, substantial one-piece legs of wal- 
Selected, beautifully figured butt walnut forms panels 


The desk is made of walnut inside and 


nut, 
and drawer fronts. 
out. 

No. 34 is a handsome four-drawer desk of a type desired 
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discovered that one calls for another, and usually some- 
thing better. 

Mc Manus- 
Troup organization we have used this system very profit- 
I recall that on one occasion we put a quantity of 
office into a law office which 
had started in with no intention of buying any such fur- 
niture. One evening, about six o’clock, when I was work- 
ing in that office, one of the senior members of the law 
firm who was still around said to me: ‘This is a funny 
thing, Beckwith. When we started to furnish this office 
we had no intention of buying anything like this. One of 
the boys got the idea that he had to have a million dollar 
desk, and another followed, and then after the desks were 
in they had to have everything that went along with them.’ 
The job worked gradually into something more and more, 
and finally I wound up by putting in about $11,000 worth 
of furniture and accessories, an order which the concern 
kept. That sum did not include all furniture. There were 
draperies, carpets and curtains, but all the accessories 
were called for by the higher grade of furniture. We put 
in full sets instead of single pieces, and after the sets went 
in they called for pictures on the wall. One thing de- 
manded another, until finally the office was fitted up to our 
satisfaction. Im this way the dealer who knows his job 
can land an order for five times more than he can get out 
of the ordinary sale with little necessity for the exercise 
of what is known as modern selling tactics. In fact this is 
the best and most satisfactory form of selling.” 


“During the period I have been with the 
ably. 


furniture and accessories 


NO. 33 OF NEW CLEMCO DESK LINE.— 
This is a back view of a demonstration desk 
showing interior construction 


by executives and professional men. All panels and drawer 
fronts are selected butt walnut. 

The accompanying illustration pictures some of the im- 
portant features of the new line described above. Plate 
glass replaces panels to permit of clearer demonstration. 
Features which are evident and common to the line in- 
clude three-point drawer suspension, ball-bearing rollers, 
smooth, accurate guide-rails for ball-bearings—and so 
smoothly do even loaded drawers work that a slight pull 
with a finger nail suffices to draw them out. Drawers are 
interchangeable, with new pedestal drawer-locking device; 
finished inside and out; newly designed drawer pulls. 
Desks have cast foot socket-glides, full panel backs, etc., 
and are finished in “Clemcote” with “Clemcoid” tops—a 
patented material without glare, velvety and slightly resil- 
ient to the touch and proof against the action of acid, ink, 
alcohol or hot water. It will not burn. The picture of 
the demonstration desk shows not only the drawers and 
suspension mechanism, but through an aperture in the writ- 
ing bed one can examine certain other features. One cor- 
ner is cut away to show how Clemcoid tops automatically 
lock on writing beds. 
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TYPICAL INSTALLATION OF 
STEEL FURNITURE AS SUPPLIED 
BY THE YAWMAN AND ERBE 
MANUFACTURING COMPANY,IN 
THE MEMORIAL CITY HALL AT 
AUBURN, N. Y.—The furniture and 
equipment for the entire building 
was installed by Yawman and Erbe 


INSTALLATION OF STEEL FIXTURE 
FIVE-DRAWER LETTER FILES MADE BY 
STEEL FIXTURE MANUFACTURING COM- 
PANY, TOPEKA, KAS.—These files are double 
deck and were installed in the American Life 
Insurance Company's vault, Denver. Part of 
this equipment has been installed two years 
with never a service cal 





Furniture 








TY PICAL POSTINDEX INSTALLATION. 

The Northwest Bancorporation in Minneapo- 

lis operates a chain of banks. The tallation 

is of Postindex visible flat book cabinets. The 

order was installed by the Farnham Printing 
& Stationery Company, Minneapolis 








PART OF EQUIPMENT OF CITY HALL, LOS 

ANGELES.—This picture shows one side of 

the engineering department. The steel furni- 

ture was made by The Steel Fixture Manufac- 
. turing Company, Baldwin Park, Calif. 
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INSTALLATION OF ART METAL CON- 

STRUCTION COMPANY STEEL FILES.—This 

installation is in the offices of the Sherwin- 

Williams Company of Cleveland, Ohio. The 

files are of the 4700 line with brown linoleum 
continuous top 





A STRIKING SHAW-WALKER COMPANY IN- 

STALLATION.—At the right we note the main 

banking room of the Buffalo Savings Bank, 

Buffalo, N. Y. This installation saved one- 

third of the floor space in comparison with 
the previous arrangement 





in Steel 








ACCOUNTING DEPARTMENT, CHICAGO 

DAILY NEWS.—This is a striking Globe-Wer- 

nicke installation in one of Chicago's largest 
newspaper properties 





THE ILLUSTRATION HERE 
SHOWN IS OF A SERIES OF CARD 
LEDGER DESKS MADE BY THE 
COLUMBIA STEEL EQUIPMENT 
COMPANY, PHILADELPHIA, 
PENNA.—This type of desk was des- 
cribed in Office Appliances some 
months ago. It is characterized by 
many ingenious and useful features 
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WHAT THE DEALER WHO SELLS 
OFFICE FURNITURE SHOULD DO 


ITH regard to the importance of selling systems and 


accessories, I cannot emphasize too forcibly the 


many advantages offered the dealer and the salesman in 
selling this merchandise. It has been our experience that 
this is one of the most profitable lines we carry. The work 
producer of profits 


The 


salesman who wishes to avoid competition which is now 


is extremely interesting and is a sure 


irom year to year in repeat orders. dealer or the 


so keen on most of the items that the average commercial 
Stationer and office furniture dealer carries, will experience 
much pleasure in system selling and if he has not already 
sold thes« 
mount into profit 

There are many pertinent questions which may be asked 
of the 


as: How 


lines, will be amazed at the way in which they 


prospect to arouse his attention and interest, such 
many seconds does your file clerk require to 
find correspondence? Are there many times when an ex 
ecutive of your company is embarrassed when a customer 
is in your office and correspondence or other papers can- 
not be produced immediately? Are there not many times 
when you are receiving a long distance call which neces- 
sitates complete information from your files at once and 
compelled to wait, when minutes seem like hours 
These and many 
by the 


you are 
and you find yourself becoming irritated? 
other such questions will often be answered “yes” 
customer, who in a great many cases will wish to know 
whether the fault is with the system or with the operator. 
If the dealer can interest the prospect up to this point, he 
should that the customer permit the dealer to 
analyze the entire record-keeping of his office. He could 
make the offer to do this free of charge and without ob- 
It has been our experience that 


Suggest 


ligation to the customer. 


at least seventy-five per cent of all the offices we have 
analyzed have subsequently purchased from us filing sys- 
tems, equipment, and in many cases, new furniture 

To our way of thinking, there is no other item in the 
office furniture business that creates a closer relation be- 
tween the dealer, the salesman and the customer than does 
system selling. Immediately after a record of the survey 
is made and all of the items are included in the original 
order, likewise a copy of the survey is filed for future sales 
reference, a follow-up card is filled out, indicating the 
transfer period and other pertinent information, which 
permits the dealer to secure in advance of the time of the 
transfer, the customer’s orders for their transfer require- 
ments. 

Concerning the 
are offered today, our company finds that they widen the 
sales possibilities on lines. We believe, however, 


that the manufacturers are offering too many designs. 


new styles of desks and the like which 


these 


A FURNACE TESTED CHEST MADI BY"THE 
MEILINK STEEL SAFE COMPANY, TOLEDO, 
OHTO.-This new cheat i« built like a standard 
safe with an all welded inner and outer steel shell 
and with Thermo-Cel insulation. It weighs thir- 
ty-five pounds and measures 9'») inches wide, 15 








Being Some Replies by W. E. 
Bolton of The Baughman 
Stationery Company, Rich- 
mond, Va., to a Number of 
Interrogations on the Sub- 
ject of Handling Office Fur- 


niture 


Advertising through direct mail pieces has not proven 
prospective cus- 


Most of our 


a profitable means of informing our 


tomers regarding this class of merchandise. 
sales have been secured from direct contact by our sales- 
men. (Note.—We could wish that the writer had elabo- 
rated a little on his references to advertising by means of 
direct mail pieces. We venture with all due modesty to 
ask if it is not possible that advertising by means of direct 
mail pieces has had its effect, although it may not be 
visible in out-and-out orders for goods. It has been our 
impression that the object of such advertising is more to 
keep the manufacturer’s name before the public than to 
obtain direct orders; that it is introductory and serves as 
a forerunner to the work of the salesman who, when he 
calls, finds the prospect already more or less familiar with 
his product. Probably the experiences of dealers in dif- 
ferent sections will not be alike.) 

The best training for our salesmen, continues Mr. Bol- 
ton, has been offered by the manufacturers who conduct 
schools for training salesmen at their plants. 

As to advertising, the only form of publicity we use is 
direct mail and this is not based on a gross sales percent- 
age basis. 

I believe the dealer should not limit himself strictly to 
office furniture, and as to just how far he should go to 
compete with the interior decorator would largely depend 
upon the size of the city in which he is located. I am of 
the opinion that dealers in cities of less than 250,000 people 
should be in position to offer their customers’ complete 
service, but should limit themselves to the variety they 
carry. 

I know of no better way of informing visitors to the 
store of the location of the furniture department than by 
displaying as many pieces of furniture as possible con- 
spicuously on the street floor with signs referring to the 
location of the department on another floor or in another 


section. 


inches long and 3°({ inches deep. Each chest 

carries a guarantee that it is identical in con- 

struction and insulation with a chest tested for 

one-half hour in a furnace, reaching a tempera- 

ture of 1420 degrees Fahrenheit, with inside tem- 

perature of chest reaching 298 degrees Fahren- 
heit 











DES MOINES DEALES OUTLINES 
CERTAIN SUCCESS FACTORS 
IN OFFICE FURNITURE 


By Charles R. Storey, Man- 

ager of the Office Furniture 

Department of Zaiser’s at 
Des Moines, Iowa 


Ww: handle the Shaw-Walker line of steel filing equip- 
ment and have been very successful in selling this 
line in and about the city of Des Moines. In the first 


place, we endeavor to sell our entire organization on the 


Shaw-Walker Company, its products and the ability of 
the company to produce up-to-date types of steel equip 
ment at prices competing with those of other manufac- 
turers in the field. Having once sold our organization on 
these propositions, we found the battle was half won. 

Again, each week we display in our window some por- 
tion of this line, either files, desks, aluminum chairs, in- 
dexing or some product made by this company. 

Our store is tastefully aranged on the inside. We have 
an excellent steel furniture department in which we display 
the line we represent to the best advantage 

For the last twenty years we have advertised in our 
local newspapers. We send out approximately four hun- 
dred of the small Skyscraper Magazines published by the 
Shaw-Walker Company each month to four hundred ex 
ecutives giving new ideas and suggestions for the use of 
the line. Also, at various intervals we send out advertising 
literature furnished us by the Shaw-Walker Company. 


MR. PIERCE 





T IS our belief that in order to achieve the most satis- 

factory results in steel furniture, the dealer must first 
be steel-minded and fully convinced that steel furniture 
will give the prospective purchaser the best values obtain- 
able. In order to develop this atmosphere, a complete 
line of steel in the various finishes and sizes must be on 
display. 

At the present time, when business is somewhat difficult 
to secure, we have found that steel furniture offers a cap- 
ital opportunity because of the fact that there are so many 
new features embodied in it and also in so many cases 
it can be used to replace wood equipment which is in a 
poor state of repair and according to modern standards is 


approaching obsolescence. 


MR. STOREY 





All of these factors help to build business. After a sale is 
made by one of our salesmen, we make it a point to call 
at the office of the customer on the installation of the 
goods and see that everything is all right. Oftentimes 
the salesman is able to pick up additional orders of items 
that were not thought of when the original sale was made. 

In the field of steel equipment, including files, desks, etc.. 
we endeavor if possible to make a survey of the customer’s 
office so that we may sell him more intelligently than we 
otherwise could. We find that this idea oftentimes gets 
the order. We endeavor to follow each prospect closely 
and intelligently and find that by following up people who 
have been in our stores we are oftentimes able to get the 
business. The fact that our sales people are sold on the 
line we represent has a great deal to do with the success 
of our department here in the store. The salesman can 
not work to the best advantage who is not convinced of 
the merits of the line he is selling and enthusiastic over its 
possibilities. The lines available are so excellent in our 
day that it is difficult to see how any man charged with the 
duty of selling office furniture can not find some line that 
will invoke his fullest enthusiasm and cooperation. 


NEW ENGLAND DEALER GIVES 
SOME IDEAS 


A Few Thoughts on the 
Handling of Steel Furniture 
in the Office Equipment 
Store—By E. S. Pierce, Pres- 
ident and Treasurer, Pierce, 


Inc., Hartford, Conn. 


In displaying our lines of steel furniture, we endeavor 
to have samples of new products as close to our front door 
as possible, so that callers can not fail to see the line. 
Then, in our main display, we have placed all wood com- 
mercial designs in the rear, bringing steel to the fore. 
We show a limited amount of high grade wood suite fur- 
niture in a prominent location. 

On the outside approach, we have used the principle 
of progressive standardization quite successfully as this 
enables the customer gradually to replace obsolete pieces 
with modern new equipment. 

We firmly believe in the advantages of a complete in- 
ventory and survey, as so often when this is done it dis- 
closes inefficiencies which can be corrected with the use 
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of different types and sizes of furniture. We have yet to 


find an instance where we were not able to save space 


through rearrangement and sometimes even to bring 


about a reduction in personnel. 

It is possible to incorporate facilities for card records, 
5x3, 6x4 and 8x5 sizes, dictating equipment, correspond 
ence, etc., in steel desks which dispense with many articles 


that clutter up the tops of desks under other circumstances. 





OFFICE APPLIANCES 


We always endeavor as much as possible to avoid any- 
thing that would suggest the knocking of wood furniture. 
We believe that there are so many distinctive features in 
steel that it is not necessary to bring anything else into the 
We believe that this is a steel age and that the 
It is easier to capitalize on the human 


picture. 
field is very fertile. 
tendency to want a change for something new and differ- 
desks, for example, fit nicely into such a 


ent, and steel 


program. 


ALABAMA HOUSE OUTLINES SOME PRACTICAL 
METHODS IN OFFICE FURNITURE 


N answer to a query regarding the proportion of sales 


in the various lines of office furniture, we can say that 
for the year 1930 and previous years the volume in steel 
desks, commercial grade, has been larger than in wood 


grade We have not specialized par- 


Five per 


desks, commercial 
will be about 


found that 


ticularly on period grades. cent 


have 


the right figure on period furniture. We 


there is more profit in wood desks and chairs than in the 


steel desks and files, for the simple reason that the freight 


and handling charges are more on steel than on wood 


However, I believe it to be absolutely essential to be able 


to deliver executive suites of furniture and to show such 


suites in limited number in order to stimulate interest in 


and desire for better grades of furniture. 


I believe that the dealer in office furniture is not justi- 


fied in investing more than ten per cent of his capital de 


voted to office furniture in executive suites and chairs to 


match. I would suggest that he invest fifty per cent in 


safes, etc., twenty per cent in wood desks, 


steel desks, file 
commercial grade, and twenty per cent in chairs and other 
office furniture iten 


With regard to the 


othice turniture 


suggestion as to the proportion be 


ght into the store and 


sales brou 


tween 


By Zac P. Smith, Jr., The Zac 
Smith Stationery Company, 
Birmingham, Ala. 


those originating in the establishment, our experience is 
that seventy-five per cent of all furniture sales are finally 
The sale might originate by an un- 
known look. The 


prospect is then given to the outside man to follow up. 


sold by outside men. 


customer dropping into the store to 
Furniture sales being keenly competitive are usually closed 


by outside men, but smaller sales are made in the store. 
Ninety-nine per cent of our buyers require bids or prices 
on the complete installation. We submit layout drawings 
with pictures and unit prices and then demonstrate the 
that our line is the best. 
In the follow 
many other dealers and price the layout as a unit complete, 


an installation which 


de sks, cl airs, files, etc to prove 


case of suite furniture, we the practice of 


because a man will readily pay for 


he likes as a whole, when he would object to the prices of 


the different individual pieces and make an attempt to 


bargain. 
With 


to trade-ins, we can say this: If a used 


regard 





A PRIVATE OFFICE AS CONCEIVED BY THE MOTION PICTURE WORLD. 


In the R-K-O movie “‘Cim- 


arron,”’ the President suite, made by the W apenas Compete, Grand Rapids, Mich., played the title role 
‘h 


im the arrangement of the private office scene picture above. 


e ensemble is harmonious. It is modified 


**moderne’’ in conception and execution. The modernistic effect is achieved by the use of diamond matched 
American walnut and the employment of modernistic design in the trim of the various pieces in the suite 
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second-hand desk will sell for $30, we allow the customer 


$20 for the desk in a trade-in and the same proportion for 
fifty per cent mark-up. 


chairs, etc. This gives a 


We change our office furniture window displays every 
week. The backgrounds we use are six feet high and they 
effectively cut off views of the activities inside the store, 
enabling the passers-by to concentrate upon the display in 


the windows. 


COMBATING BUSINESS INERTIA 


Some Advice and Sugges- 


tions to Dealers with Regard 


to Putting Pep and Person- 
ality into Office Furniture 


Department—By Marshall 


C. Pumphrey, Merchandis- 
ing Director, The Clemet- 
sen Company, Chicago 


Note.—Mr. Pumphrey is no theorist, but a practical man 
whose ideas have proved their validity in the service of one of 
the leading retail furniture houses of the United States. For 
several years he was general merchandise manager for the 
Barker Brothers store at Los Angeles. He was mstrumental 
in increasing the sales of that widely known house to five or six 
times their previous volume. Having been a dealer, therefore, 
and a successful one, Mr. Pumphrey knows whereof he speaks 
when he discusses dealer problems. Some months ago he be 
came associated with The Clemetsen Company as merchandising 
director, where he will be in close and constant touch with the 
company’s dealers. It may be of interest to note that Mr. 
Pump!.rey made the acquaintance of the Clemetsen lines while 
associated with Barker Brothers. 


known as “Inertia” has over- 


NEW business disease 


taken most manufacturers and retailers of office 
equipment 
This common malady has its causes like every other 
sickness and likewise it can be treated and cured as can 
other diseases. 
First, let us look into the causes and diagnose our 


troubles! Business depression, hard times, competition, 


price cutting, bank failures, pessimism and dozens of other 
hard luck stories are the general causes that bring about 
“Tnertia.” 


“Inertia” more clearly defined is becoming inert, being 


inert, half-dead, dead, slaves to tradition, habits of all 
kinds. But that is enough! What we want now is the cure 
for this sleeping sickness. 

The quickest cure is a distinct shock—a shock such as 


restores hearing or brings back memory. Either you must 
shock yourself or you must suffer and sleep until one of 
your competitors steps out and shocks you into the under- 
that 


your customers 


standing you must do things too or else he will take 


Perhaps you may even be too late, for you may have 
been so busy singing the “sob song” that you failed to hear 
the explosion! 


How 


formed? 


buying habits have you and your family 
You have 
the same 


many 

I will venture to say plenty of them 
been buying your suits from the same store or 
tailor year after year because that particular tailor has 
pleased you and there has been nothing that has happened 
which was striking enough to attract you to another tailor 
Had some other tailor shocked you sufficiently to disturb 
you to a point where you would have at least given him a 
figure on next suit, your regular tailor 


chance to your 


would have lost you as a customer. 


Our house is agent for The General Fireproofing Com- 
pany steel equipment; Sikes-Cutler Desk Corporation 
desks; Sikes Company chairs; Durabilt Steel Locker Com- 
pany lockers; Myrtle Desk Company wood desks, and Tel! 
City Chair Company chairs. We have been in the office 
furniture and stationery business for many years and have 
found the union of the two businesses logical and profit- 


able. 


MR. PUMPHREY 





L 


Your inert buying habit would have been broken. Per- 
haps you yourself were so inert that you were blind to 
what was being worn in sack suits or what was new in 
fabrics and that there was a different cut to the trousers. 
Maybe you did not realize that your regular tailor was not 
giving you those new ideas. 

Office Equipment Business Needs “Punch” 

Business in office equipment needs new ideas, new selling 
themes and new “punch”! Manufacturers and dealers are 
not being out-sold in their own field, but by those manu- 
facturers and dealers in other commodities, which compete 
for the dollar of the consumer. 

People do buy automobiles, jewelry, radios, etc., and 
those industries do a real job of getting their share of the 
consumer’s dollar. 

How many automobiles would be sold today if the deal- 
ers did not make a special feature of the time payment 
plan and the “trade in your old car” idea? The same fea- 
tures are used in all leading businesses today and those 
who do not assist the buyer to make purchases through 
these channels, just do not get their share of the dollar 
being spent. 

Give your office equipment department a real personality 


—a spirit that has an idea that means something—not just 


a store singing the “swan song.” 

How do you do that? I would not say there are any set 
methods. Each dealer or manufacturer will necessarily 
treat his particular ailment as he sees fit, but still the plain 
fact remains that he must do something about it besides 
just talking about it and waiting for some one else to 
start. 

Why not dress your business up and go places? Make it 
take its place among the successful ones! Perhaps it is 
a new idea in window or floor display. Maybe it is a new 
idea in merchandise, or in your advertising, but it must 
be something that will stop the customer, get a hearing and 
disturb his inertia or sell him some of your wares in place 
of his spending what he spends for everything else but the 
proper office equipment, which after all is so important to 
the success of his own business. 

Your office furniture business can have a personality and 
is an important business, so why not put the spotlight on 
yourself and say to the world, “We are here to serve suc- 
cessful business men, because you have a need for us and 
we can serve you as no other industry can.” Dust off the 
tradition which has said to you for so long, “We are just 
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a cold, hard business that gets our business differently 
from any other type of business and we just cannot adopt 
new modern principles.” 

The businesses which are most successful are those which 
are operated by men who love their work and who believe 
Men 


their work make progress because they are quick to take 


they are doing good in their profession who love 


in new ideas and to pass them on. I would suggest that 


anyone who does not believe in his work and who does 


not think it interesting and important and who does not 


receive a real joy from going ahead had better get into 


some other game before his inertia becomes fatal 
Look at other merchandise which has been classified as 


colorless, cold, hard and uninteresting, such as steel rails, 
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Pullman cars, furnaces, linoleum, brick, stoves, lumber and 
dozens of other commodities and see what the gentlemen 
engaged in those industries have done by way of giving 
their product real interest and personality. Those busi- 
nesses may have been inert at one time also, but they may 
have received a shock that awakened them to the realiza- 
tion that their business was important, big, interesting and 
profitable. 

Personally, we should be happy to be in the office furni- 
ture business because we believe in it. Having the feeling 
that the correct furnishing of offices is a real contribution 
to one’s generation and community will make the work 
easier and more of a genuine pleasure 

So let us shock ourselves, our associates and our public 
into the realization of its importance! 


TRENTON DEALER FINDS 
COMMERCIAL LINES BEST 


FFICE furniture, like every other business, has failed 
to escape some of the effects of the present business 
But of late we have been moving office furniture 
that we are not 


situation. 
and doing so at a profit. I mean to say 


moving it for the sake of getting sales and forgetting 


profits. We are moving it in a profitable way. 
In our city, the commercial lines are the best sellers 
Trenton, as you know, is a manufacturing city and the 
largest call is for medium grade quarter sawed oak. Of 
course, in the professional offices and in the offices of big 
executives, better grades are sold and at the present time 
period outfits in wood, walnut preferably, are the best 
sellers. 

My opinion, based on experience, is that period suites 
At the present time very fine 
We show entire 


are a profitable investment. 
pieces can be obtained at moderate prices. 
suites and price them as nine pieces or eight pieces as the 
case may be, at $400 or $500 or whatever the price may be. 
We find that seventy-five per cent of the customers will 
take the complete outfit over the single price piece show- 
ing, that is to say, that he will not object to the price de- 
manded for the complete ensemble, but he will haggle and 


Some Brief but Interesting 

Suggestions by Edward 

Dwyer of Dwyer Brothers, 
Trenton, N. J. 


object if we offer the same goods to him piece by piece. 

Our display department is in the rear of our first floor. 
We use partitions for showing suites as we think they are 
Our sales are principally on wood 


thus best shown off. 


outfits, except for filing equipment. 


Trade-Ins 

The policy of accepting trade-ins on used furniture is a 
big help to sales. We allow a reasonable price and with 
one or two exceptions have always come out with a profit. 
At the present time used furniture is at a premium and we 
find no trouble whatever in disposing of it. 

We display office suites in our show windows about twice 
a month and obtain fine results. 


Here endeth the Annual Special Office Furniture Section 
of Office Appliances for June, 1931. In addition to 


the many helpful suggestions made by contrib- 


utors, the section contains the advertising an- 


nouncements of many of the leading man- 


ufacturers of office furniture, supplies 


and accessories. 


The contents of 


the section indicate the impor- 
tance of office furniture 
the office equip- 


industry. 


in 


ment 
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Your office needs 


the COPY-GRAPH 





FOR HIGHEST EFFICIENCY AND GREATEST ECONOMY! 


eliminates waste. The saving on carbon paper 

alone for one year is enough to more than pay 
for this attachment—BUT—it is also a time-saver. 
By actual test it was demonstrated that by using 
the Copy-Graph instead of carbon paper, the average 
typist would save a minimum of one hour’s time a 
week. Think of it! Over fifty hours a year saved 
by each Copy-Graph-attached typewriter—a saving 
too important to figure in actual dollars and cents. 


Tin COPY-GRAPH saves time and money and 


The Copy-Graph earns the universal acclaim of 
typists because it is so easy and clean to operate, 
eliminates waste effort caused by crumpled, moist 
or torn carbon paper, or the carbon paper slipping, 
and removes the bogey of soiled copies and dirty 
hands. 

The Copy-Graph is just as much an office necessity 
as an electric light in the modern home. One 


‘ “ony. Ww » iy 








THE LOTT Cate con temarnen 
Aes ees 


The Copy-Graph— 
built to fit all stand- 
ard typewriters and 
very easy to attach— 
is designed to make 
copies clearly and 
quickly—without the 
use of carbon paper. 
It operates one—two 
—three or four copies 
—and each copy is 
clean, legible and 
concise and the last 
line of a page is just 
as even as the first. 


demonstration will convince the most biased busi- 
ness man. 


This device is being sold thru state distributing 
agents. If you are vitally interested in “getting in 
on the ground floor” of one of the greatest inventions 
for modern business—if you are foresighted enough 
to realize its enormous sales possibilities and the 
resultant profits—and if you are willing to follow up 
the sales, advertising and merchandising coopera- 
tion of the home office with sincere personal effort 
it would be to your interest to associate yourself 
with Copy-Graph—a “Sure Fire Winner.” 


For complete information address 


THE COPY-GRAPH CORPORATION 


CHRYSLER BUILDING 
NEW YORK CITY 








The 
PELICAN 











STENCIL 





IS MANUFACTURED BY 


GUNTHER WAGNER, PELICAN WORKS 
HANOVER, GERMANY 


These immense works have been established 
since 1838 and now have more than 2,000 
employees with every modern manufactur- 
ing and laboratory facility at their com- 
mand enabling them to give proper service 
at all times 


FOR ANY QUANTITIES 
OF THESE 


HIGH GRADE STENCILS 


(tested and approved by expert 
United States dealers) 


Advantages of 
PELICAN DRY STENCILS 


Round letters, such as 00's, ee's, etc. do 
not drop out. . . . Contain no wax to fill 
up type. . . . Can be moved forward and 
backward freely in typewriter without 
wrinkling stencil. . . . Eliminate static in 
operation of duplicating machine. 
Produce a clear carbon copy of stencil 
cutting on backing sheet without the use of 
a carbon interleaver. . . . Corrections are 
easily and perfectly made with correction 
fluid. . . . Can be filed away for future 
use... . They give entirely satisfactory 
duplicating results. 


Several territories still available for live- 
wire responsible dealers. 


ROTAFIX DUPLICATOR 


EXCLUSIVE U. S. GENERAL AGENTS 
401 BROADWAY, NEW YORK City 


co. 
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Notes from the Tex-Okla Travelers Club 
L. H. Richards of the F. 
the youngest members of the Tex-Okla Travelers organ- 


the 
helds where he called upon dealers who feature the Webco 


S. Webster Company, one of 


ization, recently made a trip to new East Texas oil 


products 


+ ‘ * 

W. Riley Boone, formerly in the stationery business at 
Marshall, Tex., has opened an office equipment store at 
Long View, Tex. The new store is in the Knights of 
Pythias building. Mr. Boone handles typewriters, adding 
machines, safes and other office devices. 

ee «@ 
George Gothbery, railroad specialty man for the Gen- 


eral Fireproofing Company, recently made a trip through 


Texas accompanied by T. S. Conneely, Texas representa- 


tive. 
ee 


J. E 


Tex., 


Sternenberg of the Office Supply Company, Hou- 
visited Dallas recently, where he called on local 
the of the Tex-Okla 


ston, 
stationers and paid a visit to office 
lravelers, 

* * * 

Che office supply business of the West-Marks Company 
at Corsicana, Tex., has been absorbed by the City Book 
Store of the same place. M. L. Marks is engaged in busi- 
ness in another line at Dallas. 

* * * 
Duke Andrus, who for many years has sold office sup 


plies in Fort Worth, Tex. for the L. A. Barnes Company, 


has connected himself with the staff of Turrentine & 
[Thompson, printers and stationers of that city. 
* * . 
Friends of Thomas H. Hanson are rejoicing over his 


complete recovery from a serious operation. He recently 
made a trip through Texas and Louisiana in the interests 
of the National Blank Book Company. He 


M. Campbell. 


* . * 


was accom- 
panied by J. 

Courtney C. Wall, formerly field man for another large 
loose leaf house, recently made his initial trip through the 
Southwest for the & Pease Company. Mr. Wall 


will devote his time to the loose leaf end of the business, 


soorum 


making his headquarters at San Antonio, Tex. 
“Se 
Roy Bandel of the Panama Ribbon & Carbon Company, 


onnection of his, will cover familiar ter- 


which is a new < 
ritory. He is well known to dealers in ribbons and carbons 
in Texas and Oklahoma. 
- * * 
O. D. Mann of Houston, Tex., manufacturers’ agent, re- 
cently made a trip through Northern Texas in the inter- 
ests of Imperial Products and the Colonial Chair Com- 


panies. 


* * * 
Henry Dorsey, governor-elect of the ninth district, Na- 
tional Stationers Association, recently returned from a 
trip through South Texas. He reports that dealers gen- 


erally are pleased with the up-turn of business in the south- 
ern part of the district. 


—>—— 
An Attractive Corona Folder 


The L. C. Smith and Corona Typewriters, Inc., is send- 
ing out a new folder in colors, showing the Corona pro- 
fessional and Corona special machines in the different 
colors in which they are produced. Descriptive matte 
accompanies each of the many different illustrations. The 
folder is of unusual beauty and is said to be the result of 
a new photographic process perfected at the factory of the 
Eastman Kodak Company. In this process it is stated 


no retouching is required. 
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MASTER GRADE Underwoods, rebuilt by 


Wholesale, have more dollar value built into them 
and are sold with confidence by authorized dealers 


throughout the world. 


MASTER GRADE Underwoods equipped with genuine 
factory parts and accessories are the only rebuilt 
Underwoods approved by the original maker. 


MASTER GRADE Underwoods sell faster because they 
are perfect Rebuilts and the Underwood outsells 


every other make. 


MASTER GRADE Underwoods are so reasonably priced 
that no dealer should be without them. Price is 
important, but quality is responsible for Master 


Grade’s success. 


Now is the time to become an authorized dealer for 
Master Grade 100% Remanufactured Underwoods 


@ reve sane 
Master Grade 


REBUILT BY 
THE WHOLESALE TYPEWRITER CO. 
NEW YORK 
AUTHORIZED REBUILDERS 






THE 


WHOLESALE TYPEWRITER 
COMPANY 


Wholesalers of All Makes, Models and Sizes 
FACTORY AND GENERAL OFFICES 


155 Sixth Ave., New York City, N. ¥., U.S. A. 
Cable: SALETYPE, N. Y. 


PACIFIC COAST HEADQUARTERS: 
528 Market St., San Francisco, Cal. 
Cable: WHOLETYPE, SAN FRANCISCO 
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““LISTEN.”’ WE SAID. 
“YOU CAN MAKE MONEY 
BY LOSING THAT BUSINESS” 
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HE other day, a dealer said to us,“ Why do you want 
eM to push advertised pencils? Do you want me 
to lose all my imprint business?” We answered,“ Yes.” 

This particular dealer used to be one of our largest 
customers. But he got the idea somewhere that he 
could make more money selling imprints. He tried it. 
Since then, every year, he has had to cut imprint 
prices to meet competition of cheap, low - quality, 
“look-just-as-good” imprint pencils. He’s up a tree 
now. And we put it mildly when we say he’s sore. 

Sure, we want him to lose his imprint business. We 
want you to lose yours, too. The quicker this happens, 
the quicker he will make more money, you will make 
more money and we will make more money. Then every- 
body’s happy, including the consumer. He gets better 
value because the manufacturer’s large volume on 
standard styles assures high quality and makes con- 
stant improvement possible. 

Meanwhile VENUS, VELVET and UNIQUE still sell 
at a standard retail price in many markets, making a 
fair profit for everybody. And they'll stay at that price. 
All we can say for the dealer who cuts that price is 


that he’s mighty nearsighted. You know the old adage 


1G. ne 


AMERICAN PENCIL COMPANY 


212 FIFTH AVENUE, NEW YORK 


about “cutting off your nose.” etc.. etc.? 


OUR PRODUCTS ARE DISTRIBUTED IN CANADA BY VENUS PENCIL COMPANY LTD., TORONTO 
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Addressograph-Multigraph Agency Appointments 

During the course of recent weeks appointments affect- 
ing eight agencies were made in the staffs of the Addresso- 
graph and Multigraph organizations. H. D. Beaumont was 
sent to Rochester, N. Y., as sales agent for the Addresso- 
Recently he had been a senior salesman at Chi- 


823 


ADDRESSOGRAPH SALES APPOINTMENTS.—Left to right: I. T. Kep- 
perly, R. J. Grove, L. B. Conn 


Pe 


MULTIGRAPH SALES APPOINTMENTS.—Left to right: J. C 
Red Frew, H. L. Hitchcock. 


graph 


ve 
Rosler, 








H. D. BEAUMONT 


NOTE—The sizes of these half tones are no criteria of the sales power 

of the individuals. The Addressograph house organ, from which three 

plates were secured, uses one size, the Multigraph another—and “Beau,” 

the “demon skipper,” represents the standard size of Office Appliances 
portraits 


cago. Prior to that he had been Chicago manager for the 
A. B. Dick Company. 
an Addressograph salesman at Philadelphia. Mr. Beau- 
mont had been an ardent yachtsman on Lake Michigan, 
and his friends in the sailing game expect to hear things 
from him in the yachting line on Lake Ontario. 

L. B. Conn, formerly sales agent at Rochester, has taken 
a similar responsibility at Buffalo. He started at Buffalo, 
selling Addressographs, in 1919, and made such a record 
year by year that in 1928 he was appointed sales agent at 
Rochester. 

Red Frew has become sales agent at Richmond, Va., for 
the Multigraph line. He affiliated with the organization 
as a junior salesman at Atlanta in 1924. He was made a 
senior salesman, and then branch manager at Birmingham, 
Ala. Mr. Frew was out of the service a short time, return- 
ing in 1929 as manager of the branch at Greensboro, N. C. 


Some years previous he had been 
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Write 
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Copy! 











for 


161 

















ILLUSTRATED CATALOG 


A NEW and complete guide containing 

carefully indexed information regarding 
inked ribbons and carbon papers will be mailed 
free of charge to all dealers, upon request. Do 
not fail to write at once for your copy. The 
many charts regarding weights and finishes of 
carbon paper and ribbon inkings, will prove 
most helpful when customers require assistance 
in selecting the most suitable material for their 
individual needs and requirements. 


Are you taking advantage of the “M&V” 
Service Department? It is conducted for the 
sole purpose of educating dealers so they may 
function as Factory Representatives. Full de- 
tails may be obtained regarding special materials 
by return mail. Tests are promptly made when 
customers’ forms are supplied, to insure that 
carbon paper recommended will produce best 
results and greatest service. 


A sensible well balanced cooperative merchan- 
dising plan is now in operation. It includes the 
training of your sales people, the circularizing 
of your mailing list, window displays, printed 
matter and other practical sales helps. May we 
outline a definite plan for increasing your sales 
and profits? 


Agencies Throughout the World 


MITTAG & VOLGER, INC. 


Principal Office and Factories, PARK RIDGE, N. J. 
































Mahogany or Olive Green 


The Wrenn 
Showblott— 


HANDSOME UNIT of modern 

equipment essential to the store 
or department that wishes to increase 
its volume in blotters. 

1. It displays blotters to suit every 
need and every taste. 

2. It reminds every customer 
about blotters at exactly the 
right moment—when they are 
buying other supplies. 

3. It saves time in locating and 
demonstrating your blotter 
stock. 

1. It keeps your blotter stock 
fresh, clean, undamaged, sale- 
able, and eliminates loss 
through spoilage. 

5. It increases the unit of sale 
and your monthly blotter 
volume. 

6. It harmonizes with the finest 
surroundings and enhances the 
appearance of any store. 

Finished in olive green or mahogany. 
Ask about our attractive introductory 
offer. 


+ + + 


The Wrenn Paper Co. 


MIDDLETOWN, OHIO 
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He continued there until this year, when he was appointed 
Richmond sales agent. 

R. J. Grove has returned to the Addressograph organi- 
zation as Minneapolis sales agent. He started selling Ad- 
dressograph products at Milwaukee, Wis., in 1919, when 
that city was a part of the Chicago branch office territory. 
In 1925 Milwaukee became an independent branch, with 


Mr. Grove in charge In the next four years he elected 
himself to four Hundred Clubs. A short time ago Mr. 
Grove took a leave of absence. After a complete rest he 


has taken charge of the Minneapolis agency 

H. L. Hitchcock was appointed Multigraph sales agent 
at Los Angeles, advancing from a similar position at Dal- 
las, Texas, where he was appointed in 1928. His Multi- 
graph career started in the mechanical department. In 
1917 he was promoted to be a salesman, which he con- 
tinued until he joined the military forces. He took up 
civilian duties in 1919, selling at Kansas City In 1924 
Mr. Hitchcock served both in Portland, Ore., and Los 
Angeles. He was made Oklahoma City division manager 











A POTENTIAL MILLIONAIRE.—Until a few days ago, Florence Law- 
rence, pictured above, was a screen star of motion picture's infant days. 
Now she is the potential possessor of at least eight million dollars by 
virtue of a patent, issued to her late mother tweive years ago. It had 
reposed in a Victor safe as ‘‘Just another piece of paper.’’ Now that 
patent is believed to be the basic Letters Patent for all automatic wind- 
shield wipers used on motor cars. More than fifty million devices of 
this nature have been manufactured and sold in the past ten years. If 
Miss Lawrence’s claims are allowed, and if her demands for royalties are 
granted, she will come into eight and one-half million dollars. 








in 1925, becoming division manager at Kansas City in 1927. 
The next year he was made division manager at Dallas, 
where he continued until Los Angeles beckoned 

I. T. Kepperly has taken charge of the Addressograph 
agency at St. Paul. This was a transfer from Minneapolis. 
He has had nineteen years’ experience as field representa- 
tive. He began his Addressograph career at St. Paul, 
where he gained an intimate knowledge of the territory. 

J. C. Rosler is the new Multigraph sales agent at Dallas. 
His twenty years’ experience with the organization in- 
clude demonstrator, junior salesman, manager of the serv- 
ice department at Philadelphia, then a senior salesman. 
He became Scranton division manager in 1926, and divi- 
sion manager at Richmond in 1926. He continued there 


until his recent appointment to Dallas. 
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arter's apvertisinc 


has an important message for every 


business executive you serve... 


HE latest Carter advertisement, be- 

low, shows you that The Carter’s Ink 
Company is running the kind of adver- 
tising that executives will read! 


ash in on the interest this advertising 


is arousing. Go after the profitable busi- 
ness of these executives by using this 
type of message. It gets you in to see 
the influential men you want to reach... 
helps you to clinch sales. 


Reprints and other selling material 
will be sent to you on request. Just drop 
us a line. 

The Carter’s Ink Company, Boston — 
Chicago — New York — Montreal. 














APPEARING month after month in 
The Saturday Evening Post, Fortune, 
System, Time, Judge, and Business 
Week—Carter’s advertising is focusing 
the business executive’s attention on 
a problem he cannot afford to ignore. 











CARTER’S PENS AND 





INKS 
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“She Greatest Help 


for Portable Sales 


oe We ever had 





HERE is no question about the 
value of “Selling the Remington 
Portable” to progressive Reming- 

ton dealers. Alive with information that 

creates and positively closes Remington 

Portable sales, it serves as a “ power 

house” of sales ammunition that gets 

results. More than one Remington dealer 
has benefited by reading and studying its 
contents. Many hundreds of dealers have 
proved to themselves that “Selling the 

Remington Portable” plus the portable 

itself, is the most successful combination 


of profit builders ever known to them. 


Never before has there been a booklet 


that pointed out so many ways to increase 








ABLE 


BUSINESS SERVICE 


sales . . . with proof to back up its claims. 
It tells why the Remington Portable is a 
superior machine . . . where it may be 
sold ... and how it will bring you greater 
return on your investment than any other 


single item you sell. 


Portable dealers who want to make more 
money this year and every year hereafter 
should swing into line with other Reming- 
ton dealers and get their copies of “Selling 
the Remington Portable.” Remember 
what Remington Portable dealers every- 
where say: “The Greatest Help For Por- 
table Sales We Ever Had!” Typewriter 
Division, Remington Rand Business 


Service, Buffalo, N. Y. 


COUPON 


Please send me my copy of “Selling the 
Remington Portable.” 


Name— 





{ddress 





0. A. 6 








FETC sad NCES 
166 OFFICE APPLIANCES 


Remarkable Method of Simultaneous Translation of 


Yo ur S a l esmen H ave Public Speakers’ Utterances 


\ method of multiple simultaneous translation which 


° 
Somethi ngtolalk About | utilizes the standard tested units evolved by radio and tele- 


phone engineers is an American contribution to the grow- 






e | ing international spirit in which this country is now be- 





when they sell 
DELUXE 


Expanding Wallets, File Pockets, Ete. 


ginning to participate. The device is sponsored by the 

International Business Machines Corporation and it was 
| perfected as the result of the experience of Thomas J. Wat- 
son, president of that corporation, in holding his annual 
sales conventions with representatives of his company’s 
| foreign organization. The corporation has, therefore, 
taken exclusive world rights to the Filene-Finlay trans- 
| lator, a system invented by Edward A. Filene, Boston mer- 

chant and economist. 

The system provides for equipment to be installed in a 
convention hall or the like, either temporarily or perma- 
nently. When necessary, amplifiers throughout the hall 

| insure that the whole audience may hear the speech deliv- 
ered from the platform or the questions from the floor, 
| microphones being provided at both points. In addition, 
however, a telephone line from these microphones carries 
the speech to a translator’s center which may be a special 





room, a series of soundproof stalls or merely a row of 
desks in some part of the auditorium. At the translator’s 
They are made in the Modern Way with the fol- - 


lowing Qualitybilt Features which invite com- 
parison with imitations. 





|—Uniformity in color and finish. 


2— Made of the Best Materials by Ex- 
pert Up-to-Date Workers. 


3—All Flaps are Reinforced Across En- 
tire Fold which prevents tearing and 
cracking. 


t—Durable, Attractive Looking Tan 
Cloth Gussets which will not burst 
open at the corners. 


5—All standard stock sizes are packed 
Ten Wallets to a neat, dust-proof 
shelf carton. Just the quantity for 
small retail sales. 





DIAGRAMMATIC DRAWING SHOWING HOW THE FINLAY-FILENE 
TRANSLATOR FUNCTIONS.—This type of equipment will be installed 
at the League of Nations Headquarters and at the Court of International 
Justice 


To Show Them Is to Sell Them 


Used by Everybody 
, | center are a number of highly trained translators, one tor 








| each language which is to be presented to the audience. 





Each translator wears a telephone headset, through which 


Send us a trial order for some of the best sell- he hears the speech being delivered. In addition, each 


ing sizes, and let your salesmen get busy. | translator has a microphone before him, and all of these 
microphones are connected by a system of telephone cables 
Quality Plus Service | to every seat in the auditorium. 

Gi oe — | The speaker, we will suppose, gives his address in Eng- 
sive your ¢ ustomer the prompt service he demands lish. “My friends,” he begins, and hearing the speech be- 
“write, phone or wire to our well-stocked Chicago gin, the German translator lifts his microphone from its 

Warehouse. Over a tenth of > mile (561 feet) of hook, and instantly the word “German” is illuminated on 

stock bins filled with standard items for immediate a large indicator above the speaker’s head. All of the Ger- 

shipment via parcel post, express or package car | man delegates in the hall don telephone head sets and 
freight. | thrust the connecting plugs into receptacles mounted on 
" | their chairs and marked “German.” Similarly, the French 

Quality Park Envelope Co. | translator flashes “French” on the indicator and the 
11-116 Merchandise Mart | French-speaking delegates plug into the connection marked 


| 


“French” on their seats. The same process is gone through 
by the Italian and Spanish translators, whereupon the 
speaker repeats, “My friends,” and instantly the German 


CHICAGO 


Wholesale Distribution by 
Associated Stationers Supply Co. A. H. Denny, Inc. : ra . 
231 So. Jefferson St. 356 Broadway translator says: “Meine freunde”; the French translator 
Chicago New York ave. “Mes amic”:' ti Spanish ¢ \: em ” and 
FACTORIES AT ST. PAUL. MINN. says, “Mes amis’; the Spanish translator, “Amigos,” an 
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When 
INSTO goes in a 


i @ 


troubles th 
go OUT! 


ee, 
ty 

Out go those annoying, money-losing arguments! 

Out go the time-consuming delays, the buck-pass- 





“I put ourselves completely in 
the clear with a phone call. 
That little time stamp is a life 
saver, Frank — and a profit 
maker, too!”’ 





















ing excuses, the uncertainties, the let-George-do-it 
attitude towards work. 


INSTO speeds up work in every department with «fl 
its indelible, always-accurate time stamp on cor- § 
respondence, orders, job tickets, shipping orders— ; 
everything that depends on time. 


The paper does the work—automatically, instantane- 
ously. Nothing to push, pull or strike. Slip in even 
a sheet of tissue paper, and without effort on the 










eo 
Ss _. 
uh i 


Hi. 

the B 

| - a. 

va . 
cc en 






operator 's part, it is stamped indelibly with the 






date and correct time. 


INSTO may be plugged into any convenient elec- 
tric outlet. Self contained, portable, and entirely 


automatic. 
| - as 
It will pay you to join the ranks of INSTO users— ; 


leading concerns the country over who are profiting 
every minute of the business day through INSTO’S 
timely aid. Phone our local representative or use the 
coupon. Sales and service the world over. 






A 


AAA 
FFIEC TRIC 


AUTOMATIC 
TIME RECORDERS 






‘The paper 
does the work “’ 


> 











SALESMEN! 


We have an unusually interesting proposition for you, full of sales oppor- 
tunities. Phone our office in your city for interview or write us for full 
information. 


MARCHANT CALCULATING MACHINE CO. 
Dept. 229 Oakland, California 
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As You Believe 


That your product is up-to-date; 
That it is a quality product; 


That it produces satisfactory 
results; 


That you are part of the great office 
appliance industry; 


That you do give good service: 


You are pleased to submit as proof 
that unquestionable evidence—open 
public demonstration—to all who are 
interested. 


Thousands of interested business people, 
on their own initiative, see open public 
demonstrations and gather first hand in- 
formation—at the 


NATIONAL BUSINESS SHOW 


New York At the Grand Central Palace 
October 19th to 24th, 1931, inclusive 


Chicago At The Stevens Hotel 
November 9th to 14th, 1931, inclusive 


“It’s the personal contact that counts” 


NATIONAL BUSINESS SHOW COMPANY 


necorporated 
Frank E. Tupper, President 


50 Church Street - NEW YORK 


Chicago: 417 S. Dearborn St. C. H. Hunter, Manager 
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the Italian translator, “Amicos mios,” and then the speaker 
in English has the unique experience of seeing his words 
register in the minds of an audience of whom only a few 
can speak his language. There is a moment of silence when 
he finishes his speech, as the translators speak his last 
words, then a round of applause. 

In most cases where a speech is made in a language 
which all of the translators do not understand, one of them 
becomes a master translator, receiving the speech and 
translating it to the others in a language which all under- 
stand. They then simultaneously retranslate it into the 
various languages to the audience. 

Had this speaker talked for thirty minutes under the old 
system of consecutive translation, he would have been suc- 
ceeded by four translators, each speaking for thirty min 
utes in his own tongue, and his speech would have taken 
two and one-half hours for its total delivery. 

The system has already been successfully used at the 
International Chamber of Commerce convention just con- 
cluded at Washington, at the League of Nations headquar- 
ters in Geneva, and at an international convention of the 
blind held recently in New York. 











THE STATE CO. 
PRINTERS = STATIONERS 





COLUMBIA STATIONER SHOWS LINES AT STATE EXPOSITION.—The 
accompanying picture shows the booth of The State Company of Columbia, 
S. C., in the Made-in-South-Carolina Exposition held recently in Columbia 
While foodstuffs predominated at this exposition, many other articles of 
South Carolina manufacture were shown. The State Company, of course, 
exploited printing and bookmaking, but incidentally fitted up its booth 
with Shaw-Walker steel furniture It is estimated that 80,000 people 
attended the exposition during the week. 








Terrell Division Takes Larger Quarters 
in New York 

The New York branch of the Terrell division of the 
Metal Office Furniture Company, Grand Rapids, Mich., is 
now located in larger quarters at 34-44 Hubert street. In 
addition to increased warehouse facilities to care for the 
handling of their New York business, a complete display 
room is devoted to a showing of all items of the line. Ter- 
rell storage cabinets, wardrobes, lockers, filing cabinets 
and shelving are attractively displayed for the convenience 
of dealers and their customers. This move has been neces- 
sary on account of the increasing sale of Terrell products 
in New York City and the adjacent territory. 

—___—<¢——— 
Pencil Sharpener Executive Travels to Coast 

Sidney Collins, of the Automatic Pencil Sharpener Com- 
pany, Chicago, IIl., left May 31 on an extended tour which 
will take him to the Pacific coast. This is his first good 
will trip to the far west, undertaken to meet personally the 
many stationers who have been dealing with his house 
many years. Mr. Collins expects to attend the regional 
meeting of The National Stationers Association. His 
itinerary includes Denver, Salt Lake City, Los Angeles, San 
Francisco, Seattle, Portland and other Pacific northwest 
points. Mr. Collins plans to return to Chicago early in 


July. 


This Cup Cabinet 


is easy to refill........ 





You who have struggled with 
the usual paper drinking cup 
cabinet will appreciate the sim- 
plicity of the Ajax. Slip in a full 
carton, pull out the empty carton 
—that’s all there is to it. No cups 
to juggle; no glass to break; no 
parts to lose; no hands need 
touch the cups. Ajax Cups them- 
selves are revolutionary in de- 
sign: open, yet not flat bottomed. 
They are easy to hold and to 
drink from, but they can’t be left 
standing around half-filled to be 
upset over varnish and office up- 
holstery. In short, Ajax Cup 
equipment from every standpoint 
including price is well worth in- 
vestigating. Name and address 
below will bring full details. 


AJAX CUPS 
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MAIL THIS COUPON TODAY 


Logan Drinking Cup Co. Div., 
U.S. Envelope Co., Worcester, Mass. 


NAME _ 


OA-6 


ADDRESS _ 











You can instantly 


on FE 


the difference 


—and so 
can the 
customer 








OU needn’t say much to show 
a customer that “Old Town 
TRIPLEKOTE?” is a brand new idea 
in carbon paper economy. Let him 
SEE the difference with this simple 


test: 


Type many times over one spot— 
then hold “Triplekote” up to the 
light—and he will see no stencilling. 
Try that same test with any other 
carbon paper—SEE the convincing 
difference. 





He will instantly grasp why 
“Triplekote” has much more copy- 
ing “mileage.” Then a wear-down 
test—and he will be completely sold 
on “Triplekote’s” extra stamina. It’s 
a beaver for crisp, clean work. 


A beautiful sheet, too. Handles 
nicely: no smudging, no wrinkling, 
no curling—just the right weight. 


The thriftime value in “Triple- 
kote” is a magnet for business. 
We will help your sales with 
mail advertising. Write us. 








"Otow Rison ¢ Carson Co. tno, 


JOHNSON & PRINCE STREETS 
BROOKLYN, N. Y. 
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Ingenious Device for Corona Users 

ane kG 
fected an ingenious device consisting of a card with ruled 
to the 
Copygraph and ob- 


Smith and Corona Typewriters, Inc., has per- 


ind printed directions to be attached machine, 


described. It is called the 
used like an 


nereatter 
ordinary advertising 


a $1.00 price 


viously is not to be 
folder, because it is expensive. It carries 
mark, but is to be supplied free to interested Corona pur- 
chasers and Corona prospects. Branches are authorized 
to supply Copygraphs to dealers on request without charge 
up to five for each new Corona purchased. This will take 
care of purchasers and the normal number of prospects 
»btained. 

The device is designed to help Corona dealers in four 
B.—To bring added dis- 


ways: A.—To secure prospects 





L C SMITH & CORONA TYPEWRITERS INC 
Coens Me) Meine Aww Me Pat Cy 


CORONA_COPYGRAPH 
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REDUCED REPRODUCTION OF THE COPYGRAIPH HERE 
DESCRIBED 


value to store and window displays. C.—To give 
To in 


play 
additional interest to Corona demonstrations. D. 
crease the machine's utility value to the user. 
The device has seven interesting features which are as 
Holds copy in front of operator for easy copy- 
ing; indicates when bottom of 
measures number of typed lines on a page; counts the 


follows: 
page has been reached; 


average number of words per line; tells number of pages 
required to print a manuscript; tells how to prepare manu- 
scripts for publication; tells how and where to sell manu 
scripts. 

Whether demonstrating 
outside canvass, the Copygraph, we 


on the floor of the store or on 
are told, should be an 
important part of every demonstration because it may be 
the means of turning a casual shopper into a buyer. Over 
four million people are said to be contributors to publica- 
tions and many others will also welcome the copyholder 
feature. Dealers are advised to get the Corona Copygraph 
before college students in their communities, for the device 
is said to be peculiarly valuable to those who have a great 
deal of copying to do. 

The Copygraph consists of a stiff card 11% inches high 
by 9% inches wide. It is perforated at the bottom with 
four square or oblong openings, which fit over the upright 
With the Copygraph the copy 
It indicates when 


arms behind the machine. 
is held directly in front of the operator. 
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New 1000 sheet box of 
8\6x11 Sea Foam Bond 





SEA FOAM BOND 
GUARANTEES 
GOOD IMPRESSIONS 


. . on your shelves 
. . in your windows 


. / 
. . In your customers 
correspondence | 


The smart green and blue box clearly 
illustrates 5 of the strong sales points on 
this thin paper specially designed for car- 
bon copies and office forms.A box package 
that offers stunning window and counter 
display material. 

Sea Foam Bond is built right for type- 
writing. Thin, but tough, it makes clear cut 
carbon copies—14 if thin carbon paper is 
used! Sea Foam Bond soves office rent 
since it slips into half the filing space re- 
quired by bulky papers. Yet Sea Foam Bond 
has stamina to stand upright in the file and 
endure all sorts of erasures. It comes in 7 
bright colors. 

With Sea Foam Bond's new package and 
its attendant advertising in great national 
publications, for the first time the consumer 
can recognize and buy carbon paper by 
name. 

See your regular wholesaler Now and 
stock this nationally advertised, profit- 
building paper. If he can’t supply you write 


us direct for samples and prices. 


Look for this mark in each Sea Foom Bond sheet 
<= 





Wain 71 
THIN PAPER, ESPECIALLY DESIGNED 
FOR CARBON COPIES AND OFFICE FORMS 
ee, 


BROWNVILLE PAPER COMPANY 


4 Water Street, Brownville, New York 
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ODERNIZE YOUR OFFICE 


with 
Motorized Appliances 


ODERN motorized appliances will help 
speed up managerial reports, increase 
sales effort, and reduce routine office costs. 
They will pay for themselves in a short time. 








When you purchase motorized appliances, 
specify G-E  fractional-horsepower motors. 
They are efficient, dependable power units 
and are built for either a-c, or d-c. operation. 
They are as “modern” as the appliances they 
drive; adequate manufacturing facilities backed 
by far-sighted research and engineering keep 
them so. 


G-E application engineers are continually 
cooperating with appliance builders to give 
them exactly the right motor—to give you 
the best possible service. 











Why not learn more about modern motors? 
Your nearest G-E office will gladly tell you 











more about them. 


There's a G-E fractional-horsepower motor, electrically correct, and highly efficient, to drive these appliances and many others: 











Adding machines Clock winders Key-cutting machines Sorting machines (cards) 

Addressing machines Coin-counting machines Sealing machines 

Auto callers Computing machines pe pte | Stamp-canceling machines 

Automatic typewriters Coin-wrapping machines Labeling machines Stenciling machines 

Accounting machines Letter presses Stock-quotation boards 
is Dictating machines Mailing machines Stitching machines 

Billing machines Duplicators Meters (postage) ' 

Binding machines : Mimeograph machines Tape moisteners _ 

Blueprint machines Embossing machines Multigraph machines Tape-pulling machines 

Bundle tiers Engraving machines Telegraph machines 

Bookkeeping machines Envelope-opening machines Package-sealing machines Tickers 

Envelope-sealing machines Package-wrapping machines Typewriters 

Canceling machines Erasing machines Paper-box machines Typesetting machines 

Calculating machines Payroll machines Ticket counting 

Card punchers Fans (for desk) Perforating machines Tabulating machines 

Cash-carrying machines Fare boxes Photograph printers 

Cash registers Film-washing machines Postal permit machines Venders (ticket) 

Check endorsers Folding machines (paper) Printing machines Voting machines 

Check writers 

Check protectors Gluing machines Registers (sales) Wrapping machines 


210-127 


JOIN US IN THE GENERAL ELECTRIC PROGRAM, BROADCAST EVERY SATURDAY EVENING ON A NATION-WIDE N.B.C, NETWORK 


GENERAL @ ELECTRIC 


SALES A N D ENGINEFERING SERV c I N reas Gs .2s6 Ss.0:8-6 8 

















JUNE, 1931 


the bottom of the page has been reached, instantly meas- 
ures the number of typed lines on a page, instantly regis- 
ters the average number of words per line and tells the 
number of pages required to print a manuscript. 

A table is given showing the approximate number of 
Advice is given as to the 
Pica type for writers, 


words per square inch of type. 
kind of type for different purposes. 
engineering students, art students and teachers, with a 
choice of microtype for those who prefer it. Primer type 
is recommended for primary teachers. 

The user is told to straighten up the paper table exten- 
sion arms marked “A” on the accompanying cut. To 
hold the Copygraph over the arms and insert the ends of 
extension arms from behind through the holes marked “B,” 
then move the Copygraph down, sliding extension arms 
through the hole “C.” Next slide the Copygraph down 
as far as it will go and clip the sheet to be copied to the 
top. Insert sheet to be typed and line up its bottom edge 
with the first line of material being copied. As the user 
line-spaces, he automatically keeps pace with the copy. 
When the top edge of the sheet one is typing obscures 
the copy, lift up the copy and let it rest on top of the 
sheet which is being typed. 

End of Page Indicator 


Insert the sheet to be typed slightly to the right of 
the copy. In this way the top edge visibly creeps up 
toward the heavy black line which marks the beginning of 
When it reaches this point, stop, as the 
This insures proper 


” 


the word scale. 
last line on the page has been typed. 
margins at the bottom of pages. 

On the back of the Copygraph are directions how to 
prepare and submit manuscript and where to sell it. This 
useful device is copyrighted by L. C. Smith and Corona 
Typewriters, Inc. 

oaneiiianiai 
Foreign Trade Council Meets in Hawaii Next Year 

Captain Robert Dollar has said: “This is the era of the 
Pacific, and Hawaii, at the crossroads, is the natural focus- 
ing-point and clearing-house for information vital to build- 
ing up Pacific trade.” 

Recognizing the opportunities now offered for building 
a profitable foreign trade Pacific-wards, many of the lead- 
ing business men and trade executives of the United States 
will meet with the big men of other Pacific countries at 
next year’s meeting of the National Foreign Trade Coun- 
cil to be held at Honolulu May 4, 5 and 6, 1932. This will 
be a joint meeting with the Pacific Foreign Trade Council. 

Headquarters for Hawaii and for the 1932 meeting were 
selected this year at the National Foreign Trade Council 
meeting in New York, May 27 to 29, 

The business leaders of Hawaii are building now for 
next year’s meeting, and they had a strong delegation 
—about 75 registered delegates—at the New York meeting. 

The 1932 Foreign Trade meeting will find Hawaii at its 
best—and all the facilities of the Islands, including some 
of the finest hotels in the world, will be available to the 
trade leaders. Because of the opportunities that the 
Hawaiian Islands offer for a vacation as well as for inter- 
national trade contacts, it is expected that the 1932 Na- 
tional Foreign Trade Council meeting at Honolulu will 
register a record enrollment of delegates. 

New passenger steamers now being built for the Hawaii 
service will be ready for the May, 1932, meeting. 

ee 
Fort Smith Underwood Agency Moves 

The agency of the Underwood Typewriter Company, 
formerly located at 15 South Sixth street, Fort Smith, 
Ark., has been moved to Suite 1 of the Kenney building, 
20% South Sixth Street. 

O. B. Williamson is manager. 


173 


Selling Goods TO You? 


or 


Selling Goods FOR You? 













Almost any Manufacturer can sell 
goods TO a Retail Dealer by one 


claim or another. 






But the Manufacturer who assists in sell- 
ing goods FOR the Retailer is the one 
worth while. 






The National Popularity of BUSH- 
NELL “PaperOID” Wallets and File 
Pockets, coupled with steady, consistent 
National Magazine Advertising, makes a 
BUSHNELL product easy for the Retailer 


to sell. 












Our Store Proposition, including a neat 
Display Case for only the most popular 
numbers, will give you a 100% turnover. 










The BUSHNELL line is positively the 
best in the field—the line your store should 
adopt and stick to. 














Advertised Regularly in 






COLLIERS 


LITERARY DIGEST 






REVIEW OF REVIEWS 







WORLD’S WORK 


KIWANIS 







ROTARIAN 






TIME 


NATIONAL GEOGRAPHIC 






SYSTEM 


ALVAH BUSHNELL CO. 


Durable Filing Containers 
13th & Wood Streets, Philadelphia, Pa. 
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Desk Company Holds Expansion Sale 
The Discount Desk Company of 1425 East Ninth street, 
Cleveland, Ohio, has taken additional space of 75x50 feet 


including the entire second floor at 1427-1435 East Ninth 

C O N S D b R street, adjoining the present ground floor showroom. This 
will provide additional space for improved lines of office 

desks, chairs, tables, files, filing supplies, desk lamps, 
| storage cabinets, safes, bookcases, costumers, accessories, 

TH IS DE LER etc. The company recently held an expansion sale which 
included four carloads of office desks and chairs recently 


purchased from the makers. The company presented 


many bargains in floor samples, discontinued patterns and 
| used equipment. 


The distinctive sales appeal of the Vari- | 
typer—the typewriter with changeable 
type—should be particularly apparent to 
| the dealer in office machines. | 











Obviously, Varityper’s changeable type 
feature in itself removes it from the 
highly competitive sales field of the ordi- 
nary typewriter—an advantage, the value 
of which may well be appreciated by 
the dealer these days. 


Quietly, but with constantly increasing 
speed, the typewriter with changeable 
type has been selling itself to a steadily 
growing list of Big Business institutions. 





The value of, and the need for change- 
able type is rapidly spreading from one 
| person to another; from one business to 





| another. 





Right now—as the demand for the Vari- 
typer grows and in anticipation of a 
sustained campaign to make the general 








ONE-THIRD OF A SHIPMENT OF ‘“‘SKYSCRAPER’’ DESKS TO THE 
AMERICAN CENTRAL LIFE INSURANCE COMPANY, INDIANAPOLIS, 
IND.—This picture was taken in front of the Shaw-Walker plant in Mus- 
kegon, Mich., just before the shipment started to ‘‘roll There are 








| 
| 
business public thoroughly acquainted | thirty-five desks in this truck-load 
with changeable type—tight now is the | 
time for the farsighted dealer to step in Hedman Distributor Makes Fine Record 
on our exclusive proposition. | The issue of the Lightning Weekly of May 9, house organ 
of the Hedman Manufacturing Company, makers of F & 
: , , ; E Lightning checkwriters, notes the fact on its front page 
To the right parties we I gladly give the that Joseph P. Arthurs has been particularly successful 
fullest information about the Varityper recently in the Pittsburgh district. He announces eighty 


and the details of our dealer proposition. deliveries in two weeks. This is regarded as a remarkable 
achievement. 

Address your request to Other pages of the weekly are devoted to the Hedman 
sales contest under the guise of baseball games, with com- 
ments on the first series, week ending May 2. Then there 


VARITYPER INCORPORATED are a number of interesting personal paragraphs, a list of 


the fifty highest personal producers for the week ending 
CHRYSLER BUILDING May 2, and finally, a page of humor. 
———— 
NEW YORK M. D. Field in New Territory for Monroe 
| Recently M. D. Field was transferred from the Louis- 
i ville, Ky., territory to the Fort Wayne, Ind., territory 
by the Monroe Calculating Machine Company. 
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THE WORLD'S 











THE WAHL COMPANY 
1800 Roscoe Street . . . . Chicago 
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Doric Gold Seal Models: Pens $7.50 to $10—Pencils $4.50 and $5 
Round Gold Seal Models: Pens $5 to $8—Pencils $3.50 and $4 
Other Eversharp Pens: $3 to $4.50—Pencils $1.00 to $50 


THE NEW EVERSHARP 


MOST BEAUTIFUL 


PEN AND PENCIL 


Utterly different! Brilliant as precious gems! Beauti- 
fully modern! These new Doric creations by Eversharp 
set an entirely new vogue in writing instruments. 

They are not round, but many-sided — flashing 
jewel-bright from a dozen gleaming sides. Their 
richness eclipses anything you have ever seen in 
pens and pencils. 

And what colors! Rare oriental treasure hues, 
never before duplicated. Cathay Green, from China. 
Morocco Red. Burma Pearl. Kashmir Green, from 
Persia. And Jet, a glistening ebony black. Colors 
that will soon be peeping from every purse and 
pocket. 


Initials Engraved —In DORIC 


Eversharp dealers are being furnished with a beau- 
tifully designed Doric alphabet for engraving the 
customer's initials on the clips — purposefully left 
plain. We pay you a special engraving allowance. 


quaranteed for life 


Eversharp's exclusive interchangeable-point fea- 
ture enables you to fill any point requirement in 
Doric pens—with 1-14th the inventory required in 
any other line. 

Make no commitments until you see these new 
Doric beauties—tapering, slender, feather-weight 
—the finest of all writing tools. 


EVERS HARP 
(Pesonal-( Point- 


PENS AND PENCILS 
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Ready: 
Set? 


Dipaday Desk Set—Pen 
adjustable to any posi- 
tion; socket adjustable; 
many beautiful styles 
f and color combinations. 
' 


Never has it been more true than today— 
the profit race goes to the man who is on 
his toes, the man who takes full advan- 








No-Over-Flo Sponge Cup 
—Just what the name 
implies; inner chamber 
takes care of overflow; in 
white, green and brown 
porcelain and maroon 
and green composition, 


tage of every “break.” 
And today the “breaks” are coming our 


way. We are climbing out of the valley. 





Every indicator, every sign board of busi- PR 
‘ye Closing Inkstand 
ness activity tells the story of recovery. —Air-tight; nen- oo 
J o - evaporating; sup- ~ 


plies clean fresh 
ink to the pen: 











The headaches of yesterday are no 
longer popular. They are no longer nec- 
essary. For the aggressive merchant, tak- Ideal Sanitary 


Moistener — For 
finger moisten- 


ing advantage of every “break,” sees this we pee 

taal office use; will 

gradual recovery as his long-hoped-for last a Lifetime, 
opportunity to make more money. The 

aggressive office appliance merchant fills 

his stocks and prepares himself for the 

volume buying which is already getting 

under way. 

He fills his stock with the merchandise 
his customers want—the proved-quality, 
preferred items in the complete Sengbusch 

: any 

place for every 


line. Are you readv? Let us have your 
é » » paper and every 
paper in its place, 


Sengbusch 


SELF-CLOSING INKSTAND CO. 
615 Sengbusch Bidg. Milwaukee, Wis. 


complete stock order now. Then—let’s go! 
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Officers of National Commerce Chamber 
The annual election of officers was held at Atlantic City 
in May, at the annual convention of the Chamber of Com- 
; Silas Strawn, lawyer and in- 
Chicago, was Julius H. 
of the General Bronze Company, was re- 


merce of the United States 


dustrialist, chosen president. 


Barnes, president 
elected chairman of the board. 
Edson, chairman of the board, 


Honorary vice-presidencies 
were voted to John Joy 
Washington Loan & Trust Company, and Seymour Parker 
Gilbert, of the house of J. P. Morgan & Company. 

Active vice-presidents were named as follows: W. Rufus 
Abbott, board, Illinois Bell Telephone 
Company, Chicago, Ill.; A. J. Brosseau, president, Mack 
Trucks, Inc., New York, N. Y.; Karl DeLaittre, president, 
3ovey-DeLaittre Lumber Company, Minneapolis, Minn.; 
John G. Lonsdale, president, The Mercantile-Commerce 
Bank & Trust Company, St. Louis, Mo.; Paul Shoup, pres- 
ident, Southern Pacific Company, San Calif.; 
William M. Wiley, vice-president, Boone County Coal Cor- 
poration, Sharples, W. Va 


chairman of the 


Francisco, 











AN UNFAMILIAR POSE.—Bates index, made by the Bates Manufacturing 
Company, Orange, N. J., adapted as a computing machine for domestic 
electric service. The Simcoe Hydro-Electric Power Commission of On- 
tario, Canada, conceived this innovation. The red line approximates the 
Kilowatt-hours, shown in the left hand column. The other columns from 
right to left in order show gross kw.-hrs., charge, gross bill, and net bill. 








Nuhn Made Manager for Royal at Minneapolis 

Harold Nuhn has been appointed manager of the Royal 
Typewriter Company’s branch at Minneapolis, Minn. 
About twenty years ago he applied at the Chicago office of 
the company for a position as shipping clerk. He appeared 
to be alert and intelligent, and the position was given him. 
He proved to be a man of marked ability, and shortly after- 
ward was promoted. A little later he was assigned to a 
city territory under the sales department, where he made 
good, and after working his way through better territories 
in the Chicago branch, he was appointed to a position in 
the national accounts department. His most recent assign- 
ment is the position he now holds as manager at Minne- 


apolis. 


> 
School Board Buys Washable Ink 

The W. A. Sheaffer Pen Company, Fort Madison, Iowa, 
reports a growing disposition by school boards to employ 
washable “Skrip,” the ease with which it can be removed 
after ink is spilled on students’ clothing being an impor- 
tant factor. One board which had been using ink powder 
as a matter of economy, has changed to washable “Skrip,” 
which is readily removed if spilled on school furnishings 
and the clothing of the pupils. 


| 
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A CHECK 
PERFORATOR 
for half a dollar! 





Fits the pocket--Weighs 
an ounce--May be carried 


flat in small check book 


Flere is a device that millions have 


waited for. An inexpensive check perforator 
that can be carried in the pocket. Weighs but 
an ounce, yet built to give years of service. The 
cost is so small and the protection it gives so 
necessary that no person who writes checks should 
be without one. They'll sell on sight wherever 
they are put on display. Attractive display cards, 
dummy checks and other sales helps are supplied 
free with each initial order. Here is an item on 
which to make a nice clean profit if you act 


quickly! 
THE J. E. MERGOTT CO. 


NEWARK, N. J. 
EXPORT ACCOUNTS GIVEN CAREFUL ATTENTION 


Another product 
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protit from 
pencil sales 


The Reliance Merchandising Plan 
enables dealers to secure more profits 
from pencil sales—and at the same 
time give the customer better pencil 
value. 

The plan has many other distinct 
advantages, each with the idea of 
enabling you to meet effectively the 
problems you face in present-day 
selling. 

Many of the country’s foremost 
dealers have heartily welcomed and 
adopted this sound plan. 

Give it your thoughtful considera- 
tion. Send today for the details— 
without obligation. 


’ 
RELIANCE PENCIL Co. 
777 Broadway 


NEW YORK, N. Y. 






Wz, 
WAY 
The popular leader of LG 
the Reliance Pencil line. ASA 


Lg Made of geuuine 
Southern red 





Me 





Z ‘am % of PENCILS 
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A Folder That Interested Bridge Players 

Corona Keys to Contract Bridge is the title of 

out by L. C. Smith and Corona Typewriters, 


benefit of contract bridge 


a useful 
folder gotten 
Inc., for the 
scribes the different bids and gives a great deal of valuable 
advice to attract bridge players. There is a table 
and much other information essential 


players. It de- 


of how 
to score in contract 


to successful play 


One page of the folder, which is 2% inches wid by 4% 
inches long, is devoted to a picture of Corona, the per- 


sonal writing machine, in its new week-end traveling case. 


This machine is described as a grand slam bid for better 


social correspondence, better self expression, personal suc- 
cess in business and better marks in college. 
the advertising manager of the L. C. 


Gordon Laurence, 


Smith and Corona Typewriters, Inc., is a student of con- 


and has been a careful reader of authorities 
the folders the 
essence of what he has learned. 


Hotel Pennsylvania roof in 


tract bridge 
on bridge matters, and are result of his 
having boiled down the 

On Saturday, May 2, on the 
New York City, 1,200 people 
playing bridge in connection with the meeting of the Na- 
tional Board of attendance 
were Milton Work and Sidney Lenz, 
ties on bridge, who commented favorably 
The folders were placed at each player’s place 
to the extent that it resulted in 


a supply of the folders. 


assembled for the purpose of 


those in 
both national authori- 
the folder. 
and the idea 


Review and among 


on 


caught on a number of 
‘phone calls for 


a Cor 


First prize for the play of the evening was na 
portable typewriter 

It is the intent of the L. C. Smith and Corona Type- 
writers, Inc., to have these folders imprinted with dealers’ 
names, and there seems to be no question that they will 


prove popular and useful. 











DIEBOLD CASHGARD SAFE USED BY THE KROGER GROCERY AND 

BAKING COMPANY AND OTHER CHAIN STORE ORGANIZATIONS 

This equipment has proved effective in preventing losses through hold-ups 
and burglaries 








Steffey Heads Industrial Plant 
C. E. Steffey, who had been sales manager for The Na- 
tional Cash Register Company a number of years, has been 
clected president of The Duro Company, Dayton, Ohio. 
Che products to be produced and sold under Mr. Steffey’s 


direction include water softening machinery, and water 
systems. 
——_—~<o— - — 
Toledo Stationer Breaks Some Ribs 
G. S. Stephens of the Wendt & Rausch Company, To- 
ledo, had the misfortune not long ago to slip on the steps 
and break three ribs. He recovered from his injuries at 


the Toledo hospital. 
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The Elliott -Fisher 
MAGAZINE FEED MACHINE 


Sets New “HIGHS” in Production 


Production records jump when the Elliott- 
Fisher Magazine Feed Machine comes into 
the accounting department. 

The Magazine Feed relieves the operator 
of all paper- and carbon-handling work. 
Bills, checks, notices and other forms are 
fed in continuous length... automatically. 
The whole process from beginning to end 
is a machine operation. The clerk never 
touches a form. The only manual work is 
..-WRITING. And that’s not all...the opera- 
tor’s mind, too, relieved of all the dis- 
tractions of form-handling, is free to 
concentrate continually on...WRITING. 

Time is saved. Errors are practically elimi- 
nated. Production increases tremendously. 
One of the largest public utility companies, 
for instance, maintains with Magazine Feed 
Machines a production rate of two hundred 
bills an hour, and most of the bills require 
entries in twelve separate columns. In this 





The Elliott-Fisher Magazine Feed Machine Affords: 


AUTOMATIC 


Insertion of Forms... Alignment and 
Registration of Forms... Removal 


of Completed Forms .. . Stacking of case, Magazine Feed represents 100% in- 
Completed Forms in Proper Sequence ° ° 6.9 ° 
era , ' crease in production...Wherever it’s applied, 
-..Spacing of Automatic Audit Sheet ; A ’ - 
...Spacing of Roll Carbon Paper the Elliott-Fisher Magazine Feed Machine 
waxinmun speeds up the entire routine and cuts down 
Production . . . Speed. . . Accuracy on operating costs. 


Elliott-Fisher 


Flat Surface Accounting-Writing Machines 
PRODUCT OF UNDERWOOD ELLIOTT FISHER COMPANY 
Marketed by General Office Equipment Corporation, 342 Madison Avenue, New York, N. Y. 


Sales and Service Everywhere 


“UNDERWOOD, ELLIOTT-FISHER, SUNDSTRAND...SPEED THE WORLD’S BUSINESS” 
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= - Another Addition 
7 
i SS tothe C@cc Line— 


“SERVICE” 22" BINDERS 


In mechanical design, in the method of assembling and in binding material, this new line represents 
the last word in the manufacture of binders. Piano type metal hinges, Ducoed Metal Parts. Top 
Lock and End Lock Styles—Six grades of bindings, including three Hard Cover materials. A larger 
number of stock sizes with favorable list prices. You'll want to know about this new line—Send for 
Booklet No. 137. 












Exclusive Agencies 


Very attractive proposition to active dealers in available territory. Write for complete catalog and 
full details. 


THE C. E. SHEPPARD CO.—271 


Van Alst Ave., Long Island City. N. Y. 
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Made-In-Canton Aquarello Work 
Exhibited by Baers’ 

An unusual window display showing the art possibilities 
of the Eberhard Faber Aquarello water color pencils re- 
cently attracted crowds to the windows of Baers’ in Can- 
ton, Ohio. Fabrics, tapestries, parchment, etc., beautifully 
colored with these pencils by Canton girls and women 
were featured. 

The Aquarello water color pencils now available in 24 dif- 
ferent colors are popular not only with artists, teachers, 





DISPLAY PREPARED BY BAERS’ OF CANTON, OHIO, FEATUR- 

ING EBERHARD FABER AQUARELLO WATER COLOR PENCILS 

The many types of work to which Aquarello pencils are adapted 
were tastefully exhibited 


students, designers and interior decorators, but with arts 
and crafts workers and housewives. 

It is now possible to obtain linen, crash, etc. on which 
patterns are printed. By following the simple directions 
given On accompanying instruction sheets, even a child 
can fill in the colors successfully. 

Among the many purposes for which the Aquarello pen- 
cils are used are coloring leather belts, satin slippers, 
scarfs, parchment lamp shades, freshening faded cretonnes, 
worn rugs, moth eaten furs and furniture, coloring card 
table tops, decorating window shades and sketching murals 
in the nursery, using animals or Mother Goose characters 
for the design theme. 

——_—~<o—___— 
Leather Goods House Removes to Empire 
State Building 

Reed-Cook, Inc., of Camden, N. J., manufacturers and 
importers of fancy leather goods and novelties, have re- 
moved their New York offices to 601 Empire State build- 
ing, Fifth avenue between Thirty-third and Thirty-fourth 
streets. They were formerly at 200 Fifth avenue. 

The Chicago office of the Reed-Cook organization is in 
Room 1597 Merchandise Mart, North Bank drive, the 
world’s largest merchandise building. 

It happens that the Empire State building is at present 
the world’s tallest structure. 
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IN BUSINESS TO 


| 
| 














MAKE MONEY 


Then it’s worth your while to in- 
vestigate the liberal sales plan that 
the Grand Prize line of Carbons 
and Ribbons has to offer you. 


The only road to bigger profits is 
better merchandise. Better mate- 
rials—Dupont Dyes and the finest 
of paper and cloth and better 
workmanship make Grand Prize 
Products consistently better. 
Clear — distinct — lasting — these 
qualities characterize Grand Prize 
Carbons and Ribbons. 


To you, as a merchant, the GRAND 
Prize Line means customers who 
come back—more sales—greater 
profits! Your name and address 
will bring complete details of our 
sales plan. 


GRAND 
PRIZE 


CARBONS & RIBBONS 


PACIFIC CARBON AND 
RIBBON MFG. COMPANY 


J. Francis O’Connor, President 
1451 Harrison St. San Francisco, Calif. 
396 Flinders Lane, Melbourne, Australia. 


SUPER-WRITE 


A new line of Carbons and Rib- 
bons for those who demand the 
finest. Write for samples. 
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Leading Stationers 
are selling 


Premier Remington 
Typewriters 


HE Premier-Remington . . . because it is the 

leading re-built type writer and the nearest to 
new mac shine value that money can buy. . . has 
found a plac e on the stationery store counts r and 
has proved itself one of the fastest moving items a 
stationer can carry. 
It looks like a new machine . . . from its bright re- 
nickeled parts to its glossy coat of new japan. And 
once in he service of the ¢ customer, it serves as long 
and satisfactorily as the best new writing mac hine 
and the “service-after-sale” re quired on the Premier- 
Remington is negligible. 
Stationery buyers are more “typewriter conscious” 
than the aver rage buyer. They are quick to show 
interest in a machine so thoroughly re-built and so 
low priced as the 
Premier-Reming- 
ton. And we can 
prove these facts by 
pointing tothe sales 
records of leading 
stationers who are 
now Premier-Rem- 
ington dealers! 
Why not write to- 
day for our inter- 
esting and profit- 
able dealer plan? PREMIER REMINGTON 


AMERICAN 
W ritinGe MAcHINE COMPANY 


(Established 1880) 
374 BROADWAY, NEW YORK CITY 


Branches in all leading cities 
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Knoxville Dealer Describes His Show Windows 
AA. Johnston, Inc., Knoxville, Tenn., having taken a 
couple of new stores, as announced in the May issue, thus 
describes certain features not included in the previous re- 
port 

In these stores are two large display windows. The 
management tries to keep something different in these 
windows every week. One window is 86 by 75% inches 
and the other is 86 by 116 inches. Floor space in each 
window is 47% by 96 inches for the one and 47% by 150% 
for the other 

Miss Belvadora Johnston and others of the office sales 
department and the staff generally are interested in keep- 
ing these windows neat, clean and attractive at all times. 

In one window at the top center the company has in- 
stalled a large Hammond electric clock with a dial diam- 
eter of ten inches. The top of the clock extends up to the 
flood lights, which burn from 5:00 to 10:00 p. m. A strik- 
ing neon tube bearing the words, “W. AA. Johnston, Type- 
writers,” is also illuminated from 5:00 to 10:00 p. m. Many 
people stop to set their watches by the electric clock 

On the larger window the company has the new four- 
row typewriter keyboard sign, each pictured key-top bear- 
ing a letter of the company’s name and business. This sign 
is fifty by eighteen inches. 

a oe — 
Indianapolis House Gets Out Fine Catalogue 

Che National Office Furniture Company of Indianapolis, 
Ind., has recently issued an especially fine catalogue of 
its lines of office furniture. This catalogue contains sixteen 
pages exclusive of cover and is bound between limp orna- 
mental covers of rich coloring. 

The goods pictured and described include cabinets, letter 
trays, waste baskets and costumers of old English design, 
also of Empire State Moderne design; costumers in no 
less than thirteen different styles; many waste baskets, 
lines of reception room and occasional tables; telephone 
cabinet stands, letter trays, chairs, typewriter tables and 
other devices complete the line. One feature of the line 
is a desk of early American design. 

[The house is to be congratulated upon the excellence 
and thoroughness of its catalogue. 

> 
Hanks Now with Globe-Wernicke Contract Division 

E. E. Hanks, former Globe-Wernicke traveling repre- 
sentative for North and South Carolina, has been trans- 
ferred to the Contract Division at the home office of The 
Globe-Wernicke Company at Cincinnati, Ohio Mr. 
Hanks’ long experience in contract work makes his new 
appointment a very valuable addition to the Contract 
Division 

—— —~=@—. - —- 
Watkins Opens Office in Cedar Rapids 

Che Typewriter Trade and Service Company has opened 
an attractive office at Room 233 Pullman hotel, Cedar 
Rapids, Ia 

Walter Watkins is office manager. The concern carries 
rebuilt and used typewriters, cash registers, adding ma- 
chines, check writers and a number of other specialties in- 
cluding typewriter supplies. 

> 
Jubilee Visitors to Quality Park at Chicago 

Chicago celebrated a Jubilee Week in May, which 
attracted visitors from all parts of the United States. 
Among the visitors to the Chicago branch and warehouse 
of the Quality Park Envelope Company were J. G. Landes, 
secretary of the Schooley Stationery Company, Kansas 
City, Mo., and B. C. Koler, of the United Stationers, 


Cincinnati, Ohio. 
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STEEL BANK PINS 


SONOMOR TRIPLE PLATED STEEL BANK PINS are the BEST bank pins. You 


need only submit them for trial with your FINEST USER ACCOUNTS. You will 
always WIN THE ORDER with SONOMOR by actual test. 





More Pins to the Pound: 
More Perfect Points to the Box: 
20% LOWER in LIST than Common Brass Pins. | 


There are desirable Distributor Con- 
tracts available to desirable Distrib- 
utors. 


But Sos 
NO Morel 


ff WILLIAM PRYM of AMERICA DQ 


INCORPORATED An obt use 

l-¥ sh Hook sf 223 Ww - Jackson Blvd. 34- i2 Washington Ave. 435 Mission Street Ss EC ONDARY 

| ae Pa CHICAGO, ILL. Long Island City SAN FRANCISCO ANGULATION 
WEAK POINTS! NEW YORK A PERFECT POINT! 





a 


ROBARCO 
ADDING MACHINE ROLLS 


Now stocked in five grades, offering sufficient variety to 
answer practically every requirement. 


Manufactured in our own plant. 

Every roll firmly wound, with smooth edges, free from lint and 
breaks. 

2-5/16” rolls packed loose, 100 to carton. 

2-5/16” rolls packed 12 to box, 8 boxes to carton, for convenient 
distribution in small units. 

3-15/32” rolls packed loose, 50 to carton. 


SPECIAL SIZE ROLLS TO ORDER. 


Prices according to quantity ordered. 
Send for samples and quotations. 


ROCKWELL-BARNES COMPANY 


1511 West 38th Street Chicago 
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The Line of Lowest Ultimate Cost 






















An authority on the subject says--- 


“Science in purchasing is the ability to dif- 
ferentiate between initial and ultimate cost.” 


Science in Carbon Paper and Inked Ribbon making is the ability to pro- 
duce with perfect accuracy a range of qualities to uniformly give the 
exact results desired with all kinds of machines and writing paper. 


“The Line of Lowest Ultimate Cost” meets the requirements of each 
Science. You cannot know what it will do for you until you investigate. 
Without any obligation on your part, we will be glad to send you 
samples for any requirements you describe. 


NEIDICH PROCESS COMPANY 


Manufacturers 


Burlington, N. J., U. S. A. 
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ness. 


TRANSFER CASES 


Made of Heavy Select Pine 


with Steel Cover 
Letter — Legal — Bill Sizes 





Hundreds of thousands of these cases are 
sold annually. Get your share of this busi- 
Send | 


Sell several gross this year. 


| along your order today. 


IMPERIAL METHODS CO. 


Forest Park 


Western Wholesale Stationers Ltd. 
228 S. Los Angeles St. 


Los Angeles 


Illinois 





| THESE 3 PROFITABLE NUMBERS 
should be in your stock 





Style F Bulletin Board 


A selling number for every office suppl 
dealer. Many sales outlets . . . banks, of- 
fices, factories, schools, churches, and li- 
braries. Made of quarter inch thick highest 
rade cork tackboard mounted on a durable 
acking with an inch thick solid oak frame. 
No replacing. Tack holes close up. In three 
sizes—17x24, 24x36, and 36x48 inches. Get 
our prices and detailed descriptions. Address 
Dept. B 648. 


Style C Blackboards 


Ideal portable blackboards. 
tory, bank and home 7. ctive users. Made 
of genuine Old Reliable Hyloplate, it provides 
a velvet-smooth, durable writing surface. 
Framed with hard wood moulding. Sizes rang- 
ing from 18x24 inches to 48x72 inches. De- 
tailed descriptions and profit-making dealer 
prices on request. Please address Dept. BL 648. 


Alpha Dusiless Crayon 


Every Blackboard user is a prospect for Alpha. The 
original dustless crayon—in use since 1869. Contain- 
ing over 95% plus pure English whiting . . . free 

m grit, grease and clay. Durable and economical, 
it registers a clear, white, easily read mark that does 
not injure the blackboard. Sanitary, because it is dust- 
less. Three grades—hard, medium and soft—packed 
144 sticks to a box, 25 boxes to a case. Send for 
full details and prices. Address Dept. C 648. 


Weber Costello Co. 


wees we a ILLINOIS 


| GLOBES, MAPS, BLACKBOARDS, ERASERS and CRAYON 
For Nearly A Half Century 








Every office, fac- 
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Woodstock Students Win Honors in Contests 
Miss Mary D. Rogers, commercial 
Morgan Park High School, Chicago, 
cessful in developing outstanding students receiving train- 
Two of her students carried off 
in the novice elimination 


supervisor of the 
has been very suc- 
ing under her direction. 
honors, on Woodstock machines, 
contest and the city finals contest. 

Miss Juanita Springer, of the Morgan Park High School, 
won first place in the novice elimination contest, held at 
the Englewood High School, April 23. She wrote at the 
rate of sixty-one words per minute. This excellent record 
is remarkable because she had been using a typewriter but 
six months. Miss Rogers states that her work is close to 
100 per cent in accuracy 

In the recent city finals contest Miss Laverne Hagge, 
also a student of the Morgan Park High School, had the 
honor of being a member of the team winning the city 
championship. The speed of her team led all contestants 
from the Chicago public high schools by ten words per 


minute. Miss Hagge wrote at the rate of sixty words per 
minute. She has had six months’ less experience on the 
typewriter than competing writers. 
Valuable Steel Desk Catalogue 
Catalogue No. 23 of Steelcase desks, issued by The 
Metal Office Furniture Company of Grand Rapids, Mich., 


contains forty handsomely printed pages done in mono- 
The catalogue is beautifully 
reproductions of the different 
Tables are 


chrome as well as in colors. 
half tone 
several 


illustrated with 
desks, including 


included as well as chairs which are especially adapted for 


period lines. also 


use with Plymouth desks. 


Another feature of the catalogue is the space devoted 
to the executive line of Steelcase desks and tables, all 
handsomely executed in rich and durable wood colors. 


There are double pedestal roll top desks, double pedestal 
flat top tops, clerical desks, single pedestal desk, four-leg 
double pedestal desks, typewriter desks of the drop head 
variety, salesmen’s desks, standing desks, typewriter stands 
and many other useful types of tables and desks for various 
purposes including card records, commercial bookkeepers 
desks and desks for various types of office machines. 

all these different types of desks 
desk trays, etc. 


Chairs for use with 


are also featured as well as waste baskets, 


ingusititiamadli 
Ribbon and Carbon Man Sees Business 
Improvement 

Leo M. Ebeling, president and general manager of the 
Columbia Products Company, Inc., New Orleans, La., 
tributors for the Columbia Ribbon & Carbon Manufactur- 
ing Company of Glen Cove, Long Island, N. Y., reports a 
substantial increase in his company’s business since Jan- 
uary, 1931. that present 
indications point to the 
year in New Orleans 


dis- 


He even goes so far as to say 
prospect of 1931 being a banner 


es 
Spokane Firm Changes Name 

Formerly known as the McKee Salesbook Company of 
Spokane, Wash., capitalized at $200,000, this business has 
changed its name to the Sunset-McKee Salesbook Com- 
pany, Inc., with new incorporation papers filed at the state 
capitol. 
the large number of orders received recently from various 
Northwest.—C.M.L. 

——— 
Gainesville Book Shop Changes Hands 

The Book Shop on North Bradford street in Gaines- 
ville, Ga., has been acquired by Mrs. W. A. Roberts, Jr., 
and Miss Lona McRae. It has been re-opened with a new 
and complete line of office supplies, stationery, school sup- 


books J. H R. 


Steady expansion of business has been shown in 


parts of the 


plies, and magazines 
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SANO 


Trade Mark 


TYPEWRITER PADS 


“The Recognized Typewriter Pad” 






“SILENCE IS PROFITABLE” 
PROFIT BY 


SANO 



















QUIET STANDARD MODEL $2.50 











CLEAN 








EFFICIENT 


To Office Managers » » 
YOU who hold the health of 


our office force in your 
ba nds, protect them from ir- 
ritating noises and vibration 
= office appliances such as 

typewriters, stamping ma- 
chines, and calculators. It is 
vibration and noise that is 
being recognized as the busi- 
ness world’s WORST 
ENEMY. Vibration wrecks 
the nerves, it ages the worker 
Authorities claim that NOISE 
is contributory to insanity. It 
is impossib ble for an em- 





ployee to give his best serv- 
ices under the strain of 


NOISE confusion. 








For 
Remington and 
Underwood Noiseless 


NOISELESS MODEL $3.00 








State capitols, commercial schools, law offices, 
large corporations, public utilities, etc., use 
SANO Pads to reduce these annoyances to 4 
minimum. 
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Trade Mark 


TYPEWRITER PAD CO. 


Second National Bank Bldg. 


Wilkes-Barre, Pennsylvania 
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Hotchkiss No. 1A Model 


Since Hotchkiss introduced the new improved 
Wire Machines on January Ist, 1931, incor- 
porating FOOL-PROOF and CLOG-PROOF 
features, not one machine has been returned 
on account of clogging although thousands 
areinuse. This improvement is the outstanding 
achievement in the history of the stapling ma- 
chine industry. Model 1A holds 210 staples, 
weighs 2 pounds and has a reach of 414 inches. 


The New Model 2A is 
identical in appearance 
and performance to the 
No. 1A, differing only 
inthe holding capacity, 
which is 105 staples; in 
the reach, 2'4 inches; 
and in the weight, 1% 
pounds 





Hotchkiss No. 2A Model 


The No. | Regular ea, 
Machine is aptly called 
the Universal Model and 
is one of the most con- - 
venient desk appliances 
ever offered. It holds a ivet- 
strip of 25 flat, bright ; 
steel staples, weighs 114 - 
pounds and has a reach 

ba 
— - 





of 2 inches 


Hotchkiss No l Model 





| Always stress to your customers the importance of 
using genuine Hotchkiss Staples 





HESE are but three of the many 
HOTCHKISS models which have always 
been distributed through legitimate office 
supply dealers. They are recognized as the 
STANDARD LINE in the stationery trade, 
not just as paper fasteners, but as Staplers 
of quality, impressiveness and character. 
Made by the world’s oldest and largest manu- 
facturers of Stapling Machines and Staples 


THE HOTCHKISS SALES COMPANY 
CONNECTICUT, U. S. A. 


Sole Domestic and Foreign Distributors 


HOTCHKISS 
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“Felix” in Velvet Pencil School Paster 

“Felix the Cat,” favorite movie and comic section char- 
acter of adults and children alike, is the feature of a new 
school paster for Velvet pencils just prepared by the 
American Lead Pencil Company, Hoboken, New Jersey. 

Felix, drawn by his creator, Pat Sullivan, is shown hold- 
ing a giant Velvet pencil, which is being pointed by a 
comic little mouse down in the corner. The top of the 
paster Says: 

Buy Your School Supplies Here 

The paster is 11%x18% inches and is lithographed in 
4 colors. The new school paster is intended for use by 
Velvet dealers this fall at school opening. 

The American Pencil Company will distribute this paster 
free of charge to its customers. Dealers who do not re- 
ceive one are invited to write to the American Lead Pencil 


Company, who will be glad to supply them. 











DEATH IN A BOTTLE.—The above illustration appeared in a recent issue 

of Bates ‘‘Brevities,’’ a house organ published by the Bates Manufacturing 

Company, Orange, N. J. The illustration was accompanied by a warning 

that rubber stamp ink and numbering machine ink do not mix, and that 

rubber stamp ink is fatal when used on numbering machines, causing 
gumming and clogging 




















A Handsome Leather Goods Catalogue 

The 1931 catalogue of Stein-Way leather goods, made by 
Stein Bros. Manufacturing Company, Inc., 701-709 West 
Washington boulevard, Chicago, is a very complete and 
neatly illustrated exposition of an interesting and valuable 
line of leather goods, including traveling cases, brief cases, 
combination cases, overnight bags, toilet cases, billfolds, 
key cases, bridge set receptacles, note books, zipper bags 
and cases, etc., etc. Many of these cases apply the Sesamee 
keyless locks which are optional at an additional charge of 
$3.00. 

The company will be glad to supply further information. 

—— 

“Steel Storage Equipment for the School Shop” 

The Durabilt Steel Locker Company, Aurora, IIl., has 
issued a bulletin, “Solving School Shop Storage Problems.” 
This is a reprint of an article by D. V. Trapp, which ap- 
peared originally in the 1931 edition of Bruce’s School Shop 
Annual. The article presents the findings of studies made 
in various vocational schools, offering the fruits of study 
and experience in providing adequate and convenient stor- 
age for the tools and supplies brought into use by voca- 
tional schools in their training courses. The storage equip- 
ment selected permits the interchange of units, providing 
future additions to storage capacity without rebuilding. 

ae 
McGriff Takes Royal at Rockford 

I. L. McGriff, who has recently been appointed manager 
of the Royal Typewriter Company’s branch at Rockford, 
Ill, has had considerable experience in the typewriter 
business. With the new and complete lines which the 
Royal Typewriter Company is offering, Mr. McGriff ex- 
pects to make a rousing success in the city of Rockford 


and contiguous territory. 
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Introducing a new member 


of the STORMBEST family 
A REMEDY FOR A SERIOUS CONDITION 


The Condition: Heavy manifolding on Billing Machines and hard, flat 
platens makes it necessary for typists to frequently 
change carbon papers due to type-cutting. This means 
increased cost in material and time to users. 


The Remedy: STORMBEST SUPER STANDARDWEIGHT BILL- 
ING No. 682 will withstand type-cutting in a ratio of 2 
or 3 to 1 as compared with papers generally used. **THE COMPLETE LINE” 
In actual usage on Fanfold machine 148 clear, legible 
complete sets of carbon copies were obtained using 
STORMBEST 14 Ib. top sheet and STORMBEST 
SUPER STANDARDWEIGHT for the remainder on ‘The line broad enough 





an eight part form. to meet every need, of 
Nia increased production and time saving will appeal to — outstanding merit, at 
yuyers. 


low prices brings trade. 


The Proof: Send for samples. Give them to a user for Fanfold or other severe 
billing work where conditions are most severe, and verify our claims. 
This combination should also be used for Billing Machine Rolls. 


H. M. STORMS COMPANY 


Makers of ‘‘The Complete Line’ of Carbon Papers and Inked Ribbons. 
y “f Users want the 


361 GRAND AVE. BROOKLYN, N. Y. best. 


Vv 











lanning the SIZE and HEIGHT of 
YOUR Future Loose Leaf Business 











ae In order to determine The following is a partial list of forms carried in stock 
the clen anil belgie of 0 bald: which are used very extensively for Record Keeping pur- 
ing, calculations must be based Minute Book Accounting Records: For all 
oa . . , Stockholder’s Ledger purposes 
} on its foundation. This same Sentined tien totes tor Gaetan 
bs rule holds good for you in your Receiving Reports Accounts 
f fan , — Record of Claims Ledgers for Purchase Accounts 
a ee = - “ Perpetual Stock Ledgers and Ledgers for General Accounts 
q First nue hawe tie Records Daily Bank Statement 
7 —™ Ss on Record of Equipment Record of Petty Cash Dis- 
a proper foundation, which con- Insurance Record bursements 
x , , f f f “R d Inventory Forms Record of Invoices for Goods 
BY = 7 a = ae Order Blanks Purchased 
x Keeping” purposes. Order Register Distribution of Invoices 
43 Bill and Charge Sheets Journal 
If you are in a position to sup- Monthly Duplicate Statements Sales Summary 
ply the proper form it is only If there is any form you wish to examine, we shall gladly 
send you sample sheet. 
natural to assume that you will We are equipped to give prompt service on any special 
also get the binder and index forms you require. 
business. BOORUM & PEASE COMPANY 
Consult our new Loose Leat P. O. Box 272, City Hall Station, New York City 
Catalog No. L21 wherein we il- NEW YORK CITY CHICAGO, ILL. ST. LOUIS, MO. 
‘ 349 Broadway 500-532 So. Throop St. 212-214 Se. 7th Street 
lustrate and describe forms for at Harrison 
every type of business. poy ~ 4p eB Oe ote Street 











THE VERY FOUNDATION! , # YOUR LOOSE LEAF BUSINESS 
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PEERLESS 
PRODUCTS PLEASE 


Letter trays and waste paper baskets, all 
sizes, mail and tape baskets, space baskets, 
built up trays, locker baskets, PEERLESS 
paper burners, wire globe guards, office 
partitions, wire guards, etc. SPECIAL 
WIRE GOODS MADE TO ORDER. 


ti PEERLESS 
ROOD WIRE 


~ P 
YW? =<, agen - ad 
7 LS _ 


Ait GOODS CO. 








' ORS xy tii 2720 Ferry Street 
. ‘ N A) S > NY 
cswatess NES 


ANITARY Ni 














A remarkable desk 


set value 





SAINBERG Florentine Finish 
Genuine Leather Hand Gold 
Tooled Desk Set 4PIECE SET 
In line with the demand of the day $ 9 5° 0 
Sainberg offers this beautiful desk att 
set combination of exquisite craftsmanship at a 
modern price. It is a fitting companion for every 
executive. The four pieces in this combination in- 


clude desk pad, letter tray and cover, rocker blotter 


and calendar pad. 


——_<—— 





Pieces also sold individually 


Write for your Lise 
copy of 20x34 Linoleum Desk Pad erTiyry & 
“Beautifying the Bevelled Letter Tray & Cover ..+» 10.00 
office” Rocker Blotter susbeceese ae 
+ Calendar Pad with Cover soe - 5.00 

Pen Stand with Gyro iesccse SH 

Letter Opener seGses soscene BSD 


43 W. 26th St. 
AINBERG & CO., Inc. New You N.Y. 
Manufacturers of DESK PADS AND OFFICE ACCESSORIES 





OFFICE APPLIANCES 





Announcing a New 
Water Control 
Greatly Increasing the Efficiency of the 


DANDY ENVELOPE SEALER 


— 








PRICE $12 


Retail in The United States 

“SAVES TIME WHEN MOST NEEDED” 

THE DANDY ENVELOPE SEALER 
offers a fine sales opportunity due to the wide 
demand for an efficient rapid and reliable ma- 
chine at a moderate price. Sells readily to the 
concerns you serve with other lines. 

ATTRACTIVE CIRCULARS and order 
blanks free which help produce business. 

SEND FOR SAMPLE MACHINE and 


get our new liberal proposition to dealers. 


THE OFFICE APPLIANCE CO. 


191-195 Devonshire St. Boston, Mass. 
(Sole Selling Agents Dandy Sealer Corp.) 









THE RUBBER | 

KEY 
B | 
Li 
tone 








OF QUALITY 











ONE GRADE KEY 
—ONLY— 
THE BEST! 


— SINCE 1905—— 


Write for Discounts and Samples to 


MUNSON SUPPLY CO. 


348 HUDSON STREET 








NEW YORK CITY 
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Seattle Typewriter Stores Adopt Saturday After- 
noon Closing 

Typewriter dealers of Seattle, members of the Wash- 
ington Typewriter Dealers Association, agreed at one of 
the weekly meetings in April to close their places of busi- 
ness at 1 o’clock Saturdays during the months of June, 
July and August. 

This plan has been successfully carried out by the asso- 
ciation members for the past three years 

April meetings were concerned with problems relating 
to the industry. One of the most important steps leading 
toward a stronger association was the opening of discus- 
sions concerning co-operative advertising by the organi- 
Secretary G. F. Johnson of the Retail Trade Bu- 


zation. 
reau of the Seattle Chamber of Commerce was instructed 
to secure advertising rates of three daily newspapers in 


Seattle. 











AN ATTRACTIVE SMITH-CORONA DISPLAY.—Pictured here is the show 
window of the Typewriter Service Company, 217 South Fourth street, 
Springfield, Ill. 








Well Known Briton Visits U. S. A. 

Thomas Dixon, one of the prominent Fellows of The 
Institute of Practitioners in Advertising, who is managing 
director of Dixon’s West End Advertising Agency and of 
The Dictaphone Company, Limited, left England on May 
16 in the Aquitania for an extended business trip in the 
United States. He will be absent for several weeks and 
hopes during that time to be able to make a special study 
of certain phases of publicity and marketing methods in 
America. 

— = 
“Skrip” Packages in Color 

The W. A. Sheaffer Pen Company, Fort Madison, Iowa, 

has brought the color appeal to its “Skrip” ink container 


for homes, offices and travelers. The package, which was 





“SKRIP” 
WITH GOLD 
DECORATION 


introduced as a black hard rubber item, is now made also 


in three beautiful tones, blue, coral, and emerald. Assorted | 
| 


shipments are made of these three colors, twenty-four con- 
tainers to the case. 





THIS SALESMAKING 
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we'll send it 


FREE 


44 ff ¢£F 


The Window Display shown here has EVERYTHING! 
DIGNITY— it’s rich and distinguished. 


POwER—its scarlet and gold on deep green leather stand 
out and attract attention. 


DOUBLE SALES PUNCH—whatever you advertise on the 
removable card is doubled by the reminder to buy 
Esterbrook pens. 


cooperative—this display doesn’t steal the show. It 
gives the perfect window setting for your current 
message. Size 11 inches by 15 inches. 

Free cards in color— Esterbrook sends you from time 


to time attractive cards merchandising timely items— 
many of them other than Esterbrook. 


MAKE YOUR OWN cards to fit in this frame! Use Drawlet 
Pens for quick, easy, effective displays. Change them 
every day, if you like! 

If you don’t have the display send for it today and 
let it start to work for you. 


EsTerRBROOoK PEN Co., Camden, N. J., or Brown Bros., Toronto 


FREE to Stationers: SEND THIS COUPON 


ESTERBROOK PEN CO. 
86 Cooper St., Camden, N. J. 


Please send me FREE your leather Name 
window display frame, stamped in 





Address 





gold, with supply of cards in color. 
I plan to make up additional cards 
for it and keep it in use. 
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TRIED and 
PROVED 
PROFIT 
MAVEN Sats 


UPS 





Illustrated above is the new 
Burns Dial Bracket which 
has a special hinge in the 
arm that permits the tele- 
phone to reat flat on the desk 
for dialing 


Telephone 
Brackets 


Tuiery YEARS of consistent growth inthe 
use of thetelephone has been paralleled by thirtyyears 
of increasing demand for Burns Telephone Brackets. 
Neither “booms” or ‘depressions’ have seriously 
affected their steady sales. The money making possi- 
bilities they offer to EVERY stationer has the best 
guarantee possible—that of long and successful ex- 
perience. ARE YOU GETTING YOUR SHARE 
OF THIS PROFITABLE BUSINESS, TODAY? _ If 
not, why not? Let us send you complete information 
on Burns brackets together with prices and discounts. 


JUST CLIP THE COUPON. 


AMERICAN ELECTRIC COMPANY 
INC. 


State at 64th Street CHICAGO, ILL. 
RT 





American Electric Company, Inc. 
6406 So. State St., 
Chicago, Ill. 


Send us information, prices and discounts on the new Burns Dial Telephone 
Bracket and other Burns brackets 


NAME 
ADDRESS 


TOWN STATE 
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Electromatic Typewriters Shown in Unusual 
New Brochure 

The Story of Electromatic is the title of a remarkably 
interesting and sightly booklet of some twenty-eight pages 
bound in limp covers with ornamental title. 

The Electromatic typewriter is completely described as 
to its construction and usage and is illustrated with a 
number of striking half tones in colors as well as in mono- 
chrome. There are some interesting factory pictures, both 
exterior and interior, followed by a more or less technical 
description of the principles of Electromatic operation as 
reprinted from the May, 1931, issue of the Scientific Amer- 
ican. The book concludes with some enthusiastic endorse- 
ments from users and descriptive material concerning the 
automatic letter writer, the master perforator, etc. Com- 
ments on the Electromatic from the nation’s press form 
an interesting spread. 

Finally, there are some actual production records, giv- 
ing comparisons between the output of manual typewriters 
and Electromatic typewriters. 

Two pages give a quick summary of the features of the 
machine, and another article describes the place of the 
machine in modern business. 

The history of the development of the machine is also 
presented in an interesting chapter. 

—— 
New Steel Shelving Catalogue 

The Terrell division of the Metal Office Furniture Com- 
pany, Grand Rapids, Mich., has just issued catalogue No. 
102 of adjustable steel shelving. This shelving is adaptable 
to every type of storage need and the catalogue gives all 
its interesting features in word and illustration. Included 
in the catalogue is descriptive material concerning the ad- 
justable shelving, skeleton shelving, closed type shelving, 
all-purpose shelving with or without doors, counter shelv- 
the typical 
dealer 


ing, etc. Diagrams are presented showing 
Terrell the 


his customer to select the exact type required for any 


shelving arrangement, enabling and 
purpose. 

Other features of the book include descriptions and illus- 
trations of Terrell bookcases and cupboards, compartment 
boxes, roller shelves, blue print cabinets, check hooks, bolt- 
less type shelving, library type shelving, book trucks, stor- 
age cupboards, etc., not omitting the Terrell filing cabinets 
which include files for general use in sizes from two-drawer 
to five-drawers in height. The new book contains twenty- 
four pages copiously illustrated. 
ee 


Convenient Polar Pocket Catalogue 

The Polar Manufacturing Company, Philadelphia, Pa., 
recently issued a handy pocket catalogue, exclusive in 
design, gotten up particularly to help the outside salesmen 
of the office equipment dealers, who, in the main, are also 
commercial stationers. 

The little book contains forty-eight pages and is most 
attractively gotten up. Every item in the Polar line is 
illustrated, including many new ones, and the retail selling 
prices are printed right in the catalogue. Orders can be 
booked from this catalogue by inside men as well as by 
outside men, 

The company is desirous of getting these catalogues into 
the hands of as many outside salesmen as possible. 

—— 

Pennsylvania Approves Sano Typewriter Pads 

It is interesting to note that on the general supplies 
schedule for the Commonwealth of Pennsylvania under the 
title, Office Supplies, and covering a pad or silencer for 
typewriter desk, the requirements call for the Sano type- 


writer pad or its equal. This pad is made by the Sano 


Typewriter Pad Company, Wilkes-Barre, Penna. 
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INK 


QUALITY 


C= No. 500 eve. 
exe) 


Compounded Up 
L 4 to a Standard 


DUPLICATING INK 
NOT Down to a 


. eee 4 
of Price 


exe! 
OO 


Our No. 500 is especially compounded for Open Type machines 
and our No. 1700 for the Enclosed Type machines. We also 


compound a special 
BULLETIN INK 
—and can produce special Inks for any special purpose 


WE MANUFACTURE INK 


During the past six years, Fred B. Canode who has spent nearly 
half a century in the manufacture of ink, has not been con- 


nected with any ink company, other than 
The INK SPECIALTIES CO. 
$15 Seo. Laflin St., Chicago, I1l1. 4 
NN t, 


Station C 
The Sales Line Proves Their Worth 





Our 
No. 1700 








THE INK special 
m—e TIRS Oo. 


mae 



























New! 


Colored sets to 
match port- 
able colos 
schemre 





it the sales curve up? 
That's the answer to 
whether or not a prod- 
uct is liked. And the 


Lincoln line is up. Sales 







prove that these supe- 

rior typewriter keys are 
generally preferred by 

Send for a 


sample key and make 


every user. 


your own comparisons. 
oo I 


LINCOLN RUBBER KEY CO. 
27 Thames Street NEW YORK CITY 
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YOU KNOW that rubber stamps are a vital necessity in the in- 
dustrial structure of business, and the many new discoveries for 
their use are creating an ever-increasing demand. Get into the 
Rubber Stamp Business Now. Our new method has eliminated 
all of the difficult work in the making of them. The equipment 
requires very little room and you can learn to make them within 
a few hours by following our simple directions. The low cost 
will interest you. Send for descriptive literature. 


AMERICAN EVATYPE CORPORATION 


DEERFIELD, ILLINOIS 








Summer and 


Early Fall Sales 
Will Be Heavy 


Business-men and Manufacturers are today 
making greater displays of their products 
in their offices and show rooms than ever 
before. 


As a result, there has been an unusual de- 
mand for 


Moore Push-Pins 
and 
Moore Push-less Hangers 


the world-famous devices to Hang-up- 
Things to walls and woodwork. 









A display of any of our assortments of 
Window-Front Packets will make quick sales 
now. Your Jobber can supply you promptly. 


MOORE PUSH-PIN COMPANY 
113-125 Berkley St. Philadelphia, Pa. 
Established 1900 
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Prompt 
Service 


DIEMER cooperates with the sta- 
tioner in serving the heavy envelope 
requirements of his trade, enabling 
the dealer to reduce stock invest- 
ment to a minimum and maintain 
a high grade service. Red rope and 
jute envelopes in flat and expand- 
ing styles, panel and compartment 
envelopes, box envelopes, file 
folders, etc., in all standard sizes 
always ready for shipment. Special 
imprinting if desired and at mod- 


Convincing 
Reasons 


why the 
“INVINCIBLE 
PLATEN” 


is without equal 








We are par- 
ticularly well 
equipped to make 
special items in 
either large or 
small quantities. 


ESIGNED expressly to 


enable rebuilt machines 






to produce the same fine print- 
ing as do new machines, the 
“Invincible” Platen with the 
Red Lining continues to gain the popu- 
larity it so well deserves. » » As an ideal 
platen for every class of typing, it has no 
equal. And here are the reasons why: 


It cannot crawl, stretch, twist, or 
loosen from its core. 


It is not susceptible to climatic changes. 


Look It will not crack under hard usage or 
for the even abuse. 

RED It positively will not bloom or harden. 
LINING It contains more pure gum rubber than 


any other platen made. 


When you buy platens... 


When you buy platens, also bear in mind that a 
platen with only one degree of density is not appli- 
cable to all classes of work. Different manifolding 
tasks require different platens. That is why the 
“Invincible” Platen ... precision ground .. . 
varies in density according to the type of work 
to which it is applied. 


Like an automobile tire, for example, a platen 
can and should be prepared in many ways. Just 
as you would never use the same kind of tires for 
all purposes, you cannot expect a platen of only 
one density to do all tasks satisfactorily . . . The 
best results are only obtained by using a medium 
platen for writing single copies plus one or two 
carbons, and harder density for greater mani- 
folding requirements. 


Why not see for yourself what a whale of a dif. 
ference there is between an “ Invincible” non- 
hardening Platen with the Red Lining and all 
others? Send us a cylinder and we will recover 
it free of charge. Then test it . . . and compare! 


Remember, too, that no matter where you are 
located in the United States, you can get over. 
night service from one of our many branch stores. 


American Writing Machine Co. 


374 BROADWAY “*""’ NEW YORK CITY 
Offices in All Principal Cities 











erate cost. Catalog with full de- 


tails on request. 


John F. Diemer Co. 
519 Broadway 
New York 


MEN? 


Have you seen SPEEDRITE? 


Anyway, it’s just the figure, set-up ma- 
chine you have been waiting for. In- 
deed, it makes the whole world VIR- 


GIN territory again! 


Striking colors—unquestionably the 
most beautiful device in whole ap- 
pliance field. Two color imprint with 
ink reservoirs. Novel payee name pro- 
tection. Sturdy construction, easy 
quiet action. 

AND, for all its quality, beauty and 
value, SPEEDRITE carries the LOW- 
EST distributor cost! 

A collect wire from any REAL check 
writer man will bring mighty interest- 
ing details. 


INCORPORATED 
180 St. Paul St. 



















HALL-WELTER COMPAN 


Rochester, N. 
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tear DEVICE 











Qn UO" 
JIFFY MITOES 


Simple and efficient. Can be used in all wing 
binders, any centers, either 31¢"-4" or %" holes. 
Expanding posts furnished in )4" to 2%" lengths. 
Order a few for Samples. Get prices on quantities. 


Grand Rapids Loose Leaf Binder Co. 














Grand Rapids Michigan 
XQ 
CARBON TYPEWRITER 
PAPERS RIBBONS 


An Opportunity 
for Stationers 


One of the functions marking a leading 
stationer is the exclusive merchandising of 
quality lines. More than a mere symbol 
of position, such arrangement is evidence 
of recognition by the manufacturer and is 
frequently an aid to greater profits. 

Bucki supreme typewriter ribbons and 
carbon paper have been sold thru dealers 
for over thirty years—always high grade, 
produced by processes developed in life- 
long study of available materials and of 
business requirements—conceded by com- 
petent authorities to be among the best 
upon the market. 

In certain cities Bucki ribbons and car- 
bons are now handled by the leading 
dealer on an exclusive basis. If you are 
interested in establishing a Carbon and 
Ribbon department, specializing in the sale 
of these products, and building a profit- 
able business, better write us; we may 
have a proposition to offer in your terri- 
tory. 


The BUCKEYE 
RIBBON & CARBON CO. 


1458-1468 East 55th Street Cleveland, Ohio 
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Take a lip from 


E may sell sugar from under the counter. 
But he knows better than to try that 
with his long-profit stocks. He keeps them 
right out in front where you can’t miss them. 
That's why he’s making money. 

Take a tip from your grocer! Get your 
Rand MCNally Atlases, your big profit pro- 
ducers, out on the counter, into your display 
racks, in the window. 

Give them a chance to sell themselves directly 
to your customers. 

Everyone who walks into your store is a 
live prospect for a Rand M¢Nally Atlas. A 
good display will give him the final “urge” 
that is needed to clinch a sale. 

Rand M¢Nally Atlases well displayed move 
quickly because of their attractive range of 
prices and because of the tremendous prestige 
carried by the Rand MCNally name as the 
result of 70-odd years of scientific map making. 
And also because of the company’s extremely 
effective advertising that is reaching your 
customers each month through the leading 
national magazines. 

Put in a good display of Rand M¢Nally 
Atlases today. You can quickly complete 
your stocks through your jobber or direct. 


RAND M&NALLY & GOMPANY 


Dept. T-6 


270 Madison Ave. 5368. Clark St. 559 Mission St. 


New York Chicago San Francisco 
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BVEey DAY ce 


people who ought to use NEVA-CLOGs pass your store. 
Bring them in to buy with this display. Additional 
profits to you from Staples. It is free to all our regular 


dealers. Order display No. 1. 


This new NEVA-CLOG display is approximately 18 in. 
high and 24 in. wide. The decorative board is blue-gray 
in color and beautifully mottled in an attractive frieze 
design. It is shipped to you knocked down in six pieces 
cut to size, ready to erect. Just take a pair of NEVA- 
CLOG Stapling Pliers and in less than two minutes you 
put this together securely with staples—a very novel and 
attractive feature. The metal display stand sets in a 
recess which can be illuminated at night by inserting a 
drop light and bulb in the opening made for this purpose 
in the top panel. 


NEVA-CLOG Stapling Pliers are guaranteed uncon- 
ditionally. The manufacturers will repair or replace them 
free of charge should any trouble develop within three 
years after date of purchase. 












STAPLING PLIERS 


8. a9 4 POREION PATENTS 


EXPLAINS 


NEVA-CLOG PRODUCTS, INC. 
BRIDGEPORT, CONN. 


Manufacturers of 
NEVA-CLOG STAPLING PLIERS AND STAPLES. 
N-C STAPLERS AND DUPLEX STAPLES. 


NO-RING LOOSE LEAF NOTE BOOKS. 
NEO CLIP BINDERS. 
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Boston, Mass.—William A. Perry is a newcomer to the Woodstock 
sales organization here 

Buffalo, N. Y.—The local branch of the L. C. Smith & Corona Type- 
writers, Inc., has moved two doors north of its former location, in The 
Stock Exchange 

Cedar Rapids, lowa.—The Typewriter Trade & Service Company has 
been established at Room 233 Pullman hotel. 

Chicago, ti1.—John A. Guest has been assigned to a Chicago territory 
for the Royal Typewriter Company, Inc. 

Chicago, t11.—W. J. Montgomery, dealer sales manager for the Royal 
Typewriter Company, Inc., portable division, visited the local branch 
early in May 

Chicago, i!.—The Shipman-Ward Manufacturing Company appears to 
have produced a winner in the ‘“‘Crusader’’ model. April was the busiest 
month so far this year 

Chicago, !1.—The Standard Typewriter Service, 108 North Dearborn 
street, has been purchased by J. E. Hagan and A. Brandell. The busi- 
ness was conducted many years by T. C. Martin, who was manager 
here a long time for the Blickensderfer Typewriter Company 

Chicago, ti.-H. G. Engstrom, who had been selling Corona type- 
writers for the L. C. Smith & Corona Typewriters Inc., has been assigned 
to a territory on the L. C. Smith. Mr. Engstrom has worked his way 
into the sales department through the mechanical department 

Chicago, t!1.—W. A. Mooers, manager of the local branch, Woodstock 
Typewriter Company, reported in mid-May that he had more business on 
the books than at the same period in any month of 1931 The golf 
contest, in which all branches are participating, has stimulated his staff 
so that the ten leading salesmen of the domestic sales staff include three 
Chicago branch men—aArnold Morf, George Gunnison and John Shea 

Clarksville, Ark.—John W. Sallis has signed up as distributor for the 
Woodstock typewriter 

Cleveland, Ohio.—0O. H. Cooke has been assigned to special work in 
this territory for the Woodstock Typewriter Company 

Cole Camp, Mo.—C. P. Junge has been appointed a distributor here by 
the Woodstock Typewriter Company 

Dallas, Texas.—J. H. Stone, 1803 Commerce street, has been appointed 
distributor for the Woodstock typewriter 

Dallas, Texas.—After a brief absence from the local staff of the Royal 
Typewriter Company, Inc., H. A. Mueller and R. J. Fenn, Jr., are back 
in the fold. They are demonstrating that they can demonstrate and sell 

Fort Smith, Ark.—The Underwood Typewriter agency has been moved 
from 15 South Sixth street to Suite 1, Kenney building, 20% South 
Sixth street 

Grand Rapids, Mich.—Neil M. Bush is a new salesman for the Royal 
Typewriter Company, Inc., in this territory. 

Holyoke, Mass.—The Woodstock Typewriter Sales & Service Company 
has undertaken distribution of the Woodstock typewriter. George Girard 
and Sol Green are operating this business. 

Hopkinsville, Ky.—-Joseph E. Phillips, an experienced typewriter man. 
has become distributor for the Woodstock Typewriter Company 

indianapolis, Ind.—Two new juniors are active here for the Wood- 
stock Typewriter Company. Mr. Markle is assistant for Mr. Griffith, and 
Mr. Este is scouting leads for Mr. Johnson. 

indianapolis, Ind.—The Indiana Copywriter Corporation has been char- 
tered as state distributor of the Copywriter, a manifolding attachment 
for typewriters, employing inked ribbons. The officers are J. 8S. Zeller, 
president ; Robert E. Loctious, vice-president ; Lewis R. Dobson, secretary- 
treasurer 

Kalamazoo, Mich.—Emanuel Strass, who had been distributor here 
for the Woodstock Typewriter Company, has been appointed manager of 
the branch here. This is the smallest city to have the distinction of 
advancing a distributing point to a direct branch. 

Lima, Ohio.—Typewriters have been added to the lines of The Fred- 
erick Paper & Twine Company, 121 South Elizabeth street The new 
department is in charge of F. H. Yates and Russell Adams 

Logansport, ind.—-The Swadener Typewriter Agency has moved to 220 
Third street ; this business had been located at 219 Fourth street the past 
ten years 

Los Angeles, Calif.-The Pay Typewriter Corporation, Ltd., has been 
chartered to manufacture a typewriter device; capital stock, 100 shares 
at $100 par; permitted to issue fifty-three shares; directors—C. Menard, 
R. H. Potter and M. E. Menard 

Macon, Ga.—L. L. Gardner has taken on this territory for the Wood- 
stock Typewriter Company. 

Milwaukee, Wis.—-The local offices of the L. C. Smith & Corona Type- 
writers Inc., have been moved from the Caswell block to 771 North 
Water street. 

Minneapolis, Minn.—Harold Nuhn has been appointed manager here 
by the Royal Typewriter Company, Inc 

New York, N. Y¥Y.—The local branch of the Woodstock Typewriter Com- 
pany has graduated a new class of salesmen R. L. Avery, R. H. Clark, 
L. W. Scott and A. C. Macoduck have gone out into the field to win 
their spurs 

Richmond, Va.—C. H. Carter has joined the Richmond Office Supply 
Company, distributor for the Woodstock Typewriter Company 

Rockford, t1.—I. L. McGriff has been appointed manager of the local 
branch of the Royal Typewriter Company, Inc 

St. Paul, Minn.—The Pioneer Typewriter Company, 128 East Fourth 
street, has moved to 62 East Fifth street. Edward P. Starr, the pro- 
prietor, has practically doubled the space occupied through this move 
The company has taken on the agency for the ‘‘Ediphone.’’ 

San Francisco, Calif.—The Roc-O-Way Company has moved to 1340 
Haight street. The products of this company include ‘‘Ne-To’’ typewriter 
erasing shields, and other items 

San Francisco, Calif.—H. J. Hastings, proprietor of the San Francisco 
Typewriter Exchange at 595 Market street, has renewed his lease at the 
present location and is planning considerable interior improvements 

San Francisco, Calif.—Frank W. Husted, Pacific coast representative 
of the Royal portable typewriter, spent several days with the trade here 
the early part of May. He was on his way back to the Pacific northwest 
after having visited southern California 

San Francisco, Calif.—The Ames Supply Company, 583 Market street, 
is having excellent success with the new flexible platen that is service 
able for carbon copies. As this is contrary to tradition, dealers are 
always at first skeptical. But a trial convinces them and the innovation 
is welcome. 

San Jose, Calif.—The Office-Store Equipment Company, 71-73 East 
San Fernando street, has enlarged its store and window facilities 

Seattle, Wash.—Schoenfeld’s Furniture Stores here and at Tacoma 
have been displaying portable typewriters, selling them on the weekly 
budget plan. 
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PELOUZE 
‘Fast Mail’’ SCALE 

















ient for rapid mailing. 


marked. 


for catalog. 





**Scales for all purposes.’ 


Pelouze Manufacturing Co. 
232-242 East Ohio St., 


The continual progress and extension of airplane postal 
service creates an ever widening market for this type of scale. 
Its positive action and easy reading are particularly conven- 


The “‘Fast Mail”’ Scale has a capacity of nine ounces by 
half ounces and is very sensitive and accurate. It is provided 
with an improved adjustment for balancing beam—just 
turn ball slightly under beam. It is artistically designed, 
constructed of cold rolled steel, handsomely finished in 
French gray enamel with brass mountings. Balance poise 
and scale beam are of brass with graduations distinctly 


Dealers supplied through leading service wholesalers. Send 
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Chicago 











it’s GOOD BUSINESS 


to stop where Business is Good! 





2,500 rooms. A radio, tub, 
shower, circulating ice water, 
Servidor in every one of them. 
Extra value! Every room an 
oulside room—and 85 % of them 
priced at $3.50 to $5.00. Extra 
value! 

116 new sample rooms. Four 
popular price restaurants, in- 
cluding a “speed counter” 
Coffee Shop—with 
food that is the talk 






RALPH HITZ, Managing Director 





You'll find eztra 
value in every- 
thing at New York’s 
most successful 
hotel... 


of the town. Extra Value! 

A location in the heart of 
mid-town Manhattan “next 
door to everything.” Private 
tunnel to the Pennsylvania 
Station. B.&O. Motor Coach 
connections, too. 

The overwhelming success of 
the Hotel New Yorker is not 
built upon low rates alone; it 
is built upon BIGGER AND 
BETTER VALUE. Come and 
get it! 


NEW YORK'S MOST POPULAR HOTEL 


HOTEL NEW YORKER 


34th Street, at 8th Avenue, New York 


Chicago Office: 77 W. Washington St. 
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FIBERKOTE 
A NEw Brier COVER 


with beautiful leather-like sur- 
face that is water-proof and soil- 
proof. 








Expanding type back 
gives capacity for a 
few or a hundred 
sheets. 


Embossed border and 


title panel on front. 


Each cover equipped 
with brass fasteners 
for binding. 


To Retail at 


YAY, EACH 


Colors: Brown, Blue, 
Green and Maroon. 


Packed 25 of a color to 
the box. 


Catalog No. 3751. 


Manufactured exclusively by 


NATIONAL FIBERSTOK 
ENVELOPE COMPANY 
429-447 MOYER STREET 
PHILADELPHIA, PA. 
Chicago Warehouse, 54 W. LAKE ST. 














The “Aluminum” Pocket Seal 
and other MARKING DEVICES 





POCKET SEALS SPECIMEN IMPRESSION LEVER SEALS 


Luis 


Cooke Self - Inking Numberin 
Rotary Dater Rubber Stamps Machines WAX SEALS 








NAME PLATES 





BADGES METAL CHECKS 


MANUFACTURED BY 


MEYER & WENTHE - CHICAGO 


OFFICE & FACTORY - 24 to 30 S. Jefferson St. 
LOOP STORE - 31 North Clark Street 
WEST SIDE STORE - 30 S. Jefferson St. 


Catalogue of Complete Line will be sent upon request 
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The Famous Argus Line 


Calendar Clasps, 
Typewriter Erasers, 
With or without Brush, 
Paper Clips, (3 Sizes), 
Pen and Pencil Clasps, 
Argus Sanitary Moisteners 


Ask your jobber for Prices and Discounts, or write 


ARGUS MANUFACTURING COMPANY 


1134-44 North Kilbourn Avenue 
Chicago, Ill. 


DEALERS: Write for beautiful counter easel 














BLACK DIAMOND 


CARBON 
PAPER 


The Peak of 
Perfection 





A featured carbon paper of quality, to be de- 
pended on at all times. It sells and re-sells. 


Mail coupon today for samples and prices. 





Rochester Ribbon & Carbon Co., Inc. 
40 Browns Race, Rochester, N. Y. 


Kindly send me, without cost, samples of your representative lines 
of carbon papers and ribbons, together with prices. 
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ANOTHER 
NEW LOW PRICE! 
ON 

NEWMARKET 
MANILA 


FILING FOLDERS 


fresh clean stock— 






































high quality— 








four weights 








The DUNLEAVY CO. 
167 OLIVER STREET 
BOSTON, MASS. 























Letter Trays 
Letter Baskets 
Waste Baskets 

Mail Baskets 

Filing Hooks 


No. 62 Letter Tray 


Worcester Wire Novelty Co., Inc. 
Baltimore, Md. 





Baskets and 
Trays retinned 
after making. 


All Trays come 
with rubber 
feet attached. 


Write 
for Catalogue 
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Tucson, Ariz.—The Typewriter Shop, distributor for the Woodstock 
Typewriter Company, has moved from 9 East Pennington street to 24 
North Stone avenue. This business is operated by H. E. Hammel 








ADDING MACHINES 


Calcu- 


course 





Lund, sales manager of the Marchant 


Chicago, Ull.—John M 
visited in Chicago last month during the 


lating Machine Company, 


of a trip which took him to New York 
New York, N. Y.—The Gardner Company is working out a program 
of expansion, having opened offices recently at Detroit, Mich Cedar 


, N. ¥.; and Charlotte, N. C 
the near future 

Roderick, manager of the Barrett 
Machine Company, has been elected a 
in charge of the Barrett division 


Rochester 
taken on in 


Rapids, Iowa ; Springfield, Mass 
A number of other cities will 

Philadelphia, Penna.-Frank J 
division of the Lanston Monotyp« 
vice-president of the corporation, 


be 


Philadelphia, Penna.—H. C. Grubbs, remembered in this field for his 
long connection with The Dalton Adding Machine Company, has been 
elected executive vice-president of the David Lupton’s Sons Company 
Recently he had been vice-president in charge of sales for RCA-Victor, 


Ine 








OTHER MACHINE S 


years with The 
Jewell F. Stevens 





had spent many 
has joined the 


il.—Roy H. Jarrett, who 
Multigraph Sales Company, 
advertising agency 

Chicago, 111.—C. R. Randolph has become a senior salesman here for 
the Multigraph, transferring from the Addressograph staff. He had 
spent ten years with the Multigraph organization in 1930, when he joined 
the Addressograph branch here 


Chicago, 
American 
Company, 


Indianapolis, ind.—The International Business Machines Corporation 
has leased the two-story and basement building at 346 North Delaware 
street for a term of five years. The local branch had been located at 
343 North Pennsylvania street the past eight years. 

New York, N. Y¥.—J. P. Milner has been assigned to the industrial 
scale division of the International Business Machines Corporation, with 
headquarters here He had been vice-president of the Canadian division 

John A. Griffin has been made manager of the northern district of 
Latin America Since 1926 he had been special representative for the 
company in Mexico and Cuba 

Philadelphia, Penna.—D. B. Parent is a new salesman here for the 


Dictaphone Sales Corporation 


Piqua, Ohio.—The Hydeman Business Machines Company is preparing 
to manufacture a printing recording device for producing sales checks, 
etc It works from rolls of plain paper, printing the form of sales or 
service check, indicating the nature and value of the transaction, and 
numbering each check consecutively 


Pittsburgh, Penna.—Norman A. Pelham has joined the local sales staff 


of the Dictaphone Sales Corporation 


San Francisco, Calif.—Walter Willoughby, manufacturer's agent at 72 


New Montgomery street, has announced a full line of Neva-Clog stapling 
devices, and Neva-Clog combination desk and tacking machines, and 
No-Ring loose leaf books. These are carried at 12 Stuart street 
Washington, D. C.—Milton B. McIntosh has been added to the local 
sales staff of the Dictaphone Sales Corporation 
Wilkes-Barre, Penna.—Edwin 8S. Fiske has taken on an extensive ter- 
ritory for the Postograph 








PENCILS 


Company, 185 West Ninth street, 
assets about $18,000; liabilities 


PENS AND 


N. Y¥.—The 
voluntary 





Rainbo Pen 
bankruptcy ; 


Brooklyn, 
has gone into 
about $12,500 


Fort Madison, lowa.—-G. F. Olson, assistant export manager for the 
W. A. Sheaffer Pen Company, sailed in May on a business trip to 
Europe and the British Isles. He will be abroad several months. 

Long Island City, L. I1., N. Y.—Elihu Adams has been appointed gen- 
eral sales manager of the Chilton Pen Company, advancing from the 


sales department. H. P. VanTassel has been appointed assistant adver- 


tising manager 

Memphis, Tenn.—I. W. Kesler has returned as southern traveler for 
The Parker Pen Company, covering Mississippi, Arkansas and parts of 
Kentucky and Tennessee His home is at 218 South Camilla street, 
Memphis 

New York, N. Y.—B. H. Roth, 116 Broad street, has been placed in 
charge of the saies activities of the Gordon Pencil Company of New 


Jersey 
New York, N. Y. 
president, Broadway, 
ciation of New York 
San Francisco, Calif.- 


-The Reliance Pencil Corporation, Maurice }. Levine, 
has become a member of The Merchants’ Asso- 


L. 0. McCoy is now distributor for the Southern 


Pen Company's line, covering the northern California territory McCoy 
operates the McCoy Pen-Pencil Service at 313 Phelan building, San 
Francisco, through which his acquaintance has become quite extensive 


Davis, Pacific coast representative of 
covering the southern part of his 
the inter-mountain territory His 
present trip includes Colorado, Texas, Arizona, and New Mexico. Besides 
the Swan Company, Davis represents also the Parrot Speed Fastener 
Company and the Jaclin Importing Company. 

San Francisco, Calif.—W. A. Sheaffer has just returned east after 
spending several months in California, with headquarters at the Beverly- 
Wilshire Hotel in Los Angeles.—-W. K. Swenson is now in charge of the 
San Francisco branch of:the W. A. Sheaffer Pen Company, having re- 
cently arrived from the home office in Fort Madison. He takes the place 
of Frank L. McClurg, until recently Pacific coast manager. He has been 
placed in charge of the branch office at Detroit. 

eH 


Commerce Department Outposts Opened 
Five additional foreign offices of the United States Department of Com- 
merce were established in 1920—at Bangkok, Siam; Belgrade, Yugo- 
slavia ; Hong Kong, China; Lisbon, Spain; Tientsin, China. The offices at 
Pieping, China, and Hamburg, Germany, were discontinued. 


San Francisco, Calif.—-Raynes 
the Swan Pencil Company, is now 


territory, having already covered 


| 


| 


| 
| 
| 
| 
| 
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Appearances Make the 


Man Why Not 
the Sale? 




















Here is an item that 
has sales appeal. 


The Zipper envelope with the rounded cor- 
ners. Instant and easy access to papers. They'll 
always appear neat, clean and flat. New 
rounded corners. Finest of cowhide leather 
in brown or black, sizes 121/2 x 9, 15 x 10 
and 16x 11. We can furnish you a quota- 
tion on a quantity if desired. Write, wire or 
phone. No obligation. 


Our catalogue showing complete line of brief 
and sample cases will be furnished on request. 


National Brief Case Mig. Co. 


512 So. PEORIA ST. 


CHICAGO, ILLINOIS 
















“* Records that have faded away 
are worth no more than no 
records at all.’’ 


The Records Have Faded Away! 


in Business 


/mportant Records are 
Usually Written with, 


SANFORD'S 


WRITING FLUID 
“The Ink That Has Defied Time for 70 Years’ 
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THE DEALER 
AND STATIONER 


wwe. 


Allen & Company 


11-13-15 Vandewater Street 
New York 
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Use Our 
Attractive 
Counter Display 







This new Luxon Paper Clip excites interest wherever 
shown. It slides so easily on and off the papers yet the 
papers cannot slide out of the clip. Actually something 
new in paper clip performance. Size and shape makes 
convenient handling—new cadmium, rustproof finish. 
Packed 100 in modernistic, blue and yellow boxes. 


Order the attractive counter display 
or send for prices and dealer discounts 


ART WIRE & STAMPING CO. 


16-20 BOYDEN PLACE 
NEWARK, N. J. 
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RIBBONS AND CARBONS 





Boston, Mass.—The new building of the F. S. Webster Company, Inc., 
has been completed. It is located at 1-23 Amherst street, Cambridge, 
near the Kendall Square station of the Rapid Transit subway. 

Chicago, tti.—J. A. White, manager in the Chicago territory for the 
F. S. Webster Company, made a flying trip to the factory at Boston 
in May 

Glen Cove, L. I., N. Y¥.—A. B. Holmes, general manager of the Co- 
lumbia Ribbon & Carbon Manufacturing Company, returned a short time 
ago from a business trip to Europe. 








FURNITURE 


Albany, N. Y.—C. Fred Hoffman has moved his office and bank equip- 
ment business from 36 State street to the National Savings Bank build- 
ing, where he occupies more space. 

Albany, N. Y.—G. A. Winegard has received the diamond pin of the 
Yawman and Erbe Manufacturing Company’s 100 Per Cent Plus club, 
attaining it in his first quota period. 

Battle Creek, Mich.—The Office Machine & Equipment Company has 
been chartered ; capital stock, $10,000 and 15,000 shares no par value. 
This business has been operating ten years, and has now been incor- 
porated, and moved to 3 East Michigan avenue. 0. L. LangeKawel is 
president; A. G. Brown, secretary and treasurer. 

Buffalo, N. Y.—Aaron Goldberg. Inc., has been chartered to deal in 
office and household furniture; capital stock, $125,000; directors—Ben- 
jamin D. Piceman, Claude V. Kister and Lyllian M. Foreman. 

Chicago, Ili.—The assets of the Wark-Beacon Steel Furniture Company 
have been acquired by the Acme Chair Company. 

Chicago, ti.—C. E. Graves, who directs sales activities in the western 
territory for the ‘““Y and E’’ visible systems, was a visitor at the Chi- 
cago branch in May. 

Chicago, t1!.—-C. Mathieu, a salesman here for the Yawman and Erbe 
Manufacturing Company, has received the plain pin of the 100 Per Cent 
Plus club, in his third quota period 

Cleveland, Ohio.—R. L. Hoag has won the plain pin of the Yawman 
and Erbe Manufacturing Company's 100 Per Cent Plus club, making the 
grade in his first quota period. 

Gary, Ind.—The Tribe of K has reorganized its business under the 
act of 1929, using the same name; capital stock, 1,500 shares of $100 
each and 10,000 shares of no par value; the corporation is authorized 
to deal in all articles of merchandise, including typewriters, furniture and 
fixtures. Harry H. Kleinschmidt, president; Frank Kleinschmidt, secre- 
tary. 

Hartford, Conn.—The Remington Rand Business Service, 
leased the ground floor and basement at 249 Pearl street. 

Leesburg, Fla.—The Stationer, Inc., has been chartered to deal in 
office equipment; capital stock, fifty shares at $100 each; directors— 
E. K. Butler, W. E. Harkness and T. G. Futch 

New York, N. Y.—The Steel Equipment Corporation has moved its 
metropolitan sales office and display rooms to 58 West Forty-fifth street 

New York, N. Y.—The Terrell’s Equipment division of the Metal 
Office Furniture Company has moved its Manhattan display from 453 
Greenwich street to 34-44 Hubert street 

New York, N. Y.—The Edward F. Quinn Company, 1 Park avenue, 
has been established by Mr. Quinn. He was for many years with the 
wholesale department of Gimbel Brothers, in the contract department 

New York, N. Y.—Local salesmen of the Yawman and Erbe Manu- 
facturing Company have had dealings with the company’s 100 Per Cent 
Plus club recently. 8S. R. S. Hawxhurst has received the diamond pin 
in his first quota period; G. Dittman won the plain pin in his first quota 
period; R. C. Dean has won his first plain pin. 

New York, N. Y.—Gilbert H. Durston, formerly sales development 
manager for The Heywood-Wakefield Company, has joined the staff of 
the Louis H. Frohman Company, advertising agency. He will specialize 
on marketing and research work. Recently he had been advertising 
director of the Mohawk Carpet Mills, Amsterdam, N. Y 

Philadelphia, Penna.—J. S. Lenahan has leased the ground floor store 
and part of the second floor at 1920 Cherry street for the sale of office 
and store equipment 

Rochester, N. Y.—L. R. Klein has been appointed traveler in Territory 
No. 36 by the Yawman and Erbe Manufacturing Company, succeeding 
J. H. Hallam, who has resigned. Mr. Klein has been with the company 
fifteen years, starting as a clerk in the New York branch 

San Francisco, Calif.-Miss Edna N. Davis, of Spokane, recently 
spent a week in San Francisco together with Mr. Jonas, Jr., and his wife 
Mr. Jonas is sales manager for the Oxford Filing Supply Company of 
Brooklyn, N. Y. Miss Davis is the western representative. They visited 
also Seattle, Portland, and Los Angeles Other lines handled by Miss 
Davis are the metal waste baskets of the Penn Art Steel Works, Erie, 
Penna.; the Bankers Box Company, Chicago, Ill.; Collette Clips, New 
Amsterdam, N. Y.; Canisteo Ruler Company, Canisteo, N. Y.; Plitzer 
Manufacturing Company, Los Angeles, Calif. 

Trenton, N. J.—The J. B. Van Skiver Company, Camden, 
a building at 160-68 South Broad street, for the sale of furniture 

Washington, D. C.—B. J. Ford, of the Yawman and Erbe Manufactur- 
ing Company, has received the cherished watch award of the company’s 
100 Per Cent Plus club 





Inc., has 


will erect 








MARKING DEVICE §S 





Chicago, I1i.-W. Farr, manager for Wm. A. Force & Company, Inc., 
returned in May from an extended trip which took him to the Pacific 
coast 

Chicago, Ili.-J. M. Patrick, of Patrick & Company, San Francisco, 
announced at the May meeting of the Chicago Stamp Manufacturers’ 
Club, Inc., that he was about to embark on the SS. ‘‘Europa’’ for a 
ue to Europe. 

iami, Fla.—The Commercial Office Service, 210 Exchange building, 
has recently added a marking device department. 

Ogden, Utah.—The Ogden Stamp Company has been opened at 2422 
Kiesel avenue by C. E. Brown. 

—\ —__ 


Office Equipment Sales Better in Chile 
Commerce Reports states that early in the year the sales of office equip- 
ment in Chile improved 
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™ 
ven the smallest office can have a ¢« 
numbering machine—a_ standard | & 
Roberts “49,” now reduced in price | 
but never in quality. “All purpose” | 
| 





machines for all numbering uses also, 
reduced to pre-war price levels. | N K gS 
Hundreds of offices where there have 


never been numbering machines be- | 
fore are now good prospects! | 


é & Send for discount sheet and also 


schedule of trade-in allow- 


7, ances for old machines of 
“5 any make or condi- 


tion. 


Study These 


OM<—-NMIOD 
<x>Ee OZ—rrmo 





NEW o» 
LOWEST PRICES C2 
Old New bp 
Model Price Price 
37 $ 7.5 . 
47 st  -e - Turnover ad 
49 7.50 5.00 
r (4 actions 8.50 6.00 and 
(5 actions 7.50 bs a 
— 18.00 A Profits 
90 (6 wheels 18.00 15.00 ‘ 
95 (6 wheels) 15.00 12.00 Go Up! The Ink That Never Fades 
92 18.00 15.00 Write for Catalogue and Prices 
WY | Thaddeus Davids Ink Co., Inc. 
ROBERTS NUMBERING MACHINE CO., Inc. Makers of Fine Sealing Wax—Inke—Adhesives 
“ y - VANDAM ST. e ° 
694-710 Jamaica Ave. Brooklyn, N. Y. 9s 97 a — YORK, U.S.A 

















SIMPLE! SECURE! 


and quick 
as a Flashl 


THE 


1931 
SENSATION 


The F. B. loose leaf holder is an adjustable 


ciycwrmere, ||CRUSADERI 


sheets. The device is adjustable to size of Will Overcome Competition 
f 






































paper and distance between centers by means 
of extensible metal strips. The posts are re- 
movable and can be exchanged for longer or 
=“ S thus regulating the ‘nail of 
the dinder i 
| 
a is the simplest device you ever saw and can be used by Not the same as a 100% rebuilt Underwood but looks 
y office help. Its utility is attested by the fact that | and works like one. We are able to supply the 
fre — SR everywhere have used it for years i Crusader in all K-2 M Un A comple 
entire on. i odel derwoods. 
— will convince you. Write today for our latest price list. 


be Ay SHIPMAN-WARD 
MFG. CO. 


Samples on request. 
1776 Shipman Bidg., 


Increase Your Sales 
Give You a Bigger Margin of Profit 











EB.MANUFACTURING CO. 
1228 INTERVALE AVE. NEW YORK = 4401 Ravenswood Ave., Chicago, Ill. 
































be 


FOLDERS 


Exceptional Values! Fill your needs 
at carload prices! 





Latest improved methods enable us to offer these fine 
quality folders at extremely low prices. All styles— 
GUIDE HEIGHT : : STRAIGHT CUT : : TABBED, 
¥%, 44, 15 and % cuts. Our folder lines are an impor- 
tant part of our business; our volume of repeat business 
is especially gratifying. We protect it by strictly in- 
specting our output to insure quality and uniformity of 
stock, scoring, tabbing, etc. Free samples and price 
list to the trade, on request. 


WARSHAW 


—T,. ar, tre, 
35 York Street Brooklyn, New York 
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A NEW 


INGENTO CUTTER 
30 Inches 








Heavy Duty Cutter 
Cutter and Table Combined 


There are now eight sizes 


Write for prices 


Manuafactured Only by 


IDEAL SCHOOL SUPPLY CO. 
8316-8346 Birkhoff Avenue 
CHICAGO, ILLINOIS 
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For that Sales Manual, Catalog, 
Book of Regulations, etc. 


PERFECTION METALS 


Our service is particularly designed for stationers 
who operate their own printing and binding plants. 
Many different types and sizes of ring and post 
binder metals are now being used and because we 
specialize in their production, frequently bringing 
out new metals embodying latest developments and 
improvements, this service is poeta tae valuable 
in its field. 

If you do not have our catalog, send for a copy. 
Besides specifying and illustrating our many stock 
metals, it is a veritable compendium of useful in- 
formation on the subject. 


Loose Leaf Metals Co. 


INCORPORATED 
6816-6824 Arsenal St. ST. LOUIS, MO 
° 
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STATIONS R 7 


Birmingham, Ala.—The Alex Patterson Company has received the state 
agency for the ‘‘Star’’ paper fastener. 

Brooklyn, N. Y.—Stevenson & Marsters, Inc., have taken over the 
established stationery business in the Hudson Terminal building, and are 
operating it as a branch store. 

Brooklyn, N. ¥Y.—J. Thomas Hill has purchased from The New York 
General Stationers, Inc., the store he operated at 95 Court street, which 
he sold to that company some time ago. The old name has been resumed, 
J. Thomas Hill Company, Inc., and most of the former personnel will be 
found in their usual places. 

Chicago, i!1.—The Binney & Smith Company has leased space in the 
Builders building, at 228 North LaSalle street. 

Denver, Colo.—Earle 0. Kistler, of the W. H. Kistler Stationery Com- 
pany, is in Europe. 

Eikhart, Iind.—The interest of Robert L. Patrick in the Timmins Sta- 
tionery Company, 523 South Main street, has been purchased by his 
partner, Fred C. Wiltrout. 

Jacksonville, Fia.—School & Office Supplies, Inc., has been chartered ; 
capital stock, fifty shares no par value; incorporators—B. A. DuPre, 
A. L. DuPre and W. L. Durant 

Milwaukee, Wis.—The Spindler-Goodman Stationery Company has been 
chartered to deal in office and school supplies, etc.; capital stock, 100 
shares of $100 each; incorporators—G. C. Kuelthau, E. R. Keulthau and 
H. Lederer. 

New Bedford, Mass.—Callanan & Archer Company, Inc., Second near 
Union street, has opened a retail and wholesale stationery business. Mr 
Callanan was associated with the F. 8S. Brightman Company nineteen 
years. 

New York, N. Y.—A. J. Ertz Company has moved to 321 Broadway ; 
the former location was 154 Nassau street. 

New York, N. Y¥.—The Philip-Morris Stationers has been chartered ; 
capital stock, $5,000; Weinstein & Neustein, charter representatives, 277 
Broadway. 

New York, N. Y.—The Square Stationery & Printing Company has 
been chartered; capital stock, $10,000; E. Frankel, charter representa- 
tive, 2 Lafayette street 

New York, N. Y.—H. Steinberg & Son has been chartered to conduct 
a stationery business; capital stock, $10,000; Wacht & Cohen, charter 
representatives, 165 Broadway 

New York, N. Y.—The Fedalph Corporation has been chartered to 
conduct a stationery business; capital stock, $10,000; M. Weiss, charter 
representative, 5 Beekman street. 

New York, N. Y.—Rube Baxter, president of the Baxter Sales Cor- 
poration, left May 16 on a western trip of six weeks’ duration. This 
will take him to California and intermediate territories 

New York, N. Y.—The Kor-Rect-O Company, 25 Beaver street, has 
been organized by B. J. Quinlan, who has been manufacturing a cor- 
rection fluid for duplicator stencils. He is bringing out a type cleaner, 
also 

Norwalk, Ohio.—The Ohio Office Supply Company has changed its 
name to the A. A. Ake Company 

Portiand, Ore.—The J. K. Gill Company has added a department de- 
voted to sheet music, which has space on the second floor of the stationery 
store. 

San Francisco, Calif._-H. G. Roehm, sales manager for the Eaton, Crane 
& Pike Company, 770 Mission street, sailed May 6 for the Hawaiian 
Islands, making a business trip of about four weeks. 

San Francisco, Calif.-E. E. Ernst, manager of the Keuffel & Esser 
Company in San Francisco, has been visiting the trade in Los Angeles. 
The Company is represented there by J. Herbert Hunbrock, at the Grimes- 
Stassforth Stationery Company store, 737 South Spring street. 
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Chicago, li!.—‘‘Ted’’ Douglas has joined the Chicago branch of the 
Boorum & Pease Company. 

Chicago, t!1.—Harry Murdoch, of the National Blank Book Company, 
made a trip in May through Michigan, Indiana and Ohio, and was en- 
couraged by the conditions he witnessed 

Philadelphia, Penna.—The Adelphia Loose Leaf Company, 630 Race 
street, has been registered as a commercial title in the common pleas 
court by George Eisen, 5279 Penway avenue. 








CATALOGS UES 





Paragraphic reviews of current issues from 
the catalogue and allied fields, classified for 
convenient reference. 


Manufacturer 


The National Office Furniture Company, Indianapolis, Ind., has issued 
a comprehensive catalogue of office furniture. 

The L. C. Smith & Corona Typewriters Inc., 51 Madison avenue, New 
York, N. Y., is distributing a new folder devoted to the Corona machine. 

The Polar Manufacturing Company, Philadelphia, Penna., has dis- 
tributed a handy pocket catalogue for the convenience of salesmen. 

The Durabilt Steel Locker Company, Aurora, Ill., has issued a bulletin 
covering ‘‘Steel Storage Equipment for the Modern School Shop.’’ 

Stein Bros. Manufacturing Company, Inc., 701-09 West Washington 
boulevard, Chicago, Ill., has distributed a handsome catalogue of leather 
goods. 

The Terrell division of the Metal Office Furniture Company, Grand 
Rapids, Mich., has circulated a new catalogue on its various types of 
adjustable steel shelving. 

The Metal Office Furniture Company, Grand Rapids, Mich., has dis- 
tributed Catalogue No. 23 covering the ‘‘Steelcase’’ line of desks and 
tables, showing also chairs and desk accessories to match. 

Electromatic Typewriters, Inc., Rochester, N. Y., has published a book- 
let of twenty-eight pages in limp covers describing the functions and 
construction of the Electromatic typewriter. 

Wm. A. Force & Company, Inc., 105 Worth street, New York, N. Y., 
has issued a folder descriptive of the new ‘‘Super-Force’’ typographic 
numbering machine. This was designed for use on high speed presses 
which necessitate an absolute action without missing or sticking. 
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ly THE Berkshire Typewriter Paper Book 
you will find a complete assortment of 
papers for business use . . . all the papers 
you will ever have a call for. Name, number, 
size, color, and finish are given for both 
paper and envelopes. The Berkshire line in- 
cludes letter paper in white and colors, 
duplicate papers, mimeograph papers, manu- 
script covers. Order your entire stock from 
this one convenient service. Display material 
and newspaper electros furnished. Eaton, 


Crane & Pike Co., Pittsfield, Mass. 








NEW (ADCO 


MACHINE BOOKKEEPING 
BINDER 
AND ADJUSTABLE 
TRAY 


18! 
SUCCESSFULLY WIN 


3 THREE 3 
it 
INSTALLATIONS | 


ON THEIR FIRST SHOWING THE PAST WEEK 


OVER 100 LEDGERS 








ASK YOUR STATIONER 
FAVORABLE COMMENT FROM REPRESENTA- 
TIVES OF MACHINE ACCOUNTING COMPANIES 











W. G. LLOYD COMPANY 


Accounting Devices Company Consolidated 
626 SOUTH CLARK STREET, CHICAGO, ILL, 
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The Smartest Retainer Ever Developed 


“ZIPP” POCKET 





Quick Sales! Large Profits!! 





Equipped with the famous Talon Hookless Slide 
Fastener. Made in good quality imitation leather, 
durable elkskin, beautiful mission steerhide, and lasting 
shark sealskin. Sizes for bonds and valuable papers, 
stationery, and legal papers. 


Manufacturers of the most complete line of exclu- 
sive and patented brief, sales, and zipper cases in 
America. 


Send for Illustrated Catalog 
STEIN BROS. MFG. CO.., Ine. 


701-709 W. Washington Bivd. Chicago, ll. 








Absolute 


Positive 
Control / 


EG U.S. PAT. OFF 


bign-o-Meler 








FORGERY 
PROOF 


The Signature affixed by the SIGN-O- 
METER is SHREDDED and defies re- 


production. 


SAVES TIME 
—LABOR—MONEY 


THE HEDMAN MANUFACTURING 
COMPANY 





1158 Center Street * Chicago, Illinois 
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From The Wagemaker Company, Grand Rapids, Mich., comes an im- 
pressive display of the ‘‘Governor’’ suite, depicting it pictorially as an 
ensemble, and also by means of detail halftones, revealing the grain, 
fine workmanship and finish. The arrangement of the folder is such 
that a salesman showing it to a prespect can unfold it before him as a 
panorama of furniture craftsmanship. : 

From the Trussell Manufacturing Company, Poughkeepsie, N. Y., 
comes Catalogue No. 20, dated May 1, 1931, covering the company’s lines 
of loose leaf items. In it are shown the new ‘‘Press-To’’ price books 
and ring binders, memos and address books, ‘‘Featherweight’’ memos, 
the personal accounting systems; ‘‘$My Ledger$,’’ ‘““$My Budget$,’’ and 
““$My Finances$.’’ A special catalogue is devoted to school binders 

Dealer 

From W. B. Gregory & Sons Company, Cass at Larned, Detroit, Mich., 
comes a catalogue of the ‘‘Korect Line’’ typewriter papers and type 
writer supplies. The variety and quality of the papers shown suggests 
that the company’s customers are an exacting lot, and demand high 
grade typewriter papers. The first three leaves tell successively about 
the company’s furniture, office supplies and printing supplies, giving the 
names of some of the various lines handled. Again demonstrating the 
quality level of Gregory customers. 


Direct Mail—Manufacturer 

A mailing by The Elliott Addressing Machine Company featured the 
company’s combination post card message printer and addresser. 

“You Don’t Get Orders Unless You Ask for Them,’’ said a broadside 
from The American Multigraph Sales Company. The mailing showed 
Multigraph machines and their output which makes customers ask for 
a salesman’s call. 

A “coupon bond’’ from the Oxford Filing Supply Company announced 
the removal to 340 Morgan avenue, Brooklyn, N. Y. The ‘‘coupons’’ 
were individual memos to the manager, buyer, bookkeeper, telephone 
operator, a coupon for each, reminding departments or individuals of 
the new location of the Oxford plant. 

A mailing by The Tenacity Manufacturing Company, Lockland, Cin- 
cinnati, Ohio, offered a comparison between watches and loose leaf 
metals. The outward appearance of a watch offers no criterion of its 
accuracy and quality. Likewise, in loose leaf metals, the material and 
method of manufacture determines the quality of the product. 

A broadside from the Addressograph Company expounds the achieve- 
ments of 1931. The advancements of this year were contrasted to the 
pioneer Addressograph, the name writing equipment then being rubber 
type, assembled in metal holders, the latter linked to form an endless 
chain This was placed on the addressing machine, and an address 
printed at every stroke of the treadle 

The Woodstock Typewriter Company has dispatched a mailing to com- 
mercial educators indicating the co-operation offered to secure student 
interest in speedy and accurate typing. These awards are given suc- 
cessively to students attaining speeds of twenty-five, forty, fifty, sixty, 
seventy, eighty and ninety words per minute. The eighth award is a 
standard Woodstock typewriter for ninety words per minute free from 
error. The Woodstock Typewriter Company also provides a copyrighted 
‘“Typewriting Progress Chart,’’ and a keyboard diagram. This broadside 
also shows a number of letters and telegrams indicating how the Wood- 
stock machine is regarded by commercial educators. 


Price Revisions 

Luckett Loose Leaf, Ltd., 43-45 Britain street, Toronto, has distributed 
Price List ‘‘H,’’ indicating new prices applying on the ‘‘Sterling’’ loose 
leaf line. 

Typewriter Test Material 

The May test material sent schools by the L. C. Smith & Corona Type- 
writers Inc., glorified a poem, ‘‘It Couldn't Be Done.’’ This memorialized 
celebrated individuals who proved that the impossible doesn’t daunt the 
courageous. 

Folder on Document Forgeries 

From Jay Fordyce Wood, 134 North LaSalle street, Chicago, Ill., comes 
a folder, ‘‘Illustrations and Excerpts from Judicial Decisions in Some 
Recent Forgery Cases."" Mr. Wood is an examiner and photographer of 
questioned documents. The folder considers typewriter forgeries as well 
as handwriting imitations. 

Absorbing Advertising 

The Columbus Blank Book Manufacturing, Columbus, Ohio, distributed 

a blotter in three colors featuring ‘‘Shaw’s blank books. 


——___—_- 
On the Outside Looking In 


Current Comment on the Copy and Plans of the Manufacturers and Dis- 
tributors of This Field, and Brief Reviews of Magazine 
Articles of General Interest 

The Burrows Brothers Company—The equipment and supplies depart- 
ment of the Chain Store Review showed several interior views of the Bur 
rows store at Cleveland, and told of the store layout and the display 
equipment installed to show the stocks plainly 

Ditto, Inc.—‘‘What a Visual Selling Plan is Doing for Ditto, Inc.,”’ ap- 
peared in Sales Management. The article was written by J. M. Cheney, 
vice president in charge of sales, Ditto, Inc. 

Of General Interest 

“Digging Tomorrow’s Profits Out of Today's Depression’’ was con- 
tributed to Printers’ Ink by Walter F. Wyman, general sales manager, 
The Carter’s Ink Company. The article discussed plans followed by 
manufacturers to create good will for new lines when staple merchan- 
dise was not moving 

‘Selling Ice to Eskimos’’ in Printers’ Ink told of some effective adver- 
tising done by David Kramer, Inc., New York. The Wall street branch 
of this business had suffered through the market slump, and was to be 
closed. An unusual tone was injected into the advertising, which should 
have done its job well. 

The Inland Printer published ‘“‘What Can Be Done to Combat Multi- 
graph Competition?” Office printing machines have reduced the volume 
of work going to commercial shops. The printer’s problem is to get 
back this work for his own presses. The article in The Inland Printer 
suggested how the printer can recover lost ground. 

An article in Sales Management discussed ‘“‘Why Industrial Products 
Need Better Artistic Design.’’ The frills in boiler heads, engine frames, 
machine tools and other mechanical devices of sixty years ago were 
shown, with comment on the simplification of line now revealed in simi- 
lar machines. One illustration depicted an early typewriter with hinged 
cover, the decoration smeared on every surface large enough for a brush 
stroke 

“The Capper-Kelly Bill Is Not a Restrictive Act’ was contributed to 
Printers’ Ink by Craig R. Sheaffer, treasurer of the W. A. Sheaffer Pen 
Company. Mr. Sheaffer's point is that the Capper-Kelly bill legalizes a 
contract between manufacturer and retailer which should never have 
been considered illegal. This situation has arisen through interpretation 
of the Sherman Anti-Trust Act by the courts of the United States, 
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| SALES LETTERS 


Need the Support of 
a SALES LETTERHEADS © 


Your letterhead frequently is all that 
your prospective customer sees or knows 
of your business. In appearance, it ought 
to be on a par with your best dressed 
salesman. 

In context, it should give the important 
facts of your business; its general im- 
pression should reflect the character of 
your business; should suggest the prin- 
ciples of action which have directed the 
progress. 


We make good letterheads. We can 
make one that will represent you worth- 
ily, every business day of the year. If 
you are interested, we should like to ask 
you some pertinent questions and make 
some valuable recommendations. 





American Embossing Company 
192-96 SENECA Sr. BuFFALO, N. Y. 




















Feature the clear, lasting impressions 


VICTORY STAMP PADS 


Your trade will appreciate the extra quality in 
Victory Stamp Pads. Made of high adie fe 
wearing materials, inks of brilliant hue and fast 
color. Six sizes, from 2 x 334 inches to 4x9 
inches. 








YOUR OWN BRAND 


can be used to play up your Pay Md stamp de iPr 
ment and to advertise your entire business. All our 
items can be put up under your imprint. 
price-list (sent om request) includes many pom 
tionery items: 
STAMP PADS INKS MUCILAGE 
PASTE SEALING WAX 


Luther Ink and Stamp Pad Co. 


55-57 BAST PARK ST. NEWARK, NEW JERSEY 
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BOSTON 
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A whole range», 
of models —\\\ 
from the Model 

L, the famous, 
dollar reo as 
ener, to they 
BOSTON Elec- % 
tric Polar Cub 
| —the last word 
in pencil sharp- 
eners. 








oo 
C. HOWARD HUNT PEN COMPANY 
| Camden, N. J. 














OSLIN'S 


ECLIPSE 
TIMESTAMP 


NTHUSIASTICALLY endorsed 

by tens of thousands of satisfied 

users the country over. Stocked, 
displayed and SOLD by thousands of 
dealers, the Joslin Eclipse Time Stamp— 
“The Stamp With a Memory’—has indeed 
earned “The ne of Approval” by all who 
own, use or sell i 


[ 







Popularly priced, it pyramids profits in quick, 
volume sales. Accurate — efficient — light-weight— 
guaranteed, it is the modern unit for oftice records. 


Dealer helps of every nature, too: three-color window 
displays, literature, newspaper mats, etc. Nationally ad- 
vertised in Nation’s Business, lime and System. 


Mail your order for trial lot or sample today. Don't pass 
up these profits that rightly belong to you! 


A. D. JOSLIN MFG. CO. 


ilth Floor Merchandise Mart, 


CHICAGO, ILL. 





ECLIPSE TIME STAMP 
=e nent nen eRe 
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When they ask for 
the best INKWELL made— 
Sell an ECLIPSE 








Attractive 
Durable 

Non-S pillable 
and 
Profitable 


ECLIPSE INKWELLS are an at- 
tractive complement to the new, 
modern, flat-topped desks. Have 
your sales-people suggest this line 
in any one of several pleasing 
models. They can truthfully state 
that there are none finer made. 
Deluxe models with a beautifully 
designed filigree of silver match 
the most ornate offices. Display 
them with our other styles and 
reap a good, fair profit! 





Write for dealer offer! 


GENERAL ECLIPSE COMPANY 
DEPT. A DANIELSON, CONN. 














=-Protits= 







Ties without 
clips, pins 
or staples 





ENER means to you. 
economical in operation. 
models 


easy squeeze operation. 
is made in three sizes. 
will like it. 


Write for dealers proposition. 





THE BUMP PAPER FASTENER CO. 


LA CROSSE, WISCONSIN 


DEPT. O 
Eastern Representatives 
350 Broadway, New York City 


Sey mour-Conover Co., 
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ROL 


ADDING MACHINE 
PAPER 

















FEET 


Guaranteed 


GOOD 
TEAR 
TEST 


VAL-U-ROL is made 
from a closely-knit 
sheet of serviceable 

bond paper which has 
a good tear test. You 
get full value for it is 
wound on 34-inch cores and 
each roll ‘measures 3% 
inches in diameter. Order 
one or both sizes today 


YANKEE PAPERS & 
SPECIALTY CO. wisce 














and Demand 
That’s what the BUMP PAPER FAST- 


It is practical and 
There are two 
the stand machine preferred by 
some for its convenient and quick opera- 
tion—and the hand model (illustrated), 
preferred by others for its portability and 
The latter model 
Your customers 








The talk of the coun- 
try. Combining fea- 
tures found in no 
other make. Any one 
can work it. Simple 
as A. B.C. Several 
(patents applied) 
features, taking the 
bother and guess 
work out of Gold- 
stam ping. 















A New and 
Better Goldstamping Machine 
—THE 'GOLDPRESS 


Will Imprint on Large Variety of Articles 


Monograms, emblems, trade-marks, or letters up to one inch in height, four 
lines of type at one ‘time, may be imprinted on leather, imitation leather, 

ellu alk vid, hard rubber, wood, paper, silks, etc. Books, suitcases, handbags, 
pens and pencils and thous ands of other articles. 


‘ on oy Maker , 
0 window .  y~ as an rtisi edi 
nsurpassed for ery adve + {— m =. 


; stamps x hae at fH stimulates the a fi 
esta’ Stustign ter the aneccnams Gia pare fer tenet in @ Very anort time. 


Lon Se So 

Machine qometiete, with der, =o heater 

cord, two eating unite, one full font A RE 

soe font of the pest, BRASS tps for pens and pe 10 sheets of rea 
nothing else to buy, all for $79.50. 


23 karat gold 3%” x4” 
A lifetime guarantee. Write for our bing machine. 


The Goldpress Company, 


Bellaire, Ohio. Cable Address—Goldpress 
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House Organ Philosophy 
You can’t tell by the size of a man just how he stacks up on the job 
—Art Metal Service (Art Metal Construction Company) 
> > > 
If you want to commit the crime of killing time be sure it is your own.— 
The Royal Standard (Royal Typewriter Company, Inc.) 
> 7 > 
The man who makes every minute count often becomes the man of the 
hour.—The Office Cat (The Richmond & Backus Company). 
> > > 
Repartee is the big man’s smart answer to your question. If it comes 
from a little man, you call it an insult.—The “‘Y and E’’ Idea (Yawman 
and Erbe Manufacturing Company) 
> > > 
A lot of people wait for the ‘‘breaks” until they’re broke 
Sales News (L. C. Smith & Corona Typewriters Inc.). 
. > . 
A salesman is a man who can get a deacon to find him a quart of 
Scotch and a carton of Camels to put in his fishing kit.—Bramwords (The 
Bramwood Press). 


Smith-Corona 


. © * 

Patriotism is just an enlargement of the conviction that wherever you 
are is a good neighborhood.—Berloyalist (The Berger Manufacturing Com- 
pany). 

. 7 > 
There was one good thing about the day of the horse and carriage, you 


didn’t have to wake anybody up and get hay enough to get you back to 
town.—lIt’s Said and Done (Dictaphone Sales Corporation). 








SAP OB Ss 


Sater statistics for February, covering Metal Office Furniture and Adding- 
Billing-Calculating and pectiosing machines have been crowded out of this 
issue. They will appear in the July number. 


Typewriter Exports 


United States exports of typewriters by countries during February, 1931. 
In exports under this classification where the machine is driven by an 
electric motor, the value of the motor is included with the machine. By 
the Division of Statistics, United States Department of Commerce. 





Standard, New Portalie, New Used & Rebuilt Parts of 
s¥0 


Countries. No. No. 
SC 150 $11,148 55 2,430 346 $6,065 $20 
Azores & Madeira 

i . denteaee~en ‘ 2 114 2 —Uaaeo — sib 
Ts 152 10,582 50 1,980 194 5,881 760 
Czechoslovakia ... 304 22,880 564 22,071 73 1,868 367 
Denmark ..... - 138 9,044 95 3,420 2 inet 1,087 
DT o:¢ncccene 1 56 16 612 aes vada dats 
Finland ... ced 69 5,103 25 are nesd 212 
SED, wccscccees 687 45,526 816 32,491 538 13,693 1,392 
CE escaceces 43 3,186 91 3,495 250 6,796 6,833 
Greece .. il 3,278 5 180 1% an 25 
PT soccsaser 1 80 5 225 103 2,351 540 
BOGRRMG cove coccs i 70 5 .—lFe ae oie 2 
eee 190 12,175 375 13,640 96 3,145 1,816 
Err 8 688 ; . bees ee mo 
Malta, Gozo, and 

CHBTES cccccces rer . 1 me eses cone boon 
Netherlands ...... 104 7,385 67 2,463 481 9,950 238 
PED setnacenea 102 7,159 161 5,982 10 364 134 
Poland and Danzig 83 5,717 101 3,664 49 1,387 ade a 
Rumania ....... : 33 fs ; — 118 
Soviet Russia in 

BOD ccccccce S 794 “4 — see aie 
eae 256 18,688 421 15,760 107 3,934 470 
Sweden .......... 182 12,212 127 4,575 15 630 227 
Switzerland ...... 227 17,550 155 5,930 5 233 =—s:11,339 
United Kingdom... 2.951 204,174 1,724 58,673 1,242 23,969 16,366 
Yugoslavia and Al- 

DEED dec cnctece 45 2,972 136 5,148 oes — 20 
Ere 299 18,417 88 3,208 153 4,029 17,483 
Br. Honduras... . 2 Dee. cscs boas oede see vase 
Costa Rica........ 3 160 ne + 
Guatemala ....... 15 1,170 10 360 oes eel sah 
Honduras ........ 5 287 18 675 12 340 me 
Panama , 3 ree iwee Des oe 71 
Salvador .... : 7 GOP ésse suea wees wees baie 
Pa csesenne “See 12,943 114 4,255 22 723 430 
Miquelon and St 

Pierre Is “ l 47 Vitee seas ees 
Bermudas ..... 1 80 6 225 1 64 
ee 7 413 sex iaee 3 113 
Trinidad and To- 

BOP snccocveses 5 380 5 180 3 
Other Br. W. In- 

GEOR ecsusesscee sees eens eéee o« 3 94 
CE avnntonteens cee ‘ 10 366 2 59 
Dom. Republic.... 1 130 11 396 
Neth. W. Indies... 6 ere eeee ence coos cess 
Fr. W. Indies..... 1 92 4 BBS . cece cose coos 
Virgin Is. of U.S 1 70 1 39 1 70 cece 
Argentina ........ 41 2,402 224 OS ae aaa 1,180 
Dt wesesaeene 6 462 ea onee <8 bee eee% 
ae 67 5,006 66 2,520 ‘ 10 
GD dhe ccnssties 19 1,272 43 1,551 4 183 oka 
Colombia ........ 74 5,185 40 1,486 .... ota 53 
DE scourccuec 20 1,374 11 408 neée bess a 
British Guiana.... 2 140 Pens 
 “acccéeen ose ‘ 30 1,350 
Ee ee 16 1,174 20 750 ll 475 
Uruguay ......... 22 1,540 ‘an Fr 
Venezuela . 1aee 22 1,654 15 579 
ME. Bbooseccetese e086 ‘wae 3 135 sve 
BE ectnanuiace babe — 5 , ae sate ides 
British India...... 238 16,851 113 4,408 23 741 3,719 
British Malaya. . 26 1,983 113 4,376 ee aie 1¢1 
CORED ace. cceeees 3 234 cece sees eves ovee 
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This Inexpensive PEERLESS WAY— 


HL 
GET BUSINESS NOW! 


Yes! were ts ‘A PROPOSITION 


DOESN’T COST MUCH MONEY 

GIVES YOU WIDE SALES SCOPE 

BACKS YOU UP WITH VERY EF- 
FECTIVE SALES COOPERATION 


OW business on many items has caused 
a number of dealers to turn to this 
Peerless Proposition and produce gratify- 
ing profits at a time when they are most 
welcome. 
Peerless Rubber Typewriter Keys DO of- 
fer most unusual profit opportunities. 
Gamble a 2c stamp now and learn how. 




















PEERLESS 


KEY CO.. Inc. 


176 Fulton St.. New York, N. Y. 











PENDING MATTER FILE 


“All active matter at your finger tips’’ 


This Kohlhaas File eliminates the drudgery of 
searching through thousands of letters in “gen- 
eral correspondence files’’ to locate live material. 
It segregates pending matter and holds it avail- 
able for instant reference. This file (like other 
Kohlhaas devices) is practically indestructible. 
Light in weight and easy to handle. Indexed to 
fit the individual needs of user. 1, 2 or 3 inch 
tabs. 
Sectional Portable 
Write for full particulars 

stating your requirements. 


THE KOHLHAAS COMPANY 
204 N. Dearborn St. Chicago, Ill. 
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QUICK AS A FLASH! 


End Mistakes—Double Speed with 
Precalculated Verified Answers 


Meilicke ready-made answers to routine problems cut calculat- 
~ ! time in half for Western Union. Western Electric and many 
other users. Any employee can use Meilicke Systems without 
training. There are no keys to punch, no levers to pull. Just 
turn the card and copy the answer. 


ae 












_0O% . i oe “ The Meilicke line consists 
te eS of the following devices: 


— 
-_ ; Ls te) 
eh Interest Calculators 
moles Savings Bank Calculators 
ies ee Time Calculators 
Pay Roll Calculators 
Bonus Calculators 
Unit Basis Calculators 
Dozen Basis Calculators 
Freight Calculators 
Express Calculators 
Lumber Calculators 
Coal Calculators 
Commercial Calculators 
Butter-fat Calculators 
Yard Goods Calculators 
Discount Calculators 
Water Bill Extenders 
Electric Bill Extenders 
Price Checkers 
Vertical Cataloging 
Phone Indexes 
The Dictaform for letters, 
paragraphs and all data. 


Meilicke Systerns meet every need, and special Calculators can 
be supplied to meet any special requirements. Let us show you 
without obligation how Meilicke systems can save money for your 
business. Dealers, send for our new catalog. 


eilicke Systems, 


INCORPORATED 


3471 No. Clark St. Chicago, Illinois 




















GEM 


The Large Capacity 


INKSTAND 


Assures adequate supply of fresh ink, always in- 
stantly available; appeals particularly to those who 
have much pen writing to do. Protects against dust 
and evaporation but opens at a touch of the pen: 
Attractive looking, carefully packed, reasonably 
priced. STATIONERS who have Gem Inkstands 
always in stock and display, increase their inkstand 
business. Write for descriptive matter of the dif- 
ferent styles, prices and discounts. 


Atlas Stationery Corp. 
Distributors for Cushman @& Denison Mig. Co. 
109-111 Leonard St. New York, N. Y. 


Middle West and Western Distributors: Associated Sta- 
tioners Supply Company, Jefferson & Quincy Sts., Chicago. 




















OFFICE APPLIANCES 


Standard, New Portable, New Used & Rebuilt Parts of 
Countries No No. No. 
ee » iia 67 4,190 32 oo : 251 
Java and Madura 221 15,866 286 10,606 12 193 567 
Other Neth. E. 1... . = el 24 864 bea sain we 
Fr. Indo-China... . l 70 Seen none snes wens 57 
Hong Kong....... 7 542 63 2,835 1 35 60 
 ssewenas . esad a i ceee wees er van 188 
DE aivedcesavs ° Gael 8,278 5 180 7 267 ine 
Kwantung .. 3 — ee 5 180 
Palestine ... “— 2 160 Sein - ays..> a 
Philippine Is . 100 6,538 57 2,076 41 1,250 sa 
Pe knees ee 10 700 10 360 as : 19 
ae 10 697 12 488 5 206 
DE wibedcvesne 1 errr : jens 20 
EL) pees 0 be: 11 971 29 1,044 . ‘ 1.572 
British Oceania... 2 163 ae sis ; 
French Oceania... — jaan l 50 5 141 “4 
New Zealand..... 8 549 50 1,800 1 35 55 
Belgian Congo.... 15 1,000 50 1,838 ‘ 
Br. East Africa... 17 1,190 _ 48 
Union of South 
BD eccccenee 53 3,813 seen ee ee een% 258 
a a 1 80 oes eves ee owee 22 
Other British West 
Py wmsetesen wees shee eéee ae 1 75 iwvs 
Egypt bes ‘ 8 644 41 Y ier eens 16 
Algeria and 
Tunisia .. eee 2 140 5 180 5 153 
Other Fr. Africa.. i 272 20 Cee ‘weee , 
DD ssecscewe 55 4,350 45 1,890 énen sees 108 
Other Port. Africa 1 80 — aiid , 
Canary Islands.... 8 640 10 450 
Other Spanish 
ee one cutes : waked 1 60 
Total ...+.» 7,576 $528,598 6,693 $248,175 3,827 $89,749 $58,408 
Shipments from the United States to: 
DE «cesaakeax 39 $3,069 11 $396 39 $1,367 $100 
Porto Rico rr 18 935 . seas sone 27 


Writing Instruments Exports 


United States exports of writing instruments during February, 1931 
By the Division of Statistics, United States Department of Commerce 


Refillable 


pencils and Metallic pens, 
refill Other pencils except gold, Fountain pens 
Countries leads Dozen Gross Dozen 
Austria .. ithe oo — ae ied ; 101 $2,099 
Belgium .. 227 ee Saige ; 27 333 
Bulgaria ces ‘ 30 sai ‘ ~e jeican 
Czechoslovakia ' 230 60 $ 54 ; alee 57 1,588 
Denmark ..... 2,784 2,490 408 148 5,141 
Finland bane , - ieee ian : 13 496 
France ..... ; 5,327 60 oe gaan a 6,526 
Germany skeen 375 1,025 $524 ‘ Je 
SOD at coces . 65 re ‘obs ieee hot Kame er 
ny aceess . ‘ 745 hen st 19 648 
Netherlands hited hone 120 ed , bier 
Norway = ‘ 29 814 275 , — 
Poland and Danzig... bine aie guae 76 45 . 
Portugal - 1 none 22 273 
Spain ..... ‘ 511 144 26 _ 9 239 
Sweden .... 72 552 152 aoe : A 
Switzerland - 820 ane joes 250 125 101 1,652 
United Kingdom . 12,141 32,016 5,853 10,015 4,600 2,006 23,582 
Canada eapeade 5,725 230,537 20,826 1,792 986 90 550 
British Honduras 2 chase uteri 8 8 1 139 
Costa Rica cawae adie 1,872 99 120 a rey 
Guatemala ......... 79 973 374 sus cone 14 341 
Honduras : ‘ 890 238 78 54 5 199 
Nicaragua ....... cake hens 206 126 baa Sune 
Panama .. iceke 222 5,388 1,085 nee nae 26 391 
Salvador .... : 77 2,400 130 81 52 59 311 
DD scacces 1,732 3,814 829 465 305 186 3,494 
Newfoundland and 

Labrador .... 20 1,380 220 206 125 gud eeu 
Bermudas ........ , 25 300 ae teas ones 1 74 
SE ewssesesecs il 467 85 30 18 6 18 
Trinidad and Tobago... 60 BD ses ‘ , 

Other British West 

On shevenh eee , 192 11 =e 1 26 
Si inceceatvednnan 473 12,135 2,071 378 257 99 1,507 
Dominican Republic. 45 1,260 ae 18 343 
Netherland W. Indies 11 ied . +e eed 27 328 
Haiti, Republic of... 33 2,162 304 175 102 142 
Argentina ........-. 1,331 5.301 11,6006  .... sews 109 =1,571 
EE soceévaseece 31 ‘one eye - saan 2 97 
ae 80 60 a . sine ee 29 506 
Chile .... : 228 1,774 404 > ine 10 201 
Colombia ee ee 443 7,826 968 405 270 7 1,395 
Ecuador ...... . 36 9,936 822 491 303 amt e6ee 
Surinam ‘ éone 720 ee © @en% jaes 2 108 
Pe ésses re 121 4,041 424 486 243 5 203 
 sacoceesnes Pe 270 me ses Sains bi eeee 
Venezuela ai hmare 304 6,084 574 449 273 75 1,594 
British India........ 916 10,964 - ir sees 422 4,466 
British Malaya...... 367 240 ae «Sess sian 121 2,806 
SEED wseercoveseuce 13 228 81 oo oma 12 448 
CE wacesess ee 476 2,340 819 175 105 84 2,705 
Java and Madura. 1,838 oP sean hehe osies 182 6,312 
Other Neth. East In- 

OO — aaa 358 aad Bin ies ‘“ 30 836 
French Indo-China... 6 i ‘ iw ee acs éees 
SE BER. schicose 97 : oo ceue 94 1,892 
PE ssceanbsvennyes 142 nee ates ides analy 2 33 
SEED cesoncoonsess 102 §=3,910 1,497 , Kote 1 45 
Philippine Islands... 10 33,328 3,845 .... eens $328 3,113 
BED eineccaseceone Jens 120 ae sebe cian ee aten 
ED sdecoceses ‘ 111 see heee sean énan 29 109 
BUPMOP oc ccccccces 359 noes kaos os 30 616 


BE ccccccacce. CD GEER GED ccs cece 4 68 


























JUNE, 1931 








Now Color is Demanded in the Office! 


Color is the modern trend—and color in the new 
Columbian-Success Calendar Bases is reaping a tremen- 
dous harvest of increased sales and larger profits for 
the dealer. 

Follow today’s demand. Let the Columbian-Success 
Line of sturdy, handsome, colorful calendar bases 
bring new customers, greater business volume, faster 
turnover and more substantial profits to your store. 
Above is shown the Columbian-Success Jumbo Book Style Series 17. 
Available in Olive Green, Chinese Red, Mahogany Brown 
and Satin Black lacquer finishes. 

In Columbian-Success bases you will find the only 
improvements made in years. 

Write for our complete, illustrated catalogue 
and sam ples. 


COLUMBIAN ART WORKS, INC. 


1024-1032 JUNEAU AVENUE 
MILWAUKEE, WIS. 











SUPERIOR DESK PADS 


An entirely new line of folding pads of different con- 
struction, design and color combinations is now 
ready for the trade. The files are legal size, giving 
greater capacity. They are equipped with seven 
pockets on each side instead of six, and can be fur- 
nished with one wing only if desired. The work files 
can be folded over the pad when desk is not in use. 


Superior Folding pads are bound in genuine and in 
imitation leathers. Their attractive appearance gives 
them a ready sale, are the biggest value in folding 
pads and offer a repeat profit for you. We are ready 
to tell you about it. Write 


Superior Office Specialty Co. 
Desk Pate ont @ re 
544 W. Lake Street Chicago 


Pacific Coast Representative: 
Western Wholesale Stationers Ltd. 
228 S. Los Angeles St., Los Angeles, Calif. 
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VUL-COT — HERE THEY ARE! 


1. Long-Life. 2. Good-Looks. 
3. Dust-Proof. 4. Moderate Price. 


Combine all those requirements of a wastebasket for office use and you 
arrive at Vul-Cot—the National Wastebasket—made of genuine Hard 
Vulcanized Fibre with solid sides and bottom. Unconditionally guaran- 
teed for five years. Colors—Maroon-brown, Green and Wood-grains to 
match your office furniture. Art all good stationers, office outfitters and 
department stores. 


NATIONAL VULCANIZED FIBRE CO. 
Wilmington, Delaware 


VUL-COrT 


-the national wastebasket 








Compare Quik-Lok 


With ANY OTHER Storage or Transfer File 


for PRICE 
DURABILITY and 
CONVENIENCE 


in storing Invoices, Letters, Cancelled 
Checks, Vouchers, Freight Bills, Hollerith 
Tabulating Cards, or any other forms you 
find necessary to store away for future 
use when accessibility is desired. 


MILLIONS 
NOW IN USE 


prove the SUPERIORITY of Quik- 
Loks—their saving of time 
and EXPENSE in stor- 
ing inactive records. 


93 STOCK SIZES 


meet every requirement of any 
office. Special sizes made to order. 












Sample upon Request 


A sample of your own selec- 
tion will be sent to you PRE- 
PAID. It is returnable at our 
expense if it does not meet 
your requirements. 


The KAY-DEE Co. 
Box G-1484 _— Lincoln, Nebr. 


Write for our FREE booklet, 
“RECORDS,” containing valuable 
information on the preservation 

and destruction of your records. 
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TIME = PAYROLL 
FILE SPACE = RENT 
DEPENDABLE 


PERMANENCE = SECURITY 
SPEED FASTENER = MONEY SAVING 


Purchasing Agents know 
about economics and any 


BABE $3.00 
$3.50 west of Miss. The Of- 
fice Favorite 
NEW MODEL 9—$6.00 
250 staples at one loading. 


Temporary or permanent fas- ig , . 
tening osition will cut office ex- 


P. A. can figure out how 
this Speed Fastener prop- 


pense. Put it up to them. 
Put life in your summer 
business by featuring 
~ SPEED FASTENER, 
the fastest, smartest, most 
reliable paper fastener. 
Plan a display. Write us 


for details. 





? SPEED 
Parrot rastener Corp. 


388 Broadway NEW YORK 








SPEED FASTENERS ARE PERPETUALLY GUARANTEED 
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CROWN PRODUCTS, for more than a 
quarter century, have been making ‘“‘Good 
Impressions”’ and afford: 


1: Exceptional durability. 


2: Excellent opportunity for energetic and 
capable distributors. 





3: A large percentage of repeat orders. 


They are backed by nearly thirty years 
of manufacturing experience. Samples 
and exclusive sales proposition upon 
request. 


Crown Ribbon & Carbon Mfg. Co. 


Rochester, N. Y. 
U. S. A. 

















OFFICE APPLIANCES 





| is confidence on 
both sides of the counter when you 
sell METAL-BILT Cuspidors, for both 
you and your customers know that 
they are the finest that money can 
buy. 


METAL-BILT 
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Even the Country Sleuth 
can tell the difference 


Paper varies, even under the closest 
scrutiny of the manufacturer. But old 
sleuth, himself, can readily see the dif- 
ference between ordinary adding 
machine paper and CERTIFIED rolls 
CERTIFIED are made to exacting stand- 
ards, insuring tough texture, freedom 
from breakage and clear, sharp impres- 
sions. Send for test samples. U. S 
LACE PAPER WORKS, Inc., 163 Union 
Ave., BROOKLYN, N. Y. 












we eT 


3 @ ¥ % 2 
: pase) OTE ADT 0 1 Ot SET SES ee SEIS OS 
REG. U. S$. PAT. OFF. 


CUSPIDORS 
Send for Catalog Dept. 12-8 
DETROIT METAL SPECIALTY CORP. 
\\ DETROIT 





_ ADDING MACHINE ROLLS 
sianbl hla nescence 





. Oe 
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Refillable 
pencils and Metallic pens, 


dina refill Other pencils. except gold.” Fountain ven | |] PRE RCTION 
French Oceania..... ves 6 a sane eoee “ong <— | DAILY 
ae = 6! Toss sss t 21 REMINDER 











Union of So. Africa. 118 1,896 142 130 77 7 156 
Other Br. So. Africa 31 ane a ieee — ones awn’ : 
PEED, ccccccccsses 20 aan ane ane sexe 21 50 \ 
Other Br. W. Africa ‘s once asee nes oeer 2 54 
Other Port. Africa.. 28 omae wees eese bane 1 ll 
Canary Islands...... 71 iat —— 11 458 | 
BOB ..00ccess: $40,136 460,961 $49,763 17,041 $8,670 6,086 $80,347 | 
Shipments from the United States to: 
OT ccoccceceses 254 4,493 $1,277 393 $269 128 $2,217 | 
Porto Rico......... . 429 12,418 1,608 105 65 54 521 


Ribbons and Carbons Exports 


United States exports of carbon paper, typewriter ribbons, filing folders, 
index cards and other office forms in February, 1931. By the Division of 
Statistics, United States Department of Commerce: 





























EN coenasaeesee send ; 55 $ 32 84 $214 
Belgium ... ..... ° 91 $ 65 497 329 304 703 
Czechoslovakia .....  «. 412 275 re i THE PERFECTION DAILY REMINDER has been_im- 
Denmark ........+. 644 200 1,117 1,017 303 117 proved and simplified and is now very reasonably priced. It is 
Finland ........+.. yr . * as pe a= e 52 made in three sizes: 4x6% inches, 5x8 inches, ol x10 inches, 
France ........- -» 1,054 231 1,423 910 978 2,236 and can be had in five finishes: Black Enamel, Olive Green, 
Germany .......... 1,600 1,044 638 $44 379 1,163 Mahogany, Statuary Bronze, and Brush Brass. The bases are 
GPOCCR cwcccccccces ; 354 : 361 cece oeee _8 18 made of steel and equipped with rubber plugs at the four corners 
Hungary .....-.+++. 16,300 3,660 eee cece 157 410 which prevent the metal from scratching the desk. The pads are 
Iceland ......... se tees cess . 12 printed on a high grade 16 Ib. bond paper. At the top of each 
Irish «ree State..... 41 35 oss» fo *s25 vase | sheet appears the past, the present and the coming month. 
Ttaly ...sseesseeees 274 202 3,661 2,061 606 1,381 The Perfection Daily Reminder can also be used as an adver- 
nay ap bonis . 1 ane ase aaa oan + oo tising medium by imprinting the plate. Imprint prices and 
INNOEWRAY cccccccecses ,01Lo ols vu ‘ “_ | > ails : 
Poland. ont Weenie. 95 19 Bees dese ae Si further details on request. 
DS sieshseacue os4s éeee 129 166 oees cece “« sagt? 
De cscaeeeee 97 37 594 399 284 713 on The House of Service tae 
Cet sccuomade 51 47 181 115 462 1,434 SD. >. 
SD cc ccccctcccs 377 341 2,372 1,653 301 737 yy vs 
Switzerland ........ ais rie 1,441 1,439 39 158 | ioe Ie 
United Kingdom.... 16,295 5,058 23,555 18,336 6,251 23,895 Tv rt 
Yugoslavia&Albania .... : ee el 79 193 | ee ee ae ‘@ 
Canada ............ 30,696 10,766 4,070 3,626 1,214 3,876 | ee Sales Corporation 
British Honduras... 50 77 ocee — oes coos | 
Costa Rica......... = +4 noes paws + aut Stationers’ Glassware, Hardware and Specialties 
Guatemala ......... 653 150 aoe. kone 42 177 
SEED ctccesecse 3,137 1,449 289 240 8 28 ree 
Nicaragua ......... 1,491 1,013 iin al 20 18 72-78 Spring St ‘ New Yerk, N. ¥. 
DEE, Ganeeseeoke 5,661 1,909 124 137 431 1,290 
DEE scnceccuans 72 50 70 68 96 338 
Mexico ....... soos ED 902 2,878 2,472 108 392 
Miquelon and St 
, -_ ee 418 127 oese cece cece cose 
Newfoundland and 
DOE sscceces 129 61 17 25 
Bermudas -. 1,255 957 ‘vas me oéie eees 
SEE, 6 06bnnaeer 1,215 451 189 78 54 135 
Trinidad & Tobago. 923 523 94 87 21 66 
etki k<tahiins 2,814 999 1,701 1,354 708 =, 779 G H 
Dominican Republic. 1,113 258 30 17 25 63 
Netherland West In | ra co 
GD cc ccccsvesece 969 438 ties sobs cess chee 
Haiti, Republic of.. 330 124 36 29 36 161 | | 
Virgin Islands of U. 
Ss Sueeceeceseoes 205 84 ones oeee ogee oene spe s 
Argentina ..... bad 698 240 3,675 3,744 1,284 4,659 
Brazil ............. 825 322 «1,052 = «1,748 244 872 a fj 
GE mieocedeus ee 907 288 926 789 146 455 t 
SEE cescuéecées 3,646 2,292 424 380 175 449 | ro 
PE «.caceceane 233 71 70 44 30 69 
British Guiana...... - TT 60 37 eece0 eee 
TRE ca ccevedes 461 156 Te cece aece ones 
TU iepésdcauccene 72 679 365 156 56 130 
SE: égccnecsense 115 99 306 440 121 416 
VUE eccdccece 3,077 1,354 333 240 21 45 
British India....... 515 259 5,375 4,030 852 2,385 | 
British Malaya..... 86 24 pel iss paren see | 
GY S04 dees tues 27 9 sushi one nen obec 
CE séaissis aco. oon 401 1,525 894 7 $2 | 
Java and Madura... 220 130 287 357 144 440 | 
Hong Kong......... 189 92 224 230 25 40 | 
SD dswedaccencéees ieee ones a0 — 18 44 | 
0 Fe er 1,430 350 13,174 7,367 110 392 
Philippine Islands... 821 709 634 510 161 529 | 
TN .acceccautewess 460 80 sient Pee 5 aes me . e e 
SN. dpastanedecus 97 65 seas ee Kaen hées (S k G 4 V d V S | 
TEE: <inevnseions 216 ae saa 84 207 | toc rairco ise an = egnecs 
BEER 4026000000 _ oon 3,985 2,308 335 876 | 
British Oceania..... 20 : 36 41 tae: a Tell your sales force to push GRAFFCO VISE 
French Oceania..... 20 6 wees some cose —_— and VIZ SIGNALS, the sure cure for dead files. 
New Zealand....... 131 227 565 381 134 418 : ; 
British East Africa. 400 a a Rit c-: 2 They bring to the executive what he wants when 
Union of So. Africa 64 42 612 276 sais Ie ia he wants it and 12 vivid, eye-arresting colors pre- 
ws Br. South 139 ase vent mislaying important data. Buying power is 
EP ian: netnaiielns semn hee 225 137 ae hice improving. Get your share of the business with 
BEROOEED coccccecese 52 30 cece eee . 
Other Portuguese these profit makers! 
Be rrr re 265 32 


to- 


Canary Islands...... er 6 "18 "3 "14 i) G ae C 
$40,359 80,952 $60,485 17,659 $56,811 | George . ra ompany 
Shipments from the United States to: | 


64 Washburn Ave., Cambridge, Mass. 
Haweii ............ 25,609 $10,350 778 $795 54 $229 
porto Rico... ..2." 10/953 "3/402 1,607 1,000 «2112 | (mmm 


MGS cchnansécn 108,218 
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OFFICE APPLIANCES 





U. S. TYPEWRITE 


-_ 





RIBBONS 


ESTABLISHED 1895 


Dealers Inquiries Solicited 


Sansom at Tenth Street 


RIBBON MEG. Co. 


ys 


CARBONS 


Philadelphia, Penna. 




















Large Profits 


on these low-priced 
Triangle Desk Trays 





Every office is trying to 
reduce expenses. Capi- 
talize on this trend by 
featuring these popular- 
priced Desk Trays. Made 
of durable fibre paper 
board. Attractively cov- 
ered with black and deep 
green. Cream-colored 
lining. Shipped in any 
nmtity. 


Priced to Retail at 50c each “Rush Your Orders 


PAPER BOX and SPECIALTY CO. 
SHEBOYGAN WIs. 

















THE PENCILS OF 
PROVEN QUALITY 


SWA PENCIL CO. 
INCORPORATED 


221 Fourth Avenue, New York City 




















TRINER AIR MAIL SCALE 


Selected on Competitive Bids by U. S. 
Post Office Department Using 
30,000 No. 9 Scales 


EQUIPPING THE 
SERVICE WITH THIS 
SCALE IS THE GOVERNMENT'S 
MARK OF APPROVAL AND JUDGMENT 


It is entirely built of steel, with a brass beam and poise. 
Each half ounce is clearly cut in beam with deep “V" shape 
notch—attaining easy and accurate weight. 

Price moderate for FAST SELLING. Write your Jobber for 
Triner Ne. @ Alr Mail Scale. 





TRINER SCALE & MFG. CO. 


2714 W. 21st Street Chicago, IIl. 


We also manufacture Parcel Post and Mail 
Automatic Scales used by the Post Office Service 











Three Cheers! 


New Calendars— 
New Prices! 
BEACH’S 


“Common Sense” 
Travelers’ Experse Bocks 

















now contain calen- 
dars for the last half 
of 1931 and all of 
1932. 

The net price to 
dealers is lower than 


ever before. 
Write for particulars té 


BEACH PUBLISHING CO., 1351 Book Bldg., Detroit. 















































YOUR QUESTIONS 
ANSWERED FREE 








Subscribers to Office Appliances have free 
access to a competent service bureau which 
is prepared to answer almost any question 
relative to office equipment. 








A considerable number of our readers have 
found that this service in itself is worth 
many times the subscription price. 








The Office Appliance Company, 417 South 
Dearborn Street, Chicago, U.S. A. :::::3 
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BOEHNER 


Improved 


CARD HOLDER 


Stationers and printers 
use it to build up their 
volume on business and 
personal cards. It takes 
the regular loose cards, 
holds them firm, keeps 
them clean Holds 
one as securely as a 
full case Imported morocco binding—metal parts highly 
nickeled—28 different sizes. 

We manufacture leather novelties only—we do not compete 
with engravers or printers. Please mention size in asking 
for prices. 

Address, Department OA, 


Improved Boehner Binder Co. 


142-1 Fox Street Aurora, Illinois 











DEALERS WANTED 


for a patented typewriter 

cushion key, with advan- 

tages and merits no other 

key possesses. You'll get 

MORE key business by 
selling 


The Master Key 


(No Rubber to wear out) 
Write for Samples 
and Prices. 


Speed Key Mfg. Co. Inc., 
29 Columbus Place 
Brooklyn N. Y. 

















A sure way to protect 
your customers’ signa- 
tures and writing upon 
all important records ine tion 
and documents is to sell ob 38%.2)'n2anet aientt 


“> Ecerinal bach ial 


a0) GLACh - SEVER $4085 PeoeT corencus 


For Steel Pens & Fountain Pens 
C ——____ <3 


CHAS. M. HIGGINS & CO., Inc., 271 Ninth St., Brooklyn, N.Y. 
Makers of Higgins’ American Drawing Inks for Half a Century 


pre 





at ira cos 
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FOR BONDS AND STOCK CERTIFI. 


CATES AND ALL PAPERS °F VALUE 


KIHN BROTHERS BANK NOTE ENGRAVERS 





. 
| 





CMT 


DESK ORDERLY 


A very handy desk 
companion for clas- 
sifying letters, or- 
ders, ete. Six adjust- 
able partitions. Fin- 
ished in olive green, 
grained mahogany 
and walnut. Priced 
right to sell quickly. 
We maintain a sep- 
arate department for 
specially designed cabinets, boxes and display racks. 
Write for Catalog and Price List 


COLE STEEL EQUIPMENT CO. 
33 CRESCENT ST. LONG ISLAND CITY, N. Y. 


ef moe eee nae ee ne ne nm ee eee 





OAKVILLE -AMERICAN 





PIN DIVISION 
%, 


ae %, 


OAKVILLE-AMERICAN PIN DIVISION 


RING & 
REG. US. PAT. OFe. 


WATERBURY, CONNECTICUT 


Scovill Manufacturing Company 





NEW YORK CHICAGO SAN FRANCISCO 


OAKVILLE ‘“‘ The Yellow Box Line” 
Pins, Clips, Fasteners, Thumb-tacks, Tak-a-pins, ete. 


Oakville 


5,000 Staples in 
(1) Loading 


N° wobbly tin gadget, 

this Eveready Stapler. 
No, sir! It's built to 
work right, and finished 
to do credit to any desk. 
Makes its own staples — 
cannot clog or jam. In 
attractive enamel Olive 
Green finish. 


“The Result of Long 
Experience and Knowl- 
edge of Requirements” 


EVEREADY MFG. CO. of BOSTON 
34 Southbridge Street, Worcester, Mass. 


GENERAL SALES OFFICE: 50 Church Street, New York, N. Y. 














MODEL A 
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UNIFORMITY. 














profits assured. 


1026 FILBERT STREET 





NKXELAR 


INKED RIBBONS— CARBON PAPERS—DUPLICATING INK 


EXCEL ALL IN DURABILITY AND CLEAR WRITING 
MANUFACTURED TO THE HIGHEST IDEALS OF QUALITY AND 


A STANDARDIZED LINE OF UNLIMITED POSSIBILITIES. 
Every Item Fully and Unconditionally Guaranteed 
The most profitable cooperative proposition ever offered. Increased sales and 


Send for the New Price List and Our New Special Offers 


TYBON CORPORATION 





PHILADELPHIA, PA. 











Sell This 


A bathroom or health scale 
that can be sold for $12. At- 
tractive, with appealing 
lines. Colors:  six-spring 
mechanism—250 lbs. capac- 
ity. This scale cannot tip. 
4 Write for prices on this 
¥W popular item. 


Hanson Scale Co. 


525 N. Ada St., Chicago 





STOPevertastinc NOISE 





Made for L. C. Smith, Remington, Royal and Underwood 
typewriters. 

When ordering state make of machine. 

Saves repair calls, does away with desk drumming, makes 
typewriter more quiet and snappy. 

The typewriter is quickly and automatically attached and 
as quickly removed, without tools, from the desk. 

Sold at all offices of The L. C. Smith & Corona Typewriters, 
Inc. Ask for trial. 

Dealers write for liberal proposition. 


Smith Noise & Shock Eliminator 
303 Kellogg Street Syracuse, N. Y. 

















Card Cases, Bill Folds, 
Playing Card and Cig- 
arette Cases. Keep 
contents absolutely 
clean. Easy to get at. 





GARDNER’S HOT 
GOLD LETTERING 
MACHINES 








Write for Samples and 
Prices 


P. A. GARDNER 
LEATHER WORKS 








Pui TAR CARD CAS 











DORIAN j 
<Tasre 
PAD 


WwW vw TAPLE ITEMS keep moving 
; consistently regardless of seasons 














or conditions. 

PAD your Sales and ADD to these 
consistent, staple profits by featur- 
ing 





FULTON DRI- KWIK STAMP PADS 
and ADD to Whenever you sell rubber stamps, 
suggest “Service” and “Fulton” 


Dri-Kwik ink impressions dry al- 
most immediately — clean, deep, 

PAD Your SALES 0 immediately ~ ce 
sell Dri-Kwik Stamp Pads; when- 
ever you sell Dri- Kwik $ Stamp Pads, 
4 Ss ry ‘/ Daters. Here is the way two sales 
¥ our t ROE ITS! are freque ntly made from one be- 

ginning! 

















Inc. Write for prices and other interest- 
Pine Louis ing information. 
709 St. St. Me. FULTON SPECIALTY CO. 
Elizabeth New Jersey 
































Loose Leaf Rings 


No Large Brass 
Joint to Tear Nickel Plated 
Paper FIVE SIZES 
Inside Diameters 
4"—1.35 Per 100 
Open Easily, y"—1.50 “ 
Close “75 * * 
Securely d be um 4 “ « 
| ° 





For loose leaf books, binding reports, blueprints, etc. 


| Write for information Loose Leaf Metals 


on our line of...... 


The E. W. Carpenter Mfg. Ce. 
Bridgeport, Conn. 














We Supply The _— » Domestic and Export 







For More and Better Copies, GRAPHIC ROLLS, in all 

gece, on _——> to fit all Makes of Duplicators. Cloth 
GRAPHIC DUPLICATOR ." HEKTOGRAPHS 

$35.00 $45.00 $60.00 Various Styles and Sizes 


Gelatine Sheets +» = Refill in =, » » Hektograph Cleaning Paste 











GRAPHIC DUPLICATOR co. 270 A Lafayette St., New York, N. Y 
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MULTIPLE ADJUSTABLE | Quick Sellers—Big Money Makers 
TRAY OUTFIT 










Four high—takes up 
no more space than 
a single tray. Trays 
can be re-arranged, 
removed or replaced 
at will. 


A very 
convenient 
set-up. 


Low priced. 
ORTHWINE MANUFACTURING CO., 438 W. 37th St., N. Y. City 











““Instant’’ Desk 
N end Handy Files 
, der cut frstantly A—~ + > 
specially 


dexed A to Z, 1 to 31, or 
classified celluloid covered re- 
movable tabs. 


etc., instan bie. 
Albums for Every Purpose 
Au h, Portrait, 


Cc Memory Address Books. 

MR. - iNustrated School 

Backgammon Scrap Books, 

Games, Double Dummy Bridge 
Boards 

Write for Prices and Special Discounts. 


W. C. Horn Bro. & Co., i#% 200 5th Ave., New York 














[CORK BULLETIN BOARDS 








Frames 
Are Oak 
Finished 

















Dealers write for catalogue 


N. Y. SILICATE BOOK SLATE CO. 
20 VESEY STREET NEW YORK CITY 


























7 No. 700 < 
52 pages of information including illustrations of all types 
of office machines—specimens of typewriter type—how to 
test adding machines for accuracy, etc., etc.—at a nominal 
price of only 25c. 

Send for your copy today! 














1 
-e 


MEET THE DEMAND 
Profitably 


In Apex, Summit, and Xtragood, the dealer has 
three qualities of ribbons and carbons to offer 
customers which cover the whole gamut of 
demand. In the supreme test of use, Union 


Ribbons and Carbons are in the front ranks, 
continually creating profitable business for 
Union dealers. Do you wish to meet the 
demand—profttably? Write us. , 


UNION RIBBON & CARBON CO. 


Front and Laurel Streets 
PHILADELPHIA, PA. 





HOGEstTAPLeR 


WON’T CLOG 






Written guarantee 
with each machine 








Staples 30 sheets as easily as 2 


This Hoge, No. 3, Stapler penetrates wood or fiber with the same ease 
as paper. Press plunger gently, or strike it a quick blow, the results are 
perfect. It meets every requirement—holds customers. 

Order a sample—if it doesn’t fulfill all expectations, send it back. 


Your jobber can supply you. If not, write us 


THE HOGE MANUFACTURING CO. 
23-25 EAST 21ST STREET, NEW YORK 

















A Distinctive Line 
that will hold your trade 
TURNER & HARRISON 
STANDARD, SILVER-ALLOY 
and GOLD-PLATE PENS 
Smoothest, slickest pens made 
Catalog on request 


TURNER & HARRISON PEN MFG. CO., Inc. 


Hstablished 1876 
PHILADELPHIA, PA. 


IMPRINT PENS A SPECIALTY 














IT DOES .v8% < 


Specialties with big profits that people can do without are not 
good buys today. But no dealer can afford to be without staple 
items which offer the profits of specialties. Clarotype is one of 
these products. It does sell today and it does give you a good 


~  fAROT Ie 


THE MODERN TYPE CLEANER 


Look over your shelves. Replace one of the dead items with 
this live wire producer. This office necessity will make profits 
for you as it is doing for over 3500 other dealers. If you want 
more facts please write for our brochure. For immediate re- 
sults order today and put this product to work for you tomor- 
row. Address THE CLAROTYPE CO., 16-G Hudson St., 
New York, N. Y. 
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MAR KILO 


CELLULOID 
ENVELOPES 


have the welded 
reinforced flexible 
edge seams. Ex- 
tra strong and 
finished in appear- 
ance. (Patented 
processes.) 












A . — 






















MARKILO Envelopes are made in all ring-book sizes. 
MARKILO INDEXER Strip (blank-label) ready-to-cut. 

Transparent signals, card cases, etc. Sample on request. 
The Dozen System vs. Decimals, Booklet Mathamerica 25c 


Markile Co., Mfrs.,936c W. 63rd St., Chicago, U.S.A. 


OUT OF SIGHT—SALES STOP 
Display eh =e Lettering 


The Right Pen for Every 
Kind of Lettering 
DEALERS: Send for assort- 
ment of 12 pens 3 of each 
popular size on special coun- 
ter display card for 30 days 

sales trial, prepaid. 
Dozens of stores in your 
neighborhood need COIT’S 
PENS and will buy them 
from you when displayed. 
ASK YOUR JOBBER 
THE BRIDGEPORT PEN 
COMPANY 
Bridgeport, Conn. U.S. A. 










REBUILT 
MIMEOGRAPHS 


Every Mimeograph we rebuild is 
absolutely guaranteed. In our 
twenty-six years of experience we 
have learned how. All models 
completely rebuilt. Investigate 

now! 


— MIMEO SERVICE BUREAU 


132 Nassau Street NEW YORK, N. Y. 















TIP TOP 


LOO T6P) TRADE-maRK 


3 sizes 


(¥] 


—the guide to qual- oy 
4/2 


ity in paper clips NO. © 


::: Precision made 
brass or nickel finish. &b 


Your Jobber 


~_rr,rrrrrrrry,’**,,*.*..,.,,,. 


or direct from 


factory. 





NO. 2 
THE TIP TOP MFG. CO., Inc., Syracuse, N. Y. 


Canadian Agents: Brown Bros., Ltd., Toronto 


7aoooeeeeeeeeeeeeeeeeeeeeee-”-”--”--”~~- 
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FREE HAND 


Reg. U. S. Pat. Off. 

It Can’t Slip Out Until You a 
Release It. That’s the Free 
Hand binder—a handy little 
device, requiring only one 
hand. Papers are held securely 
until wanted, then released at 
a touch. The Free Hand is 
thoroughly practical and 
needed in every office. Ask for 
descriptive price list and stock 
sizes. 

FREE HAND BINDER COMPANY 


74-76 BEEKMAN STREET NEW YORK, N. Y. 


































ere ADIAL DISTR pe ‘ 


66 yy 
e** 2 s 


Efficient and economical. 
Will keep correspondence 
and papers always on hand 
and properly arranged. The 
most efficient desk file on 
the market. Made in four 
sizes. A very profitable 
item for stationers. 





Stanley R.Bristow . 
24 Central Ave.West Orange,N.5. 














‘*Steel-Strong”’ 
The Quality Line of Coin Handling Supplies. 


4 Styles Coin Wrappers 
2 Styles Bill Straps 
Coin Bags—Coin Storage Trays 
Coin Bag Seals - Seal Presses 
Manual Coin Counters 
Currency Racks — Tellers Moisteners 


Handy Wrapper Cabinets 
Nati advertised in Leading Bank Journals, 
— oo through dealers 
Write for Catalog Salesman’s Sample Case 








The C. L. Downey Co., 943 Clark St., Cincinnati, 0. 








Special Lettered Tabs 
and Complete 


INDEXES 


Leather, Celluloid, Vellum. 
AICOLOID tabs in several 
colors quickly identifies the 
department sought. 










Summer Prices Now Prevail 


G. J. AIGNER CO. 
503 S. Jefferson St. 
Canal Station CHICAGO 





















JUNE, 1931 


215 


STURGIS. 


POSTURE CHAIRS 
And All-Metal 


TYPEWRITER 
STANDS 


Sold exclusively through Office 









SILVERGLO LAMPS are stand- 
ard equipment in some of the 
largest business offices in the 
country. 


Establish your accounts and 
watch for repeat orders. 
The booklet “Light by Silverglo”’ sug- 


gests proper light at point of use. 
Write for it now. 


A very profitable line with small in- Furniture Dealers 
vestment for you. 

SILVERGLO LAMPS, Inc. Sturgis Posture Chair Co. 
300 B. Federal St. Baltimore, Md. No. 500 STURGIS, MICH. 

















The “Washington” 

Soopntinn: MM TO BE SUCCESSFUL 
Gold Tooled | IN THE NEW YORK MARKET 
Mag... WAREHOUSE HERE 








Desk Pad We will seve you reel money handling and distributing 
(Panel) Pool cars, LCL and Car Load Lots of merchandise for 
dealers, Banks, Hotels, Libraries, etc. We uncrate, 
5.50 unpeck and install at minimum cost with real efficiency. 
Rocker Blotter Our warehouse has the lowest possible insurance rates, 
2.50 modern sprinkled service, end night guard patrol. 
pet Letter Opener WRITE FOR THE WHOLE STORY 
2.00 
Pes. peck Cale | METROPOLITAN FURNITURE SERVICE 
and Memo Pad 611-627 W. 43rd St. New York 
Stationers Specialty Corporation “oo THE LINK BETWEEN SHIPPER AND RECEIVER 
151 Lafayette St. New York City List Prices 


















O.K.A Azora air cushions and twirlers, two 
ty | emer highly practical accessories, are mak- 


ing typewriting easier for thousands 


Progress with Progress of users, Sales, both new and re- 
Traditions grow, traditions die. That is one of the placement, are large. Write for prices 
truths of life, and a natural accompaniment of progress and discounts. 


—we can fly through the air, telegraph, telephone and 


television, whilst, some are dreaming of trips to Mars. 





Hold Fast the Good, Reach For the New AZORA RUBBER CO. 
lar 9 nd of progress — on experience and break 54th and 20th S 
OG. ER. 4; CICERO, ILLINOIS 


2 ounce An unbeatable combination, cleans typewriter type in- 





tantly and adds a sure-grip to the rubber roller. N Above 7 
bottle mm, no encn—epecih : 4 discount. gna . ee pt A 
50c 0. K. A. COMPANY RING (Cross-Section View) 
Monadnock Building San Francisco, Calif. PAT. DECEMBER 21, 1915 
































Att business men wish t we, Your Own Name 
Z'\ telephone without being /Ty psa maa) aa and Brand on an 
he 9 < 7 item of proven 


sanitary telephone mouthpiece Tho 24: A. cule tk ene, toute 
your own name and brand, adds to the 
regular sales and profits a prestige and 
untly adiust f > advertisement of your service that will in- 
5 crease sales in other lines as well. Low 
prices, prompt service. Write for par- 
ticulars. 

We manufacture special brand 

ink eradicator for over 350 

members of the National Sta- 
ieaLUL) ALB A CRO Le tioners Association. 
cards 4 request will brin 


THE COLYTT LABORATORIE sess H. A. INK ERADICATOR co. 
"~ estan ” pote. ge 1545-47 West Farms Road, New York, N. Y. 


Ser belts MaeltisMcols lel ailt 
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An executive subscription circulation 
covering a large percentage of the up- 
to-date firms in the United Kingdom, 





More Business for You 
In the British Empire 


amongst similar firms in the British 
Dominions and Colonies (except Can- 
ada), including high spots in European 


plus a valuable subscription circulation business centres. 


BUSINESS 


THE JOURNAL OF MODERN METHODS & MANAGEMENT 
(Estab. in England in 1907 as SYSTEM, The Magazine of Business) 





AN IDEAL MEDIUM FOR 


BR Backing up a British ( Direct Mail Order re- 


Testing the British and 
Branch or Agency sults 


Imperial Market 


A report on general business conditions or specifically on opportunities for specific equipment or services 
will be sent free without obligation on application to:— 


Advertisement Manager FRU SUNES 


6, Carmelite Street, London, 
E. C. 4 
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66 ”? To us “M. B” stands for “MON BUREAU” 
To you “M. B.” stands for “MORE BUSINESS” 


There is no better way of introducing your goods in Europe and 
particularly in France than by advertising in MON BUREAU. 





M. B. has been the pioneer of sound business 
methods in this country for many years past and 
it is now the most widely read business publica- 
tion. Every progressive firm is a subscriber of 
“M. B.” This is the reason why it is the very best 
medium for advertising office furniture and 
appliances. 


Not only is M. B. the most largely read publica- 
tion of its kind, but because of the strong affec- 
tion and great confidence of its readers it is sure 
to bring you handsome and profitable returns. 


MON 
BUREAU 


LE MAGAZINE DE LORGAMISATION 
COWMERCIALE & INDUSTRIELLE 


(ented Lamors CC* LTE 
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The advertising department of M. B. will write 
your ads for you or translate your copy into 
French just as you prefer. Ask for sample copy 
of M. B. and advertising rates today to 
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THE ADVERTISING MION BUREAU 186, Faubourg St-Martin PARIS Xéme Arrt.(France) 


MANAGER 
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THE STATIONER’S 


SCRAP 
BOOK 


IDEAS 


PRICE $400 POST FREE 


The most valuable money- 
making volume ever placed 
before the Stationer Trade— 
Contains nearly 200 hints in 
connection with every depart- 
ment of your business. 


Press Comments: 


The book contains some 178 pages of common sense sugges- 
tions for commercial stationers and dealers in office equipment. 
It is conveniently divided into four sections, az follows: 
Organization; Advertising and Publicity; Selling Ideas; Win- 
dow Display and Selling Ideas for Specific Lines. An index 
in the front of the book classifies the subjects treated and gives 
the mumbers of the pages where the stationer may find sugges- 
tions on the particular phase of his business that he may be 
interested in at the time. The subjects run all the way from 
account books to window dressing and are written in such a 
way that the volume is an excellent reference book. 


—Office Appliances. 


The Scrap Book can be dipped into almost anywhere, and 
useful hints on @ wide range of subjects, presented in a very 
readable form, will be found om ewery page. 

—The Newsagent, Bookseller’s Review and 
Stationer’s Gazette. 


It was a distinctly good idea to bring together such a series 
of approved ideas, and the volume should meet with a warm 
welcome. —The British Printer. 


A good idea in itself and admirably carried out. 
—The Stationery Trades Journal. 


Send Your Order with Remittance Today 
to the Publishers 


F. W. BRIDGES, LTD. 


GRAND BUILDINGS, TRAFALGAR SQUARE 
LONDON, W. C.. ENGLAND 
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PINS 


that are 
positively rustproof 


BRASS PINS 


Brass cannot rust. Consumers 
know it and they want pins and 
safety pins of Brass. Brass pins, 
clips and fasteners never leave rust 
stains. When customers ask for 
good pins they want Brass pins. 


COPPER & BRASS 


RESEARCH ASSOCIATION 
25 Broadway, New York 











300 


NEW ITEMS 
IN A SINGLE YEAR 


In a single year Office Appliances announced 
some 300 items in the section devoted to new 
machines and devices. 


Usually this information is given before the 
items appear on the market and always in 
advance of most sources of such news. It is 
not uncommon for a dealer to tell us that 
some of his best selling lines have been secured 
from seeing the things in Office Appliances. 
Many readers say this section in itself is 
worth the subscription cost, not to mention 
all the other features. 


If you want to keep in touch with the activi- 
ties of the office equipment industry, there is 
no better way to do it than by entering a sub- 
scription to Office Appliances. The rates are 
$2.00 a year, $3.00 for two years; Canada $2.50 
and $4.00; Foreign $3.00 and $5.00. 


The Office Appliance Company 
417 South Dearborn Street 
Chicago, Ill. 
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Remarkable 


Development 
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A New Burroughs that Accumulates 


20 SEPARATE TOTALS 


in one column or separate columns 


Distributes items to as many as twenty separate classi- 
fications . . . prints totals of each classification ... 
and prints a grand total of all. No relisting. No copy- 
ing from totalizers. Each item is printed as it is dis- 
tributed to its proper classification. Each of the twenty 
accumulating registers has a capacity of twelve digits. 


With this Burroughs Typewriter Accounting Machine a 
distribution on a wide columnar journal is rapidly and 
accurately prepared at the same time that any kind of 
ledger account is being posted. 


Call the local Burroughs office for complete informa- 
tion or demonstration, or write— 


B uU r Yr oO uUu h Ss BURROUGHS ADDING MACHINE COMPANY 
6416 Second Boulevard Detroit, Michigan 
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For clerical time, as 
lars on the weekly 
exactly the volume of work 
accomplish ... no more. If they 
percent as much record keeping & 
writing work as an Addressograph 
would do in your office, you get only 
one-tenth of what you should for cleri- 
cal time. 

Count the hands in your office busily 
engaged in copying names and ad- 
dresses or data from ordinary business 
records ... onto sales promotional 


























The Addressograph illustrated is the new, low-priced, all 

purpose, electric model, which mechanically transcribes 

fundamental business records at high speed. There are also 

hand operated models and super-speed automatic models 
from $42.50 to $12,000 


O you gel 
clerical time? 


business forms such as 
ion notices, checks, 








forms, etc. 
Realize that the 
address of a 










mation n recorded on an Ade . 
self-writing record. And does it 10 to , 50 
times times faster than hand methods. 

An Addressograph representative 
can show you how you can get more 
for clerical time. 


ADDRESSOGRAPH COMPANY 
General Offices: 1814 E. 40th St., Cleveland, Ohio 


Addressograph-Multigraph of Canada, Limited, Toronto 
Addressograph, Limited, London, England 
Addressograph G. m. b. H. Berlin, Germany 

Addressograph, S. A. Paris, France 


Speedaumat Manufacturing Co., Cleveland, Ohio 
Divisions of 
Addressograph-Multigraph Corporation 
Factories: Chicago, Cleveland, Toronto, London, Berlin, Paris 
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--- AND 


---the Exeeutive Office Equipped with 
The UNDERWOOD NOISELESS 


All is busy action. The executive 
reads his morning mail... thinks 
out the problems that confront him 
... gets things done. His secretary is 
busily typing just a few feet away. 
With her Underwood Noiseless she 
is free to type all day long without 
disturbing the executive office quiet 


...and within convenient touch of 


TNDE 
UN 


Standard, Noiseless and Portable Typewriters . 
PRODUCT OF UNDERWOOD ELLIOTT FISHER COMPANY 
Marketed by Underwood Typewriter Co., 342 Madison Ave., New York, N. Y. 


Sales and Service Everywhere 
“UNDERWOOD, ELLIOTT-.FISHER SUNDSTRAND 





The UNDERWOOD NOISELESS 


OFFICE 


THE EXECUTIVE 


the little duties she could not reach 
from an outer office. 

More and more, executive and 
professional offices are standardiz- 
ing on the Underwood Noiseless. 
Not merely because it is quiet, but 
because it is smooth-running and 
efficient, easy to operate, unfatigu- 


ing and fast. 
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.. Bookkeeping Machines j 


. SPEED THE WORLD'S BUSINESS” 


MACHINE 
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